




















There are a lot of good, sound reasons why you 
can sell the MultiKopy line—and profit. For ex- 
ample, fifty years of consistent national advertising 
has built up sound brand acceptance. Then, 
there are the special features, like Micrometric 
...the uniform quality. All these add up to 


more sales. 


.. the right 


* ® y 
combination WEBSTER’S MULTIKOPY 


for is the line to sell! 





1. MULTIKOPY MICROMETRIC CARBON PAPER. Here’s 





an exclusive for you: The only carbon paper with the handy 
scale edge that makes typing faster, easier, neater. 


2. MULTIKOPY CARBON PAPER. There's a style and 


weight to satisfy the requirements of every one of your cus- 





tomers. It comes in ten weights and ten finishes. 


3. MULTIKOPY TYPEWRITER RIBBONS. Your customers 


will like the sharp impressions ... the long service these 





ribbons give. 


4. MULTIKOPY DUPLICATING SUPPLIES. Here's a 
great team in the duplicating field: MultiKopy Spiro-Sets, 





Master Papers, Duplicating Fluid, and Star Skin Cleaner. 


NOW —MULTIKOPY PENCIL 
CARBONS! 


100-time use isa guaranteed 








minimum! The impressions with 
é this new pencil carbon paper are 

y s extraordinarily clean and sharp. 

’ 7 | Compare it with other papers-— 
tb you'll find it best in the field. 


\ 
uf \ Available in blue, 15 Ibs. only. 
\ 


F.S. WEBSTER CO. 


13 Amherst Street 
Cambridge 42, Massachusetts 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 





Office Appliances 


(To the Whrld's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Even Johnson. 





Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206. 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


John A. Gilbert, President; Charles H. Everly, Director; George C. Wheeler, 
Vice-President; Herbert L. Sime, Vice-President; C. F. Malatesta, Secretary 
and Treasurer. 

Evan Johnson, Contributing pane john A. Gilbert, Business Manager; 
Walter S. Lennartson, Editor; O. — pane, Assistant Editor; C. O. 
Schlaver, Assistant Editor; Herbert L. Sime, estern Advertising Depart- 
ment; Benjamin C. Wallsten, Copy Department Manager; John H. Rear- 
don, Circulation Manager. 
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Are Your Policies Right for Improving Business? 13 
Profit-Building With Profit-Sharing...... 15 
50 Successful Office Supply Dealers Tell How They 

Hold Effective Sales..... 17 
Throw Your Windows Across the Street... 19 
Office Machine Business Built on Service 
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Grows to Success....... 3 21 
When You Buy Good Will 22 
Separate Department Doubles Carbon Paper and 

Inked Ribbon Business.......................- 23 
A New Accent in Merchandising Office Furniture 24 
San Francisco’s Sixth National Business Show 

Attracts Commercial Public 30 
The Sad Salesman Is Your Enemy 36 

& the / 
Kansas City Firm Builds New Office. 46 
Elect R. C. Coxhead Vari-Typer Chairman........ 68 
Evan S. Harter Named Chairman of Board... 68 
Eversharp Names Robbins, Emerson to New Posts 70 
Esterbrook Adds Three to Office Staf.......... re 
Horder’s Appoints Frank C. Jacoby...... 82 
Tec Announces General Manager Choice 88 
New Sales Head for Standard Business Machines 88 
Julius Schillinger With Royal 40 Years 103 
Specialists Added to Parker Pen Staft...... 138 
An Editor’s Reaction to Sheaffer Visit. 158 
Use Waterman Pen in Broadway Hit.......... 160 
Underwood Appoints Kirsch Manager.. 162 
Indianapolis Firm Takes New Location. 179 
Walter Fichtner Now Located in West 184 
Eversharp Names Export Executive. 191 
Present Murphy Chair Organization.. 213 
Departments and Classified News 

Business Builders ......................-. 29 New Trade Literature 11 
Business Opportunities 10 News and Miscellany... 68 
oo PE gail Activities... * Office Furniture, Wood 

Copparation Reports 10 and Metal ....... 24 
Editorial ...... 38 Office Lands, In 50 
Guest Book ....... 48 Passed Away 208 
Here and There ... 40 aaa 9 
Meetings- Conventions-Dinners . 56 a 

New Equipment, Devices, Time Was .. 11 
Supplies. 42 Weddings ...... 183 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $*.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts. will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and ad 

which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as_ second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879, 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by copyright, 1947, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in cach division of the industry. Because of the grownd 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 

Acco Products, Inc. 211 
Ace Fastener Corp. 73 
Aeme Bulletin Board Corp. 244 
Acme Staple Co. 244 
Acme Visible Records, Inc. 79 
Adirondack Chair Co. 236 
Admiral Chrome Furn. Co.......206 
Advanco Prod. Div. Adv. S.B...125 
Aigner, G. J., Co.. 123 
All-Steel Equipment, Inc. 121 
Allen & Co. . .--217 
Allen, R. C., Business Machs., 

Inc. 143 
Alma Desk Co... ..188 
Amberg File & Index Co. . 83 


Amer. Carbon Paper Mfg. Co...131 


Amer. Hair & Felt Co. ..103 
Amer. Map Company... 241 
Ames Supply Company . 86 
Anderson-Hickey Co., Ine.........200 
Ard Mfg. Company..... an AST 


Arlington Creative Industries..245 


Art Metal Construction Co.......133 
Art Steel Sales Corp. 

‘ a 107, 108, 109, 110 
Autopoint Company 163 
B 

Bainbridge, Kimpton & Haupt, 
Inc. - 2.282, 201 
Bankers Box Company..............118 
Barkley, C. L., & Co... waves 95 
Bates Mfg. Company, The .. 93 
Beck Duplicator Gorp., The......237 
Berger Mfg. Div. Republic......209 
Bickett, L. M., Co. 158 
Bison Distributing Co. ..204 
Blaisdell Pencil Co. 234 
Boorum & Pease Co. ....161 
Bright Chair Co. 253 
Browne-Morse Co. 169 


Buckeye Ribbon & Carbon Co...249 


Burton Manufacturing Co. 167 
Business Efficiency Aids 251 
Cc 
C-Thru Ruler Co. 124 
Calculator Equip. Corp. .240 
Canvas Products Corp. wn2eed44 
Cardinal Sales, Inc. ...200 
Cardinell Corp. .230 
Central Can Co., Ine. ..224 
Clarin Mfg. Company................ 207 
Clarotype Co., The wna 4 
Codo Mfg. Corp. 1 06 
Sole Steel Equipment Co...180, 181 
Collier-Keyworth Co. ..132 

Columbia Ribbon & Carbon 
Mfg. Co. 45 


Columbia Steel Equipment Co. 99 


Consolidated Stamp Mfg. Co...162 
Consolidated Wire Prod .Co....148 
Continental Ink Co. 242 
Cook, The H. C., Co. 237 
Cooke & Cobb Co., The 240 
Copy Right Mfg. Corp. 213 
Corona Typewriter . 43 
Corry-Jamestown Mfg. Corp.....173 
Cotterman, I. D. 242 
Cram, The George F., Co. 235 
Cramer Posture Chair Co. 149 
Cushman & Denison Mfg. Co...234 
D 

D. & R. Mfg. Co. 196 
Daco Card & Index Co. 238 
Darnell Corp., Ltd. 175 
Dayton Stencil Works 245 
Dependable Mfg. Co. 229 
Dick, A. B., Company 37 
Dixie Chrome Products 157 
Dixon, Joseph, Crucible Co. 

145, 146 
Domore Chair Co. 141 
Doppelt, Charles & Co. 248 
Downey, C. L., & Co. 236 

E 

Eaton Paper Corp. 229 
Esterbrook Pen Co., The 55 
Eureka Specialty Prtg. Co. 140 
Eversharp, Ine. 49 





through the journal 


F 
Faber, Eberhard, Pencil Co. 77 
Fair Furniture Co. 177 
Farber, Louis H. 102 
Feldeo Loose Leaf Corp. 219 
Fisher Mfg. Co. 100 
Fox, George E., & Co. 242 
Fulton Specialty Co. 208 
G 
General Fireproofing Co. 137 
General Pencil Co. ene 
Gits Molding Corp. ...221 
Glaro Machine Products Co.....156 
Globe Lighting Products ...201 
Globe-Wernicke Co., The......66, 67 
Gluefast Equipment Co. 12280 


Goodfrend Metal Products Co... 
Graff, George B., Co. 

Gregory Fount-O-Ink Co. 
Guide System & Supply Co. 
Gunlocke, W. H., Chair Co. 


Gunn Furniture Co. 
H 

Hall-Welter Co. 

Harriman-Welts, Inc. 


Harter Corp. a 
Herring-Hall-Marvin Safe Co... 
Heyer Corp., The 
High Point Bending 
and Chair Co. 


Hurrle, Charles G....................... 
Hush-A-Phone Corp. 

i. 2 
Imperial Desk Co. 
Imperial Methods Co. 
Indiana Desk Co. 


Ink Specialties Co., Ine. 
Int'l. Office Appliances, Inc..... 
Invincible Metal Furniture Co. 
Jasper Chair Co. 
Jasper Desk Co., The 
Jasper Office Furniture Co. 
K, L 
Karl Mfg. Co. 
Keystone Steel Equip. Co. 
Kol Sales Div. 
Leisure Furniture 
Leopold Co. 
Levi, Lewis R. 
Lightning Adding Mach. Co. 
Little, A. P., Ine. 
M 
Mailers’ Service & Equip. Co. 
Manifold Supplies Co. 
Markilo Co. 


Co. 


239 


236 
-..116 
..142 
113 


41 
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...208 


98 
150 


.255 


-197 


240 
240 


.-223 
..-241 
....194 
..233 


210 
215 


...170 
. 92 


190 


237 
236 


237 


247 


159 


156 


218 
160 


243 
39 
243 


Markwell Mfg. Co. 
Marr Duplicator Co., Ine. 
Martens Type Cleaner Co......... 
Maso Steel Products 174, 
Master-Craft Corp., Div. S-W.. 
Meier, Joshua, Company 
Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Metal Modes Company 
Metal Office Furniture Co......... 
Metal Specialties Mfg. Co......... 
Metalstand Co. 
Meyer & Wenthe, Ine................. 
Michigan Desk Co............. ‘ 
Midwest Metal 
Midwest Naturlite Co. 
MiLo Leather Chair Co., Inc... 
Mimeograph, The......... 
Mittag & Volger, Ince........... j 
Machine Co......... 


Monroe Calc. 
Moore Pen Co............ Bs 
Moore Push-Pin Co..................... 
Multistamp Co., Inc. 
Murphy-Miller, Ine.. 
Myrtle Desk Co.. 
N 

National Blank Book Co........... 
National Brief Case Mfg. Co. 
National Business Show Co..... 
National Desk Co., Ine............. 
National Engraving Co............ 
National Office Management 

Association 
Nemes, S. L. 


Neva-Clog Products, Inc... 
New England Woodworking Co. 
New Indiana Chair Co............. 
Norta Distributing Co............... 
Northern States Envelope Co... 


oO 


Office Furn. Wholesale Distrib. 
Old Town Rib. & Carb. Co..... 
Oxford Filing Supply Co......... 


P Q 


Panef Mfg. Company... 
Peerless-Imperial Co., Ine..... 


Peerless Steel Equipment Co...2 


Pengad Mfg. Co. 
Peyton, Peter & Co. 
Phillips Process Co., 
Photo Materials Co. 
Pierce Co., The 
Plasticraft Specialties 
Plymouth Rubber Co. 
Polychrome Corp. 


Inc. 
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|| THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
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135 
244 
220 
176 
244 


246 
97 


a | 


185 
199 
213 
112 


243 
115 
165 





They do, however, offer their services in resolving any disagreements which result from relations established 


Precision Staple Corp. 244 
Pronto File Corp. ; ...198 
Quality Park Envelope Co.......216 
R 
Rapid Roller Co... 186 
Red Feather Products, Ltd.......101 
Regal Typewriter Co.................210 
Rex-O-Graph, Inc...................--....183 
Reyburn Mfg. Co., Ine............. 144 
Riteform Chair Co., Ince............. 153 
Rite-Line Sales Co., Ince...........221 
Rite-Mite: BMis.  Oe..:i...04...03 111 
Rivet-O Mfg. Co................-.....--- 119 
Roberts Number. Mach. Co.....233 
Roberts, Welden, Rubber Co.......247 


Rochester Wire-O Biuding......243 
Rockwell-Barnes Cv................... 

Ross-Gould Co........ .............. ica 
powns, &. W. B.; Co....5.....2. 
Royal Me*al Mfg. Co.. 
Royal Typewriter Co................... 

s 

Schollhorn, William, Co............. 235 
Seng Company, The........... em. 
Sengbusch Self-Cl. Inkstd. Co. 251 





Service Products Div................... 214 
Shallcross Co., The...................... 147 
Shaw-Walker Co................... Sates Sa 
Sheaffer, W. A., Pen Co........... 105 
Gaegpard,. Co Ts, Ce.sac.c. 152 


Shipman-Ward Mfg. Co... ...248 
Sikes Co., Inc., The ne akidonas anal 
Smead Mfg. Co. Peeeee 89, 90 


Smith, L. C., & Corona Tws... 43 





Sorvall, Ivan.............. BES oe, 244 
Speed-Key Corp........................:0-. 243 
Speedliner Corp.............................208 
Speed-O-Print Corp......... 71, 72 


Speed Products Co., Ine...... 65 
Spencer Rubber Products Co...252 


Staedtler, J. S., Ine. 136 
Standard Business 
TEE 5 ES On ee 127, 128 


Stationers Loose Leaf Corp.....: 


Staunch Sales Co...............00........ 244 
Sted-I-Leg Company..... 192 
Stein Bros. Mfg. Co................... 227 
Stewatt, BR. A.; & Co......2..... 17 
Storms, H. M., Co. sioidpaseg ae 
Stratford Pen Co. : . 87 
Sturgis Posture Chair Co. 155 
Superior Marking 
Equipment Co.... 250 
Swan Pencil Co., Ine. 126 
_ 
Technygraph Co., The... 235 


Toledo Guild Products, Ine.......234 

Toledo Office Equipment Co.....232 

Toledo Woodworks Co. 218 
U 


Underwood Corp. Back Cover 


U. S. Typewr. Ribbon 
Mfg. Co. - 225 
v 
Vail Mfg. Co. 95 
Van Dyke Industries...... ht? 


Victor Safe & Equipment Co.205 


Vogel-Peterson Co. 217 
a Ae 
Wansco Paper Products Co.......225 
Warenaw Mig.’ Co........../..i..< 243 
Waterman, L. E., Co.... 189 
Weber Costello Co.............. .129 
Webster, F. S., Oos....:.......... 2 
Weber Office Specialty Co.........234 
Weis Mfg. Co.............51, 52, 53, 54 
Welch, W. W. Co.......... 228 


Wells Office Furniture Co.....74, 7! 
Welsh Mfg. Company................ 
Western Wholesale Stationers..222 


Wheeldex Mfg. Co., Ine............. 130 
Wilson Jones Co............ iestoce ee 
Wolber Dupl. & Supply Co..... 91 
kt | READ RE. “tm 245 
Woodstock Typewriter Co. 154 
Write, Inc... Aor ae 184 
Yawman and Erbe Mfg. Co.....117 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 








obligation. 

Accounting Systems Equipment Calculating Machines Coat & Hat Racks Dictating Machines 
Eureka Specialty Prig. Co 140 Alien, R. C Business Vogel-Peterson Co 217 Standard Business Machs. Co.127, 128 
Adding Machine Parts Machs Inc : 143 Coin Bags Trays & Wrappers Dictating Machines, Used 
Ames Supply Co. 86 Monroe Cale. Machine Co. 85 Art Steel Shipman-Ward Mfg. Co. 24x 
Shipman-Ward Mfg. Co. 248 Smith, L. C., & Corona Tws 43 Sales Corp 107, 108, 109, 110 Display Racks 

Adding Machines Sorvall, Ivan 244 Downey, C. L. & Co 236 Pierce Co, 242 
Allen, R. C., Business Calculating Machines, Used Copyholders Drafting instruments & Equipment 

Machines, Inc. » 143 Calculator Equipment Corp. 240 Acco Products, Inc C-Thru Ruler Co, 124 
Monroe Calc. Machine Co. . 85 Mailers’ Service & Equip. Co. 243 Bankers Box Co Cardinell Corp. 230 
Smith, L. C., & Corona Tws 43 Shipman-Ward Mfg. Co. 248 Copy Right Mfg. Corp —. Machine Parts 
Sorvall, Ivan..... editor 244 Calendar Pads & Stands Hall-Welter Co id Roller Co. 186 
Underwood Corp. Back Cover Fox, George E., & Co. 243 Int'l. Office Appliances, Inc Dupt eating Machi & Suppli 

Adding Machines, Rebuilt & Used Carbon Papers (See Ribbons & Carbons) Rite-Line Sales Co., Ine Ames Supply Co. a6 
Calculator Equipment Corp...........240 Card Index Boxes & Trays Wells Office Furn. Co Bainbridge, Kimpton & Haupt.122, 201 
Mailers’ ~~ al Oe Co... + All-Steel Equipment, Inc. 121 Prt . Beck Duplicator Corp 37 
Shipman-War g 0. 248 Amberg File & Index Co. 83 a Columbia Rib. & Carb. Mfg. Co... 45 

Adhesives (See Inks, Adhesives, ete.) Art Metal Construction Co... 133 Ard Mfg. Co 187 D. & R. Mfg. Co. 196 

Air Circulators & Conditioners Art Steel Fair Furniture Co. 177 Heyer Corp 255 
Wank: 4. Wis es... 221 Sales Corp. ..107, 108, 109, 110 Globe-Wernicke Co,., The 66, 67 Ink Specialties Co. e833 

: Arch & Clipboard Files : Cole Steel Equipment Co. 180, 181 Levi. Lewis R.... 156 Manifold Supplies Co. ” 

; Cushman & Denison Mfg. Co.......234 Columbia Steel Equipment Co....... 99 Peerless Steel Equipment Co 252 Marr Duplicator Co., Ine. 1 68 
Globe-Wernicke Co., The ....66, 67 Corry-Jamestown Mfg. Corp 73 Shaw-Walker Co, 94 Mittag & Volger, Inc. 6y 
Pengad Mfg. Co. ; 242 Farber, Louis H.... rae 102 Toledo Office Equipment Co 232 Old Town Ribbon & Carbon Co.._.115 
Rockwell-Barnes Co. 193 General Fireproofing Co... 137 Vogel-Peterson Co. 21; Pengad Mfg. Co. 242 
Service Products Div. 214 Globe-Wernicke Co., The 66, 67 Cushions & Pads, Chair Polychrome Corp. ‘ 212 
Shaw-Walker Co... 94 Goocfrend Metal Products Co. 231 Fair Furniture Co. 77 Red Feather Produets, Ltd. 101 
Yawman end Erbe Mfg. Co. 117 Guide System & Supply Co. 113 Fisher Mfg. Co 100 Rex-O-Graph, Ine. 183 

~~ Ag BT age J sve Imperial Methods Co. ‘ 241 Globe-Wernicke Co., The 66, 67 Shallcross Co., The. M7 
Wells Office Furn. Co. 74, 75 Metal Office ‘Furniture’ Co. i39 Crayons, Blackboard = ki batten te ae 

Atiases, Geographical on New England Woodworking Co,....185 Dixon, Josepn, crucible Co.....145, 146 Speed-O-Print Corp. 71, 72 
Cram, The George F., Co. 205 Peerless Steel Equipment Co 253 Rowles, E. W. A. Co. i Technygraph Co,, The 285 

Bank Supplies a Pronto File Corp. ea Water Castetio Ce 1st Victor Safe & Equipment Co... 206 
Downey, C. L., & Co, 236 Rockwell-Barnes Co. 193 Dating Stamps : Wolber Dunl. & Supply Co. . 91 

Bankers Note Cases Shaw-Walker Co 4 Bates Mfg. Co. 93 Duplicating Machires, Used 
Art Steel Wells Office Furn. Co 74, 75 perma sg Mfg. Co 162 Mailers’ Serv. & Equip. Co. 245 

Sales Corp. 107, 108, 109, 110 Weis Mfg. Co 51, 52, 53, 54 Fulton Specialty Co 208 Engraving, Social 
General Fireproofing Co. 137 Yawman and Erbe Mfg. Co. 117 Meyer & Wenthe, Inc 207 National Engraving Co 244 
Globe-Wernicke Co., The 66, 67 Card Index Files, Revolving Rivet-O Mfg. Co. 119 Envelopes 
Victor Safe & Equipment Co 205 Susinons ;~ we. Aids 251 a = ae ss Co 172 Cooke & Cobb Co 240 
‘ yheeldex Mfg. Co 130 Superior arking quipment (Co, 250 a WwW 4 TY ‘ 4 

i an gd Back Cover _, —, = Bumpers Secmarn  Bistes at Co... matt) 

é . } 4 ‘Oo 942 , > " . 

Binders, Catalog & Periodical Eng 107. 108, 109, 110 ‘ox, George E.. & (% 242 out PF hag ® Envelope Co, 2 "e 
Acco Products. Ine. 211 Central Can Co.. Inc. 223 Desk Lamps ‘ ig —— nee oO a 
Amberg he & _— Co. = &3 Cole Steel Equipment Co. 180, 181 Pegg on - rd mam ig 0: 4% 
Master-Craft Corp. Div. S-W. 63 General Fireproofing Co. 137 sevk, SNES E> ie Envelopes, Conatele 
National Blank Book Co. 135 Globe-Wernicke (Co., The 66, 67 Bainbridge, Kimpton & y tsmecang G. J., 133 
Sheppard, C. E., Co. 152 Western Wholesale Statrs 229 Haupt... 122, 201 Markilo Co 243 
: Pp sk ehh fs ey Globe Lighting Products 201 Mei r, Joshua Ca. 138 

Binders, © —- ge +1 Casters, Caster Bearings, Slides Midwest Naturlite Co 104 mana tong vs . 
serene gi a pie SW ae Darnell Corp., Ltd. : 175 Van Dyke Industries 179 Erasers, Blackboard 
Sheppard, C. E., Co........ 152 Celluloid Envelopes (See Envelopes, eat tate Sait Weer’ Cotes Gh. 128 
ils jones Co. 59 elluloid) e ame Plates , 
ace ee Center Drawer Desk Trays Acme Bulletin Board Corp 244 Erasers, Rubber 

oe. W. A. Co 114 Goodfrend Metal Products Co. 239 Arlington Creative Ind 245 Ames Supply Co. a6 
Neevins Pedic, Div. 214 Chair trons Desk Pads & Tops = nmin Rn gy 8 me a Go 145 pe 
Weber Costello Co. 129 Coilier-Keyworth Co. . 132 Aigner, G. J., Co. 123 Faber, Eberhard, "Pencil Co. _ 77 

Seng 2 98 Tai , ‘ 77 » 

Blank Books Seng Co., The 96 el oe “. " Ha Hurrle, Charles G. "940 
Boerum & Pease Co. 161 Chair Mats Offic ¥u ge Wholess bebe se persae 44 Roberts, Weldon, Rubber Co. 247 
Eureka Specialty Prtg. Co........140 Bickett, L. M., Co 158 Witten Secs Cees Disten..2 Que 6. St Pale 
National Blank Book. Co. 135 Office Furn. Wholesale Distrib......213 rm eel te . Bates Mfg. Co. 93 
Rockwell-Barnes Co. les 193 Service Products Div. 214 Desk Pen & Ink Sets Rivet-O Mfg. Co. 119 
Wilson Jones Co........... 59 Chairs, Folcing Gregery Foent-O-Ink Co 315 i 1 

Blueprint & Plan Fite Cabinets Adirondack Chair Co 236 Plisticraft Specialties 222 Fite Sexes, Fibre, 

e Clarin Mfg. Co 207 Sengbusch Self Cl. Inkstd. Co. 251 ankers Box Co....... 118 
All-Steel Equipment, Inc.. -eee 21 “ =e VO 4 Sheaffer, W. A.. Pen Co 105 Barkley, C. L., & Co. 195 
Anderson-Hickey © 0... : 200 Farber, Louis H. 102 sone ag Globe-Wernicke Co., The 66, 67 
Art Metal Construction Co. 133 Royal Metal Mfg. Co. 254 Desk Side Files a Guide System & Supply Co......143 
Art Steel Chairs, Office Business Efficiency Aids 251 Oxford Filing Supply Co.......... 165 
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Art Metal Construction Co. 133 Murphy-Miller Co., Ire. 164 Weis Mfc. Co 51, 52, 53, 54 Victor Safe & Equipment Co... 205 
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Globe-Wernicke Co., The. 66, 67 Shaw-Walker Co 94 Desk Work Distributors 
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M 2 1 
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Wide ae Fe Co.. - 248 Clipboards E ; Yawman and Erbe Mfg. Co 117 Amberg File & Index Co 83 
Safe cquipment Co 205 (See Arch & Clipboard Files) Diaries (See Memo Books) (Continued on page 6) 
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The rate for classified advertisements 1s 


SITUATIONS WANTED 





EX ECUTIVE—successful wholesale and retail selling experience as sales- 
man, agency and branch manager interested in improved opportunity 
with national manufacturer or large dealer. Knowledge of office furniture 
wood and steel including built to order work, filing systems, visible, loose 
leaf, printing, stationery, manufacturing processes, office methods, 
planning and layout. Address C-67, care Office Appliances, Chicago 6. 





YOUNG MAN WITH TWENTY YEARS’ experience in direct sales, dealer 
sales, and sales promotion in the typewriter business, now employed as 
branch manager for leading manufacturer, wants connection with reputa- 
ble manufacturer or distributor of similar product, or other specialty. 
Well known throughout the United States, particularly stationers and 
dealers in Middle Atlantic and New England States. References from 
leading executives in the industry. Address C-63, care Office Appliances, 
100 East 42 St., New York 17, N. Y. 





YOUNG MAN with 5 years’ successful selling experience in office furniture 
seeks connection with progressive dealer or manufacturer in New York 
trading area. Now employed. Address C-69, care Office Appliances, 100 
East 42d St., New York 17, N. Y. 





VETERAN age 28, three years in office supply business, wishes position 
as asst. manager or asst. buyer in west or south. Good references: 
$300 monthly. Address C-70, care Office Appliances, Chicago 6. 





MECHANIC EXPERIENCED ON ALL OFFICE machines. If you can't 
pay me $150 per week, please don't contact me. I know I can make you 
more than that. Address (-64, eare Office Appliances, Chicago 6. 





EXPERT TYPEWRITER MECHANIC with fourteen years’ experience on 
all makes will be available soon. References. Address C-65, care Office 
Appliances, Chicago 6. 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose leaf records, once 
adopted becomes part of the user’s filing system, insuring repeat business. 
Exclusive territory allotted to desirable representatives. Write: The 
Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan 





WANTED BY LARGEST OFFICE SUPPLY and equipment house in 
Northern Indiana an outside salesman experienced in office furniture and 
equipment lines to handle established trade. An excellent opportunity 
for a properly qualified man. State age, experience, references and salary 
desired. Address P-216, care Office Appliances, Chicago 6. 





EXPERIENCED INDEXING, SYSTEMS, AND FURNITURE, Salesman, 
by large established stationer. Good salary. State age, experience and 
former connections. Also have openings for experienced stationery sales- 
man. Address: John H. Arnold, Lowman & Hanford Co., Seattle 1, 
Washington. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an 
interesting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 





SALESMAN NOW CALLING on stationers, office furniture, and depart- 
ment stores, for manufacturer of complete line leather desk pads and 
desk sets, seeking more intensive coverage. Full details to P-209, care 
Office Appliances, 100 East 42d St., New York 17. 





NATIONALLY KNOWN MANUFACTURER of popular office device seeks 
experienced salesmen in a number of territories to sell direct to users 
Generous commissions, full or part time. P-217, care Office Appliances, 
Chicago 6. 





SALESMEN: FAST SELLING, steady repeat item. KWIKY—the better 
envelope moistener. Retails 15c. Men calling on Wholesalers and large 
retailers—several good territories still available. Commission. W. H. 
Weber, 192 Lexington Ave., New York 16, N. Y 


ten cents .a word, minimum charge $2.00. 


TWANTS AND TOR SAIL 


BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All appliances strictly confidential. Write P-218, care 
Office Appliances, Chicago 6. 





POSITION OPEN competent salesman-mechanic to handle Underwood- 
Sundstrand Typewriter-adding machine department. Guarantee and com 
mission arrangement can make good man $4000-$5000 year. Write Clovis 
Printing Co., Box 590, Clovis, N. M., giving references. 





WANTED: SERVICE-SALESMAN For Rural Territory, Underwood Corpn. 
Products. A wonderful opportunity for a hustler. Ex. GI preferred. 
Thumb Office Supply, Bad Axe, Michigan. 





WANTED EXPERIENCED EDIPHONE Sales and Service Man, to take 
charge Ediphone department in large dealer organization. Write I. A. 
Cleveland, 735 Broadway, San Diego 1, Calif. 





WANTED EXPERIENCED TYPEWRITER REPAIRMAN for one of West 
Coast large Royal dealers. Write I. A. Cleveland, 735 Broadway, San 
Diego 1, Calif. 





WANTED ELLIOTT FISHER MECHANIC with knowledge of adding 
machines. Apply W. J. Crowley Co., 908 N. Water St., Milwaukee 2, 
Wisconsin. 








REPRESENTATIVES AVAILABLE 





MANUFACTURERS’ REPRESENTATIVE selling brief cases and stapling 
machines in Michigan and Indiana has ample capacity for another line. 
Interested in stationery product or metal furniture. Can handle iarger 
territory, if advisable. Top references. Address C-71, care Office Appli 
ances, Chicago 6. 





SALESMAN-—-WELL KNOWN ealling on commercial stationers, office 
furniture dealers, department stores in New York, New Jersey and Phil- 
adelphia. Presently selling line of Steel Products—22 years with same 
concern. Desires additional good line on a commission basis. Address 
C-66, care Office Appliances, 100 E. 42nd Street, New York 17. 





MANUFACTURERS’ REPRESENTATIVE handling a line of loose leaf 
in Denver west area is available for an additional line of office equipment 
or supply. Will consider any product of merit which can be sold to 
commercial stationers. References. Address C-68, care Office Appliances, 
Chicago 6, 





OFFICE FURNITURE SALESMAN will locate in Oregon or Washington 
as manufacturers’ representative or with established retailer. Has had 
six years experience traveling representative filing systems and steel 
furniture manufacturer, seven years assistant manager retail office furni- 
ture department. Address C-72, care Office Appliances, Chicago 6. 





ATTENTION MANUFACTURERS 
DISTRIBUTOR—MANUFACTURERS AGENT handling safe line seeks 
another line of office equipment. Will pay you and carry own accounts 
or operate on commission. If desirable could operate under own brand 
name and not interfere with your present dealers. Familiar with all 
phases industry. Cover all or any part U. 8S. If you are interested in 
high yrade representation write Box C-738, care Office Appliances, 
Chieago 6. 





COMMERCIAL STATIONERY LINES wanted for West Coast. Salesman 
now covering northern California planning soon to extend activities into 
Oregon and Washington. Will sell office specialties or staples to estab- 
lished dealers. Former Marine captain, has had excellent sales experience. 
Amply financed. Will consider any product of real merit. Address C-74, 
eare Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE ABROAD 





BELGIUM. Dealer long established is available for exclusive agency of 
new or rebuilt office machines. Alain Dewez, Chaussee de Vieurgat 114, 
Brussels. 














EXECUTIVES WANTED 


PROGRESSIVE RETAIL, FURNITURE and Office Supply Concern in 
Middle-West City has an opportunity for a Department Manager with 
experience in purchasing and stock controls. Must be able to assume 
responsibility and able to detail duties. Prefer man who is sales minded. 
along with above qualifications. Address P-211, care Office Appliances, 
Chicago 6. 





EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN Desire representations for specialized office 
equipment of merit, particularly new ideas and developments. Representa- 
tive located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, 
N.Y: 








REPRESENTATIVES WANTED 





MECHANICS AND SERVICE-SALESMEN WANTED 








WANTED Repairman experienced on cash registers, also capable of 
servicing typewriters, adding machines and other office machines. Per- 
manent job, good pay, and excellent working conditions to man who 
can qualify. Give references, experiences, expected salary. Address P-214, 
care Office Appliances, Chicago 6. 





WANTED: Typewriter and Adding Machine Mechanic and Service Man, 
must have at least 10 years experience on all makes of machines. Must 
have car, reliable and steady. Permanent Position, Excellent Salary, 
Established Dealer, Excellent clientele. Located in Western Massa- 
chusetts. Reply P-213. care Office Appliances, Chicago 6 
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EXCEPTIONAL OPPORTUNITY for experienced ribbon and carbon paper 
salesman. We have several attractive openings in Ohio, Indiana, Michi 
gan and Kentucky: for representatives to call on established retail 
customers. Permanent employment with salary, commission and expenses. 
Write in confidence stating age, past and present connections, etc. to 
International Carbon & Ribbon Co., Inc., Logan, Ohio. 





MANUFACTURER’S REPRESENTATIVE WANTED. New plastic device 
for stationery and department stores, gift shops and chain stores. 
Territories open in East, South and Midwest. Protected commission basis. 
Address P-213, care Office Appliances, Chicago 6. 





WANTS AND FOR SALE, Continued page 5 
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WANTS AND FOR SALE, Continued from pege 7 


REPRESENTATIVE WANTED—SIDELINE—Calling on commercia! sta- 
tioners, North Dakota. South Dakota, Nebraska, Minnesota, Michigan, 
I}linois, Iowa, Wisconsin, Indiana, Kentucky, Tennessee, West . Virginia. 
Virginia, North Carolina, South Carolina, Alabama, Georgia, Florida. 
Canada. Fast moving office supply items in great demand. Write 
stating experience, territory coverage and lines now representing. Address 
P-210, care Office Appliances, 100 E. 42nd St., New York 17, N. ¥ 





TOP LINE ALL STEEL PRODUCTS including waste baskets, cesk travs. 
sorting files, filing cabinets. Territories available (1) New England states 
(2) Kentucky, Tennessee, Mississippi, Alabama. Give complete informa- 
tion including references. Address P-215, care Office Appliances, Chicago 6. 


MOON . HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Dorrell-Markel, 


BURROUGHS, 
Comptometers, all makes calculators bought and _ sold. 
93 S. llth, Minneapolis, Minn. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought and Sold. Dearborn Equipment 
Company, 605 So. Dearborn, Chicago 5, III. 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 60 West 
Harrison, Chicago 5, Illinois. = 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





WANTED TO BUY RETAIL BUSINESS 





WANTED TO BUY small offce appliance and stationery business in a 
mid-west citv of less than 60,000 population. Address P-208, care Office 
Appliances, Chicago 6. 





WANTED TO BUY, estab'ished retail or wholesa'e commercial stationery 
business. Prefer community of 100,000 to 500,000 population but will 
consider others. Located in Middle West. Will consider that area. West 
or South. Give particulars of volume, stock, agencies controlled, and 
other information. Address P-212, care Office Appliances, Chicago 6. 








STEER HORNS FOR OFFICES 





POLISHED STEER HORNS for sale, over six feet spread, mounted in 
hand tooled leather. Rare decoration for office. Free photograph. Lee 
Bertillion, Palestine, Texas. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices—time now averages 3 to 21 davs, and 
improving. We especially feature “CONKLIN.”” SWAN, WATERMAN, 
WAHL, PARKER, WELTY. SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Renairing. Mai! all makes 
to ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 88 So. State 
St., Chicago 3. 








WOODWORKING AND METAL WORKING MACHINES FOR SALE 





FACTORY BUILDING BEING WRECKED FOR NEW FREEWAY: Com- 
plete woodworking machinerv necessary for the manufacture of High 
Grade Office. Dining Room, Cafe and Bedroom Chairs, Swing cut-off saws, 
Elevator lifts, 5000 lineal feet 30 Lb. rails, Roller Bearing yard cars, 
Turn Tables. Chain feed rip saw, Band saws, Tannewitz seat-cutting 
machines—30”, 24”, 20”, Hand iointers, Chain feed jointers, 27 leaf 
back post bending presses, Large Defiance bender. Circle bender, 2 Double 
end 96 inch retorts, Horizontal trim saws, 1 H. P. 36” diameter fans 
for Dry Kilns, Various sizes motor exhaust fans, Vertical belt sanders, 
Loeffler horizontal drum sanders, Vertical and horizontal belt sanders, 
Spray booths, Onsrud Automatic shapers, Whitney double direct motor 
driven spindle shapers, Onsrud air turbines, 7 Spindle Nash sander, 
No. 53 and No. 57 Mattison turning lathes. Reynolds automatic screw 
drivers, Chair presses. Steel and Wood hand clamps in all sizes, Glue 
converter. Lodge & Shipley engine lathe, Barnes vertical drill press, 
Accumulator steam pumps, Boilers, Elevators, Fire doors. Straight Knife 
grinders and various items offered for cash, subject to prior sale. All the 
above machines can be seen at the Marble & Shattuck Chair Co., 10200 
Foster Ave., Cleveland, Ohio. 








ADDING MACHINE PARTS FOR EXPORT 





BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
ported. Foreign inquiries invited. Dearborn Equipment Co., 605 S. 
Dearborn St., Chicago 5. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 2Ist St.. 
Chicago 8. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. ——— Office Appli- 
ances, Inc., 326 Broadway, New York 7, N ; 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machines, calculating machines, adding machines—all 
office equipment, bought and sold. W. J. Crowley Company, 906-908 N. 
Water St., Milwaukee 2, Wis. 





WANTED TO BUY: 
machines. Must be over 190,000 serial number. 
Service Co., 179 W. Washington, Chicago 2. 


Late model Elliott-Fisher bookkeeping and billing 
Accounting Machine 





BURROUGHS SPECIALISTS. 
machines. Comprehensive dealer service. 
537 S. Dearborn, Chicago 5, Illinois. 


Also buy, sell and rebuild all types office 
Nelson Adding Machine Service, 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 185 Grand St., New York 13, N. Y. 





DICTA PHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





Typewriters 
Get our 
National 

Chicago 5. 


WANTED—Calculating and Adding Machines. All makes. 
good rough. Burroughs Bookkeeping and billing machines. 
quotation before selling. Also sell office machines of all kinds. 
Office Machine Co., Phone Har. 5861, 547 South Dearborn St., 





WANTED TO BUY Used B addressograph Frames in good condition. 
Need not be stripped. L. A. Devin, 3333 Fleming Ave., Pittsburgh 12, Pa. 





Adding Machines, calculators, from dealers 
San Antonio 


WANTED—TYPEWRITERS, 
or jobbers. Typewriter Parts Company, 407 East Travis St., 
5, Texas. 





ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 
St., New York 7, N. Y. 





WANTED TO BUY Surplus equipment of all types. 


Ready buyer. Coelum- 
bia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





WANTED—CASH REGISTERS, also fire damaged Registers for parts. All 
Office Machines bought. Cash Register Sales Co., Minneapolis, Minn. 





WANTED TO BUY—Sundstrand bookkeeping machines, Models A-C and 
D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances, Inc., 
328 Broadway, New York City. 





WANTED—All makes calculators and adding machines. _ State make, 
model, serial number and adding capacity. International Office Appliances, 
Inc., 328 Broadway, New York City. 





PAYMASTER CHECK WRITERS FOR SALE: Jack Laskow, 123 Nassau 


St., New York 7, N. Y. 





KARDEX CABINETS 16 drawers steel Remington Rand for 6” x 8” or 
5” x 8” cards—silver & black original factory finish—like new—lift up 
release. Saver & Wallingford, 83 Duane Street, New York 7, N. Y. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used er also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panéls, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. 
S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 





ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 
135 Grand St., New York 13, N. Y 





POSTINDEX, etc. visible filing equipment of all types 
We specialize in this field and offer full cooperation 
Card System, 135 Grand St., New York 13, N. Y. 


KARDEX, ACME, 
bought and sold. 
to dealers. Commercial 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you need 
or have for sale. Special prices to dealers. E. H. Heineman, 4 North 
Eighth St., St. Louis 1, Mo. 
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PATENTS | 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


2,415,820. Support for Office Appliances. Wayland 
F. Herring, Hammond, Ind. Application March 16 
1945, Serial No. 583,149. Granted February 18, 1947 

2,415,866. Punching Device. Edward Braun, Mer 
rick, N. Y., assignor to Remington Rand, Inc., 
Buffalo, N. Y., a corporation of Delaware. Appli 
cation January 3, 1945, Serial No. 571,150. Granted 
February 18, 1947. 

2,415,891. Means for Sorting Cards. Herman 
Knauss, Katonah, N. Y. Application April 14, 1944 
Serial No. 530,981. Granted February 18, 1947. 

2,415,926. Ruling Guide. James W. Wilt, Taft. 
Calif. Application May 5, 1945, Serial No. 592,239 
Granted February 18, 1947. 


2,416,112. Fountain Pen. James A. Moore, Ocean 
side, Calif. Application August 28, 1945, Serial No 
613,053. Granted February 18, 1947. 


2,416,145. 
Buenos Aires, 
ments, to ‘‘Eterpen”’ 


Writing Paste. Laszlo Jozsef Biro, 

Argentina, assignor, by mesne assign 
Sociedad Anonima Financiera, 
also known as Eterpen S8.A., Buenos Aires, Argentina, 
a company of Argentina. Original application De- 
cember 27, 1938, Serial No. 247,969, now Patent No 
2,265,055, dated December 2, 1941. Divided and this 
application April 23, 1941. Serial No. 389,829 
tranted February 18, 1947. 

2,415, 132. Combination Poeket Protector and Pencil 
Holder. Elva O. Greer, Amarillo, Tex. Application 
December 15, 1944, Serial No. 568,352. }ranted 
February 4, 1947. 

2,415,208. Pen and Pencil Guard and Holder. 
Saul Greenberg, New York, N. Y. Application July 
8, 1943, Serial No. 493,933. Granted February 4, 


1947. 

2,415,231. Slide Rule. Oscar E. Batori, New York, 
N. Y. Application May ”. 1944, Serial No. 536,473 
yranted February 4, 1947 
2,415,248. Index Tab. 
Evalyn Rivers Kenna, New York, N. Y. 
tion May 12, 1944, Serial No. 535,292. 
February 4, 1947 
2,415,415. Calculator. Charles Christen, Hastings on 
Hudson, N. Y., assignor to Keuffel & Esser Com- 
pany, Hoboken, N. J., a corporation of New Jersey 
Application August 24, 1944, Serial No. 550,960 
#ranted February 11, 1947. 

2,415,538. Puneh. Samuel Segal, New York, N. Y 
assignor to Wilson Jones Company, Chicago, Ill., a 
corporation of Massachusetts. Application November 
+ ia Serial No. 561,348. Granted February 11 
947. 

2,415,539. Puneh. Samuel Segal, New York, N. Y 
assignor to Wilson Jones Company, Chicago, Ill., a 
corporation of Massachusetts. Application November 
15, 1944, Serial No. 563,485. Granted February 11, 


1947. 

2,415,641. Wind Guard for Typewriters. Harold 
H. Langsdorf, Orlando, Fla. Application June 15, 
1945, Serial No. 599,709. Granted February 11, 1947. 

2,415,704. Poeket Duplicator. William F. O’Gor- 
man, New York, N. Y. Application August 24, 1943, 
Serial No. 499,807. Granted February 11, 1947. 

2,415,762. Postage Printer for Tape. Commodore 
. Ryan, Los Angeles, and Frank P. Sager, Alham- 
bra, Calif., assignors to Commercial Controls Cor- 
poration, a corporation of Delaware. Original appli 
cation April 29, 1940, Serial No. 332,305. Divided 
and this application July Serial No. 
196.559. Granted February 11, 1947 . 

2,416,369. Actuating Mechanism for Registers. 
Harold T. Avery, Oakland, Calif., assignor to 
Marchant Calculating Machine Company, a corpora- 
tion of California. Original application August 2, 
1940. Serial No. 349,940. Divided and this appli 
cation May 1, 1945. Granted February 25, 1947. 

2,416,449. Copy Sheet Moistening Means for 
Duplicating Machines. Arthur J. Levenhagen. Chi- 
cago, Ill., assignor to Ditto, Incorporated, Chicago, 
Tll., a corporation of West Virginia. Granted Feb- 
ruary 25. 1947 

2,416,486. Coin 


"Brest Manard Kenna and 
Applica 
Granted 


Dispenser. Edward F. Leese, 
Everett, Wash. Aprlication May 1, 1946, Serial No 
668.265. Granted February 25, 1947. 
2,416,532. Caster Mountirg. Charles R. Nalle, 
Philedelphia, Pa. Application November 12, 1943, 
Serial No. 510.023. Granted February 25, 1947. 
2,416,596. Fountain Pen. Sidney Rosenthal, Rich- 
mond Hill, N. Y. Application February 4, 1944, 
Serial No. 521.019. Granted February 25, 1947 
_ 2,416,598. Sorting Device. Pascal Spurlino and 
Konrad Rauch, Dayton, Ohio, assignors to The 
National Cash Register Company, Dayton, Ohio, a 
corporation of Maryland. -Application December 9, 
1941, Serial No. 422,276. Granted February 25, 1947. 
2,416,625. Apparatus for Sensing Tabula‘ing Cards 
and the Like. John W. Hooper. South Salem N. Y., 
assignor to American Machine & Foundry Comp7ny, a 
corporation of New Jersey. Application September 23, 
1942. Serial No. 459.418. Granted February 25, 1947. 
2,416,707. Imprintirg Machine. Albert W. Metzner, 
Dayton. Ohio, assignor to The Standard Register Com- 
pany, Dayton, Ohio, a corporation of Ohio. Application 
oi 20, 1942, Serial No. 451,542. Granted March 4, 


2,416,754. Collapsible Cardboard Display Device. 
John V. Horr, North Tarrytown, N. Y., assignor to 
ae Freeman Co., Ire., Long Island City, N. Y., 
corporation of Delaware. Application September -1, 
i944, Serial No. 552,288. Granted March 4, 1947 

2,416, 770. Fountain Pen. Ferdinand M. Pisculli, 
Yonkers, N. Y. Application April 28, 1945, Serial 
No. 590.799. Granted Merch 4, 1947. 

2,416,856. Binder. Huzo Thomsen, tage yy 
D. C. Application March 26, 1945, Serial No. 584,883 
Granted March 4, 1947. 

2,416,891. Tens Transfer Mechanism. Hilario Mo- 
reno Banuelos, Mexico Citv, Mexico. Arniiecation 
et ie 1940, Serial No, 349,164. Granted March 4, 


2,416,896. Writing Instrument. Laszlo Jozsef Biro, 
Buenos Aires, Argentina, assignor, by mesne assign- 
ments, to ‘‘Eterpen’’ Sociedad Anonima Financiera, 
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also known as Eterpen, S. A., Buenos Aires, Argentina, 
a company of Argentina. Application December 31, 
1943, Serial No. 516,441, in Argentina November 6 
1943. Granted March 4, 1947. 


DESIGNS 
Design for Fountain Pen. Roy H. Colomy, 
Springdale, Conn., assignor to Eliot Hyman, New 
York, N. Y. Application April 17, 1946, Serial No 
128,663. Granted February 11, 1947. 

146,342. Design for a Combination Measuring 
Instrument. Paul W. White, New Haven, Conn. 
Application January 11, 1946, Serial No, 125 485 
Granted February 11, 1946. 

146,373. Dosign for a 
Similar Article. Wencfrey C. Nichols, Chicago, Il, 
assignor to Armour Research Foundation, Chicago, 
Ill., a corporation of Illinois. Application December 
8, 1945, Serial No. 124,510 Granted February 18, 
1947 


146,335. 


Magnetic Recorder or 


1947 


146,388. Design for a Combined Bookkeeping Ma- 
chine and Stand. Jan Streng, Mason, N. H., assignor 
to Remington Rand, Inc., Buffalo, N. Y., a corpora- 
tion of Delaware. Application May 16, 1946, Serial 
No. 129,751. Granted February 18, 1947. 

146,389. Design for a Combined Bookkeeping Ma- 
chine and Stand. Jan Streng, Mason, N. H., ass‘ ad 
to Remington Rand, Inc., Buffalo, N. Y., a 0 pol 
tion of Delaware. Application May 16, 1946, Serial 
No. 129.752. Granted February 18, 1947. 

146,417. Design for a Magnetic ecorder or 
Similar Article. Wendfrey C. Nichols, Chicago, TL, 
assignor to Armour Research Foundation, Chicago, 
Ill., a corporation of Illinois. Application December 


o. 2046, Serial No. 124,508. Granted February 25, 
1947. 
146,434. Design for a Penholder or Similer Article. 


Harry O. Sandberg, Boston, Mass., assignor to Nort 
eastern Plastics, Inc., Boston, Mass., a corporation of 
Massacusetts. Application August 8, 1946, Serial 
No. 132,363. Granted March 4, 1947 


9 











Two adventurous youths were riding a motorcycle down a 
highway one bitter cold day, when the lad on the tandem seat 


suddenly remarked, ‘I'm cold; let's stop somewhere and 
warm up.” 
Nonsense,’ retorted the driver, ‘| have ea that bea 


that. I'll stop and you toke off your fur-lined jacket, turn 
nside out and put it on backwards. Then button it up the 
back and no wind will be able to get inside 

This was done and the pair rode on for several miles in 

omfort. But soon they came to a large city, where they 
proceeded but a block or two before smashing into a truck. A 
policeman a block away spied the traffic tie-up. Rushing up 
to the truck driver, he asked, ‘What's going on here? 

Replied the burly semi-trailer pilot, ''! was just making 
left-hand turn when these two lads on a motorcycle smashed 
nto the side of my truck. The driver is lying over there by 
the walk—dead.”’ 

| see,’ replied the cop, ‘but where's the other one? 

'Oh", replied the truck driver, "he's lying over here. He 
didn't appear to be badly hurt, but by the time we got his 
head turned back into place, he was dead, too. 

“Glad to see you're getting to work early these mornings," 
said the boss. “! suppose you've managed to buy an alarm 
clock.” 8 

"No, sir", was the retort, "I've bought a parrot. You see, 
1 got so used to the alarm clock that | slept through it. Now 
| put the clock on top of the parrot's cage and what that 
bird says when the alarm goes off would wake up anybody.” 


—cc— 
So you have to run home as usual,” scoffed one of a grouf 
at the bar as a timid little man rose bad picked up his hat 


“What are you—a man or a mouse?” 

“A mon, of course,” replied the little man with dignity 

"What makes you so sure?,"’ demanded the other. 

"Because," he explained, “my wife is afraid of a mouse 

—cc— : 

Futile Reflections: We're fast learning the difference between 
a single man and a married man—the single man has no 
buttons on his shirt, the married man has no shirt. . . . One 
doesn't have to be stupid to trust Soviet Russia, but it helps. 

A man entered the theater without a ticket, selected a 
-omfortable seat and sat down to enjoy the picture. .Just then 
an usher rushed up and said, ‘Just a minute, sir; where's your 
ticket?" 

Replied the gate-crasher, "Oh, my name is Crime, and 
everyone knows crime doesn't pay.” 

A stranger in Miami recently wandered into one of the 
city's leading hotels and gazed wonderingly at the spiral fire 
escape that wound downward from the upper floors. 

"Gosh", he murmured, "I'll bet that was a long ladder 
before the cyclone struck it.” 
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Yeah, with the bobby-sox stenographers we have 
these days, five o'clock MEANS five o'clock. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 





British Importer Wants to Increase Mail Order Setup—Crown Supplies, 
an import and export firm at 7 Broad Street Station, Liverpool St., 
London E.C. 2, England, is interested in adding new American stationery 
lines that lend themselves to the mail order type of merchandising. The 
company is also in a position to act as buying or selling agents for any 
American manufacturers seeking that service. All responses should be 
directed to M. Rakusen at the above address. Mr. Rakusen and his wife 
own two duplicating and typewriting businesses, one at the above address, 
and the other at 19 Clarence Rd., Southend, Essex, England. 


Holland Distributor Interested in Office Machines Lines.—Veenman’s 
K.1.B., W. de Withstraat 47, Rotterdam, Holland, is interested in ob 
taining the Holland agency for several additional lines of office machines, 
particularly adding machines and microfilming equipment. American 
manufacturers desirous of expanding their representation in this area 
of Europe should communicate with Mr. D. Veenman at the above 
address. 


Agencies Sought at Havana, Cuba—Jose Picayo Martinez, manufac- 
turers’ representative at Empedrado No. 409, Bajos, Havana, Cuba, desires 
contacts with American manufacturers in this industry wanting to supply 
the Cuba market through the medium of his representation on a com- 
mission basis. 


Export Connections Wanted by New Firm in Roumania—Mihail 
Schwartz, Mecanizarea, Str. Caimatei 14, Bucharest, Roumania, who has 
established a new firm, ‘“‘Mecanizarea,’’ in Roumania for the sale of 
office machines and systems, desires to establish export connections with 
American manufacturers and suppliers. Representation is offered in the 
handling of typewriters, calculating and adding machines, and other 
types of office machines. Mr. Schwartz was manager of the Kardex 
department for Remington at Bucharest and is experienced in the 
industry. 


importations Sought by Firm in India—Asiatic Agencies, 363, Esplanade, 
Madras, India, are interested in importing American goods including 
stationary and office supplies. Agencies are wanted for the entire country 
of India. 


Trade Literature wanted for Beigian Firms—L. E. Dolendires, manager 
of P.L.D., Nivelles, Belgium, and editor of the professional journal for 
the Belgian Machine Dealers Association, desires to receive catalogs and 
price data from manufacturers in the United States in order that he 
might distribute this information to members of the organization. 


Business Connections, Merchandise Wanted in Venezuela—C. A. Pardo 
& Mosquera Sues., P. O. Box No. 144, Caracas, Venezuela, report urgent 
demand for filing cabinets, date stamps, loose leaf ring books and 
other office supplies. Offers may be made airmail or by cable, address 
““Parmos.’’ The Venezuela firm also seeks business connections with a 
reliable exporter or jobber in the stationery lines. 


Wanted at Home 


Trade Literature Wanted by New Indiana Firm—Forming the Central 
States Office Supply Company at Union City, Ind., Charles H. Wheatley 
and Charles F. Bader, Jr. desire to receive catalogs, price lists and other 
trade literature from manufacturers. The proprietors of the new firm 
plan to concentrate at first on office supplies, later broadening their lines 
to all office equipment. 


Texas Firm Seeks Additional Lines—J. A. Collins Typewriter Company, 
318 Brown St., Brownwood, Tex., in which J. S. Turner recently purchased 
a half interest, is seeking additional lines of office specialties, equipment 
and furniture. A number of leading lines are now represented. 


Sources of Supply Sought by New Chicago Firm—Thomas J. Carin, Mu- 
tual Supplies, 737 N. Michigan Ave., Chicago 11, Ill., a new firm, is seek- 
ing sources of supply for merchandise in the industry. Catalogs, price 
lists and merchandise offers are wanted. 


Connections Sought for Washington, D. C., Firm—AAA Sales & Equip- 
ment Service, Century Building, 412 5th St., N.W., Washington 1, D. C., 
manufacturers’ agents specializing in office equipment and supplies, seek 
connections with manufacturers interested in such an outlet at Washing- 
ton, D. C. Manager Milton D. (Jack) Kyle is a former federal Govern- 
ment procurement man and has had many years of selling experience. 


Lines Sought by Experienced Salesman Calling on Dealers in Middle 
West—A thoroughly trained representative with dealer contacts in all 
states of the central market area is contemplating expansion of activities 
to include handling several additional lines. Capable of training dealers’ 
salesmen and conducting consistent, effective promotion campaigns. 
Knows dealers sales problems and has a record proving ability to help 
solve those problems. Interested manufacturers are invited to write to 
SEM-100, in care of Office Appliances, 600 W. Jackson Bivd., Chicago 6, II. 


Southern Firm Wants Contacts with Manufacturers—Paul D. Karsten, 
sales manager of Lanier Sales Company, manufacturers’ agents at Tryon, 
N. C., wants to make contacts with manufacturers having lines of mer- 
chandise available in the South. 











CORPORATION REPORTS AND 
FINANCIAL NOTES 


Felt & Tarrant Manufacturing Company, Chicago, 111.—On February 10, 
the New York Stock Exchange admitted for trading 531,060 outstanding 
shares of $5 par value common stock of Felt and Tarrant Manufacturing 
Company, makers of Comptometer adding-calculating machines. ‘Big 
Board” activity in the shares will mark the first stock exchange trading 
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in Felt and Tarrant securities in the Chicago company's 62-year history. 
The company is an outgrowth of a private enterprise founded in 1885 
by Dorr E. Felt, to manufacture an adding-calculating machine of his 
invention—claimed to be the first practical machine of this type. Up 
to November 20, 1946, all shares in the company were held by its man- 
agement and the families of its founders. At that time, an underwriting 
group headed by Lee Higginson Corporation and Kidder, Peabody & Com 
pany, made public offering of 251,340 shares of $5 par value common 
stock, increasing the number of Felt and Tarrant stockholders by 2,600. 
The offering represented holdings of certain shareholders following changes 
in the company’s capitalization and the merging into it of Comptometer 
Company, its sales and service organization. 

The initial dividend action following November's public offering was a 
regular quarterly payment of $.35 and a year-end extra dividend of $.50 
a share, both paid December 23, 1946. With the exception of 1921 and 
1982, the company has paid cash dividends on its capital stock in every 
year since 1909 


UARCO, Inc., Chicago, §.—The board of directors of UARCO, Ine., 
declared a dividend of thirty cents (30c) a share on the common capital 
shares of the corporation, payable February 20 to stockholders of record 
February 10, according to an announcement by Walter R. Barker, presi- 
dent. 

Mr. Barker pointed out that during the year of 1946 dividends of the 
corporation were paid during the months of March, June, September 
and December and action of the board specified that consideration will 
be given the payment of anv subsequent dividends during 1947 in the 
months of May, August and November. 





Burroughs Adding Machi Company, Detroit, Mich.—The compan) 
reports net earnings for 1946 of $1,992,149, or 4 per cent of total income 
from sales. This equaled 39 cents a share, compared with $1,259,051, or 
3 per cent of total income and 25 cents a share for 1945. (New York 
Times, February 27). 








NEW TRADE LITERATURE 


Louis Melind Company, 362 W. Chicago Ave., Chicago, Iil., has just 
announced the distribution of the new 1947 Justrite catalog. The pub- 
lication was a real task inasmuch as the book contains current prices 
and listing of all of the company’s new items, a number of which had 
no previous announcement. Those products which have already been 
presented are Justrite rubber cement dispensers. Those unannounced 
but included in the catalog, are Justrite erasers and Justrite rubber 
cement, as well as other stationer specialties. Copies of the catalog are 
available to those writing the company in Chicago or at any of the 
branches in New York City, Detroit, Mich., Los Angeles, Calif., and 
San Francisco, Calif. 





E. W. A. Rowles Company, Arlington Heights, Ill., has just issued a 
new illustrated, descriptive pamphlet giving complete information on 
portable blackboards and bulletin boards. The trade literation provides 
for quick reference and easy selection of the Rowles’ products, 


Higgins Ink Company, Inc., Brooklyn, N. Y., has just issued trade 
literature showing revised prices effective March 1. The prices are for 
products including drawing inks, writing inks, vegetable glue, pastes and 
sealing waxes. 


The Parker File Company, Ltd., 92 Station Rd., Swindon, Wilts, Eng- 
land, has just issued its first post-war catalog, a neatly-printed handy 
booklet illustrated and replete with information concerning the com- 
pany’s products. 


G. J. Aigner Company, 503 S. Jefferson St., Chicago 7, Hll., has recently 
issued an Aico temporary catalog of prices effective January 1. Ilus- 
trations and detailed information regarding the company’s products 
complete this new trade literature. 


> 


SCHOOL SCHEDULED FOR CREDIT EXECUTIVES 


A summer school for credit and financial executives will be held at 
the University of Wisconsin from August 17 to 29, it was announced 
on February 16 by Dr. Carl D. Smith, director of education of the 
National Association of Credit Men. 

This school wil. provide a professional program of credit education 
for credit, financial and other executives. The purpose of the program 
is to interpret economic and financial policies; to broaden the perspec- 
tive of business executives; to aid them in the development of their 
managerial and administrative abilities; to encourage the improvement 
of leadership qualities; to provide for a broader knowledge and to 
stimulate habits of orderly thinking upon business problems. 

This new program is a revival and enlargement of the Summer In- 
stitute of Credit held in 1941 and 1942 at Babson Institute of Business 
Administration, of which Dr. Smith was then president. 

Dr. Smith will serve as executive director of the school and Dr. 
Fayette H. Elwell, dean of the School of Commerce of the University 
of Wisconsin, and members of his staff, will co-operate in its admin- 
istration. A most capable and competent faculty is being recruited 
from leading business organizations, financial institutions and univer- 
sities. The members of the faculty will receive appointments as mem- 
bers of the staff of the University of Wisconsin. 

The program of study will consist of three annual periods of two 
weeks each. Students will not be required to attend three consecutive 
summer sessions, though it is desirable that they do so. The first year 
of the three-year program will be offered in 1947; the first and second 
years will be offered in 1948 and all three years in 1949. Four study 
subjects will be required each year and in addition a series of round 
table conferences will be held. Students who attend three full sessions, 
not necessarily consecutive, who complete all the prescribed courses and 
all the extension problem work which will be assigned, and who pass 
a final oral examination will be granted a diploma issued jointly by 
the National Institute of Credit and the University of Wisconsin. 

The National Institute of Credit, Education Department of the Na- 
tional Association of Credit Men, was founded in 1918 for the purpose 
of providing practicing and aspiring credit executives with the technical 
and ethical background so essentia!] to successful financial management. 
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IN MARCH OF 1877, WHEN: 


A rolling pocket slate was offered, consisting of a flexible 
slate leaf 642 x 10 inches, enclosed in a case. H. T. Cushman, 
North Bennington, Va., was the inventor and manufacturer. . . - 
W. F. Murphy's Sons, 509 Chestnut St., Philadelphia, Paq., offered 
white linen and buff tinted copying books. . . . Samuel Raynor & 
Company, New York City, claimed that their self-gumming and 
folding envelope machine would gum and fold 30,000 perfect 
envelopes in ten hours. . . . (From files of the American Stationer). 


IN MARCH OF 1887, WHEN: 


The B. A. L. Thomson Office Supply Company of Chicago was 
incorporated for $10,000 by B. A. L. Thomson, Thomas R. Mc- 
Killip and H. Michaels. Main offices were at 193-197 LaSalle 
St. . . . A collapsible globe was patented, designed to be in- 
flated by gas. . . . A correspondent complained that the elements 
appeared to be “‘playing battledore and shuttlecock” over Cin- 
cinnati. . . . (From files of the American Stationer). 


IN MARCH OF 1897, WHEN: 


The stationers reported the playing card business had become 
very active because “people have gone crazy over whist.” .. . 
Paper cutters were combined with manicure sets. . . . An enter- 
prising Broadway agent for typewriters placed “an attractive 
typewriter girl’ in a window to toy with the machine. The crush 
of onlookers was tremendous. . . . Inauguration of William Mc- 
Kinley as president was expected to stimulate business. . . 
Favor, RuhI & Company, New York, N. Y., reported great success 
in selling the ‘’Koh-i-noor”’ pencil. . . . (From files of the American 
Stationer). 


IN MARCH OF 1907, WHEN: 


S. E. Carlin, Chicago, perfected the Carlin Calculator No. 1, a 
machine “that will do everything but chew gum and carry 
gossip.” In operation, a typewriter was placed on top of the 
calculator which was run by an electric motor... The National 
Business Show was held March 16-23 at the Coliseum in Chicago. 

The Remington Typewriter Company was exhibiting the 
original typewriter used in making the peace treaty between 
Japan and Russia. The keyboard had Japanese characters. . . . 
Wisconsin's legislature decreed that state house stenographers 
must furnish their own typewriter ribbons. (From files of 
Office Appliances). 


IN MARCH OF 1917, WHEN: 


The Oliver Typewriter Company announced reduction of its 
standard price from $100 to $49 per machine. .. . W. A. Sheaffer 
Pen Company purchased the entire plant of the Fort Madison 
Plow Company at Fort Madison, Iowa... . C. C. Carpenter was 
elected president of the Samuel C. Tatum Company, Cincinnati, 
Ohio. . . . Members of the industry organized the Chicago Golf 
Association headed by Fred H. Butenshoen of Imperial Methods 
Company... . (From files of Office Appliances). 
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COURLBST 


y, Sgrehy the many things that appear to be scarce these 
days, one that actually rates being classified as indis- 


pensable is becoming rarer and rarer as days go by: COURTESY. 


Many of us have known how far a little courtesy can go to 
win friends and how the lack of it could bring ruin to any firm. 

“Osservatore Romano,” a Vatican City daily, commented 
that courtesy is one of the important instruments essential to the 
reconstruction of society, especially a new international order. 

At present writing, courtesy, coupled with patience, seems 
to have made a definite contribution to what has been accom- 
plished so far in the building of a better world. But courtesy, like 
charity, should and must begin at home if society in general is 
to be affected by its beneficent influence. 

Often one will see children who do not have the proper con- 
ception of what the true courtesy is. Some look upon it as being 
sissified. One will find grownups holding the same view about 
courtesy. We should all realize that courtesy is, in a sense, 
democracy in action—respect and consideration for the rights 
of others! Being courteous is not a surface-type obsequiousness, 
but rather a one-word condensation of the Golden Rule—" All 
things whatever you would that men should do to you, even 
so do you also to them”! 

When there is so much discourtesy abroad in the land, when 
you encounter rudeness everywhere you go, and particularly 
on public conveyances—not from the employees, but from 
fellow-passengers—it frequently requires a lot of patience, will- 
power and, sometimes, courage to be courteous. Nevertheless, 
courtesy yields more dividends than rudeness, and the return 
on this important little investment is usually very prompt as well 
as gratifying. 

Let us encourage this in our own shops and offices or stores. 
A little courteous consideration is due the mechanic out on 
service calls. See that he is not overloaded with calls that he 
may return to his home in time for his evening meal. In turn, a 
service man will extend his own line of courtesy during calls on 
YOUR customers—all paying YOU real DIVIDENDS. It is the 
old story of getting back just what you put into a thing—a little 
consideration for your employees will bring back gratifying 
results. To the employees should be remembered that the BOSS 
is human and being courteous to him will help you the next time 
you talk of a raise Many a salesman will recall where a little 
courtesy got him a sale intended for some other firm. A cour- 
teous “Good Morning’! over the phone can do much to start 
your day right. Let's all practice courtesy and put it to work 
in our own lives. 

Edward J. (Duke) Duquette, 
Duke Products, Inc. 
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N EVERY BUSINESS of fluctuating success, the busi- 

ness counselor usually finds the interesting paradox 
of adequate endeavor to succeed associated with blind 
persistence in incorrect principles and procedures. Few 
businessmen ever go down for lack of effort to build a 
successful business. They succumb to competition be- 
cause they are not equal to their rivals, being deficient 
in one or more qualifications in the category of equip- 
ment, stock, methods, ideals or policies. Some of them, 
though they never realized it, were temperamentally 
unsuited for a mercantile career from the beginning. 

Everyone admires the winners—the top-notchers in 
all lines of trade; they have something on the ball. 
Yet many more of those fellows who seem to be 
sparring with the success that constantly eludes them, 
could be much more successful in extracting satis- 
factory profits from their investments in the retail 
stationery business, if only they would draw up a 
more-modern merchandising policy and take the cor- 
rect stance at the bat. 

It has been a belief of mine for years that there are 
(at least, in normal times) very few stationery estab- 
lishments the volume realized from which can not be 
increased if the right methods and policies in con- 
structive merchandising are applied from the bottom 
to the top of the organization. The trouble could be 
at the top, you know! 

Many times, it has been demonstrated, the chief 
obstacle to achieving better results was a mistake in 
the proprietor’s perspective—his attitude toward and 
understanding of the problems of business promotion. 
If, however, he is an intelligent man, who has any 
aptitude at all for stationery and appliance merchan- 
dising, he should be able, if given the necessary in- 
sight into correct principles of management, to root 
out and remedy the defects in his store without the 
assistance of any so-called efficiency expert. 


Evil Cause Leads to Evil Result 


The merchant who can understand the principle of 
cause and effect should be able to trace an evil result 
to its evil cause, which is the first rule of corrective 
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management when profits are not commensurate with 
volume of business and the effort expended. 

I have seen so many encouraging demonstrations of 
the truth of this statement that I am now more con- 
vinced than ever before that no stationer who has 
intelligent judgment and ordinary shrewdness need 
ever remain handicapped in the battle for success 
simply. because of lack of academic knowledge of 
economics and distribution or lack of knowledge of 
the technique of advertising. 

We hear many lamentations among retailers asout 
locations that have lost their trade-drawing value. 
It is quite true that a disappearing location-value 
really is the principal business affliction of some sta- 
tioners, but the fault with a larger number of stores 
is that management—not location value—has failed 
to maintain merchandising vitality. 

What has often seemed to be the magician’s wand 
in the success story of other stationers was really only 
common sense mixed with the will to ascertain new 
and more dynamic ways of doing conventional things 
and the initiative and enterprise to apply new pro- 
motional methods, shunning all defeatist notions about 
the store or the community being “too small” or “too 
conservative” or the clientele having some inherent 
peculiarity that precludes the successful introduction 
of new ideas in merchandising. 

The so-called “unprogressive community” is often 
a stationer’s subconscious subterfuge for his own lack 
of initiative to do the constructive thing at the most 
necessary and advantageous time. Can anyone imag- 
ine any town or city that is any more progressive than 
the merchants make it? The “unprogressive com- 
munity” plea, in extenuation of indifferent success, 
is often a matter of putting the cart before the horse. 

Any kind of retail business has to be built a stone 
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at a time, so to speak. Many outstanding stores were 
not immediately successful from the first week of 
operation. Many previously unsuccessful stores be- 
come profit-making outlets after a change in owner- 
ship or an infusion of new blood into present manage- 
ment, yet the same set of external conditions existed 
before the change. 


Methods Count More Than Location 


It is possible for a location to become a dud, of 
course, yet if nothing happens to destroy the business 
activity and purchasing power of a town or city, cor- 
rect business-promotion methods will usually guaran- 
tee to the progressive stationer a business that is sub- 
stantial and profitable even when he fails to become 
affluent. 

In other words, even though a stationer be pos- 
sessed of the most up-to-date physical equipment and 
a good location, maximum success necessitates for its 
realization that he shall also have certain personality 
traits, so as to win acceptance in his trade-drawing 
area, and the business qualifications necessary to 
serve customers better than second-rate competitors 
in his field. 

No enduring success can ever be wrought from care- 
less or behind-the-times methods or from the sale of 
unpedigreed merchandise. Customers demand good 
service along with merchandise which means that 
financial success in the stationery trade derives only 
from selling goods that won’t come back to a large 
clientele of customers who will come back. One sale 
to a customer carries no proof of his satisfaction, but 
when he comes in a second, a third and a fourth time, 
there is then some warrant for the as . aption that 
the store has been successful in satisf ing the buyer 
with regard to both goods and service. 

There are three ages-old elements of satisfying value 
in retail merchandising, and it is the good-will-build- 
ing responsibility of the stationer to make sure that 
his customers receive all three elements in every trans- 
action quality, service and price. As a matter of fact, 
price is sometimes the least decisive of the three, be- 
cause it is a relative factor dependent upon the quality 
or quantity which the customer receives in exchange 
for his money. 


Wants Value Along With Price 


There will always be some demand for certain 
second-choice goods, because some buyers simply can 
not afford the very highest-priced supplies and sun- 
dries, yet even the “price-conscious buyer,” so called, 
is interested in obtaining all possible value for the 
price he pays, and by educative salesmanship can 
eventually be taught the lesson that below a certain 
dead-level of prices, the value standard automatically 
takes a slump. Many a price-shopper has been con- 
verted to a quality-buyer by that fine art of salesman- 
ship which is capable of demonstrating to him, with- 
out offense with regard to his long-confirmed criterion 
of the maximum value he has a right to expect for 
this or that price, that when he pays a little more, he 
receives a lot more. 

The true test of sound value is what the buyer re- 
ceives for his money—not merely the price paid. That’s 
why intelligent stationers strive constantly to build 
public appreciation of their stores on the service-and- 
value basis as distinguished from those fellows who 
have such a complex or phobia on “high prices” that 
they habitually under-estimate, not only the purchas- 
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ing power, but the spending will, of scores of good 
buyers throughout the year. 

Along this line, one stationer said to this writer: 
“My business is not large, as really large stationery 
outlets are thought of, but it is profitable for a store 
in its class. I believe that such success as I have 
achieved has been owing to a few simple, common- 
sense rules of management. My general policy is what 
I call a three-point policy of service—namely: “Qual- 
ity, Courtesy, and Promptness. I sell standard goods 
at prevailing prices. I have no so-called ‘bargain sales.’ 
My price policy is to offer all my wares as something 
good and well worth the price asked for them.” 


Makes Guarantee Stand Up 


“The department stores could not live long without 
constant special sales, which are their very life-blood, 
but I believe that there is only a very infrequent proper 
application of the special-sale idea in stationery mer- 
chandising—hardly any, in fact, so far as a store-wide 
sale is concerned. I am very cautious about ‘guaran- 
teeing’ this thing or that thing to be thus and so— 
with the exception, of course, of standing behind some 
manufacturer’s nationally-advertised consumer-guar- 
ante—But I DO guarantee that, if my customer isn’t 
satisfied in any transaction, he can get his money 
back without quibble on my part, or obtain a replace- 
ment, if that’s his choice. I have always been cau- 
tious, too, about making definite promises when there 
was the slightest question that I might be able to 
fulfill them, such as, for example, the specific hour 
for a delivery, or with regard to obtaining some un- 
usual or hard-to-get item.” 

The modern concept of service to the customer in 
the stationery trade encompasses much more than the 
idea of service to the customer in a grocery store or 
a clothing store. With the exception of the most 
elementary items of stationery supplies, successful 
stationery merchandising requires knowing, not mere- 
ly the things that certain customers will probably buy, 
but having also sufficient understanding of their 
specific office-equipment requirements to understand 
which of several systems or appliances are best suited 
to the solution of the customer’s special problems. 

This ideal of service necessitates constant interest 
in the customer’s business, so far as helping him to 
maintain the efficiency of his office routine is con- 
cerned, and a determined policy to keep abreast of 
every innovation in modern business practices as it is 
reflected in the equipment for business administra- 
tion which the stationery industry is called upon to 
provide, so that the amply-qualified stationer and 
office-appliance merchandiser may become eventually 
a practical authority on office arrangement and equip- 
ment. 

This is certainly no mean function to perform for 
the structure of American business, and in just the 
measure that he can qualify to render such service 
and efficiency-counsel will a stationer come to be 
recognized and respected as a dependable exponent 
of the business—if not, in truth, the profession—of 
prescribing the administrative tools and supplies re- 
quired by everyone who engages in commerce and 
industry. There will be nothing wrong with the busi- 
ness fortune of the stationer who can acquire that 
reputation and cleaves to the ideal that, in serving 
the business of other men best, he serves his own 
business best. 

This attainment does not, however, complete the 

(Turn to page 134, please) 


OFFICE APPLIANCES, March, 1947 





ION AS 


PSS Lr Ris 


were &¢ ww ec Se ee 


i 


POR I AARNRMNE s90 


A _ SES mere 


Sharing 


~ Profit-Building With Profit- 








By FRED MERISH 
Business Analyst and 
Financial Counsellor 





ROFIT-SHARING, profit-participation or wage-in- 

centive plans have been in operation for years. 
Varied as the flowers in spring, they have known some 
success and much failure. Retailers have made mini- 
mum use of profit-sharing but labor strife brings 
the proposition definitely into the retail picture and 
the substantial wages paid to industrial workers are 
forcing retailers to “up” compensation to their em- 
ployes in order to get proper help. 

We have planned and analyzed many profit-sharing 
projects in our time. To illustrate the fundamentals 
of successful operation, we take you to our files and 
give you the operating routines typical of those profit- 
sharing plans found most successful in the past. 


How One Retailer Does It 


One retailer of office appliances, after computing 
annual profit, set aside six per cent interest on 
invested capital, and four per cent in a reserve fund, 
then allotted 30 per cent of the remainder to his 
employes, including himself as an employe, the money 
divided equally between eight workers, office clerk, 
stockman, delivery clerk, salesmen and the boss. 
Profit and loss statements are prepared monthly. If 
employes must wait until year’s end to get their cut 
or know how much additional compensation is coming 
to them, they lose interest. Monthly statements whet 
zest. The dealer may settle with the employes monthly 
but this retailer permitted them to draw up to 50 
per cent and then settled in full at year’s end. Before 
this plan can be put into effect properly, the dealer 
must review prior yearly profits in order to determine 
what he can afford. It would be dangerous to take 
the figures out of your hat: Although 30 per cent 
of the net profit may seem like a generous contribu- 
tion, the dealer, in this case, was assured of six per 
cent return on his investment, a reserve against loss- 
periods and profit-participation himself as a worker. 
The employes felt that they were getting a substantial 
part of the profits. This plan worked out very 
successfully. The business earned larger profits than 
ever before. 


25 Per Cent of Net to Employes 


Another dealer gave his employes 25 per cent of 
the net profit and made the allotment on the basis 
of length of service, salary earned and position held. 
No fixed ratio or routine is practicable. The dealer, 
as in other details, must use a certain degree of 
judgment and adjust a plan to his business peculiari- 
ties. In general, follow the outline of an effective 
plan, stick to fundamentals and adjust the details 
to your business. 


Loss-periods are the problem. In all fairness, em- 
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ployes should stand their share of loss but it is hard 
to make the worker see this. The rantings of labor 
leaders have given rise to the belief that business is 
always profitable. The reserve set aside to take care 
of losses is the best answer to the problem but it 
suffices only for monthly or short period losses that 
come to every business. In other words, during a 
loss-month, an employe would be asked to participate 
in a loss by taking a reduction in salary but this 
money is taken from the reserve and the employe 
gets his base salary. 

One may ask, “if the reserve dries up because of 
loss drains, what then? Shall we ask the employes 
to participate in the losses?” During the depression 
in the 1930’s, one dealer did this very thing and 
maintained a volume that was above average. In 
depression periods, workers are willing to work for 
less and can be pepped up to greater effort by the 
mere hope of holding their jobs so this dealer had 
his employes participate in losses during the depres- 
sion in lieu of salary deductions. His employes felt 
that they were not getting wage cuts as is common 
to off-business periods, and that when business picked 
up, they would get back on regular salary and a share 
of profits. This came to pass within a comparatively 
short time. The biggest gripe that workers have 
against businessmen is that wages are cut in depres- 
sion periods and are slow to be retrieved, and that the 
worker must, in many cases, see the boss before he 
gets more money, which is embarassing to many. 
Where profit and loss participation is utilized, the 
employe gets back his base salary as soon as business 
picks up and therefore he has a reason to keep 
plugging toward that objective. 

Of course, if losses are so great that employes 
get little or nothing in their pay envelopes, or if 
they have to dip into the bank to settle up, the 
dealer is hardly likely to get much co-operation, 
but here again, a dealer must use judgment. Just 
as he sets a limit on the amount credited to reserve, 
he can limit the worker’s pay cut. 


Sets Up Profit-Sharing Plan 


One dealer who had tried various bonus arrange- 
ments without success hit upon this profit-sharing 
plan that has worked well for him. His first step 
was to determine how much selling salaries he paid 
yearly, say $6,000. Then, from his experience figures 
he calculated that he could afford 10 per cent selling 
salaries, which meant that he should do $60,000 
yearly. On business done in excess of this sum he 
decided to pay 10 per cent to his employes, 4 in 
number, excluding himself, because under this plan, 
the excess benefits went to him anyhow. 

The plan was put into operation in January, the 
best month to start. At the end of the year, in even 
numbers, he had totaled $67,800, or $7,800 in excess 
of basic volume, of which his employes got 10 per 
cent or $780, divided among them in ratio to the 
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salaries received. Salaries were as follows: 





Employe A $2,000 
Employe B 1,500 
Employe C 1,200 
Employe D 1,300 
Total yearly payroll $6,000 


The $780 profit-participation fund was allocated as 
follows: 


Employe A $260 
Employe B 195 
Employe C 156 
Employe D 169 
Total paid employes $780 


Can Use Quota Plan 


Where merchandise is departmentized and clerks 
do not make sales out of their own departments, 
dealers gear their profit-sharing programs to depart- 
mental quotas. Where clerks sell in all departments, 
and sales volume is the basis of calculating payments 
to employes, an attempt to arrive as profit-sharing 
figures via departmental quotas is too involved, 
although the dealer would be better off if he depart- 
mentized sales to determine departmental profits. 
Where profit-participations are computed on the 
entire volume, the calculation is simplified for both 
employe and employer—a desirable feature. Com- 
plicated plans or calculations take up too much time 
for the employer and employe who checks his cut. 
If a plan is so complicated that it is hard to under- 
stand or compute, employes will grow cold to it and 
there will be misunderstandings. 


of Office 


A profit-sharing plan should be designed to benefit 
the boss as well as the employee. If it gives away 
some of the normal profits earned, as shown by 
some of the cases we have encountered, the dealer 
does not benefit, and he may as well let things ride 
“as is.” The dealer should determine the average 
profit or sales from his prior records before setting 
the profit-sharing rate and this necessitates an 
analysis of past results. Just as a “reasonable profit” 
is hard to define because one dealer’s idea of a 
satisfactory net differs from another, so is it im- 
practical to give definite figures in this article. We 
can merely outline the process and offer the funda- 
mentals that will help you evolve a plan that should 
enable you to pay more money to employes and 
increase profits. 

Finally profit-sharing demands accurate record- 
ings. A dealer cannot utilize this plan effectively 
unless he keeps complete and accurate financial 
accounts and the necessary subsidiary records, de- 
pending upon the plan. For example, some form 
of stock control is essential, otherwise he cannot 
determine monthly profit accurately. If he guesses 
at his stock on hand, he may overpay or underpay 
his help and they will lose confidence in the plan. 
Moreover, it is up to him to do his bit to see that 
sales increase so that his employes come out ahead 
and this means sales records per person, the calcu- 
lation of average unit sales, daily sales summaries, 
and so forth. Sales could increase, for example, and 
profits decrease, because employes in their zest for 
more volume pushed easy selling lines with low mar- 
gins so the dealer must utilize records that flash 
this information quickly. 


Advantages of Store Rentals 


Machines 





By CLARENCE E. BUSH 
General Typewriter Company, 
Washington, D.C. 








E HAVE FOUND store rentals to be good busi- 
ness. For eight years we have rented machines 
for use in our store. Tables and machines are set aside 
for anyone who wishes to drop in and use them. This 
service has proved to be of real help to those who 
are in a hurry, or who have just a little job to do. 
The idea of store rentals was not thought up just to 
make money. The whole thing was forced on us. Like 
many other dealers, we had permitted customers to 
use machines at no charge. They wanted to address 
an envelope, or just write a little note. We found that 
they wrote for hours. We found that so many came 
in that the cost of waiting on them and keeping ma- 
chines in order was too expensive. Therefore we 
started a charge of $.25 per hour as a minimum. 
We thought that this would discourage the use of 
store machines. But the reverse has been true. People 
want to pay for store rentals, and appreciate the fact 
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that they are available to them. This business has 
increased constantly, and we have many repeat cus- 
tomers. Some come in regularly. Some use machines 
for hours. 

There are three typewriters and one adding machine 
ready for use at all times. Frequently this is not 
enough, and we have to add one or two more machines 
to this from our rental stock. 

With no papers to sign, no delivery, no bookkeeping 
and no risk, the expense of this service is negligible. 
Each machine averages about $1.00 per day for a 
yearly income of over $1000.00. This represents a profit 
of about 500 per cent. To this must be added sales 
of paper, envelopes, carbon and erasers. Rarely do 
customers come equipped with these materials, and 
this is an additional source of revenue. Finally, there 
are those who find they need the use of a machine 
more than expected. This leads to monthly rentals, 
and sales. 

While store rentals are a service that we did not 
want, and a thing that we had never heard of before, 
we are very happy to state that it is good business, 
and that it creates good will and pleasant dealings 


with the public. 
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390 Successful Office Supply Dealers Tell 
How They Hold Effective Sales 





66 N ARTICLE FOR YOUR MAGAZINE? Okeh, I'll 
tell you one I’d like to see and a lot of office 
supply dealers are going to want right quick .. . and 
that’s how to hold a sale profitably!” 
“What?” I asked my dealer friend, “but that is one 
of the first things a fellow has to learn in the busi- 
ness! Nearly every dealer knows how to hold a sale.” 


He laughed aloud and then grew serious. 

“Yes,” he said, “it’s something you have to know; 
but to be perfectly honest about it most of us have 
only an incomplete knowledge; it’s just a hit and miss 
proposition . . . we miss big opportunities and don’t 
get a third of the volume we should on them. But 
there’s something even more important.” 

“What’s that?” was my query. 

“The fact that it’s been so long since most of us had 
to hold a real sale,” he explained. “Price regulation is 
going out and real competitive selling is coming back 

.. and all of us are going to need a lot of refreshing 
on this phase of our business!” 

So we set to analyzing the experiences of successful 
office equipment dealers today and yesterday, sought 
counsel from sales experts and delved into our files 
and from this research have compiled in the para- 
graphs to follow, a summary of the sales experience 
of more than 50 successful dealers who have con- 
tributed their time-tested and store-proven sugges- 
tions to this condensed version of all of the factors 
which must be given closest attention if our sales are 
to prove profitable. 

Sales have a threefold purpose and this purpose 
should be kept in mind through every step of the 
Planning and execution of the sale: 
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1. To build business for our store and do it at a 
profit; not at a loss. 

2. To stabilize our stock inventory and keep it in 
good flexible condition. : 

3. To win new customers for our business and hold 
the business of all of our old customers. 

Every one of these three “reasons why” should be 
kept constantly in mind throughout every step of 
planning presented below. 

SCHEDULE CAREFULLY every sale for proper days 
and dates, to fit the immediate needs of customers, 
to tie in with the season, merchandise or idea. Busi- 
ness forms and special equipment should be tied-in 
with any present seasonal need during which the sale 
is planned and full advantage of every such oppor- 
tunity should be taken. 

MERCHANDISE SALES should feature more than 
just the lead item and should embrace every item 
within the general group. 

IDEAS PAY OFF as is being proven every day of 
the week by the department and five-and-ten stores 
where all types of sales are run; every sale should 
have an idea of this nature that can be merchandised 
and hit a responsive cord with the consumer. 

PROMOTION is of the utmost importance; you can- 
not secure maximum volume with a couple of posters 
stuck in the front window and a 2 x 5-inch ad in a 
neighborhood newspaper. The big-volume profitable 
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sales are all planned to the ’nth degree and no element 
of promotion is overlooked. 

Customers must be given reasons for buying at our 
sale, such as liberal use of the word “Save.” Sale 
items should not be unknown brands which offer no 
appeal as bargains, for the customers accept these as 
being their regular prices. .. . Pick a well known and 
popular brand of the sale item. .. . The product must 
be one in which the customer will have confidence; 
will already have a desire to buy. And this brings up 
another point; pick such merchandise whose producers 
are at that time pushing with heavy promotion in 
business trade journals so that you can draw on the 
pulling power of this promotion. 

TEASERS have always paid off; little ads in regular 
copy calling attention to a forthcoming sale or one 
inch ads scattered through the local newspaper several 
days in advance will create interest in the event. For 
proof, watch how your local theater builds interest 
in a forthcoming picture through these teaser ads. 


Some “Teaser” Methods 


Similar “tease’’ material can also include spot radio 
announcements if on a station where rates are not 
too high. Penny postcards mailed to people in the 
area, handbills delivered office to office and signs 
placed about the store, as well as little teaser cards 
enclosed in every package delivered a week in advance 
of the sale, will also help. Contests and prize stunts 
are oftentimes used but have not proven particularly 
appropriate in our field. 

ADVERTISING announcing the sale itself will pull 
best if it has been especially planned for the sale; 
under no circumstances should the old standard form 
or layout be used. All such opening ads should be 
different from one’s regular ads in size and shape 
and made as spectacular as possible to stand out from 
all of the other advertising in the newspaper that day. 

Far too often we expect this ad to do the sole job; 
in such eases we are missing anywhere from 25 to 
40 per cent volume business of our sale. All through 
the sale it should be backed by (a) Direct mail, (b) 
Personal telephone calls, (c) Personal selling by sales- 
men on their regular calls, (d) Store banners, (e) Sale 
cards spotted throughout the entire store, small 
enough to fit anywhere but not so small they will be 
unnoticed, and other forms of promotion. 

Now for the point where a great many of us STOP 
our sale effort but where we should really start plan- 


ning ... actual preparation of the store stock and 
display itself. 

The items to be featured in the sale, along with 
other items to be selected should be chosen with the 
utmost care with these points in mind: (a) Popularity 
of the brand and items, (b) The sales appeal of these 
specific items, (c) How much of a demand for posses- 
sion the items can create, (d) How often these items 
have been featured by our store and others recently. 

Related items should be chosen as such a group of 
items will have a great deal more pulling power than 
scattered unrelated items. Of course all selections 
should be made with the margin of profit fully in 
mind. 


Displays Need Careful Planning 


Displays within the store should be planned most 
carefully and items advertised should be displayed in 
relation to one another and if store display material 
of manufacturers is available it should be used. 

Following this, a store meeting should be held at 
which time every employee should be told of the whole 
sale plans, of how the sale items or others not adver- 
tised are to be pushed. And, if possible, the staff 
might well sample the featured merchandise in order 
to know that much more about it ... to feel it, see 
it, understand it and if possible to do so, use it! Each 
employee should be assigned to his job in getting the 
store ready for the sale and in handling business 
during the sale, and employees should be briefed in 
how to help every other employee. 

A thorough stock check-up should be made twice; 
once, when the first details of the sale are being 
planned, and next the day or two prior to the sale 
for we must have full stocks of our sale items and 
no shortages. We can’t very well sell something we 
find ourselves suddenly short on the day of the sale. 

The cash register should be checked constantly dur- 
ing the sale in order to determine which items are 
needing most pushing as the sale draws to an end. 
One employe should be assigned to check the fullness 
of displays and stocks during the sale and it also 
pays to advertise during the sale itself, this advertis- 
ing being planned to push lagging items or extoll 
popular items. 

These are the methods which keep us from over- 
looking a detail which may hurt the success of our 
sale; every one should be checked thoroughly for every 
sale we hold in our store. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
“THE DOUBLE FAILURE” 
By Norris L. Hayward 


94" WARD DREW A DRAFT ona customer for a delivered adding machine, 
\J sent it to the A Bank for collection, the A Bank forwarded it to the B Bank, 


and then the A Bank failed. 


In the meantime the B Bank collected the draft from the customer, but, 
before remitting the proceeds, the B Bank failed also. 

“I cannot sue my customer, for he’s paid the draft, but I am entitled to 
rank against the assets of the A Bank as a preferred creditor,” Sam Ward 
assured himself, sued in the South Carolina courts—and lost in a case reported 


in 138 N. E. 815. 


“The theory upon which priority is allowed in any case is that the assets 
of the insolvent bank have been swelled by the actual payment of the trust 
proceeds; a condition which cannot exist when the proceeds have not been 
traced into the hands of either the insolvent bank, the bank examiner or the 


receiver,” said the court. 
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Throw Your Windows Across the Street 





INDOW DISPLAYS are a function of proprietor- 

ship which are too often neglected or delegated 
and forgotten. Such neglect always shows up in your 
sales record and profit and loss statement, but not 
every office equipment dealer is alert enough, even 
when faced with the figures, to recognize the area of 
his own neglect or, when recognizing it, he fails to 
take effective rémedial steps. 

When you have finished reading this article, put 
on your hat and go out in front of your store and 
spend a few moments looking it over. It’s been a 
long time since you took a good analytical look at 
the front of your own store, hasn’t it? While you are 
out there looking around, you are going to get a lot 
of ideas and perhaps you aré going to get good and 
mad at the fellow who does your window displays. 
The chances are that you won’t solve anything by 
calling in your window man and giving him general 
hell. The fault is probably not with him but with 
yourself in that you have not seen to it that your 
window display problem was analyzed and organized. 

First of all, consider the importance of your win- 
dows. A good many hundred people walk by your 
windows every week and each one of them is a poten- 
tial consumer of the merchandise that you sell. You 
are paying a rent premium for your location and the 
size of your store front. If you fail to make a deter- 
mined effort to attract this latent business by exploit- 
ing this expensive asset, you have two alternatives: 
you can board up your windows or you can move down 
under the viaduct behind the vinegar works where 
the rent is $15.00 a month and nobody goes by. 

The first step in making your store front return 
the rent premium you are investing in it is to find 
the right man to do your window trimming. Usually 
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he is an experienced store salesperson who has learned 
merchandising on the floor and who has ample oppor- 
tunity every day to judge by personal observation 
the effectiveness of his own efforts. The fact that a 
man has no window trimming experience need not 
mean that he cannot produce good windows. It may 
well mean that he can develop some really fresh ideas 
and that he is free from the stale habits that most 
experienced window trimmers fall into in time. If 
your present window trimmer has been at the job for 
a long time you will probably be doing yourself a big 
favor by turning the job over to a new man. 


Give Decorator Time for the Job 


Give this man plenty of uninterrupted time in which 
to plan and execute his windows. He cannot and will 
not do a good job if it is loaded onto him in addition 
to his other duties. He ought to be entirely free from 
all other duties for at least four hours a week for each 
window that he must trim. His freedom from other 
duties should be enforced and made routine or it will 
soon be violated, and you will find him waiting on a 
customer with one hand while the other is trimming 
the window. You may be sure that in this case the 
customer will not get real service and you will not 
get good windows. If you think that four hours a 
week for each window is excessive time, do it yourself 
sometime and see if in planning, making of signs, 
taking down the old window displays, putting away 
the old merchandise, and setting up the new window, 
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you have not spent close to four full hours of time. 
Any duffer can put in a window in two hours, but it 
takes an experienced man nearly four hours to execute 
a really good window with plenty of fresh signs, price 
tags, and a genuine selling message. 

Perhaps you can arrange for this man to display 
the windows in the evening. If you can, so much the 
better because he is certain not to be interrupted and 
you will have the added advantage of never presenting 
an empty or half-finished window to the daytime 
passer-by. This man ought to receive extra compensa- 
tion for the job or by some other means, the job should 
be one to which your personnel wiil aspire, rather 
than a flunky task that Should be avoided at all costs. 

Arrange a schedule with your man that will run 
about six weeks in advance of the date of window 
trimming. It is important that you should supervise 
this schedule yourself but equally important that you 
give your man enough leeway for his own ideas so that 
he maintains a creative attitude toward the job. See 
to it that he has the windows planned in detail and 
his signs and price tags made a week in advance. 
In this way you will escape the common failure of 
most windows that have plenty of merchandise but 
no message. Give your man plenty of space somewhere 
in the store where he may keep his display materials 
in good order. Assure for him a steady flow of good 
display material by demanding all available material 
from every source of your merchandise and leaving 
orders in your receiving room that all such material 
received should be saved and passed on to the dis- 
play man. 


Diversification of Windows Pays 


The constant passer-by judges the scope of your 
business by the merchandise he sees in your window. 
If he sees nothing but typewriters displayed, he may 
buy his ribbons at the dime store and his désks from 
the salesman from the big city. Practice diversifica- 
tion in your window and you will broaden the base 
of your business. Your windows should reflect the 
whole extent of the merchandise on your shelves. To 
make certain they do this, prepare a check list of the 
items you handle and apportion the appearance of 
them throughout the year according to its importance 
in your sales scheme. Only by use of such a schedule 
can you be certain that your display man has not 
neglected some important class of merchandise you 
sell and that he has not favored your specialties at 
the expense of your over-all sales picture. 

It involves more than just going out once a week 
and standing for a few moments with your nose 
against the glass. You must put yourself in the posi- 
tion of the passer-by and try to observe the effec- 
tiveness of your windows from his point of view. You 
can do this by looking at your windows from all angles 
yourself, and by watching the passer-by. 

You will observe that few pedestrians come at your 
window head-on. They come at it obliquely or parallel 
to it, their minds busy with their own problems and 
their eyes on the blonde ahead of them. To catch 
their eyes and bring them up to a dead stop requires 
that your windows must have plenty of light and color, 
large quick-reading signs, and lots of eye appeal in 
general. If you consider the angle at which most 
pedestrians approach your windows you will see that 
the most important parts of your windows are the 
ends where his eye can be caught without the neces- 
sity of his turning his head 90 degrees. Perhaps in 
the past you considered that the very center of your 
window was the most effective zone and you have 
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been filling up the corners with what display material 
was left over. Have your display man give more atten- 
tion to the ends of the window and see to it that he 
faces these end displays up-street and down-street 
and not parallel to the window, so that the message 
hits the pedestrian square in the eye as he glances 
in your window. 
Aim for Longer-Distance Appeal 

If your windows are readily visible from the far side 
of the street you can make them pay extra dividends. 
It is entirely possible to so display your windows that 
they are nearly as effective at 100 feet as they are at 
ten. And don’t forget that your windows can also 
be attractive to the person who rides a streetcar, bus, 
or automobile. To check this yourself, hop a streetcar 
and ride by once or twice. You will be amazed at the 
entirely different picture your store presents to the 
non-pedestrian and the many opportunities for effec- 
tive display that this opens to you. If you are neglect- 
ing the many hundreds of potential customers who 
ride by your store every day, you are kissing goodbye 
to many a fine dollar bill that might find a home in 
your register. 

Check your window trimmer to be sure that he has 
recognized the difference that weather conditions 
make in the effectiveness of your displays. In winter 
the pedestrian is not prone to spend much time rub- 


‘bering in your windows. Thus your displays must be 


simpler, better lighted, your signs larger and your 
message shorter so that a quick glance of the cold 
pedestrian hurrying past your store will tell him the 
story you are trying to get across. 

The use of any weapon is fair in window trimming. 
You should not let your window trimmer overlook the 
excellent eye-trapping abilities of the moving or flash- 
ing display. If these devices have not been overworked 
in your vicinity, they are very effective but continuous 
use decreases their value. If you use a turntable, let it 
turn slowly, as the fast turntable confuses 


Don’t Relax Supervision 

Whatever you observe when you inspect your win- 
dows will be worthless if you do not pass constructive 
criticism on to your window man. Take him outside. 
Show him the habitual approach of the pedestrian 
and point out his mistakes in a constructive manner. 
Help him to develop a self-critical attitude toward his 
own work, but regardless of how expert he becomes 
with his windows, never relax your supervision. 

It is difficult to properly evaluate the effect of your 
window displays on sales. If you run a sales check 
on a particular item that you have given premium 
space in your window you may find that you are dis- 
appointed in the results and begin to think that you 
are wasting your time of your windows. Consider for 
a moment the pedestrian who in glancing into your 
window sees a fiber transfer case. You cannot expect 
that he is going to whip right into the store and buy 
that case. When he comes into the store two months 
from now and asks for that case, it may never enter 
your mind that he has carried that file tucked away 
in his memory for two months and when he needed 
one, immediately connected your store with the object 
of his desire. The immediate effects of good window 
displays are hardly more noticeable than the imme- 
diate effects of a poor window display. They accumu- 
late so inconspicuously that when your sales record 
shows a growing volume of business, you will probably 
be reluctant to agree that it is a result of the fact 
that you took the time and trouble to organize and 
analyze your windows. 
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Office Machine Business Built on Service 


Grows to Success 


By HAROLD M. PEER 





OR A SPAN OF 18 YEARS J. E. Hofer serviced 

office machines manufactured by one of the large 
manufacturers in this country. He was a factory rep- 
resentative working in Ann Arbor, Mich., one who 
knew his job and did it well on every machine serviced. 
After 18 years, the manufacturer decided to move Mr. 
Hofer to a bigger field in Detroit. This didn’t appeal 
to him at all. He was satisfied in Ann Arbor and 
wanted to stay there. The office machine manufac- 
turer rebelled, so Mr. Hofer quit. It was the best thing 
he ever did, because it was a turning point in his life. 
From that time on he has been in business for him- 
self in a firm that was built on service and that has 
grown to be a real office appliance business. 


Inasmuch as Mr. Hofer had been his own boss and 
didn’t know exactly how well the new venture would 


‘ prosper, he decided to start in a small way and limit 


himself to service. The Office Equipment Service Com- 
pany began operations on November 1, 1936, from his 
home. He remained there until business demanded 
another location when he took part of a business loca- 
cation occupied by a sign painter who had a side line 
of breeding singing canaries. It was the best location 
that Mr. Hofer could get at the time, even though he 
knew it was far from ideal. He remained in this loca- 
tion for six months when he again moved, this time 
to an upstairs site. 

For the next seven years the business was located 
in upstairs locations, the one taken when the business 
was moved from the sign painter location and another 
upstairs spot. The business was exclusively a service 
business, the new firm servicing every sort of equip- 
ment used in an office, including cash registers. From 
the start the new business got off to a winning start 
because Mr. Hofer visited the equipment owners whose 
machines he had serviced while employed by the 


manufacturer and was successful in taking most of 
these with him as service customers. Today, after be- 
ing in business for ten years, these same customers 
are with him with no intention of quitting. 

After seven years in two upstairs locations, Mr. Hofer 
decided that there was enough of a future to his new 
firm to warrant a ground floor room, so he purchased 
the building at 111 So. 4th Ave. The move was made 
on October 1, 1944. The business is still located there. 

While started exclusively for service, as business 
grew the sale of office equipment was added. This was 
one reason why better and larger quarters were 
needed. In the new location, the business prospered 
but by November 1, 1945, Mr. Hofer felt that he wanted 
to quit so he sold out to L. Hulett, who promptly took 
over. Mr. Hofer went on a vacation to Mexico and had 
the time of his life. 


Goes Into a Partnership 


With the vacation over and Mr. Hofer back in Ann 
Arbor, he began to get restless for the whirl of busi- 
ness. After a little talk with Mr. Hulett, he bought a 
half interest in his old business and moved in as a 
partner on May 1, 1946. 

With two owners instead of one, the business was 
expanded so that office supplies as well as equipment 
is handled. But the founding idea of the business, 
that of servicing every kind of office equipment; even 
cash registers, has never been allowed to take a back 
seat. The entire business has been built around the 
servicing of office equipment. 

From the start, one unusual feature of the service 
offered has been the seven-day service that the firm 
gives. The firm has been on call seven days a week, 
Sundays and holidays, to render service when service 
was needed. It has always been especially busy on 





L. HULETT (LEFT) AND J. F. HOFER AT WORK ON MACHINES 
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Saturday afternoons and even Sundays in cases where 
some office machines have gone bad late in the week. 
By working on Saturday afternoon and Sunday it has 
been possible to service such machines and have them 
in perfect working order for the beginning of business 
operations the following Monday morning. Office 
managers have appreciated this sort of service with 
the result that they have become permanent clients 
of the firm. 


Maintains Many Spare Parts 


Realizing that the speed with which service can be 
rendered is often dependent on having a supply of 
parts on hand, the firm started out by maintaining 
a large supply of parts for the various machines that 
they were called on to service. Today the firm main- 
tains one of the largest, if not the largest, stock of 
parts of any similar firm in Southern Michigan with 
some traveling men even going to say that no firm 
in Detroit carries_a greater stock of parts. This has 
meant investing some extra capital, but service can 
be rendered at once—magic words in the office world. 

All servicing is done on a strict guarantee even on 
such machines that the firm didn’t sell. This absolute 
guarantee without any loopholes has been another 
factor in winning friends and holding them. 

This service business is conducted strictly according 
to the best office and business ethics. No service job 
is undertaken until the owner of the machine is given 
an estimate of what the job will cost. It is the belief 
of both owners of this firm that much grief can be 
avoided by following a rule like this. To arrive at an 


estimate, the machine is carefully studied to see ex- 
actly what is needed. Not only is the machine probed 
to determine what will be required to remedy known 
faults, but the machine is also carefully examined to 
determine what else needs correcting. Both owners 
are competent service men and they know that very 
often a machine will soon go bad after a service, not 
because the work was not well done, but because some 
other fault has been developed. Whenever other faults 
are discovered, every effort is made to sell the machine 
owner a complete service that will remedy every fault 
in the machine. Thus a better job is done, one that 
will give greater lasting satisfaction to the owner. 

Since Mr. Hofer has rejoined the firm, business has 
been more than tripled, the volume growing monthly. 
This shows what can be done in the service field with 
two trained service men, owners of the firm, giving the 
business their own personal attention. The firm has 
built up a large following, including among its clients 
a total of 24 banks in the territory surrounding Ann 
Arbor, not to mention countless offices, stores -and 
factories who depend on this firm for the servicing 
of their office equipment.: And this is in the face of 
competition from four other office supply firms, all 
of whom do servicing. However, the others cater more 
or less to repairing typewriters, whereas this firm 
services every known kind of office equipment. Besides 
getting an ever-growing volume of business from Ann 
Arbor and the nearby surrounding territory, the con- 
cern gets work from as far away as Benton Harbor 
on the west, and Alpena on the extreme northeastern 
tip of Michigan, some 250 miles away. 


When You Buy “Good Will” 





Sooner or later, most office appliance dealers meet 
the problem of “buying out” an established business. 
It may be the means of starting in trade for them- 
selves, expanding existing businesses, or securing an- 
other outlet in the same territory. Before the trans- 
action has gone very far, the matter of “good will” 
and its value will surely be mentioned. 

It seems to be taken for granted that the seller can 
deliver this good will to the buyer, much in the same 
manner as he turns over his inventory. But even 
when he can do this so far as the trade is concerned, 
he does not control the good will of his employees. 
They either give it freely to the new owner or with- 
hold it entirely as they see fit. It pays to find in 
advance the exact attitude of the workers toward the 
office appliance business and its management. If the 
results of your search are unsatisfactory, the item of 
good will in general should be cut in value. 

Don’t make the mistake of thinking.a list of em- 
ployees with long records of service is a sign everyone 
likes his job and feels happy in it. Scores of circum- 
stances tend to hold people in positions they would 
prefer to leave. And there are countless instances 
where many years with the same company means only 
that the worker could find nothing better. A loyal 
worker with a year or two of experience will be worth 
more to the new management than a disgruntled 
oldster who has spent his life in ome place. Consider 
length of service as a single factor: watch even more 
closely such points as enthusiasm, loyalty, a spirit of 
co-operation, and a genuine liking for the work. 
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If possible, start checking on these matters before 
any mention is made of purchasing the office appli- 
ance store. When this cannot be done, select a friend 
whose judgment you respect to do some shopping for 
you. In two or three trips, he will get a rather accur- 
ate idea of the attitude the workers have toward the 
store and its management. Spying? Not in the least; 
you are merely looking over a part of a proposed pur- 
chase, the same as you might ask an expert to look 
over the inventory and help you place a value on it. 

Unless you plan to buy an established business and 
then discontinue it entirely, you must get along with 
the employees you acquire. You can replace them in 
time, of course, but you give the trade a double dose 
of newness that way—in both management and the 
workers. It may be more than the trade feels justified 
in swallowing! 

Employees’ good will should not be made into some- 
thing complicated. Neither should it be overlooked, 
as we believe it usually is. Give it a rightful place 
in your plans and in your estimates of the value to 
be placed on the business. Simple enough, isn’t it? 
Yet this one move may save you a considerable amount 
of money either by keeping you from buying the busi- 
ness at all or by avoiding too high a price for it. 
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TYPICAL DISPLAY OF RIBBONS AND CARBON PAPERS AT BURROW’S, CLEVELAND, OHIO 


Separate Department Doubles Carbon 


Paper and Inked Ribbon Business 





URROW’S OF CLEVELAND, Ohio, large office 

supply retailers, have always done a good busi- 
ness in the many lines that offices use. But like so 
many other dealers in these lines they had desks, type- 
writers, files, record books and the like so close to 
their business eyes that they blotted out from their 
vision such things as carbon paper and typewriter 
ribbons. After all, they contended, it was the larger 
things that ran into money and profits so they con- 
centrated on these larger items. 

But J. S. Fecho, manager of the office supply divi- 
sion of this firm, is a believer in the philosophy of 
Plato who many years ago said that it didn’t make any 
difference what you accomplished, you were wasting 
your time if you could have done better in the same 
time. A little over a year ago Mr. Fecho began to 
think of carbon paper and typewriter ribbons in the 
light of doing more with them. True the firm was 
doing a nice business in these lines, making profit that 
would likely have satisfied every other business firm. 
But up to that time sale of carbon paper and type- 
writer ribbons was more or less on the basis of serving 
customers with what they asked for, or what they 
thought they wanted. After all, these two lines are 
not the biggest in the supply line. 

As Mr. Fecho mulled over these items in his mind 
he began to wonder if his firm wasn’t missing some 
good business just because the lines were not given 
more attention. Convinced that this was the case, 
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Mr. Fecho set about to see what could be done with 
them when some real push was put behind the lines. 
The firm has had good experience in the office supply 
field and has found that the hest way to really get 
the maximum of business from any line is to dump 
the line into the lap of one person and make him 
responsible for the little department built up around 
the line. This business philosophy has worked out 
wonderfully well in many of the lines, so Mr. Fecho 
decided to do this with carbon papers and typewriter 
ribbons. He found just the person he wanted in the 
person of Gene Harris. Mr. Harris knew carbon papers 
and ribbons from A to Z and if anybody could put over 
a separate department for these items he should be 
able to do it. 


And Mr. Harris Did His Best 


“It’s your baby, Harris,” Mr. Fecho told Mr. Harris. 
“You're head of the ribbon and carbon paper depart- 
ment. See what you can do with it.” 

“T’ll do my best, sir,” was Mr. Harris’ curt reply. 

All this happened just a year ago. In the past 12 
months Burrow’s has had a separate department de- 

(Turn to page 106, please) 
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Office Furniture 


A New Accent in Merchandising 


By EUGENE BURNS 





HE SAME spirit which prompted San Franciscans 

to span the Golden Gate with the world’s greatest 
suspension bridge during the depression years motiv- 
ated 70-year old Rucker-Fuller Company of San Fran- 
cisco, Calif., claiming to be the largest office furniture 
sellers in the United States, to invest a quarter million 
dollars in renovating their furniture building during 
the uncertain post-war days when the stock answer 
was “no-have!” and “no-can-do!” 

The result is that Rucker-Fuller has given the 
Pacific coast—if not the entire United States—the 
finest office furniture building. 

Upon entering the renovated five-floor building at 
559 Market St., the visitor is immediately impressed 
by the street-level, all-glass front; the bold use of 
colors—at least 40 shades from vitalized reds, blues 
and yellows to neutralizing tones of greys and tans; 
the imaginativeness of design which immediately gives 
the eye a feeling of loft, depth and width; the com- 
forting hush of absorbed sound achieved through 
heavy carpets, acoustic tile and drapes; the impressive 


Rucker-Fuller Renowates 
Furniture Building in 
San Francisco, Calif. 


Photos by ‘Richard H. Mercer 


flood of cold cathode light which bursts from the en- 
tire ceiling; and beyond all this—and most important 
to Rucker-Fuller—the customer gets an appreciation 
of beautiful office furniture in use. 

Better than any model house, here is an entire five- 
floor modern office furniture building busy with its 
daily routine of business amounting to millions of 
dollars a year while all of its offices—sales, display. 
working, drafting, decorating, executive—have the 
additional function of being show floors. 





INVITING AT NIGHT—A night view of Rucker-Fuller’s remodeled office furniture store. The all-glass recessed front of 
the San Francisco building invites the customer to step out of the traffic and feast his eyes on fine furniture. 
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ABOVE—A flood of light bursts from the ceiling to give a 
new accent to the Rucker-Fuller office furniture display. 
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BELOW—Serpentine walls and curves were used by the 
San Francisco firm for air of spaciousness in display room. 


























ABOVE—Buying is an exciting event in the attractive BELOW-—It is no problem to get office help in these Rucker- 
Rucker-Fuller display room. Feller surroundings. 
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A VIEW OF ONE CORNER OF THE MAIN 


When Dale Smith instructed one of their interior 
decorators, John Rex, to do the color work, he empha- 
sized: “Remember, it must be colorful—use any color 
and all colors with the exception of sea foam green. 
But,” he added, “every color must help the customer 
appreciate the office furniture in our store. This is 
our chance to break the mental reaction to institu- 
tional office furniture.” 

In determining his color selection for each room, 
Decorator Rex used these three basic tests: What is 
the purpose and use of this room? What atmosphere 
does Rucker-Fuller wish to create in this room? What 
personalities are involved with this room? In planning 
the show rooms used by the general public, for ex- 
ample, the decorator selected colors that would be 
pleasing to the majority and that would compliment 
the office furniture and upholstery. When he planned 
the rooms for the Rucker-Fuller executives, he selected 
colors that gave an appropriate background for the 
person using the room. But before the actual painting 
for a wall started, he made an intensive study of lights 
and shadows in each room and the relation of one 
area to another. The effect is unbelievably good and 
colorful. 


Interior Close to Exterior 

Rucker-Fuller used glass liberally. Because of the 
recessed windows, with the absence of an overhanging 
marquee, the interior has a close cohesion with Mar- 
ket St. And once the visitor is in the building, the 
great display room seems to expand and walk right 
out into the street. Adding to the spaciousness, the 
large working office is divided from the display office 
by an all-glass partition, the lower part being fluted 
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FLOOR RUCKER-FULLER DISPLAY ROOMS 


glass to eliminate distraction to the customer and the 
office worker. 

Sound proofing was done by the use of sound- 
absorbing tile which also provides an excellent surface 
for the cold cathode light, giving reflection without 
highlights. Added to this sound proofing, are 9,000 
square feet of padded carpeting on the main floor, one 
and one-eighth inches thick which also gives the visi- 
tor a feeling of being graciously and richly received. 
And the carpeting, “didn’t exactly flow into the build- 
ing.” Rucker-Fuller carried on their business for five 
months without floor covering. 

And finally, although some of them are still lacking, 
there is an effective use of colorful drapes to deaden 
the noise in the executive offices. All in all, the effect 
is that of walking in a hushed snowfall—with noises 
audible but not disturbing. 


Every Working Office Is a Show Room 


The working office, Lee Roberts’ pride and joy, has 
two glassed-in sides, tall tropical plants that reach 
toward the 22-foot ceiling, and Honduras mahogany 
desks. Unlike the proverbial shoemaker’s children who 
go barefoot, Rucker-Fuller’s employees have the best 
in office furniture. Lee insists: “If the working furni- 
ture is good to sell to others, it is none too good for 
our own office help.” As a result, the girls riffling 
through the posting trays or those operating the cal- 
culating machines all work with the most modern 
equipment. And under good light! Incidentally, Hon- 
duras mahogany gives a 35 per cent light reflection, 
ideal for the eyes—an item which Rucker-Fuller speci- 
fies in desks made up for them. 

Because Controller Roberts insisted throughout the 
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planning and renovation that his workers have good 
equipment and good lighting in comfortable and pleas- 
ant surroundings, office fatigue has been decreased; 
eyestrain with its usual headaches has been elimi- 
nated; absenteeism has been reduced substantially; 
and workers’ accuracy seems to have improved. With 
good lighting, a bookkeeper’s 9’s do not tend to become 
7’s; nor do 7’s beccme 2’s. And because of the good 
lighting, modern equipment, and beautiful surround- 
ings, Rucker-Fuller’s office-help problem has ceased 
despite San Francisco’s difficult office-help market. 
Office girls walk in and ask for jobs because they want 
to be identified with San Francisco’s smartest estab- 
lishment. 

That in itself is a tribute to the enterprising group 
of Rucker-Fuller owners who gambled a quarter mil- 
lion dollars to give the public not a store at all but a 
place to come in and appreciate good furniture. And 
the proof of that success is the constant number of 
people who step out of the swirl of Market St. traffic, 
pause before the recessed windows of 559 Market St., 
walk in, and before they know it begin equipping their 
office with long-sought-for furniture. 

In this modern instance, design wedded beauty to 
function. 

Prompting the $250,000 investment was Rucker- 
Fuller’s determination to cut loose from the dreary, 
commonplace atmosphere of the usual crowded office 
furniture display room and to offer their customers 
an opportunity to see the latest designs in office furni- 
ture and equipment in settings which would be helpful 
to them in planning their own offices and to assist 
them in making proper selections. 


Own Staff Assists Architect 


In carrying out this conviction, Rucker-Fuller -rolled 
up its inhibitions to the elbow as soon as San Fran- 
cisco swept up its streets after the riotous V-J Day 
celebration. They engaged a modern architect, Bolton 
White of San Francisco, just out of the Navy, who 
had finished a comprehensive architectural education 
at Stanford, Columbia and Fontainebleau. Under 
Architect White’s lead, Rucker-Fuller’s own staff of 
experienced merchandising experts, drafting engi- 
neers, mechanical engineers, decorators, designers, ar- 
chitects and general contractors went to work on their 
drafting boards. The outcome is an entire building 
in use devoted to display; a sensational method of 
lighting—cold cathode—the answer electrical re- 
searchers have been working on for years; a daring 
use of colors; sweeping serpentine walls and curves to 
emphasize height, depth and width; good ventilation 
and heating; and offices which ex- 
tract unconscious exclamations of 
praise from every customer. 

Confident that the public would 
respond to a break from the cus- 
tomary old stodgy office furniture 
buildings, the 70-year-old company 
did not hesitate to give contractor, 
Stolte, Inc., of Oakland, Calif., a 
cost-plus contract despite the risk 
of rapidly mounting costs in a 


GLASS PUT TO WORK—The effective 
use of glass partitions has brought 
spaciousness to Rucker-Fuller main 
floor. The fluted glass gives an effect 
of water and shields the office worker 
from outside distractions. 
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fluctuating labor and material market. It took reso- 
lution compounded of courage. 


Cold Cathode Lighting Used 


And take lighting. Soft-spoken Controller Leonard 
Roberts insisted that Rucker-Fuller must have good 
light to work under and sell under. But the war, as 
every housewife should know, stopped the making and 
installing of every type of hght except the most rudi- 
mentary. Their business requires a light which would 
give balance to primary colors and sufficient candle- 
power to avoid eyestrain. And beyond that, an instal- 
lation which would show off the furniture to good 
advantage and be an integral part of the modern 
architecture. To get this light, they began experiment- 
ing with a war-time development—cold cathode. 

Seeking information from others, they were dissuaded 
by Southern Californians and East Coast men who 
told them that cold cathode would produce color dis- 
tortion. But Sales Manager Dale Smith went right 
ahead. Up to the split second that the installation 
was switched on, they did not know what the end re- 
sult would be. And then, presto! Without so much 
as a flicker, they had an instant flood of sunlight 
from the entire 22-foot high ceiling coming from 1,200 
feet of parallel tubing. Altogether beautiful! Although 
the initial cost was high, the tubes exact no mainte- 
ance costs—they do not burn out and are good for 
at least 10,000 continuous hours during which their 
efficiency gradually reduces from 20 to 25 per cent. 
And they are lights without hum, without flicker, and 
give an instant response to the turn of the switch. 
After it has been turned on for hours, the cold cathode 
tubes remain cool to the touch. 

Better yet, the first quarter-year wattage consump- 
tion indicates the cold cathode light will pay for the 
installation in electrical savings alone within two and 
a half years because it uses only half of the amount of 
ordinary fluorescent fixtures to achieve the same foot- 
candle power and about one sixth that of incandes- 
cent. And the 35 to 45 foot candle power light at desk 
height is so all-diffused that it gives good shadowless 
light even in the bottom drawers of the files. 

The coloring, which cost Rucker-Fuller more than 
$12,000 and took almost six months of experimentation 
before the final results were achieved, adds distinction 
and atmosphere to this business home. The 40 shades 
the eye catches in walking through the building can- 
not be described. To be appreciated, like a good paint- 
ing, the colors must be SEEN. What is grey? Yellow? 
Tan? There are thousands. And Rucker-Fuller’s colors 
are hand-mixed. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 


CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 
OR a lead-off PEPPER-UPPER 
as we step to OFFICE APPLI- 
ances “mike” this fine spring day 
of March, 1947, listen to this 
potent instruction for the office 
equipment seller to heed as he 
views and reviews his current of- 
fice tool publicity, quote: 
“Every stationer’s advertisement 
should tell:—Re: The Item:- 


—What it is. 
—What it does. 
—What it costs. 
—Where to get it.” 


And continues this quote, from 
our regular monthly friend Sell: 
“Yes, good advertising is really a 
simple affair. Just a matter of 
dollars and sense.” 


ca ak * 





The other day we welcomed a 
personal call from a newcomer in 
the office tool field, a most sincere 
and aggressive modest young man, 
fresh from years of service for 
Uncle Sam in aviation lines, and 
now whole-heartedly representing 
the National Blank Pook Com- 
pany of Holyoke, Mass., namely 
Edward A. Moore, now the official 
Pacific Northwest representative 
of his pioneer firm. Among other 
things we were discussing was the 
muchly used, perhaps over-used 
word “quality” in sales presenta- 
tion, and our discussion brought 
forth this reference to the illus- 
trious John Ruskin, which thought 
was a favorite of both Mr. Moore’s 
and the writer. Its 20-odd word 
message is worth pasting in your 
mental scrap book, so here it is, 
the first contribution of National 
Blank Book Company’s Ed Moore 
to his friends over the BUSINESS 
BUILDERS’ hook-up—quote: 


“QUALITY IS NEVER AN 
ACCIDENT. It is always the 
result of INTELLIGENT ef- 
fort. There must be_ the 
WILL to produce a SUPE- 
RIOR THING.” 

Tune in to this ever-timely 
FLASH from The Specia’ty Sales- 
man: “THE SALESMAN is not 
dressed for work, unless he wears 
a smile.” 


cd pa * 


THANKS A MILLION for your 
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instantaneous response to our 
new “IDEA EXCHANGE SERV- 
ICE.” Here are the three top 
“BUSINESS BUILDER TUNES OF 
THE MONTH” that you, our lis- 
teners, have dispatched to the 
Co-ordinator of this page, at Box 
2153, Care of Shaw & Borden Com- 
pany, Spokane 2, Wash. Keep 
them coming, we will use them 
all, and remember to send yours 
in right now while you have the 
matter in mind. If you wish more 
details re these three, make your 
request by their respective file 
number: 

No. 2006 — Subject: “SPARE 
TIME.” A 200 word treatise on this 
important phase of everyone’s 
time budgeting .. . a good sales 
meeting sparker for any office 
outfitter or office tool manufac- 
turer. 

No. 2007—Subject: “WANT A 
JOB.” A Los Angeles Stationer 
sent this in... an excellent and 
effective stimulating message for 


* your personnel work and for your 


rebuilding your sales crew 
price, the same as always . . 
merely an idea, a workable BUSI- 
NESS BUILDER, for our IDEA 
EXCHANGE SERVICE. Do not de- 
lay ... this is worth your time 
in acquiring NOW! 


No. 2008: “IT SAYS HERE.” We 
wish we could give program time 
for a full quote on this dynamic 
editorial-clipping sent us by a 
Pennsylvania stationer. It is sev- 
eral hundred words in length and 
from the pen of T. Harry Thomp- 
son of the famous Poor Richard’s 
Almanack staff of the Poor Rich- 
ard Club of Philadelphia and ap- 
peared in the January, 1947, re- 
lease of their official publication 
which our Pennsylvania friend 
has seen to it that we are on the 
mailing list. It truly is one of the 
many many bright spots in our 
monthly mail-bag. To further ex- 
cite your interest in this particu- 
lar clipping, the gist of it centers 
around the theme of the radio 
announcer’s inspired post-script 
“It says here”: “It isn’t necessary 
to claim the earth in order to win 
a part of it. It says here.” 

.. . SO come and get it... with 
the purchase price of a fresh 
sparkling BUSINESS BUILDER 
for your fellow office outfitter... 
Thanks. 

“ ” oa 

If you did not see, “PENNIES 
FOR THOUGHTS BRING DOL- 
LARS IN PROFITS” in the Jan- 
uary, 1947, Globe-Wernicke 
PROFIT POINTERS, we suggest 
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that you write, phone, or wire 
“Kes” Downing, editor of that 
publication, to send you a copy, 
subject matter of which outlines 
and describes in factual detail one 
of the most clever direct mail pro- 
motions we have been privileged 
to see in many a day. Charlie Hill, 
president of Office Service Com- 
pany, Providence, R. IL, is the 
originator of this idea that aptly 
ties in with the known adage, “A 
penny for your thoughts,” ... 
and does it clickity-click. See it 
for yourself. 
- * + 

The reward of a thing well done 

is to have done it.—Emerson. 
« - * 

A weed is a plant whose virtues 
haven’t yet been discovered—and 
rationed. 

. * - 

And be sure the public gets ac- 
quainted with your advertising 
theme before you get tired of it. 

* « * 

That which is good or great 
makes itself known, no matter 
how loud the clamor of denial. 
That. which deserves to live— 
LIVE.—The Hardware World. 

7 a 

Every man should find time at 
some hour of the day to take a 
fresh look at the road map of his 
ambition. 

a - * 

Wanting a thing is the surest 
way to get it—only don’t get con- 
fused by wanting too many. 

+ + * 

Salesmanship is both an art and 
a science—its inspiration is a real 
wish to be of service. Don’t say 
that’s “old stuff” until you’ve 
proved to yourself that you can’t 
use it. 

* ” * 

For terse-trailers this month we 
are indebted to our regular 
monthly friend, The Gilcrater of 
The Gilbert Paper Company of 
Menasha, Wis. As we sign off 
with this quote, we believe you 
too, will want to be on their mail- 
ing list: 

*A good thing to remember is 
that there is always goin’ to be a 
tomorrow as well as a today and 
yesterday. 

*Don’t expect too much from 
the man who talks about what he 
did instead of what he’s doing. 


Office-efficiently YOURS! 
Ralph B. Ortel. 


3, 3B 3 
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BUSINESS SHOW FEATURES AT SAN FRANCISCO 


Upper left: Frank E. Tupper, president of 
the National Business Show Company and 
W. G. Zaenglein, president, Monroe Calcu- 
lating Machine Company, being interviewed 
by an American Broadcasting Company re- 
porter on the opening day of the show. 
Upper right: Miss Lois Lew of San Fran- 
cisco, Calif., typing at 45 words a minute 
on the IBM Chinese typewriter which has 
5400 ideograph symbols spinning on a drum. 
Lower left: Dr. Grace McCann Morely 


watching Edward Perkins demonstrate an 
IBM punched card and sorting machine. 
Lower right: A 26-inch carriage Royal 
typewriter, the first machine to be deliv- 
ered for display at the show. Left to right: 
C. E. F. Russ, San Francisco district man- 
ager for Royal Typewriter Company; F. E. 
Tupper, president of the National Business 
Show Company; J. L. Stuart, producer of 
Royal exhibit for the San Francisco show. 
(Photos by Royal Blue Print Co.) 


San Francisco’s Sixth National Business 


Show Attracts Commercial Public 





N ITS SIXTH NATIONAL Business Show San Fran- 
cisco lived up to the excellent reputation of the 

five which preceded it in the years 1920 to 1929. Held 
February 20 to 26 inclusive, except Sunday the twenty- 
third, at the Civic Auditorium, it attracted many thou- 
sands of businessmen and women, mostly from the 
San Francisco Bay area, but also from cities along the 
Pacific Coast from San Diego to Vancouver and east 
to Denver. The show company’s advertising appeared 
in all the principal cities, some with the use of liberal 
newspaper space. 

Exhibits included a wide variety of office machines 
and systems, also some furniture and stationery lines. 
Machines included portable, standard, automatic, and 
electric typewriters; adding, calculating, and book- 
keeping machines; stencil, spirit, gelatin roll, and 
photocopy duplicators; a variety of punched card ma- 
chines for statistical work, records and accounting 
purposes; cash and fare registers; dictating machines; 
time stamps and recorders; and bundle tyers. Furni- 
ture lines included straight, swivel, posture, and up- 
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Big Attendance and Variety 


In Displays Mark Event 


holstered chairs, desks, files, safes, and stands for 
office machines. In systems were loose leaf, visible 
records in book and cabinet form, vertical and hori- 
zontal rotary-type files, wall chart records, and the 
systems used in connection with billing, accounting, 
and duplicating machines. 


Special Features Arouse Interest 


The unusual attracts special attention. There was 
much of the unusual in the show. The new electri- 
cally-operated Chinese typewriter operated by a com- 
petent Chinese girl filled the aisle opposite Interna- 
1947 
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SAN FRANCISCO BUSINESS SHOW 


. The Accoustor Co. 5. Cummins Business 
2. Burroughs Adding Machines 
Machine Co. 6. Davidson Sales & 
. California State Em- Service Agency 
ployment Service . Dictaphone Corp. 
. Clary Multiplier 8. Diebold, Inc. 
Corp. . Ditto, Inc. 


(Photos by Royal Blue Print Co., except Clary Multiplier Corp.) 
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Elliott Addressing 
Machine Co. 
FotoType Co. 
Gregory Fount-O- 
Ink Co. 

Friden Calculating 
Machine Co. 

The Hermann Safe 
Co. 


(Photos by Royal Blue Print Co., « 
Co.) 
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International Busi- 
ness Machines Corp. 
Tabulating Division 
IBM Time Recording 
Division 

IBM Electric Type- 
writer Division 

IBM Wireless Trans- 
lating System 
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SAN FRANCISCO BUSINESS SHOW 


Marchant Calculat- 5. Ohmer Corp. 
ing Machine Co. 6. Parker Pen Co. 
Beier & Gunderson 7. Produc-Trol Pacific 


Co. Co. 


Monroe Calculating 8. Walter Radell Co. 
Machine Co. 9. Red Feather Prod- 


Mosler Safe Co. ucts Co. 


(Photos by Royal Blue Print Co.) 
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national Business Machines Corporation exhibit when- 
ever a demonstration was in progress. The Rock-a- 
File of Rockwell-Barnes Company required constant 
demonstration to answer the inquiries of interested 
visitors. The new Clary adding machine made by 
Clary Multiplier Corporation made many new friends 
who saw it at the show for the first time. 

Dictating equipment of various types proved most 
popular with visitors. Dictaphone Corporation pre- 
sented new equipment with demonstrations which 
always drew a crowd. Thousands of visitors were inter- 
ested in other types of equipment as well, such as the 
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SAN FRANCISCO BUSINESS SHOW 


Rockwell-Barnes Co. 
Royal Blue Print Co. 
Royal Typewriter 
Co. 


Schwabacher-Frey 
Co. 
SoundScriber Corp. 


(Photos by Royal Blue 
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Vari-Typer Division, 
Ralph C. Coxhead 
Corp. 


. Visible Index Corp. 


Wheeldex San Fran- 
cisco Co. 


Print Co.) 
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Peirce Wire Recorder, and Mail-A-Voice of The Brush 
Development Company. 

Much time and money had been put into most of 
the exhibits. Those of IBM and Burroughs Adding 
Machine Company were outstanding. The entire exhi- 
bition hall was attractive. 


Many Representatives Present 


To capitalize further on the show, exhibitors brought 
representatives from all the western states. Some of 
them included all branch managers or sales agents 
from Denver and El Paso west. Many office equipment 
dealers in the western states made the trip to San 
Francisco for the express purpose of attending the 
show. 

The representative of OrricE APPLIANCES in attend- 
ance asked most of the exhibitors about the value of 
the show as it fitted in with their merchandising 
problems. All stated without hesitation that they 
were well pleased with the results. 

The show was managed by Frank E. Tupper, pres- 
ident National Business Show Company, assisted by 
Edwin O. Tupper and William A. Tupper. Upon the 
successful conclusion of the event they received many 
hearty congratulations. 


DESCRIPTIONS OF EXHIBITS 


Beier & Gunderson Company, 77 Battery St., San Francisco, representing 
N. T. Shepherd Chair Company.—-G. V. Breckenridge in charge, assisted 
by N. T. Shepherd and Jack H. Rich. Showed full line of Shepherd 
posture chairs for stenographers, general office use and executives. 

Bertrand Supply Company, 451 Bush St., San Francisco.—Marvin C. 
Bertrand was in charge. Displayed were the Ariston stencil duplicator 
made in Minneapolis, Flagship metallic-back carbon, which is impervious 
to changes in weather and humidity, and the Pathfinder stencil. The 
Fagship carbon is a product of the Allied Carbon & Ribbon Company, 
for which the Bertrand Company is exclusive agent for seven western 
states, 

Burroughs Adding Machine Company, 55 Montgomery St., San Fran- 
cisco.—_William G. Carlton, San Francisco manager, was in charge. 
Products shown were a unit plan payroll machine, new electric calculator, 
desk adding and subtracting machines, statistical accounting machine, 
typewriter, calculating, and billing machines, typewriter-bookkeeping 
machines, tax accounting machines, public utility billing machines, cash 
registering machines, and the new Burroughs office chairs and other 
Burroughs products. Present from Detroit were L. V. Britt, Ray 
Eppert, M. E. Mengel, A. R. MacIsaac, H. M. Gatov and D. R. Hogue. 

Clary Multiplier Corporation, 533 Market St., San Francisco.—John J. 
Walsh demonstrated the new Clary adding machine and the Speed-O- 
Lectric adder equipped with optional ‘‘million dollar’ key, which brings 
the capacity up to a’ nine column listing. Present were H. L. Clary, 
president, and Joseph Stallings, salesmanager. 

Raiph C. Coxhead Corporation, 580 Market St., San Francisco.—C. R. 
Butterfield, San Francisco manager was in charge of the exhibit, which 
displayed the Varityper office composing machines, a complete com- 
posing machine with four letter spacings of 10, 12, 14 and 16 to the 
inch; 10 line spacings; automatic justification of the right hand margin; 
the E24, which handles sheets up to six and eight feet in width and 
will write directly upon tracing cloth or paper without a carbon backing 
sheet, and the D9 correspondence model for personal letters of executives, 
which writes italic and regulation type for letter writing. 

Cummins Business Machines, 465 California St., San Francisco.—Ex 
hibited were bank and commercial perforating and cancelling machines, 


the Cummins endorsing iachine, Cummins check signer, and the 
Cummins Triposter ledger posting system Present were Norman A 
Mclnnes, Seattle manager, and FranK Thompson, manager. 

Dictaphone Corporation, 235 Pine St., San Francisco,Dictating ma 
chines, primarily electronic, and the new plastic belt recorder were dem- 
onstrated. Telephone recordings were featured. The demonstration 
showed two machines under telephonic recording conditions. The entire 
Dictaphone system in the booth was available for use of anyone at 
the show. An interesting attraction of the exhibit was a special ma- 
chine for inventory, which enabled the user to dictate merchandise or 
material count while walking through the stock room. Joseph H. Best, 
San Francisco manager, was in charge. 

Dictating & Recording Company, iInc., 171 Second St., San Francisco. 
Units shown were the Soundscriber electronic recorder, dual portable and 
standard recorder and electronic transcriber with soft speaker, which 
eliminates head phones. In charge was IL. L. Hay, who demonstrated 
the Soundscriber dictating equipment using the light weight disk system 
of recording. 

Diebold, Inc., 724 Ellis St., San Francisco...This exhibit’s wide display 
included the Cardineer rotary file; eyele billing equipment; Flofilm, a 
micro-film type of equipment providing variable reductions furnished 
with interchangeable lenses; Tra-Dex and ledger tray equipment; Flex- 
site visible binders, fireproof safes and burglary chests; Safe-T-Stick steel 
storage files; York vaults and MeClintock burglar alarms and vault 
ventilators. Palmer Bercherer, bank division manager, was in charge, 
assisted by K. L. Knochenhauer, manager of systems division. 

Ingolf Dillon, 400 Front St., San Francisco...A unique feature of this 
exhibition was a portable booth containing bookkeeping, Graphotype 
and various other types of office machines, telephones, and so forth, 
for the purpose of eliminating the noise of adjacent operations. The 
Acoustor, made by Acoustor Company, Youngstown, Ohio, was presented. 

Ditto, Inc., 515 Market St., San Francisco...Four principal systems 
featured order billing, production order, purchase receiving and payroll. 
Equipment shown ranged from the $50 portable duplicator to the $900 
systems duplicator. Straight run duplicating was demonstrated and a 
line of supplies for Ditto equipment was displayed. Frank Gregor, Jr., 
advertising manager from the home office in Chicago, and B. A. Lan- 
ning, local manager, were in charge in company with Mark Peacock 
and R. J. Kirkpatrick, Jr., officials from Chicago. 

Elliott Addressing Machine Company, 330 Battery St., San Francisco. 
Demonstrated were Elliott stencil addressing machines in different models 
in range from commercial styles for heavy duty down to the “Address- 
erett’’, a small hand model 

The Fototype Company, 1414 Roscoe St., Chicago. D. F. Buckingham, 
who was in charge, demonstrated the Fototype method of composition, 
which eliminates the necessity for metal type in preparation of adver- 
tising matter for offset reproductions. 

Friden Caiculating Machine Company, 539 Market St., San Francisco.— 
Machines demonstrated were the ST 10 full automatic, C8 general 
utility machine and split and normal carriage machines for pay roll, tax 
and proration work. 

Gimmel Brothers, 36 Sansome S&t., San Francisco._This exhibition 
featured the Lightning letter openers and sealers made by the Bircher 
Company. Charles L. and Henry Gimmel were in charge. 

Gregory Fount-0-ink Company, 3501 Eagle Rock Bivd., Los Angeles, 41. 

An extensive line of Gregory Fount-O-Ink writing sets in a variety of 
styles and colors was displayed. In charge of the exhibit was M. A. 
Gregory, vice-president. 

International Business Machines Corporation, 25 Battery S&t., San 
Francisco.—Equipment presented included the IBM electric typewriter, 
electromatic typewriter, electric Chinese typewriter, electric multiplier, 
electric calculating punch, electric typewriter with proportional spacing, 
wireless translating system, punched card accounting machines and 
collators, and time control units and time recorder. The exhibit was 
manned by a group from the home office with local salesmen assisting 
in the demonstrations. 

H. D. Kippen and Davidson Sales & Service Agency, 29 Second &t., 
San Francisco.—The Autotypist multiple typewriter and Davidson dupli- 
cator and folder were demonstrated. The Autotypist was shown in the 
standard selector model, the push butt6n dual and the push button model 
for selection of whatever standard paragraphs might be desired. David- 
son equipment included the Davidson duplicator for offset and relief 
printing and the Davidson folder letter size and for all kinds of 
printed pieces. W. W. Davidson Jr., of Chicago, attended. 


(Turn to page 96, please) 





MONROE STAFF AT SAN FRANCISCO SHOW 


Left to right: F. M. Zelinski, Tacoma, Wash.; H. E. Dunlap, 
Seattle, Wash.; G. A. Jensen, St. Louis, Mo.; G. S. Conway, 
Los Angeles, Calif.; R. A. Hedges, Long Beach, Calif.; R. K. 
Webb, San Francisco, Calif.; R. E. Ellithorpe. Los Angeles; 
R. W. Turner, Oakland, Calif.; H. B. Cage, Los Angeles; 
D. E. Batchman, Pasadena, Calif.; P. D. Williams, Orange, 
N. J: R. W. Cage, Los Angeles; A. L. Watchers, San Fran- 
cisco; C. W. Clifford, Seattle: W. E. Baumann, San Antonio, 
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Tex.; G. B. Larsen. Portland, Ore.; J. E. Johnson, Los Angeles; 
Paul Marshall, Long Beach; T. R. Kyle, San Antonio; M. A. 
Giorni, Pasadena; W. G. Zaenglein. Orange, N. J.; D. A. 
Stern, Los Angeles; R. H. Murray, San Diego, Calif.; L. B. 
Chilcott, Butte, Mont.; W. G. Griffin, Los Angeles; J. M. 
Hezlip, Pasadena; R. L. Marshall, Los Angeles; J. W. McKim, 
Los Angeles; T. C. Macauley, Boise, Ida.; P. R. Wilson, Pasa- 
dena; E. S. Mills, Orange, N. J. 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the Nationa! Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


FFICE 
* 8 aa 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








Make Your Reservations Now! 
NOMDA ANNUAL CONVENTION 
at the 


Senator Hotel, Sacramento, Calif. 
July 27-30 








The Sad Salesman Is Your Enemy 


UR PRINCIPAL RETAIL store salesman came to 

me the other day to explain why he was having 
a particularly hard time selling grocery stores. Gro- 
cery store business is important to us. We sell them 
typewriters, check protectors, cash registers, adding 
machines, sales tickets, slicers, grinders and a few 
other things. 

He told me that sales were being retarded by the 
kind of atmosphere that had been created by salesmen 
who preceded him. The guiltiest people weren’t our 
business machine competitors but were the truck 
drivers and salesmen who sell bread, meat, wrapping 
paper, frozen foods, fresh vegetables, canned goods, 
candy, and other things that keep a grocery store 
running. 

It seems that several of these salesmen have been 
telling the grocers how hard it is to get anything to 
sell, how much worse it is going to be next week, 
how much higher things are sure to be soon, and how 
horrible business conditions are likely to be for him 
in the next year or two. So the salesman takes his 
order for whatever he wants to unload and leaves the 
grocer in a glum frame of mind. When customers 
come in the grocer tells them the same story and 
deliberately creates uncertainty in their minds. Re- 
sult: they don’t buy much. 

Then, when our salesman calls to tell the grocer 
he ought to buy a new cash register, the salesman 
has to spend a lot of his good selling time improving 
the grocer’s mood before he can get down to business. 
This wasted energy and effort is enough to make one 
complain strenuously. 


Calls for Sales Policy Examination 


We examined our own sales approach critically to 
be sure we weren’t guilty of any of this trouble our- 
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(Prepared by the Publications Committee of the 
Vational Office Machine Dealers Association ) 


selves. We decided we weren’t, for our own sales policy 
is to go in with the items we have for immediate 
delivery, endeavor to close our sales, collect in full, and 
then call on the customer our next trip to be sure he 
is happy and to get prospects for additional sales. We 
take tentative orders for merchandise we don’t have, 
but we make no delivery promises. We say simply 
that we hope delivery will be soon; that we hope the 
price will be no higher; and that when the merchan- 
dise is ready to deliver we will make sure he still wants 
it before we consider it a definite sale. We don’t tell 
him that delivery may be a year or two away even 
when we think it will be, and we don’t tell him that 
the price is almost certain to be higher when the 
merchandise is ready for delivery. 

We don’t pressure people for merchandise we 
haven’t got and we don’t ask for down payments in 
instances when we have little idea about when deliv- 
ery can be made or what the price will be at delivery 
time. We don’t find it too hard to take orders away 
from competitors who are holding the down payments 
and who have broken their delivery promise. 

When the customer asks us what we think is going 
to happen to the country if the party to which he 
doesn’t belong gets in power, we tell him we think 
there is every reason to expect continued good busi- 
ness regardless of anything the Democrats or Republi- 
cans try to do for or against prosperity. We tell him 
we hope the current food shortages won’t get worse 
and that we don’t see any reason why they should. 
And that’s the truth! We don’t see why they should. 
We think we know as much about general business 

(Turn to page 116, please) 
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Automatic feed, 
hand-operated Mimeograph 
brand duplicators 





Now available 
for prompt delivery 








MODEL 91 





























If you are in the market for a new duplicator, 
here is the announcement you have been wait- 


ing for. 


Distributors and branches everywhere have 
new Mimeograph brand duplicators, Models 
90 and 91, in stock now and are ready to make 


prompt delivery. 


Within one working week (or less) after you 
place your order, your new Mimeograph brand 
duplicator will be working for you—turning out 
those crisp, clear, low-cost copies . . . in color 
or in black-and-white . . . speeding the pro- 
duction and reducing the cost of paper work 


. . with results you’re proud of. 


Call the distributor nearest you, or write us. 
A. B. Dick Company, 720 West Jackson Boule- 
vard, Chicago 6. The Mimeograph Company, 
Ltd., Toronto. 
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MODEL 90—ideal for the smaller school, the growing 
business . . . for churches, chain stores, branch offices 
everywhere. Handsome efficiency, popular price. 


MODEL 91—general purpose, medium price. Simple and 
easy to use, for clear, easy-reading copies in black-and- 
white or in color, by tens or thousands, as you want them. 


PY RIC 3HT 1047, A. B, DICK COMPANY 





Y aie, 


ma 


The Mimeograph brand duplicator 


is made by 


A. B. Dick Company, Chicago 


MIMEOGRAPH is the trade-mark of A. B. Dick 
Company, Chicago, registered in the U. S. Patent Office. 
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EDITORIAL 











The State of 
the Industry 


e THE WAR ASSETS Administration re- 
cently issued an order removing all sur- 
plus office machines other than typewriters 
from the set-aside list for veterans. The 
order provided further that only type- 
writers usable without repairs were to be 
on this veterans’ set-aside list. On Febru- 
ary 28, the set-aside system was com- 
pletely discontinued and all surplus type- 
writers and other office machines were 
made available on the priority schedule 
provided in the original Surplus Property 
Act. The order of precedence is now as 
follows: (1) Federal Agencies; (2) Veterans; 
(3) Smal! businesses, through the Recon- 
struction Finance Corporation; (4) States 
and local governments; (5) Tax supported 
institutions; (6) Tax exempt institutions; 
(7) Regular channels of trade—dea'ers. 


e “REAL POST-WAR competition will be- 
gin during the last half of 1947," says 
Henry H. Heimann, executive manager of 
the National Association of Credit Men. 
Mr. Heimann believes that stocks of mer- 
chandise for most lines will probably be 
well replenished by mid-year. In the sta- 
tionery division of the field, inventories are 
higher than they have been for several 
years. Sales volumes are not down appre- 
ciably, but profits are slightly lower. Mer- 
chandise received from manufacturers 
pauses a bit in the storerooms of dealers 
instead of being routed straight through 
to consumers, as in the past several years. 
Office machines and furniture, however, 
are still “out of stock,” selling being from 
samples, some dealers even parting with 
their samples. 


e THE OUTLOOK for general business in 
1947, according to the Civilian Production 
Administration of the Office of Temporary 
Controls, is for the gross national produc- 
tion reaching a total of $202 billion, which 
is $10 billion more than last year's record. 
Because steel is going largely into the man- 
ufacture of automobiles and wood into 
housing, the office equipment industry may 
not share proportionately in the general 
increase.—W.S.L. 
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Watch Your Discounts 


@® MERRITT L. OBER, Stationers, Inc., Indian- 
apolis, Ind., governor of District No. 5 NSA, gives 
timely. warning for dealers to watch for changes in 
cash discounts. The Indiana stationer sees a trend 
of some manufacturers toward eliminating their 
quantity costs, thereby increasing dealers’ costs, 
and says: 

“Already some manufacturers have sent out notices 
of change in cash discounts from 2% 10th prox. to 
1% 10 days. Figure out for yourself what this will 
do for your accounts payable department. Besides 
losing the discount, more personnel will be needed to 
pay each invoice in ten days. Eliminating, or reduc- 
ing, cash discounts is a price increase.” 

Declaring that this trend has spread not only to 
our industry but in many others as well, Governor 
Ober decries “little people in responsible positions 
who have graduated from some Theorist School of 
Business.” He terms them chiselers who are unable 
to figure out any other means of making a profit ex- 
cept by taking it away from the dealers in little 
pieces.”’ 

Sound advice, therefore is, “write your manufac- 
turers immediately when they make changes that 
will cost you money.” 


——7—— 2 —__—_ 


The chances for success today are just fifty times 
better than fifty years ago, because we are doing fifty 
times more business than fifty years ago—By Paul 
Wielandy in “Selling Slants by an Old Drummer.” 


What Is A Fair Profit? 


@# IN THE FINAL ANALYSIS, many dealers are 
not earning, per hour, the salaries paid to their me- 
chanics, claims Robert C. Goldblatt, owner of Star 
Typewriter Company, Chicago, a former president of 
COMDA and formerly a director of NOMDA. It is 
Mr. Goldblatt’s assertion that many office machine 
dealers are selling their services at about 50 per 
cent of the prices received for similar services ren- 
dered by the typewriter manufacturers. 

Both rental and overhauling prices should be given 
careful scrutiny, the Chicagoan advises fellow OMDA 
members. He thinks it is not good economy to rent 
machines at the old OPA price of $3.50 per month 
and in the same line of reasoning it is not good busi- 
ness to charge less than 50 per cent more for rebuilt 
portables and office typewriters than last year’s OPA 
prices. 

It all amounts to careful questioning by office ma- 
chine dealers of themselves—‘‘Am I making a fair 


profit?” 
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OUR ORIGINAL FOUNDERS 















PAI ANAMA-BEA LER 
“Ca 


Vittbink ating 


MANIFOLD SUPPLIES CO, 188 3rd Ave. Brooklyn 17, N. Y. 





CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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A Stitch In Time Saves Nine 


@@ A LEADER IN THIS industry writes us, 
“As a matter of conservation of a vast amount 
of human energy wasted in looking up telephone 
numbers in directories, why not start an agita- 
tion for listing of telephone numbers on all 
business letterheads and order firms?” Our cor- 


HERE AND THERE 


respondent says further, “The larger the firm, 
the less likely are telephone numbers to appear 
cn these forms. The need for telephone commu- 
nication usually arises when the person has a 
letter or order before him, and prodigious time 
is wasted in looking up the telephone numbers.” 

A worthwhile suggestion is this and we’re 
happy to pass it along. 





TRULY A GRAND OLD MAN OF 
STATIONERY INDUSTRY, THAT'S 
WALTER F. CUSHING—NOW 90 

Still unwilling to retire at 90 de- 
spite failing eyesight is Walter F. 
Cushing, founder and treasurer of 
Adams, Cushing & Foster, Inc. 
Boston, Mass., stationery and office 
unoly house. 


A remarkable record is that pos 





WALTER F. CUSHING 


sessed by Mr. Cushing in this indus- 
try, for 75 of his 90 years have 
been spent in the stationery busi- 
ness. 

Although dimming eyes has 
stopped Mr. Cushing from reading 


- Office Appliances, the veteran sta- 


tioner has written that he is not 
ready to retire. from bu iness and 
he says, "| have enjoyed your mag- 
azine for many years and have al- 
ways considered it the finest edited 
and printed trade magazine, and 
the most complete regarding trade 
news and information." 

Mr. Cushman entered the sto 
tionery field when he joined Thom» 
son, Bigelow & Brown, wholesale 
booksellers and stationers of Boston, 
on October 6, 1871. In 1888, the 
firm of Greenough, Hopkins and 
Cu hing was formed after the three 
men had purchased the stationery 
business of Charles W. Whiting. 
This infant organization was the 
forerunner of what is now Adam; 
Cushing & Foster, Inc. 

In 1900 Mr. Cushing acquired 
the Moore Non-Leakable Fountair 
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Pen business and as a result became 
treasurer of the Moore Pen Com- 
pany. 

It was in February of 1938, that 
Mr. Cushing was honored as the 
last remaining member of group 
which in 1888 formed the Boston 
Stationers Association. 

The years roll along but Walter 
F. Cushing remains identified with 
the industry. 





A SMITH-CORONA SALESMAN'S 
QUICK THINKING SAVES LIVES 

Joseph E. Brassard, city salesman 
in the Springfield, Mass., office of 
L. C. Smith & Corona Typewriters, 
Inc., saved something besides an 
der recently. 

The Smith-Corona News tells 
how Mr. Brassard was on his way 
to work when he noticed a fire in 
a paint and wall paper store. Dash- 
ing into the structure, he found that 
the proprietor was busy saving 
paint but had neglected to inform 
tenants of the rooming house over- 
head that the building was ablaze. 

Whereupon, the salesman hurried 
through the smoke-filled building, 
pounding “on doors and waking 
sleeping tenants. Eventually, all 
of the people in the four-story 
building were removed to safety. 

The firemen commended Joe for 
deciding that human lives were 
more important than paint. 





BUS MAKES UNSCHEDULED 
STOP INSIDE A STATIONERY 
STORE AFTER COLLISION 

Seven persons were injured re- 
cently in a collision of two buses at 
New York City, a crash which had 
a freak aftermath when one of the 
public conveyances smashed the 
front wall and window of the Alli- 
ance Stationery Store at 694 Eighth 
Ave., jamming itself betwecn the 
store front and an adjoining stair- 
way. 
The twisted doors of the bus had 
to be pried open by members of a 
fire rescue squad, using acetylene 
torches. 
] econd bus involved in the 


crash, blamed on faulty crossing 
signals which had failed to change, 
remained on the street and was 
not seriously damaged. 


S. TOOF BROWN IS CHOSEN 
CHAMBER OF COMMERCE HEAD 

S. Toof Brown, president of S. C. 
Toof and Company, wholesale office 
appliance and stationery and print- 
ing firm, has a new honor. On Janu- 
ary 31, he became president of the 
Memphis, Tenn., Chamber of Com- 





merce, leading commercial body of © 


the city. He was chosen by the 
board of directors to succeed Ed- 
mund Orgill, president of Orgill 
Brothers, wholesale hardware mer- 
chants. A director or officer in the 
Chamber of Commerce since 1933, 
Mr. Brown heads the firm of S. C. 
Toof and Company on Madison 
Ave., founded by his grandfather. 
He is native of Memphis and gradu- 
ate of Memphis University School. 
He also attended University of Vir- 
ginia. He was an officer in World 
War |. He was president of Mem- 
phis Cotton Carnival, 1934, and is 
a member of board of directors of 
Memphis Street Railway.—CG. 








tended when co-workers at the L. E. 
Waterman Co., eastern sales head- 
quarters presented William Gordon, 
veteran salesman, with a handsome 
gold watch upon his retirement on 
January 31 after 26 years of faithful 
service. Mr. Gordon holds the watch 
after presentation ceremonies. 
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OFFER NEW LINE OF B. & M. ACCESSORIES 

Bushman-Moore, Inc., 2044 E. 71st St., Cleveland 3, 
Ohio, had introduced a new line of aluminum desk 
accessories claimed to possess an elegance of design 
making them perfectly at home on the finest execu- 
tive desk, yet sturdy enough for the “high traffic” 
desks in the outer office. 

Metal of these accessories is declared to be an alloy 
of aluminum, hand buffed to a mirror-like finish. 
Heavy synthetic velour is used for bases, protecting 





Inc., 

aluminum desk accessories including No. 1000 triple-tier 

letter tray, No. 125 steno notebook holder, No. 201 memo 
sheet holder and No. 99 guarded spindle file. 


STYLED IN ALUMINUM —Showing Bushman-Moore, 


fine veneers of desks. The bottoms of all trays are of 
a durable synthetic which, the manufacturers assert, 
is like genuine leather, yet more permanent. 

The complete line consists of letter trays in single, 
double and triple-tiered sizes; small memo-sheet 
holders in standard 3 x 5 and 4 x 6-inch sizes; book- 
ends; stenographers’ “three-way” notebook holder; 
and a guarded spindle file. Retail price range runs 
from $1.00 to $10.00. 

The items are available for immediate delivery from 
stationers. The company may be written for illus- 
trated folder and prices. 

———76>—r-—__— 


WEAREVER NEW BALL PEN—The new Wearever Year 
Round ball pen, No. 800 has been offered to the trade as a 
precision built writing instrument retailing at $1.95. The 
pen is made by David Kahn, Inc., North Bergen, N. J. 
0 - 
INTRODUCE NEW STATIONERY CABINET 

The Goodfrend Metal Products Company, 6852 In- 
diana Ave., Chicago 37, Ill., has introduced the Stream- 
liner All-Steel Stationery Cabinet No. 25. Among the 
features claimed are a roll top cover, easily slid, three 
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shelves plus two envelope compartments; gleaming 
baked enamel finish in office green or office gray; 
length of 16 inches, width of 934 inches and height 





GOODFREND STATIONERY CABINET 


of 7 inches; and weight of six pounds. It is claimed 
that the cabinet maintains spotless stationery at the 
fingertips of the office worker. 
—————_ o— re 

MASO OFFERS ADD-A-TRAY IN LEGAL SIZE 

The Add-A-Tray, all steel single desk tray that fits 
one over the other without nuts, bolts or screws into 
rigid tiers up to ten high, is now being offered in 





NEW LEGAL-SIZE ADD-A-TRAY 
legal size by Maso Steel Products, 418 S. Clinton St., 


Chicago 7, Ill. This new size Add-A-Tray, made in 
addition to the letter size, permits the desk worker 
to utilize the larger compartment for keeping papers 
handy and at the fingertips. 

The new legal size is made of heavy gauge metal, 
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without sharp edges, in baked enamel finish in choice 
of walnut, office green or gray. Rubber grommet feet 
are required only for the bottom tray. 

The legal size Add-A-Trays are packed 12 to a car- 
ton, knocked down, and weigh 30 pounds to a carton 
containing three sets of grommets. 

intact tiE een 
LOS ANGELES FIRM MARKETS FILO 

A new device for the office, “Filo,” has been designed 
and is being marketed by the Weber Office Specialty 
Company, 1328 W. Sixth St., Los Angeles 6, Calif. The 
product consists of oxydized steel plates made movable 















8s ee ei 
~i3 

FILO FILE FOLDER PARTITIONER 
and adjustable by being affixed to a grooved steel run- 
ner. Filo plates are six inches high and of standard 
letter width. They partition and support file folders, 
keep the index tabs visible and, according to the manu- 
facturers, add life to the file folders. 

— —><-.__— 


MIDWEST METAL OFFERS CABINET, TABLE 
A typewriter or utility table and a storage cabinet 
are among the recent offerings to the trade by Mid- 
west Metal Manufacturing Company, 1818-24 N. 18th 
St., St. Louis 6, Mo. . 
The table is made of heavy-gauge steel, has dimen- 
sions of 34 inches width, 14 inches deep and 2614 


MIDWEST METAL PRODUCTS—Stor- 

age cabinet (left) and typewriter or 

utility table offered by the Midwest 
Metal Mfg. Co., St. Louis, Mo. 


inches high, and is mounted on one-inch casters. The 
finish is baked enamel in white, green or gray. Shipped 
knocked down, one per carton, the tables weigh 16 
pounds. 

The storage cabinet is also constructed of heavy- 
gauge steel and has removable and adjustable shelves, 
and lock in handle. Dimensions are 24 inches wide, 
15 inches deep and 66% inches high. The finish in 
baked enamel is white, green or gray. Shipping weight 
is 100 pounds. 
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NEW SPEEDLINER DUPLICATOR ANNOUNCED 

Machine design and engineering know-how have 
been combined’ to produce the new Speedliner spirit 
type duplicator, now being introduced to the trade by 





SPEEDLINER SPIRIT DUPL'CATOR 


the Speedliner Corporation. It is a very compact du- 
plicator, producing full size copy up to 82 x 15 inches, 
yet requiring less than two-thirds of a cubic foot of 
storage space when not in use. The Speedliner has a 
pressure feed insuring positive fluid flow and adjust- 
able pressure control so that the sharpness of copy 
remains as bright at the end of the run as the begin- 
ning. 

The Speedliner Corporation has a complete line of 
supplies for all spirit type duplicators. The quality of 
both the supplies and the machine is rigidly controlled 
to meet exacting specifications. Inquiries from dealers 
and distributors should be addressed to the Speedliner 
Corporation, 30 East Adams St., Chicago 3, Ill. 


ee 


NEW IMPROVED TRU-LITE MODELS OFFERED 

Completely redesigned and retooled, the Tru-Lite 
directable fluorescent lighting fixture is greatly im- 
proved in appearance and utility. All parts have been 





TRU-LITE FLUORESCENT LAMP 


further streamlined, considerable bulk has been re- 
moved from the executive’s desk lamp, and the smartly 
designed plastic shade flows smoothly into the fixture 
arm which suspends it. By actual light meter tests 
the Tru-Lite fluorescent executive type office lamp 
affords maximum efficiency. Most important is the 
feature which enables the user to direct and focus 
the light without glare, directly on his work. 

In addition to the efficient one-tube fixture, Tru- 
Lite also features a two-tube lamp in its line. All 
1947 
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ball-point and manifold-point pens. 


Quality-writing, curl and climate resisting Marathon 
TURNS OVER FAST— ELIMINATES SLOW-MOVING 
INVENTORIES OF “SPECIAL-USE” CARBON PAPER 
STOCKS. 


For all types and sizes = mat. f\ 
of register machines. 3 WEIGHTS — 1 FINISH, COVER ALL REQUIREMENTS! 


IN REGISTER 
ROLLS, TOO! 


Write for inviting prices and samples. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC 
Main Office & Factory: Glen Cove, L.1., N. Y 





New York Sales & Export: 58-64 West 40th St. « Midwest Sales 
Mo., Dwight Bldg. + Chicago « Detroit + Milwaukee + Minneapolis 
Philadelphia + Pittsburgh « Portland, Oregon «+ Cincinnati (Harris 
Atlanta «+ Also: London, England + Sydney, Australia «+ 
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prices have been sharply reduced and dealer discounts 
have been increased. 

Further particulars may be obtained by addressing 
the Standard Business Machines Company, 542 South 
Dearborn St., Chicago 5, Il. 


99 


WELLS ANNOUNCES DAVENPORT-CHAIR DUO 

Wells Office Furniture Company, 725 S. LaSalle St., 
Chicago, has announced a new chrome davenport and 
chair to match. The davenport illustrated is No. 530 
and the companion lounge chair is No. 531. These 
units are upholstered in Duran over No-Sag spring 
seat with cotton linters and burlap. All hardwood 





WELLS NEW DAVENPORT NO. 530 


construction is used, dowled, glued and nailed. These 
products are of chrome plated steel tubing with up- 
holstered arm rests. The davenport is 60 inches wide, 
over-all. 

The pieces are appropriately styled for reception 
rooms, offices, clubs, hotel lobbies and lounges. Addi- 
tional information may be secured by writing the Wells 


company. 
———__-9-= 


OFFER NEW TYPE OF PUNCH AND GROOVER 

An innovation to the edge-punched accounting and 
sorting card field is presented by the new E-Z Sort 
Systems desk model combination punch and groover. 
It is electrically operated and practically effortless to 





E-Z SORT PUNCH AND GROOVER 


operate. This new model is very compact; manufac- 
turers say, and is used for rapidly grooving a single 
card or 100 with positive registration and with no 
physical effort. All that is necessary for the operator 
to do is to place the cards in position and the machine 
automatically trips and does the grooving instan- 
taneously. This new groover, like both the recently 
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released hand punch and manually operated groover, 
has the patented hole positioner which assures positive 
registration. It is manufactured by E-Z Sort Systems, 
Ltd., and distributed nationally by L. M. Osborne Com- 
pany, 45 Second St., San Francisce 5, Calif. 


WRIGHT SPIRIT DUPLICATOR IMPROVED 

The D. & R. Manufacturing Company, 1330 Quincy 
St., N.E., Minneapolis, Minn., has just effected a marked 
improvement in its popular “Wright” spirit duplicator, 
although the new models are being offered at the 
same list price of $43.50, as heretofore. A special fluid 
drain has been added, enabling the user to drain the 
tank and put the fluid back into a reserve bottle for 
subsequent use. Thus evaporation, which might occur 
were the fluid left in the tank enclosed within the 
machine, is eliminated. 

casita jaa ea 
TRU-LITE SURPRISES DEALERS WITH IMPROVED 
MODELS AND LOWER PRICES 

Sometime ago Henry Ford II made news with the 
announcement that in spite of rising costs of both 
material and labor he felt that business needed a shot 
in the arm and the only way to provide this stimulus 
would be to offer a better product at a reduced price, 
even though such a procedure might result in a tem- 
porary loss of profits. 

After surveying the market on fluorescent lighting 
fixtures for office use, top directors of Standard Busi- 
ness Machines Company decided that what was good 
enough for Henry Ford and the Ford Motor Company 
was good enough for them. Therefore, the Standard 
Business Machines Company issued a statement titled, 
“A Great News Story for Tru-Lite Dealers.” The state- 
ment follows: 

“When you make something really good... 
deal better ... watch out... things happen! 

“That’s precisely what we’ve done with the now 
famous Tru-Lite fluorescent lamp. ... the most beauti- 
ful ... and by actual light-meter tests .. . the most 
efficient executive type office lamp ever manufactured. 

“Why do we say that? 

“Thousands of dealers had the most pleasant and 
profitable kind of experience with our Tru-Lite lamps. 
We had trouble matching supply with demand. Now 
we have completed a four-feature promotion for 1947 
that will, in our reserved judgment, make Tru-Lite 
the most wanted lighting in all America. 

“1. We are adding a two-tube lamp to the line. 

“2. All prices are being sharply reduced. 

“3. Dealer discounts are being increased. 

“4. Basic design and mechanical improvements have 
been added to an already superior lamp. 

“This program has cost us a good deal of money. 
We think that your enthusiasm and the enthusiasm 
of your customers will more than compensate us for 
any temporary loss which this constructive program 
will produce. 

“We're ready now... with greater production . . 
with the finest fluorescent lamps on the market... 
with all kinds of sales and advertising helps for your 
own promotional efforts! 

“This year .. . business will not come to any of us! 
It’s there to be had but only old-fashioned shirtsleeve 
selling and superior product values will produce it! 
The long sleep is over. Let’s go to work .. . all together! 

“P. S. New revised (reduced) price list enclosed ... 
and revised (increased) discounts, too!” 

The statement was signed by L. I. Hadden, president 
of the Standard Business Machines Company. 


a good 


—-—__— 


KANSAS CITY FIRM BUILDS NEW OFFICE 
The Myers Office Furniture Company has begun 
construction of a new office and sales room at 926 
Main St., Kansas City, Mo.—EWF. 
1947 
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Jean T. Rori, Modern Press & Office Supply Com- 
pany, Palo Alto, Calif., paused while on a buying trip 
through the Middle West to visit our headquarters on 
February 21. Mr. Rori left home on February 6, made 
stops in Kansas City and St. Louis, Mo.; Hamilton, 
Dayton and Cleveland, Ohio; Elkhart, Ind., and Grand 
Rapids, Mich., and some other cities as well as Chi- 
cago before starting his return journey. He visited 
executives of 53 manufacturers in a period of less than 
18 days. He expressed gratification with the results 
of his personal contacts. 


Georg Nissen-Lie of M. Nissen-Lie A/L Oslo, Nor- 
way, favored OFFICE APPLIANCES with a visit February 
6. He had spent some time in New York, Connecticut 
and Philadelphia and was to return to New York from 
where he was to sail for Norway. He reported that his 
father, a visitor at the office of this publication follow- 
ing World War I, still is active in the business, although 
his age has reached the four score mark. The com- 
pany has been Norwegian representative for the Royal 
Typewriter Company since 1908 and for Felt and Tar- 
rant Manufacturing Company since 1936. The younger 
Nissen-Lie has been engaged in the business for many 
years, except the war period when his activities were 
restricted to the affairs of the Norwegian underground. 
He reports that conditions in his country are improv- 
ing slowly but surely. 


Gordon Lightstone of Lightstone Sales Company, 
Montreal, Quebec, was our visitor February 13. He 
had come to Chicago after working part of the way 
from Montreal and expecting to resume his calls upon 
dealers after entering Ontario on the homeward trip. 
His company acts as Canadian representative for sev- 
eral manufacturers and sells to commercial stationers 
throughout the Dominion. 


William R. Rikkers of Parker Service, Amsterdam, 
Holland, visited us February 13. Representative of the 
Parker Pen Company for Holland, he had come from 
a visit at Parker headquarters in Janesville. After 
making some calls in Chicago he intended to return 
to New York and then to Amsterdam. He told of the 
reconstruction carried on in his country, which is just 
another indication of the great vitality of the Dutch 


people. 


James Vreeland, head of the Roytype Division of 
Royal Typewriter Company, made us a brief visit be- 
tween trains February i4. He had been traveling 
through the West and held a convention of Roytype 
salesmen at Denver, which is referred to elsewhere in 
this issue. He is enthusiastic about the progress be- 
ing made in the expansion of dealer and user accept- 
ance of Roytype typewriter ribbons and carbon papers. 


Sheldon Spear, Hoosier Supplies, Inc., Frankfort, 
Ind., and George O. Colborn, Jr., Hoosier Supplies, 
Inc., Vincennes, Ind., were welcome visitors on Febru- 
ary 18. With other members of the Hoosier Supplies 
staff, they were in Chicago for the thirtieth annual 
meeting of the National School Service Institute. Mr. 
Colborn’s father, who operated the Colborn School 
Supply Company in Grand Forks, N. D., before his 
death, was president of NSSI in 1939. 
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Harry G. Grossman, president, Frank E. Daniels, 
secretary, and Robert S. Silvers of the sales depart- 
ment of D. & G. Manufacturing Company, St. Paul, 
Minn., all were welcome vistors at our headquarters 
on February 21. The trio visited Chicago in the inter- 
ests of one of their local dealers in the distinctive 
D. & G. line of high-quality chrome and upholstered 
office furniture. 


Harold D. Hart, Fort Worth, Tex., manufacturers’ 
representative, stopped in at the offices of this -jour- 
nal between trains on February 27. He had flown to 
New York two weeks previously where he called upon 
several companies he represents, including Federbush 
Company, I.D.L. Manufacturing & Sales Company, and 
Julius Bandes & Company. Also he visited the factory 
of Reyburn Manufacturing Company in Philadelphia, 
whose products he recently started to sell in the South- 
west. He expected to be back in his territory and 
calling upon the trade within two or three days. 


D. Veenman, president of Veenman’s K.I.B., Rotter- 
dam, Holland, was a welcome visitor at our editorial 
offices on March 1. In the States for a several weeks’ 
stay, most of which was spent in seeking out new 
manufacturer sources of office machines, Mr. Veenman 
made the entire trip from Holland to the San Fran- 
cisco business show by air, the junket requiring 44 
hours. Stopping over briefly on his return trip east, 
he stated that he anticipated completion of several 
other contacts in such important office equipment 
centers as Canton, Ohio, Philadelphia and New York 


City. 
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DUPLICATOR MANUFACTURER CHANGES NAME 


The Speedliner Corporation is the new firm name 
of the manufacturer of the Speedliner duplicating 
machine, which was originally put on the market in 
1938. The machine has been considerably improved 
in model and function, although it still is being of- 
fered to the trade at its pre-war price. 

Executive and sales offices for the new corporation 
are maintained at 30 East Adams St., Chicago 3, IIl. 
Their factory is at 2507 West Harrison St., Chicago, 
and is under the direction of a capable engineer who 
is a former U. S. Naval Reserve officer with extensive 
engineering and design experience. 

——————?—>—e—___— 


D. & R. MFG. CO. GIVEN U. S. CONTRACT 


The D. & R. Manufacturing Company, Minneapolis, 
Minn., has been awarded a contract for a large number 
of their Wright spirit duplicators by the U. S. Govern- 
ment. The company has also announced that it expects 
to expand its sales efforts into South America shortly, 
and is now engaged in contacting outstanding sales 
representatives for this Pan American territory. 


Rae ee ae 
NAMED TO BOARD OF SAVINGS AND LOAN ASSO. 


Harold D. Duffy, salesmanager of S. G. Adams Com- 
pany in St. Louis, Mo., has been named a member of 
the board of directors of the Roosevelt Federal Sav- 
ings and Loan Association.—PJP. 

‘ oatiee 
NEW HOME FOR MISSISSIPPI FIRM 


The new one-story concrete building to house the 
State Printing and Supply Company, was recently 
completed at 190 Woodrow Wilson Ave., Jackson, Miss. 
—EEG. 


———__— 6 


ESTABLISH TYPEWRITER FIRM AT COVINGTON 

Covington, Tenn., is now the home of Covington 
Typewriter Company, headed by James A. Marshall: 
It also handles adding machines and has repair and 
service departments.—CG. 
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r., En g & Fountain Pen Depts. 
The Gregory, Mayer & Thom Co. 


Detroit, Michigan 


@ For many years, the Gregory, Mayer & Thom Company 
has been the largest retail stationery store in Detroit. It 
took a great deal of time and effort to achieve this distinc- 
tion, and I should like to outline our formula for success 
in the departments under my management. 

Particularly important is the confidence of the public in 
the store, the people who run it, and the people behind 
the counter. But one cannot stop there. If you're really to 
build a brisk business in any one department, you must 
show the public that you appreciate their patronage. Our 
sales people are guided by the old and reliable idiom— 
The Customer Is Always Right! If, for any reason the cus- 
tomer is displeased —we will refund the purchase price or 
replace the merchandise. 


We have given the pen department a prominent place 


March, 1947 


We have given the fountain pen department a prominent 


place on the main floor, with 24 feet of display. 


foci tas dia 


on the main floor, with 24 feet of display. The customer 


can hardly help see the department as he enters the door. 





We carry only the best brands, with Eversharp products 
heading our list. We are not interested in pens selling for 
less than $3.95—or the new, fly-by-night concerns making 
extravagant claims for inferior merchandise. 

Our engraving department is run on much the same 
principle. We have our own plant and do business and 
social stationery on the premises. We offer the services of 
our own artist—and promise ten day to two week delivery— 
often beating our competitors by as much as a week. 

Yes, 48 years in the retail stationery business has con- 


vinced us — courtesy and prompt service pay off in extra 


profits! 

@ This is the t ries of article n various 
aspects of mer ented asa seroice 
to stationers by EVERS!] INC. Opinions and polic ies 
expre ssed are ti jut id d not neces ssarily 


reflect those 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, February 8. 

The office machinery and equipment section of the 
British Industries Fair, to be held at Olympia, May 5 
to 16, illustrates the recent rapid growth of manufac- 
ture in this country by an industry which in pre-war 
days mainly comprised products imported from the 
U.S.A., Sweden, Germany, France and Italy. 

The industry’s exhibit at the Fair will attract 70 
displays including the products of the following firms 
new to British manufacture: 

Bulmers, Ltd. 

International Coin Counting Machines, Ltd. 

London School of Stenotyping. 

Miles Aircraft, Ltd. 

National Cash Register Co., Ltd. 

In addition, there are a number of firms exhibiting 
who did not previously manufacture a sufficiently high 
percentage of British-made goods for inclusion in the 
Fair, ie. the finished article being partly-British and 
partly-imported. It is interesting to note that the 
space allocated to the office machinery and equipment 
industry ranks the third largest in the Fair. 

A joint committee comprising representatives of the 
Association of British Business Equipment Manufac- 
turers, Office Appliance Trades Association of Great 
Britain & Ireland, and Typewriter (& Allied) Trades 
Federation, is handling the administrative details for 
the industry, including the erection of the stands ona 
standardised basis, with a central office at 11-13, 
Dowgate Hill, E.C.4. The joint exhibition directors are 
A. C. McLellan, W. Wylton Todd, A.R.I.B.A., and joint 
secretaries are S. S. Elliott and D. C. Scoones. The 
chairman is J. A. Cumming, Gestetner, Ltd. The group 
exhibit is presented as the exhibit of an industry with- 
out reference to the respective trade associations. All 
sections of the Fair are designed on a general harmon- 
ising basis with a designating colour for each section. 

A typewriting and duplicating bureau is being ar- 
ranged as a service for buyers attending the Fair. 

Although the Fair is sponsored with an emphasis 
on exports, it will doubtless attract a good proportion 
of home buyers, and especially in relation to the office 
machinery section, owing to the acute wartime short- 
age of supplies. 

Office Appliance Trades Associations—Owing to the 
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resignation of the president, H. V. Briscoe, for health 
reasons, the immediate past president, J. A. Cumming, 
assumes the duties and responsibilities of president for 
the current year; E. H. Gardner continuing as vice- 
president. A Business Efficiency Exhibition is being 
arranged at Olympia, Hammersmith, London, October 
1 to 11. This exhibition includes both imported and 
home-manufactured products.—SSE. 


———_—= > —___ 


LONDONER’S COLD, BUT THEY CARRY ON 

London, faced with a major fuel crisis, went to work 
in candle-lit rooms on February 10, and for a consid- 
erable period thereafter overcoated residents worked 
in unheated offices, ate in unheated restaurants and 
went home to bed early for warmth. 

The important London office appliance, business 
equipment and stationery firms all took the position 
in their stride and maintained work to the maximum 
possible level despite the candlelight conditions. 

The main effect of the cut—which is a complete 
elimination of electrical power for all except the most 
vital manufacturing industries—on the commercial 
world, has been the elimination of power between 9 
a.m. and 12 a.m. and 2 p.m. and 4 p.m., the vital busi- 
ness hours. 

While some cuts are enforced, in other instances, 
the cuts were on a voluntary basis where the premises 
concerned were linked to an essential circuit. This 
gave rise to very considerable doubt and variety of 
acceptance. In some cases managements fitted their 
staffs out with torches to supplement limited or re- 
duced lighting while in other offices, the manage- 
ments refused to implement the cuts until advised 
officially to do so, the point being that the govern- 
ment has not statutory powers to enforce the cuts. 
These powers are now being taken, however, to force 
all non-essential users—which includes banks, ware- 
houses, insurance offices and commercial offices—to 
comply. 

Some of the offices had installed Diesel generating 
plants independently in anticipation of such a break- 
down and they were undoubtedly the most fortunate 
people. Others who went on to oil-fired heating were 

(Turn to page 114, please) 
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Alert Dealers Suggest 
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The modern, inexpensive way to protect guides 





If one type of printed index will gain you more profit than 
another and is just as easy to sell, it is good logic to suggest 
it to your customer. That’s why everyday more and more 





orders for printed indexes come in marked CELL-U-SEAL. 


-——Familiarize yourself with these points“ 


CELL-U-SEAL gives protection and strength not only 
to the tab but clear across the top of the guide. 


eee 
CELL-U-SEAL penetrates and fuses right into the 
stock— it’s not just a coating which will peel or chip off. 
e®ee 


CELL-U-SEAL not only seals back and front surfaces 
of the top of the guide but the edges as well. 


CELL-U SEAL not only looks like glass but cleans 
like glass (just use damp cloth) still it is not brittle 
but pliable and strong. 











Remember 


Only &%& can furnish you with CELL-U-SEAL 
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Juvenile (7?) Delinquency 


One of the favorite subjects of magazine 
writers today is “Juvenile Delinquency” and they 
vent their ire on every form of indecorum and 
profligacy of the rising generation. They tell that 
more than half of all of the crimes are now com- 
mited by minors. According to the Department of 
Justice, crimes committed by teen-age boys in- 
creased as follows: murder 47%, rape 69%, assault 
70%, and drunkeness 170%. Police blame juvenile 
crimes on the lack of discipline in homes and 
schools. But police are a punitive institution and 
constructive citizenship is not their duty. 


If this country is in a condition of moral 
clabber, it is because it is ruled by the Juvenile 
Delinquents of the past generation. Nationally 
economically and privately we have much to a- 
pologize for during the past twenty-five years. Our 
economic system has been man-handled by those 
to whom confusion was profitable. Our housing 
shortage is the greatest disgrace in our history; 
men who fought in the jungles of Pacific islands 
or in the mud of France return to sleep on a park 
bench or to keep their families in a garage. Our 
daily papers are full of divorce scandals, traffic 
accidents. political corruption and general cussed- 
ness. Please note that 95% of this class of news is 
furnished by the Adult Delinquents. 


The brave Boys who won the First World War 
saw their victories dissipated at Versailles, and this 
was followed by a low degree of statesmanship 
that financed Germany and sold steel to Japan for 
the Second World War. History repeats itself: 
Our much-abused youths accomplished the im- 
possible in 1945 and now our Great Incompetents 
are again financing future enemies with soft words 
and UNRRA. 


Some years ago we heard an educator say, 
“There has never been a more effective nor con- 
clusive system of child training than a study of the 
Ten Commandments.” But can we wonder at the 
increase in Juvenile Delinquency when the basic 
moral Law is violated by those elevated to po- 
sitions of trust and leadership? Fundamentally 
the basis of National order must be the family; 
and the family must be militantly law-abiding, 
and the prosperity, well-being and peace of the 
people in this Land depends upon their strict ad- 
herence to this Law. 


One conspicuous fault of the present adult 
generation is their tendency to underestimate the 
mental capacity of their children, they forget that 
the younger generation has had advantages in 
education that has raised their standard of think- 
ing almost equal to that of their parents; children 
are building toy airplanes and electric stream- 
liners at an age when their fathers were currying 


the family horse and cutting wood for the kitchen 
stove. But their moral training has not kept pace 
with their material advantages. With the grow- 
ing complexity of life in the cities, and the soap- 
operas and jazz pouring from the radio, the minds 
of our growing children are steeped in discord and 
pandemonium. Clear thinking and a compre- 
hension of basic values are impossible. Our youths 
follow the line of least resistance and alluring 
entertainment until they end in the police show- 
up. 

As an example of public neglect, there are 
two million “Forgotten Boys” who quit school 
during the War to patriotically serve in war plants 
and who now are released due to the lack of pro- 
duction or to be replaced by returning veterans. 
Many cannot enter colleges, already overcrowded; 
many prefer to learn a trade. They are cast a- 
drift and if not provided an opportunity for honest 
pay, may fall into a life of uselessness or even 
crime. Our lack of practical education and facili- 
ties for “on-the-job” training is another Adult 
Delinquency which will be reflected in the faults 
and sins of the Men of Tomorrow. 

Of the value of organization, there can be no 
question; but there is a tendency of many men to 
donate a few dollars to a good movement and then 
dismiss the subject, feeling that their duty has 
been fulfilled. What our Youths need today is ex- 
ample, comradeship, inspiration. To offset the 
numerous youth organizations sponsored by the 
Communist Party to educate America’s youths 
into their subversive way of thinking, it is time 
that our business men, our educators, our clergy, 
study the Youth problem and apply themselves to 
its solution. We need Action not Lectures; we 
need Dynamos not Phonographs. Get busy with 
the Boy Scouts, your Sunday School, the neighbor- 
hood Athletic Clubs and the Juvenile Delinquency 
problem will soon be a negligible quantity. And 
what’s more you will be surprised what an im- 
provement it will make in the old man himself. 

Last month the Annual Meeting of the 4-H 
Clubs was held in Chicago, and on their record, 
they have proven that constructive planning is the 
solution of our problem. There can be no higher 
ideal than their obligation: 

“T Pledge 

“My Heart to clearer thinking, 

“My Heart to greater loyalty, 

“My Hands to larger service. and 

“My Health to better living, 
“For my Club, my Community and my Country.” 

To the heads, hearts, hands, and health of young 

people like these, we Americans may surely en- 
trust the future of the Republic! 


Reprinted through the courtesy of ““The Right Hand” 
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Look At All These Selling Points of 


Dip-Less- 


WRITING SETS 


FILL ONCE... WRITE FOR 
MONTHS! SEE WHEN IT’S 
TIME TO REFILL 


THE 
RIGHT POINT 
FOR 
THE WAY 
YOU WRITE! 


5554 Chrical 
5461 Yediam Yanafold 


= 


5556 Gencral Wriltng 


== 


5968 Broad wulng. 


5284 Broad Stub 


— 
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CAN’T LEAK...CAN’T FLOOD... 
PUTS JUST THE RIGHT AMOUNT 
OF INK ON THE POINT 




















WRITES 300 WORDS WITHOUT 
RE-DIPPING! CHOICE OF ESTERBROOK 


SOLID DURACROME PRECISION- 
MADE POINTS _ \, 











No other dip-type pen can offer your customers so 
much as the Esterbrook Dip-Less*. No matter what 
the writing job, no matter what the style of writing, 
Dip-Less* can fill the bill precisely. 





Dip-Less* is the only dip-type writing set that offers 
the choice of exactly the right point for the way you 
write... the right point for the job to be done. And 
these points are renewable by the user! 


Keep a Dip-Less* Writing Set on your pen counter 
for instant demonstration. Be ready to capitalize on 
Esterbrook’s Dip-Less* advertising in Time, Newsweek, 
Nation’s Business, and N. Y. Times Magazine. 'The 
Esterbrook Pen Company, Cooper Street, Camden, New 
Jersey. In Canada: The Brown Brothers, Ltd., Toronto. 











DiqpcLess* wring sets by 


Gstertrook 


AMERICA’S FIRST PEN MAKER 


*Reg. U.S. Pat. Off. 
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BECKWITH ADDRESSES ORGANIZATION MEETING 
OF NORTHERN CALIFORNIA DEALERS 


Wesley Beckwith, portable division sales manager, 
Royal Typewriter Company, was the speaker at the 
installation of officers of the newly-formed Northern 
California Office Machine Dealers Association, held at 
a dinner at the Fairmont Hotel, San Francisco, on 
February 19. Dealers from many cities, from Fresno 
north to Grass Valley, were present. The Northern 
California association is an outgrowth of the East Bay 
Office Machine Dealers Association, the membership 
of the latter group doing the organization work for 
the newer and larger one. Ralph Archinal resigned 





W. H. BECKWITH 


as secretary of the East Bay association to accept the 
presidency of the Northern. The East Bay group will 
continue as a local association under Northern Cali- 
fornia. The Northern is affiliated with the National 
Office Machine Dealers Association. 


Thanks Dealers for Patience 


In his remarks Mr. Beckwith thanked the dealers 
for their sincerity and patience in waiting for portable 
typewriters. The company, he said, recognized its obli- 
gation to make as many machines and as quickly as 
possible. The output, he said, was allocated fairly to 
dealers, as it will continue as long as the condition 
of scarcity prevails. He related unexpected delays 
encountered in 1946, adding that he was sure we 
were over the toughest part of the production prob- 
lem and that he expects the output to be more steady. 
Dealers, he said, will have more typewriters in 1947 
than in 1946 but not enough to meet the enormous 
demand. Equitable distribution, he stated, must be 
maintained throughout the country, with no accounts 
getting machines at the expense of others. 

Some of Mr. Beckwith’s remarks follow: 
“Royal Typewriter Company is grateful for the cour- 
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tesy, sincerity and patience exercised by dealers in 
waiting for portable typewriters. We recognize our obli- 
gation to make many machines and as quickly as pos- 
sible. The output is allocated fairly, as it will 
continue to be as long as the present condition pre- 
vails. Unexpected delays were encountered in 1946 but 
the toughest part of the production problem seems to 
be over. We expect more steady output. Dealers will 
have many more typewriters than in 1946 but not 
enough to meet the enormous demand. Equitable dis- 
tribution throughout the country will be maintained, 
with no account getting machines at the expense of 
other sections of the country. 

“The portable market has expanded tremendously 
since last you had portables to sell, particularly in the 
high school field. Twelve million students are of high 
school age; nearly one half of them want typewriters. 


“Every home is a prospect for a portable. Sell the 
portable as a home appliance—not as business equip- 
ment. You have the opportunity for the biggest profit 
you ever enjoyed. The student market is not reached 
by business equipment or office appliance merchan- 
dising. It is a brand new market. 


How a Portable Is Sold 


“Let me trace a portable sale. The advertising of 
the manufacturer creates the impulse to buy. The 
prospect wants to know where to buy it. All the man- 
ufacturer can do is interest people in buying type- 
writers. The dealer’s task is to show where that ma- 
chine can be purchased. The dealer must advertise to 
bring the prospect to the store. Advertise your loca- 
tion. Have the store neat and attractive. The dealer 
should have a system of weekly payments. Customers 
will bring friends into the store when making the pay- 
ments. Friends become good prospects. All demonstra- 
tions must be good. 

“Some dealers are giving up portable typewriters 
temporarily. That is an unwise practice. Some pros- 
pects do not even know the distributors in their local- 
ities. Other distributors will advertise. Distributors 
who specialize in other types of machines will capi- 
talize on the growing portable typewriter market. 

“Dealers should screen all back orders carefully. 
They should display the portable in the window and 
in the store all the time. The advertising value will 
mean far more than the trouble which may arise 
from showing a machine that is not ready for deliv- 
ery. Identify your store as a source for typewriters. 
Make demonstrations to all, even those only mildly 
interested. Cultivate high school students.” 


New Officers Installed 


A. E. Peck, president of the East Bay Association, 
acted as chairman of the meeting. He presented the 
following officers: President, Ralph Archinal, Alameda 
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MODEL J-30 STAPLING PLIER 


Great utility. Fastens in any position. Vertical 
or horizontal. One hand only. Light in weight. 
Strong. Ejector bar for misused staples, 2” 
throat. Indispensable for vertical filing. Slips in 
desk drawer. brief case or pocket. 

Staples used—Neva-Clog DJ-340, load 105, Capa- 
city 5/32”. 


MODEL S-100 STAPLING PLIER 


Strong. for heavier work, yet light enough for 
office use. Extra leverage drives staples easily. 
Fastens heavy bond paper, coated stock. cardboard. 
leather, chipboard boxes. Attaches tags to bales 
or bags. Portable. 

Staples used—Neva-Clog A-1000 (5/32” 
city), L-1000 (3/16” capacity) load 100. 


capa- 


NEVA-CLOG PRODUCTS, INC. 





The DO-PLUS Stapling Machine 


—that’s worth waiting for 
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PERMANENT 
FASTENING 


TEMPORARY 
FASTENING 


— 


MODEL J-60 STAPLING PLIER 


Like Model J-30 but with special anvil—easily 
set for either temporary (spread) or permanent 
(clinched) staple. Quick and efficient. Necessary 
for many office duties. 

Staple used—Neva-Clog 
Capacity 5/32”. 


DJ-340, Load 105, 


MODEL B-100 HEAVY DUTY PLIER 
Uses a heavy gauge flat-wire staple. Designed 
for fastening of tough material. Fibre, corrugated 
board, veneer, belting, ete. Rugged. Leverage 
gives power to force staples easily. Portable, use 
in any position. 
Staples used B-3/8. 


Neva-Clog Capacity 4”. 


WILL DO ALL THAT ANY STAPLER WILL DO © PLUS MANY EXCLUSIVE FEATURES 


BRIDGEPORT 1, CONN. 


IN CANADA — CANADIAN STAPLES LTD., MONTREAL 
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Typewriter Company, Alameda; first vice-president, 
J. D. Romano, Valley Typewriter Company, Fresno; 
second vice-president, G. A. “Gene” Blanchard, San 
Jose Typewriter Company, San Jose; third vice-pres- 
ident, Edward E. Noakes, Ed E. Nokaes Typewriter 
Company, Sacramento; executive secretary, Pal Clark, 
Tri County Typewriter Company, Monterey; assistant 
executive secretary, Frank Allen, Allen Office Equip- 
ment Company, Vallejo; treasurer, Win Phillips, Win 
Phillips Company, Oakland. Directors: Herb Wheeler, 
Standard Office Equipment Company, Stockton; 
George N. Hammond, George N. Hammond Typewriter 
Company, Sacramento; V. M. Dudeck, Dudeck Office 
Equipment Company, Eureka; Frank Wilber, Frank 
E. Wilber Company, San Francisco; E. E. Peck, Peck’s 
Office Appliance Company, Oakland; J. C. Deardorff, 
Deardorff Office Equipment Company, Santa Rosa. 

On accepting the presidency, Mr. Archinal stated 
that the primary purpose of the association will be 
to try to bring industry to a higher plane. He said 
that the organization must grow and that he expects 
every member to bring in one or two new ones. We 
need a strong organization, he said, to raise the stand- 
ards in the various communities. The association will 
arrive at and present certain standards suitabe for 
the members to follow. OFrFricE APPLIANCES supplied a 
copy of the definitions of rebuilt and overhauled type- 
writers approved by the Federal Trade Commission 
some years ago. One problem, he stated, was to com- 
bat any tendency to take advantage of ex-servicemen 
who were starting in the business. 

Among the guests at the speakers’ table were Wil- 
liam Mooers, western representative for Royal Type- 
writer Company; Frank E. Tupper, president National 
Business Show Company, and John Gilbert, publisher 
of OFFICE APPLIANCES. 

During the remainder of the week many of the 
dealers at the meeting attended the business show 
held from February 20 to 26 at the San Francisco 
Civic Auditorium. 


ee 


HOLD PHILADELPHIA BUSINESS SHOW IN APRIL 


The Office Equipment Association of Philadelphia 
has announced plans for a business show to be held 
at the Bellevue-Stratford Hotel on April 22, 23, 24 
and 25. 

Through the medium of this show businessmen will 
have the opportunity of observing the most up-to-date 
and modern equipment and methods for the increas- 
ing of the efficiency of their own office systems. 

Officers of the association are Harvey B. Martling, 
Art Metal Construction Company, presidegi; Edgar 
Noll, vice-president; and R. L. Purdy, Commercial 
Controls Corporation, secretary-treasurer. This group 
of men, engaged in the direction of sales of office 
equipment and supplies, was first organized in 1918. 
Its members represent manufacturers whose products 
cover a broad field of modern office practice. 
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STATIONERS 12:30 CLUB MEETS AT NEW YORK 


More than 80 members and guests assembled to at- 
tend the regular monthly meeting of the Stationers 
12:30 Club of New York held on Monday evening, Feb- 
ruary 17, at the Advertising Club, New York City. 

Vice-President Mortimer Libien, Libien Press, Inc., 
New York City, conducted the meeting in place of 
President Jerome J. Savage, Carter’s Ink Company. 
who was away on a business trip. Mr. Libien an- 
nounced that Treasurer Dwight N. Briggs of Sun Rub- 
ber Company, who has been ill, is now well on the 
road to recovery. He then urged all members who 
planned to attend future meetings to co-operate by 
sending in their reservations.early so that adequate 
accommodations can be made. 

The speaker of the evening was Jack J. Walder, well 
known in loose leaf circles. Mr. Walder gave a color- 
ful and interesting account of a recent trip he had 
made across the country to the Pacific Coast. The 
trip lasted 31 days, during which time he covered some 
7,000 miles by automobile and visited hundreds of 
small towns, villages and hamlets as well as the larger 
cities. He was strongly impressed by the courtesy and 
hospitality he received on every hand and told several 
stories of novel situations he encountered. 

Many stationers, of both large and small business, 
were interviewed by Mr. Walder, who found that in 
almost every case a good variety of stock was carried 
and a good understanding of price maintainance was 
in evidence. Considerable interest and curiosity was 
shown, he said, on the question of discounts and price 
cutting, many dealers wondered how eastern dealers 
could do that and make a profit. In closing, he ex- 
pressed the hope that in the very near future dealers 
in the larger cities would uphold prices and operate a 
profitable business with fewer headaches. 

oe 


COMMERCIAL CONTROLS HOLDS SALES SCHOOL 


January 25 brought to a close two weeks of inten- 
sive schooling at Rochester, N. Y., for another group 
of Commercial Controls Corporation representatives. 
The sessions, which were attended by men from all 
over the United States, are part of the company sales 
training program and are limited to groups of 20 to 
30 men to permit individual attention. Specialized in- 
struction on products and their application were given 
by heads of the various divisions of the company, in- 
cluding U. S. Postal Meter, Endorsograph and Ticket- 
ograph. 

Throughout the entire program, Howard F. Hayden, 
sales training director, emphasized that the first steps 
in selling are a study of the customer’s problems and 
the formulation of a plan to correct them. 

A trip through the Rochester Post Office gave the 
men an opportunity to see how mail is handled and to 
compare the speed in processing metered mail with 
other types of mail. At the close of the school, instruc- 
tion and sales manuals were presented to the men 
as a supplement to their class work. 





GROUP ATTENDING COMMERCIAL CONTROLS CORP. TWO WEEKS’ SCHOOL 
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UU. ~ SHEET HOLDERS 
and HOSPITAL CHART HOLDERS 





SHEET HOLDERS 


For protecting receipts and records 
handled by drivers, in shipping and 
delivery departments, or anywhere 
that records require protection 
from weather or rough handling. 


CHART HOLDERS 


Silent operating, for the sick room. 
With and without cover. Extension 
rubber holders and clip style hold- 
ers for hanging in rack. Equipped 
with label holders. 


Custom-made of heavy, bright 
aluminum. Strong tension springs 
assure security to one or more 
sheets. Available in full range of 
sizes and choice of capacities. 


See Catalog No. 146 
Pages 38 to 41 
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FOUNTAIN PEN, PENCIL MANUFACTURERS MEET 


The semi-annual meeting of the Fountain Pen and 
Mechanical Pencil Manufacturers Association, Inc. 
was held at the Hotel New Yorker, New York City, 
recently. There was an excellent attendance and a 
most interesting program was carried out. Theodore 
Hirsch, vice-president of the Association, acted as 
chairman of the meeting. 

President Berwald reported on the testimony he 
offered at the hearing of the Committee for Recipro- 
cal Information in Washington on January 24. Harry 
L. Moody, industry consultant to the Association, made 
his report covering its activities and plans for the 
future. 

Byron L. Shinn, of the legal firm of Lipper, Shinn 
& Keeley, discussed the proposed new marking and 
stamping act for precious metals. Paul E. Burbank, 
general manager of the National Stationers Associa- 
tion, pointed out the community of interest existing 
between the associations; and Howard S. Sanders, 
secretary of The Stationers & Publishers Board of 
Trade, gave a full explanation of the credit service, 
which his board is in a position to render. 

Henry Miller, director of trade practice conferences 
of the Federal Trade Commission, discussed the pur- 
pose and workings of Fair Trade Practice rules; and 
Norman L. Pearce, sales manager, fountain pen divi- 
sion for the Eberhard Faber Pencil Company, gave a 
brief talk on the subject of ballpoint pens. 

——_—_——_0—=>>0—___ 

NSSI HOLDS THIRTIETH MEETING AT CHICAGO 

With a theme of “The School Mart of America,” the 
National School Service Institute held its thirtieth 
annual meeting February 17-21 at the Palmer House, 
Chicago. E. M. Hale, Eau Claire Book & Stationery 
Company, Eau Claire, Wis., president, presided at 
the sessions which were augmented by many exhibits. 

Bert Cholet, Higgins Ink Company, furnished the 
advertising committee report. Among those partici- 
pating in symposiums were Elmer E. Engelbert, St. 
Paul Book & Stationery Company; Grant Waddle, 
American Crayon Company; Clifford Parker, Ideal 
School Supply Company, and John Brain, Omaha 
School Supply Company. 

Exhibitors in the office supply, as well as the school 
field, included: 

American Crayon Co.; Automatic Pencil Sharpener 
Co.; Binney & Smith Co.; Milton Bradley Co.; George 
F. Cram Co.; Ditto, Inc.; Joseph Dixon Crucible Com- 
pany, Eagle Pencil Co.; Eberhard Faber Pencil Co.; 
Heyer Corporation; Higgins Ink Co.; C. Howard Hunt 
Pen Co.; Ideal School Supply Co.; Indiana Desk Co.; 
Jasper Chair Co.; Jasper Seating Co.; Levison & Blythe 
Mfg. Co.; Louis Melind Co.; Mitchell Mfg. Co.; New 
Indiana Chair Co.; Norcor Mfg. Co.; A. J. Nystrom & 
Co.; E. W. A. Rowles Co.; Sanford Ink Co.: School 
Stationers Corp.; Speed-O-Print Corp.; Squires Ink- 
well Co.; Tell City Chair Co.; Wallace Pencil Co.; 
Weber Costello Co.; and Wolber Duplicator & Sup- 
ply Co. 8 

BOSTON STATIONERS STAGE ANNUAL BALL 


Members and friends of the Boston Stationers Asso- 
ciation, more than 400 strong, assembled in the Grand 
Ballroom of the Hotel Statler in Boston on Monday, 
February 10, for the annual ball. Of course, there was 
the usual hour of fellowship during which time the 
spirits of the party received the usual uplift from con- 
versation and “what’s yours?” 

A sumptuous chicken dinner with all the trimmings 
was served with dispatch. Baron Hugo’s band kept 
things lively in between courses, so there was never 
a dull moment. 

A novelty of the affair was the presence of a group 
of charming young ladies, hostesses of the United Air- 
lines, who served Philip Morris cigarettes with the 
compliments of the manufacturer. 

R. E. Fletcher, National Blank Book Company, and 
A. L. King, Ward’s, Boston, in a two-way conversation 
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over the mike reviewed the record of the Association 
during the regime of President Courtney F. Bird, M. T. 
Bird & Company, Boston, ending in an introductio 
of their popular president. ; 
President Bird said it gave him extreme satisfaction 
to greet all the members and friends of the Associa- 
tion. The success of the Association during the past 
two years he attributed to “my small efforts and your 





BOSTON STATIONERS ANNUAL BALL 


Top—President Courtney Freeland Bird of M. T. Bird & Co. 7 
and President-elect Walter Trites of L. E. Muran Co. with 
six lovely United Airlines hostesses who distributed free 
cigarettes at the Boston Stationers Annual Ball on February 
10. Bottom—tThe ball in full swing at Hotel Statler in Boston. 








great support. It has been a period of learning, build- 
ing and good fellowship.” He then introduced the 
following, whose committee work he commended: 
Walter Trites, L. E. Muran Company, Boston. 
Brooks H. Crosby, Thorp & Martin Company, Boston. | 
Courtney Worth, Esterbrook Pen Company. ° 
Harry Azoff, Federal Stationery Company, Boston. 
E. J. Johnson, James T. Towhill Company, Boston. 
Wilbur Colby, Blake & Rebhan Company, Boston. 
Harley J. Lewis, Ward’s, Boston. 
Al B. Coelln, Wilson Jones Company. , 
Geo. B. Samuel, L. C. Smith & Corona Typewriters, Inc. | 
John B. Dwyer, manufacturer’s agent. 
James R. Armington, Eberhard Faber Pencil Company. 
R. E. Fletcher, National Blank Book Company. 
Arthur L. King, Ward’s, Boston. ; 
Jack West, Ward’s, Boston. SI 
Gertrude Nelson, L. E. Muran Company, Boston. 
Omar Johnson, Thomas Groom & Company, Inc., Bos- | 

ton. 
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Charles Crowley, Adams Cushing and Foster, Boston. | Pq, 

Charles Anderson, Thomas Groom & Company, Inc., | 
Boston. E H 

Roscoe Todd, Thorp & Martin Company, Boston. ’ 2¢ 


Al. F. Rebhan, Blake & Rebhen Company, Boston. 
All received a great ovation from the crowd. : Wwe 
Several vaudeville acts were presented for the en- : POR 
is «/. BO) 
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No. 2501 


SIKES SALES REPRESENTATIVES 


F. J. BLOEMPOT H. WRIGHT JOHNSTON 
1 Park Ave., New York, N. Y. 1716 Merchandise Mart, Chicago, Ill. 


H. W. KOEHN, JR. R. T. MALONE 
20 Churchill St., Buffalo, N. Y. Route 1, Box 596, Dallas 8, Texas 


: WALTER H. GERWIG ROSS R. WEST 
4 P.O. Box 976, Parkersburg, W. Va. 115 Front St., San Francisco, Calif. 


Please Address All Inquiries to Buffalo 


No. 2502% 


No. 2502 | 








tertainment of the diners and then Baron Hugo and 
his band took over for dancing until the close of an- 
other grand evening and successful ball. 
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CHICAGO OFFICE FURNITURE MEN TO ORGANIZE 
LOCAL ASSOCIATION; HEAR REINECKE, TURMAN 
Nearly 100 office furniture dealers and manufac- 
turers’ representatives gathered in the Bismarck Hotel, 
Chicago, on Monday evening, February 10, for the pur- 
pose of advancing the plan to establish an office furni- 
ture association in the Chicago area. Hy Natovitch, 
Spak & Natovitch, serving as temporary chairman, 
called for self-introductions and then announced that 
Miss Lillian Vilatzer of Economy Office Equipment 
Company had consented to function as secretary. 
Two speakers were brought to Chicago to give extra 
impetus to the organization plan—‘ohn Reinecke, 
executive secretary of the Wood Office Furniture In- 
stitute, and Moe Turman, Metwood Office Equipment 
Corporation, one of the founders and first president 
of the New York Office Equipment Dinner Club. 
Mr. Reinecke opened his remarks by saying that 
some things in need of doing cannot be done by in- 
dividuals. Consequently, the only solution is group 
effort and action. Strong local associations are needed 
and can be effective. To show what associated en- 
deavor can accomplish, Mr. Reinecke outlined the pro- 
gram of WOF'T, presenting evidence of genuine prog- 
ress. He made these following suggestions for a local 
program: 1. Set up a seminar with a basic theme, 
covering several months, cover a single area of the 
theme each month; 2. Organize and conduct a sales 
training program. This could be in two sections— 
elementary and advanced. 
In conclusion, Mr. Reinecke gave assurance of the 
co-operation and support of WOFTI. 


Moe Turman Addresses Group 


Moe Turman, the firebrand from New York, started 
in a low, conversational tone but soon sparked up to 
forensic enthusiasm. He asserted that there is a need 
for an organization in every city because everything 
that is worth doing can be done better collectively. 
There are some things, of course, that an association 
cannot do. It cannot correct mistakes in individual 
management, nor fix prices, nor tell what an individ- 
ual’s profit should be, nor hold off depressions. It 
will make members profit-minded, and, through edu- 
cation, help a member to weather the storms of a de- 
pression. 

During the war, Mr. Turman stated, office furniture 
dealers entered into a new dignity as business men. 
There are no black market blots on the records of 
dealers. Membership in associations will help to main- 
tain and raise standards. Getting acquainted with 
competitors will have a tonic effect. Immediate profit 
may not be apparent, but don’t give up easily. Give 
your organization a chance to become successful. Look 
for the good things and do not be too quick to criticize. 


Refers to National Group 


Mr. Turman closed his comments with a reference 
to the projected National Office Furniture Association. 
Strong local associations co-operating with a national 
body should be of great benefit to the industry as a 
whole, he said. 

Enthusiastic applause followed Mr. Truman’s ad- 
dress. Several present asked questions and made 
favorable comments. Mr. Turman gave a copy of the 
New York association’s constitution to Charles Good- 
man, S. Stein & Company, who was appointed chair- 
man of the local group’s constitutions committee 
Others appointed on the committee are Harry Lavine 
Lavine’s Office Equipment Company, and William 
Riley, Riley & Sava. 

The next meeting of the group, for dealers only, was 
scheduled for March 3, when a suggested constitution 
was to be presented and organization work completed. 
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PROGRAM SHAPES UP FOR FIRST REGIONAL 


Enthusiastic leadership is being demonstrated for 
the First Regional District meeting of the National 
Stationers Association to be held at the Copley Plaza 
Hotel at Boston, Mass., May 14 and 15. District gov- 
ernor is Ben Willander, Thomas Groom & Company, 
Inc., Boston. 

Registration fee is $7.50 including two luncheons 





HISTORIC BOSTON AWAITS NSA SESSION 


and the banquet tickets are $6.00. Checks are to be 
made payable to the Boston Stationers Association and 
mailed to Courtney Bird, 39 West St., Boston, Mass. 

Registration begins at 10 a.m. on May 15 and lunch- 
eon will be held at 12:30. On the program for the 
afternoon are: 

Ben Willander, address of welcome. 

L. S. Crowl, president of NSA and president of the 
Blade Printing & Paper Company, Toledo, Ohio. ‘Sub- 
ject: “Men at Work.” 

M. W. Borders, president of Wilson Jones Company, 
Chicago. 

Howard W. Gunlocke, president of W. H. Gunlocke 
Chair Company, Wayland, N. Y. Subject: “Meet Wood 
Furniture’s New Salesmen—Research and Technology.” 

Claude Allen, assistant manager of dealer sales for 
the General Fireproofing Company, Youngstown, Ohio. 
Subject: “Metal Office Equipment Age.” 


Three Speakers Thursday Morning 


The forenoon meeting at 10 a.m. on May 15 will be 
addressed by Louis Brown, vice president of Eberhard 
Faber Pencil Company, Brooklyn, N. Y.; Don R. Day- 
hoff, eastern sales manager of Parker Pen Company, 
Janesville, Wis.; and L. G. Morris, sales manager of 
Eaton Paper Corporation, Pittsfield, Mass. The sub- 
ject of Mr. Morris’ address is announced as, “Have 
You Ever Seen a Stationery Store Without Paper?” 
Closing speaker for the session will be Walter R. Guild, 
managing director of the Guild Associates on the sub- 
ject, “Fair Trade—What It Means to Stationers in 
Added Profits.” 

The afternoon session on May 15 will be opened by 
Earle Opie, general manager of Weber-Costello Com- 


pany, Chicago Heights, Ill. on the subject, “Ideas and | 


Service Sell Merchandise.” Paul E. Burbank, general 
manager of NSA, will speak on “National Stationers 
of the Move.” Arthur King of Ward’s Stationers, Bos- 
ton, will be moderator of a forum. 

A banquet in the evening will complete the program. 

Arthur King and Ben Willander are in charge of 
speakers and hotel arrangements. 


in charge of Courtney Bird and Al Rebhan. 
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John Dwyer and | 
Osman Giddy are handling publicity. Registration is 
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This POLICY Pays Cash Dividends 





To MASTER-CRAFT Dealers Year After Year 


Through seller's markets and buyer's markets, 
the MASTER-CRAFT Dealer Policy remains 
unchanged — proclaiming our faith in the 
Independent Retail Stationer, and guarantee- 
ing to all MASTER-CRAFT Dealers their right 
to do business and make a profit, now and 
in the future. 


The MASTER-CRAFT Exclusive Franchise 
dealer policy is a pact that is carried out in 
action. It guides and controls all of our cus- 











| 





tomer contacts and dealings, both in the field 
and here at headquarters. 


Perhaps this is one of the main reasons 
why MASTER-CRAFT Dealers have proven 
so loyal — why so many other Retail Sta- 
tioners want the MASTER-CRAFT line, as 


soon as additional dealerships are available. 


MASTER-CRAFT CORP., Kalamazoo, Mich. 


DIVISION OF THE SHAW-WALKER CO. 
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DEALERS’. SALES SCHOOL HELD AT TULSA 

The dealers’ sales school sponsored by the Midwest 
Travelers Club and the Tulsa, Okla., dealers, was held 
on the evening of January 24 in the Red Lacquer 
Room of the Hotel Alvin in Tulsa. Following a fine 
turkey dinner served with the compliments of the 
combined Tulsa dealers, Fred Downs of Downs & 
Randolph Company, opened the meeting. 

The 46 persons attending included the store and 
outside sales people of Downs & Randolph Company, 
Palace Office Supply Company, Field Stationery Com- 
pany, Scott-Rice Company, Tulsa Stationery Com- 
pany, Commander Printing Company, as well as the 
heads of each firm and the following travelers: James 
O’Brien, Jr., Boorum & Pease Company; Herb Johnson, 
Wilson Jones Company; Dan A. MacDougall, Station- 
ers Loose Leaf Company; Klenn H. Stone, Acme Vis- 
ible, Records Company; and R. C. Stafford, III, Victor 
Safe & Equipment Company. The latter presented 
all phases of the uses of loose leaf and visible equip- 
ment, which were the subjects chosen by the dealers 
for this first school. 

The complete program was handled entirely from an 
industry standpoint without mention of any particular 
manufacturer’s lines. The school was most ably 
handled by Mr. Downs who, at the close, asked that 
a vote of thanks be extended the Midwest Travelers 
for this plan which they devised. As an indication 
of the success of the gathering, the local dealers sales- 
men immediately planned a local organization of their 
own to be modeled after the Milwest Travelers Club. 
This school was arranged by Roy L. Wood, Carl Kauf- 
man, Cuba White, W. B. Rohart and Harold Reinke. 


—- 


ST. LOUIS OMDA MEETS; OFFICERS NAMED 


Plans for the 1947 merchandising season were an- 
nounced by members of the Greater St. Louis Office 
Machine Dealers’ Association, St. Louis, Mo., at the 
Proup’s conclave held in the Mark Twain Hotel, Feb- 
ruary 18. 

Officers of the Association, which comprises major 
office appliance dealers, stationers and letter-service 
concerns in St. Louis and East St. Louis, Illinois are 
Joseph A. Peters, B. & P. Office Supply Company, East 
St. Louis, president; Joseph C. Cox, Shedd Typewriter 
and Letter Service Company; vice-president; Roy E. 
Stephens, Imperial Rebuilding Company, treasurer; 
Lawrence A. Marler, American Dictating Machine 
Company, second vice-president; and Isabelle S. 
Detchmendy of the Carleton Business Service, secre- 
tary. On the board of directors are Robert A. Gruener, 
Gruener Typewriter Company; Fred Roberts, Roberts 
Typewriter Service; and Fred Pierce, Graham-Pierce 
Stationery Company, East St. Louis. 

The group has agreed on fair typewriter rental and 
repair and is moving to standardize all office appli- 
ance sales and service procedures in the St. Louis 
area.—RAL. 
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STATIONERS’ GUILD CLUB MEETS AT TORONTO 
The monthly meeting of the Stationers’ Guild Club | 
was held Wednesday, February 12, at the Oak Room, 
Union Station, Toronto. j 
George Stephenson, Northern Miner Press, Ltd., 
acted as chairman. The speaker of the evening, } 
Arthur Chitty, J. E. Poole Co., Ltd., was introduced | 


by H. B. Stevenson, Beare’s, Ltd. Mr. Chitty gave an | 


illustrated informative talk on the “History of Inks} 
and Their Uses.” He was thanked by W. John Spicer, | 
Stainton & Evis, Ltd. 9 


Entertainment was supplied by Les Whittaker, The 4 


Brown Brothers, Ltd., who gave impersonations and § 
recited humorous stories. 


—$_— > —__ 


INDIANAPOLIS FIRM OBSERVES ANNIVERSARY 
Business Furniture Corporation, Indianapolis, Ind., 


celebrated its twenty-fifth anniversary with a dinner 4 


for 145 employees in the Columbia Club ballroom. Sil- ¥ 
ver wreaths encircled the figure 25 and formed a back- | 
ground for more than 200 candles distributed over the | 
tables. These candles were lighted while the guests | 
were assembling and made a very impressive a 
when the doors were opened. During the evening § 
dinner music was furnished by Muzak. 

Out-of-town guests introduced included Howard 7 
Gunlocke, president of W. H. Gunlocke Chair Com- @ 
pany, Wayland, New York; John H. Millar, vice-preaii a 
dent of Stow-Davis Executive Furniture Company, | 
Grand Rapids, Mich.; Mr. and Mrs. Ronald F. Douglass © 
of Cleveland, Ohio; Glenn Elwood, an official of Stand- ¥ 
ard Desk Company, Herkimer, New York; James K. 7 
Boling of Myrtle Desk Company, High Point, N. Car.; % 
John Williams of DoMore Posture Chair Company, ~ 
Elkhart, Ind.; and Mr. and Mrs. F. C. Leonhard of 7 
Victor Safe & Equipment Company, North Tonawanda, © 
N.Y. 


brated by his individual and droll way of lecturing | 
and “learning” people about a special subject. In this 


instance, the 30-minute discourse was on “Apple Pie.” { 


This was. followed by a snappy program given by | 
WIBC entertainers headed by Mike Dunn as master of% 
ceremonies. 

Quarter century of progress open house was held” 
at 112 E. Maryland St., on Friday from 2 to 6 p.m.% 


The display floor was banked with numerous bouquets A: 


of flowers received from friends and business asso-7* 
ciates. 
congratulations. 

Business Furniture Corporation was founded by its | 
President, C. S. Ober, on February 13, 1922, and opened® 
in a small room at 40 N. Pennsylvania St. In Novem-% 
ber, 1924, the company acquired a lease on the first” 
floor and basement of its present location. During7 
1935, the compafhy began to occupy the entire build-7 
ing of approximately 30,000 square feet. 

Plans are now in progress to complete 15 private 

(Turn to page 120, please} 





BUSINESS FURNITURE CORP. ANNIVERSARY DINNER AT COLUMBIA CLUB, INDIANAPOLIS, IND. 
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Entertainment was furnished by Richard Mills, cele- 


Hundreds of people personally extended their” 
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® Powerful advertising—a hard-hitting ad dramatizing 


the selling features of Swingline Staplers and Staples. 


® Millions of new customers — being sold in top national 


magazines and trade papers: over 30 million readers! 


_ @Strong selling story—only Swingline has the open 
channel for easier, faster loading, easier operation. 
Sturdy, streamlined, simple—it’s a precision office ma- 
chine. Swingline staples are the only 100% round-wire 
staples, pre-tested for hardness and tensile strength, as- 
sure greater penetration, less buckling. Can be used in all 
standard staplers. Here’s the perfect team for every office, 
every home, every factory, every customer. 


a 
® Hard-selling sales helps — appealing displays, mat and 


electro services, consumer leaflets, to help you se/l/ 


The only “open channel” stapler. ..ihe only 100% round-wire staples 


SPEED PRODUCTS COMPANY, INC., 37-18 Northern Boulevard, Long Island City 1, N.Y. 
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They're The (°22” Magic Formule 





SELL THEM 


|| SAFEGUARD FILING OUTFITS 


EALERS the country over report that selling GlobeArt Steel Files and Safeguard 
Filing Outfits together makes a double sale even easier than a single one. And 
it doubles the customers’ satisfaction by assuring accurate, easy filing. Try it your- 
self, and prove how this ‘‘1-2’’ magic formula can step up your sales and profits. 






= Gi 


ll SAFEGUARD FILING OUTFITS 


Customers really go for these easy-to-buy, easy- 
to-use Safeguard Outfits. They come ready-pack- 
aged for use in any 1-, 2-, 3-, or 4-drawer letter 
size file. Everything is included—guides, mis- 
cellaneous folders, individual folders, gummed 
labels, out guides, and instruction sheet. It’s 
handy to show, simple to sell, and stimulates a 
steady flow of repeat business. Initial dozen 
brings you a supply of the famous ‘‘Find-i-tis”’ 
booklet, and a handsome counter piece for dis- 
playing an actual 1-drawer Outfit. 


obe - Wernicke 


"“SAFEGUARD’ FILING SYSTEM 
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To Extra Sales, Extra Profits! 


® GlobeArt STEEL FILES 


Precision-built for feather-touch operation, even 
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when filled to capacity, these world-famous 
GlobeArt cabinets are first choice with discrimi- 
nating buyers everywhere. Top quality materials 
and expert design assure years of lasting depend- 
ability, enable you to sell them with complete 
confidence of customer satisfaction. Get your 
share of business from hundreds of live prospects 
in your territory NOW! 


“We are selling a Safeguard Outfit with 
| Dealers Say: 


practically every G/W filing cabinet’. . . 
“It’s so much easier to sell the cabinets when we feature 
Safeguard with them.’’ THAT’S what we mean when we 
keep saying: “Sell Them Together.” It builds dependable 
profits—continued customer loyalty! Many proved selling 
aids available without charge. The Globe-Wernicke Com- 
pany, Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke serene” 


Bookcases 
STEEL FILING CABINETS Stationers’ Supplies 
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WATERS APPPOINTED IN UNDERWOOD DIVISION 

E. T. Waters has been appointed field sales manager 
of the Neidich Process Division, according to a recent 
announcement by M. C. Barber, general manager, at 


Burlington, N. J. 
Mr. Waters has been identified with the office equip- 














E. T. WATERS 


ment industry for almost 40 years, first as an execu- 
tive of the Waters and Waters Company, and later 
manager of Waters and Waters division. Immediately 
prior to his present appointment, he was manager of 
the Waters and Waters branch of Neidich Process 
Division of Underwood Corporation. 
ae i i cane. = 
ELECT R. C. COXHEAD VARI-TYPER CHAIRMAN 
Ralph C. Coxhead is new chairman of the board of 
directors of Ralph C. Coxhead Corporation, New York, 
N. Y., manufacturer of Vari-Typer, the office com- 








RALPH C. COXHEAD 


posing machine, it was announced recently after a 
meeting of the company’s board. Stuart P. Coxhead, 
previously executive vice-president, was elected presi- 
dent. William T. Criswell remains vice-president in 
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charge of sales and G. James Farmer continues as 
vice-president in charge of export. William Dreichler 
was given the duties of secretary in addition to those 
of treasurer. All of the above officers, as well as Theo- 
dore Pratt, C. Walter Nichols, and Edward Freeman, 
were re-elected as members of the board of directors. 


—>.—__ 


F. P. RYAN NAMED DIRECTOR OF OEMI 

Fortune Peter Ryan, assistant to the president of 
Royal Typewriter Company, has been elected to the 
board of directors of the OEMI, trade association of 
office machinery and steel equipment. 

The purpose of the Office Equipment Machinery In- 
stitute is to promote the welfare of the industry and 
those in the industry, and to maintain the best busi- 
ness practices. 

Mr. Ryan brings to the position wide experience and 
a keen interest. He is already busy preparing for a 
March 27 meeting of the Institute which will -be at- 





FORTUNE PETER RYAN 
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tended by Royal’s top officials and the chief executives ; 
of other companies in the organization. General “Wild § 
Bill” Donovan, former head of Strategic Services; and § 
William H. Davis, former chairman of the War Labor | 


Board, will be the guest speakers. 
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EVAN S. HARTER NAMED CHAIRMAN OF BOARD 
Evan S. Harter was elected chairman of the board of 


directors at the annual meeting of the stockholders * 


of the Harter Corporation, Sturgis, Mich., held in that 
city on February 22. 


Mr. Harter replaces the former chairman, Mrs. Evan ° 


C. Harter, who died on December 19, 1946. Mr. Harter 
is the elder son of the late Mrs. Harter. 

Other directors elected were J. A. Sweeney, Mrs. 
Evan S. Harter, Edgar M. Baker and C. A. Burns. The 
officers of the corporation are Evan S. Harter, presi- 
dent; J. A. Sweeney, vice-president and treasurer; 
and Edgar M. Baker, secretary. 
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No need for employing fortune tellers to explain 
how profitably you can use this M & V 5-Point Sales 
Plan to build more sales and profits. Here’s a sure- 
fire promotional plan that's built on experience— 
and backed with facts. No guesswork here, because 
this easy-to-use sales plan has been tested in the 
field—and what's more—it’s worked consistently, 
wherever and whenever it's been used. Salesmen 


recognize its practical approach to their everyday 


*Specialized 





DONT GUESS/ 
DONT GAMBLE/ 





sales problems—They know how important it is to 
PRE-SELL prospects. They realize it means bigger 
earnings for them—and you know it will mean less 
trial and error selling for you. Remember, today is 
the day to prepare for tomorrow. So, write for this 
profitable sales plan NOW. Look it over carefully — 
see how effectively it coordinates advertising, sales 
promotion and personal sales efforts. It’s a plan* that 
works—and it’s been worked successfully before. 


/ 


plans will be prepared to meet local conditions 





MITTAG AND VOLGER, INC. 


ESTABLISHED 
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FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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EVERSHARP PROMOTES TWO FOR NEW POSTS 

Martin L. Strauss II, president of Eversharp, Inc., 
recently announced the promotions of Larry Robbins 
to the post of executive vice-president and Tom Emer- 
son to vice-president and general sales manager. He 
also announced the appointment of C. L. Frederick 
as special assistant to the president. 

Mr. Robbins, veteran pen man with 26 years of ex- 








LARRY ROBBINS 








TOM EMERSON 


perience in the writing instrument industry, has been 
associated with Eversharp since the present manage- 
ment assumed control of the company in 1940. Since 
July, 1946, he has served as senior vice-president and 
general sales manager. 

Mr. Emerson, who joined Eversharp at the same 
time as Mr. Robbins, was vice-president in charge of 
domestic sales until his new appointment. Both Mr. 
Robbins and Mr. Frederick are also directors of the 
company. 

sisi odie h-nleliiiaity 


SCOTCH CELLULOSE TAPE PATENT HELD VALID 


The basic “Scotch” Cellulose tape patent of Minne- 
sota Mining and Manufacturing Company, St. Paul, 
Minn., held valid and infringed by the U. S. District 
Court at Chicago in 1945 and again in 1946, was sus- 
tained by the U. S. ‘Circuit Court of Appeals at Chi- 
cago in a recent decision. The patent covers the trans- 
parent and colored pressure-sensitive cellophane tape 
originated by R. G. Drew of Saint Paul, Minn., and 
promoted and marketed broadly by Minnesota Mining 
under its trade name “Scotch” Cellulose tape. 

The Circuit Court of Appeals, with full concurrence 
of the three judges, affirmed the judgments of the 
District Court holding the patent valid and infringed 
by each of the defendants, International Plastic Cor- 
poration and David A. Smart of Chicago, and Freyd- 
berg Bros.-Strauss, Inc., and Bulkley Dunton & Com- 
pany, both of New York, N. Y. The District Court 
also held that Minnesota Mining and Manufacturing 
Company is entitled to a permanent injunction and 
accounting against each of the defendants, which was 
also affirmed by the Court of Appeals. 


——_———_9— 9 


OHMER APPOINTS ADVERTISING MANAGER 

N. J. Kenny, president of the Ohmer Corporation, 
subsidiary of Rockwell Manufacturing Company, Day- 
ton, Ohio, recently announced the appointment of 
Norman M. Schaefer as advertising manager of the 
corporation for all of its products including cash regis- 
ters, fare registers and taximeters. 

Mr. Schaefer has been with the Corporation since 
1938, except for two years in the armed forces. His 
experience with the company has included many 
phases of sales and promotion. 

He succeeds C. J. Proud, who has resigned to become 
a national field representative with the Advertising 
Federation of America. 
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EUREKA CENTRALIZES STATIONERY IN SCRANTON 


In line with its expansion program set up in 1946, 
which provides for additional manufacturing facilities - 
and consequent enlargement of executive offices that 
will lead to a doubled output in 1948, Eureka Specialty | 


Printing Company centralized its national station- 


ery division in the general offices at Scranton, Pa, ° 


effective February 1. 
Attwood K. Howes, sales and merchandising man- 


ager of the stationery division, will operate from” 


Scranton instead of New York City. However, the New 


York office will be continued as a district office headed 
by Al Krause, New York district manager in charge 


of stationery sales, and Joseph Ness, in charge of the 
special printing division for the same territory. 


Stanley V. Linham has been appointed Mr. Howes’ ’ 
Mr. Linham was with Eureka six years 


assistant. 
prior to joining the army during the last war, when 
he served as a First Lieutenant in the Philippines. 


Mr. Howes’ transfer to Scranton was made to facili-/ 


tate his co-ordination of all activities of production 


and sales, particularly when expanded production gets 


under way next year. J. W: Reid remains as general 


sales manager for all Eureka’s divisions in addition’ 
to his position as secretary of the company. Inquiries 


and orders from now on should be addressed to Eureka 
Specialty Printing Company, Stationery Division, 530 
Electric St., Scranton 9, Pa. 
rt 9 
MOORE PUSH-PIN NAMES CANADA AGENT 

The Moore Push-Pin Company, Philadelphia, Pa, 
manufacturers of Moore Push-Pins, Moore Pushless 
Picture Hangers and Moore Maptacks, recently an- 
nounced the appointment of Frank E. P. Arnott ag 











FRANK E. P. ARNOTT 


their Canadian representative. Mr. Arnott will cover: 


all of Canada, from coast to coast, with the exception 
of Montreal, Toronto, Ottawa and Hamilton. These 
four cities will be visited, as in the past, by H. ¢. 
Hooks, sales manager of Moore Push-Pin Company. 








PLEASE 


SA Be eee 


A statement on page 38 of the February issue carries 
the implication that the “Tru-Lite” line of lamps i§ 
no longer being distributed by the Standard Business 
Machine Company of Chicago. This is incorrect. The 
“Tru-Lite” line, which has been widely accepted in thé 
trade, will continue to be available from the Standard 
Business Machines Company and will be promoted 
extensively through advertising and personal sale 
work. The misimpressions created by the statemen 
last month are sincerely regretted. 





ae ms co a 

We regret that the namelines under pictures of Ro 

Sainberg and Bernard Mercer, new Sainberg & Com=- 

pany, Inc., officers, were inadvertently transposed if 

composition of page 100 of the February issue. Thats 
Bernard at the left and Roy at the right. 
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Use only ACE specially treated, com 


pressed staples. They have highest 





tensile penetrating strength 


Shows cross section 
of an ALL-ROUND 
steel wire. Ace uses 
How true is this old adage when applied to Ace Staplers. Examine one only the finest quality, precision 
of these fine machines that has seen hard usage for many years. You ll made, accurately drawn-to-size 
find the same brilliant, mirror-like finish free from pock marks or steel. wire. 

other imperfections. This is made possible by the better grade of steel 

used in its production. It must be burnished to a satiny-smooth surface 

to which the basic and chromium finishes are applied. And, you'll find FIG. 2 

the same smooth, flawless mechanical operation . . the result of infinite Sheds tia a 

precision and inspection in every manufacturing detail. ROUND steel wire 


IS A JOY FOREVER” 





; after being treat- 
DEALERS! Feature and demonstrate Ace Staplers and Staples. Cus- od 
ed by the Ace process, giving max- 


tomers will appreciate your unbiased judgment. They'll be back for other imum strength to the outer edge 
merchandise when in need of it. where most needed. 
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ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE * CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD. 504 ST. LAWRENCE BLVD., MONTREAL 
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UNCONDITIONALLY GUARANTEED 


This Wells Chrome Sofa and Club Chair reveal unmistakable 
marks of quality which add up to dealer sales and customer 
satisfaction. This beauty is more than skin-deep; there’s real 
intrinsic value in the material and workmanship. All hardwood 
construction—dowled, glued and nailed. Upholstered in Duran 
over NO-SAG spring seat with cotton linters and burlap. 
Chrome plated steel tubing arms with upholstered arm rests. 


NO. 531 CHROME CHAIR 
24"' Overall. Seat Front to Back 23''. From floor to Top of Back 33". 
Back 21'/.'' at Center from Seat to Top of Back. Upholstered in 
DURAN—Colors: Individually crated—sh'ipp. wot. 50 Ibs. 
$67.50 Each List. 


NO. 530 CHROME DAVENPORT 


60'' Overall. Seat Front to Back 23''. From floor to Top of Back 33’. 
Back 21'/."' at Center from Seat to Top of Back. Upholstered in 
DURAN — Colors: Individually crated —shipp. wat. 150 Ibs. 


$135.00 Each List. 


725-33 SOUTH 
LASALLE STREET 


CHICAGO 5, ILL 
TEL. HAR. 1100 


COM PANY 
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No. 127 ALL-CHROME & 


= _— Triple plated 
A Hard Chrome Finish 


New Low Price *4U 2 cscs usr Formerly 746,22 









SELL WELLS 
SELL WISELY 








UPHOLSTERY — Simulated DURABILIT Y—Indestructible all- COMFORT—4 easy adjustments to fit the 

leather in Spanish brown or steel frame. Back frame formed 1” chair to individual needs. Adjustable seat 

green. Packed 1 to carton — steel tubing. Base quality 1” steel height 174,” to 214”. Back rest with positive 

Shipping Wet. 35 Ibs. tubing. Back frame and base TRIPLE adjustment (size of back rest 13” x 7”). Ad- 
NEW ~~ 4 fs PLATED HARD CHROME FINISH. justable back frame and adjustable spring 
Low A 2” ball bearing rubber caster. No-Sag tension. Seat size 16” x 134%” with 4” 
PRICE EA. LIST spring seat. NO-SAG type cushion. 


POSTURE IS RIGHT IN WELLS “POSTURE-RITE” 
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NEW LOCATION AIDS ASHLEY-McCORMICK 


Consolidation of all departments into one building 
has resulted in improved efficiency for Ashley-McCor- 
mick Company, office outfitters at 101 East Commerce 
St., Bridgeton, N. J. 

The company is now operating smoothly in the new, 
remodeled three-story building which was occupied in 
July of 1946, bringing all operations under one roof 
for the firm which was previously located in two stores 
and one warehouse. 

All retail departments are now situated on the first 
floor of the new location, including commercial sta- 
tionery, gifts, books, greeting cards, records and photo 
supply. These departments are located in the elon- 
gated 142 x 21-foot building. 

Office furniture and machines section is located in 
a 50 x 50-foot ell to the rear of the retail department’s 
section. There are three floors in the building, all 
floors of the same floor space. The second floor in 
the ell section houses the offices, the sales department 
and E. Russell Ashley’s office. Mr. Ashley’s office is 
enclosed with woodframing and ribbed glass, making 
the office partly private but at the same time light 
in appearance. 


Easy Access to Stock Room 


The stock room and order department and shop are 
located directly above the stationery and book store. 
On the third floor is the warehouse. The building is 
equipped with a freight elevator. Endeavoring to make 
the store as efficient in operation as possible, the 
proprietors installed a dumb waiter and also an inter- 
communicating system so that persons could be 
reached at any point on any of the floors and mer- 
chandise could be brought down quickly from the 
stock room. This enables the clerk to wait on the 
customer much faster, not having to leave him to go 
to the stock room himself. 

Completely new, down to the smallest showcase, 
Ashley-McCormick Company concentrated on eye- 
appeal from the customers’ viewpoint, accomplishing 
this through careful planning of all departments and 
using all of the newest construction materials possible 
for remodeling. 

Two 100-foot rows of fluorescent bulbs extend the 
entire length of the narrow section of the store and 
ten units of two 21!4-foot fluorescent bulbs light the 
office furniture and appliances section. Alternate, 
horizontal strips of red and black asphalt tile was used 
as floor covering for the retail unit and cream colored 
fiberboard is used as ceiling and wall covering. 


Windows Are Vertical to Street 


Lacking sufficient frontage, only 19 feet, to construct 
ordinary show windows which face the street, Ashley- 
McCormick installed their windows vertical to the 
street, measuring 21 feet from street to door. Display- 
ing items from every department of the store, windows 
are the walk-in type, which facilitates changing of 
department displays without changing the entire win- 
dow. Lighting consists of a double row of four fluores- 
cent bulbs and a spotlight in each of the windows to 
present a daylight effect at all times. 

Since the office appliances section is located at the 
rear of the store, two means were devised to identify 
this department. Faced with the problem of limited 
window space which would not contain large office 
equipment, “inside windows” were constructed on each 
side of the all-glass entrance doors. These “inside 
windows” are platforms raised eight inches above the 
floor level of the store and measure 7 x 7 feet with a 
curving outline, which makes the platforms an open 
fan shape. One platform contains a complete office 
unit, including desk, chair, office lamp and some re- 
lated item as a file. Office machines are displayed on 


the other platform. 
Second identification feature makes full use of the 
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ASHLEY-McCORMICK CO. NEW LOCATION 


Showing in order (beginning with top picture) a typical 
window display, merchandise display floor for office machin- 
ery and office furniture, the main retail floor for various 
departments, and sales department. Moving to a new build: 
ing made possible consolidation of all Ashley-McCormick 
Co. departments under one roof at Bridgeton, N. J. 
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open front arrangement of the all-glass doors, allow- 
ing a view of the entire store from the outside. On 
the rear wall, in full view of the outside, is a blue 
neon sign with eight-inch letters which reads, “Type- 
writers and Office Furniture.” Included in the sign 
is a neon arrow which points to the office furniture 
department entrance. 


Attractive Displays Used 

Though hampered by a comparatively small display 
room for office furniture, Lester Rexrode, retail man- 
ager of Ashley-McCormick, created an illusion of size 
by employing active displays. For example: an execu- 
tive type desk, complete with leather covered chair 
and leather desk pad, is set facing a false 7 x 14-foot 
window complete with curtains and window sill. This 
window, which contains a blown up photograph of 
the New York skyline, is lighted by two 3-foot fluores- 
cent bulbs concealed under a canopy at the top of the 
window. Other active displays are a complete Mimeo- 
graph set of drawing board, duplicators, file, ink, and 
stencil paper arranged under six photos of Mimeo- 
graph installations in industrial plants of the Bridge- 
ton area and a Sunstrand bookkeeping machine 
complete with table, which has a cut-out top to accom- 
modate the motor, file, sample paper and a swivel 
lamp attached to the desk. 

Desk displays have been concentrated on walnut 
desks as they are available in larger quantities than 
any other type at present. Through spot announce- 
ments in the local newspaper pointing out that imme- 
diate delivery can be assured on walnut, plus the 
co-operation of the six outside salesmen, Ashley- 
McCormick sell all walnut desks as soon as they are 
available. Ninety per cent of the sales, which average 
10 per month, are to new accounts or for separate 
rooms. Some old accounts whose desks were in par- 
ticularly poor condition, have switched over entirely 
to walnut. Over a year ago, Ashley-McCormick ordered 
freely on all types of desks, including walnut, which 
had heretofore accounted for a small percentage of 
total sales. This foresight paid off when desks again 
became available. 

Maintain Six Outside Salesmen 

In addition to the Bridgeton show-room, six outside 
salesmen are maintained to cover the south New Jer- 
sey area. Though all salesmen are qualified to sell all 
types of equipment, each man is a specialist in the 
operation, maintenance and repair of one or two ma- 
chines. If a salesman is presented with a problem 
which requires the advice of a specialist, it is the 
procedure to call in the salesman, who is familiar 
with that type of equipment. 

Limited selling space required all departments to 
be put on a modified self-service system, eliminating 
counters from all departments except commercial 
stationery and photographic supplies. Customers are 
allowed to choose all items which do not require the 
advice of a salesman. These items are paid for and 
wrapped at the wrapping counter located at mid-point 
of the commercial stationery counter.—RAL. 

I 

W. O. CRITCHFIELD HEADS SHELBY COMPANY 

Walter O. Critchfield, Shelby, Ohio, has been elected 
president of the Shelby Salesbook Company, succeed- 
ing Henry E. Sheets, 81, founder of the company, who 
retired late in January. 

Mr. Critchfield has been vice-president and general 
manager of the company since March, 1945. He was 
foreman of the original Sheets Printing Company, 
predecessor firm, which was started by Henry Sheets 
in Shelby in 1898. Later he was superintendent of 
the Simple Account Salesbook Company at Fremont, 
Ohio, which was merged with the Shelby Printing 
Company to form the Shelby Salesbook Company. 

Learning the printing trade at the Soldiers’ and 
Sailors’ Orphanage at Xenia, Ohio, 57 years ago, Mr. 
Critchfield became factory manager of the Shelby 
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Salesbook plant in 1921, and a vice-president in 1939. 

Robert S. Daugherty, native of Cleveland, was elected 
vice-president and general manager, to succeed Mr. 
Critchfield. An infantry captain in World War I, Mr. 
Daugherty became a salesman for Shelby Salesbook 
in Cleveland, and later was promoted to divisional 
sales manager in New York City. Then he became 
successively assistant sales promotional manager, sales 
promotional manager, sales manager, and since March, 
1945, has served as vice-president in charge of sales. 

Mr. Sheets has been named chairman of the board; 
F. B. Stevens, vice-president in charge of production; 
R. D. Hurl, secretary; R. E. Dudenhaver, treasurer: 
and S. Etta Smith, assistant treasurer—AK. 


SEE citi cone ET 
LOWE EXPORT DEPARTMENT EXPANDING 

E. S. Lowe Company, Inc., New York, N. Y., manu- 
facturers of a complete line of adult games, is show- 
ing expansion in the export department to other lines. 
Lloyd L. Dean, export manager for the Lowe Com- 
pany, states, “Our export department is so organized 
that we are now in a position to assist one or two 





LLOYD L. DEAN 


manufacturers of related lines in the cultivation of 
their export sales. These allied products will be mer- 
chandised through our exclusive representatives, who 
are residents of the export markets in which they 
operate. They are in daily contact with sporting goods 
stores, toy shops, stationery, hardware, and depart- 
ment stores, and other potential outlets.” 

The E. S. Lowe Company, Inc., maintains a show- 
room in the 200 Fifth Ave., Building at 23rd St., New 
York City. The firm is a member of the American 
Office Supply Exporters’ Association, the Toy Manu- 
facturers of the U.S.A., Inc., and the National Sport- 
ing Goods Association. 

———_- 

ESTERBROOK ADDS THREE TO OFFICE STAFF 

The Esterbrook Pen Company, Camden, N. J., re- 
cently announced the addition of Byron Van Dyke, 
Jose Ma Portela and Charles W. Platt to the office 


staff. 
Mr. Van Dyke came to Esterbrook from the credit 


department of Campbell Soup Company. His former 7 


experience in the credit departments of the Petrol 
Corporation and Bayuk Cigar Company also equips 
him for the new position as assistant to Fred Large, 
credit manager. 

Jose Ma Portela is doing Spanish translations and 
has been learning the Esterbrook export business since 
January 20. Born in Puerto Rico, he lived in Spain 
until in 1938 when he came to the United States. He 
attended the Oak Ridge Military Institute and con- 
tinued on at the American University in Washington, 
D. C. He served as an instructor in Spanish for War 
Department personnel, joining Esterbrook when warl- 
time agencies were discontinued. 

Charles W. “Pete” Platt has been added to the do- 
mestic sales department as expeditor. A graduate of 
Haddon Heights high school in 1946, he was formerly 
in export shipping. 
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4 o 4 the Zee 
Executives drawing on Visible facts stimulate their thinking to 
get important jobs done quickly . . . in step with the pace of 
today’s business. Acme Visible Record Systems . . . designed to meet 


individual requirements . . . supply vital facts at-a-glance. Let an 


Acme systems man analyze your needs and make recommendations. 






Y  Ahete «1 @ Time -sating pom lhsdhle Record fain 
Bese 1) (70 every tecotd and ove ty hudsieads 


“ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 


nda. dn Representatives in Principal Cities 


Reprint of Our Message in National Magazines 


Copyright 1947 
Acme Visible Re« 
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MERRIAM OBSERVES DICTIONARY’S 100 YEARS 


The year 1947 is an important and significant mile- 
stone in the publishing annals of G. & C. Merriam 
Company, Springfield, Mass., inasmuch as September 
24 will mark the centenary date of publication of the 
first Webster’s Dictionary edited under Merriam 
auspices. For 100 years, the editing, publishing and 
distributing of Merriam-Webster dictionaries have 
been the exclusive concerns of the company. The or- 
ganization is making plans for appropriate celebration 
all through this year, culminating in a dinner to be 
held on the anniversary date next fall. At that time, 
too, a company history will be ready, compiled from 
the voluminous files and historic documents in the 
Merriam archives. 


It was in 1831 that the brothers George and Charles 
Merriam, young and enterprising printers of West 
Brookfield, Mass., moved to Springfield and set up 
business as retail booksellers and printers. Branching 
into publishing, they put out a number of textbooks, 
among them a series of readers compiled by the elder 
brother, George. Bibles, law books and religious tracts 
also were printed. 

Meanwhile, Noah Webster had completed in 1828 his 
“American Dictionary of the English Language,” Amer- 
ica’s first unabridged dictionary. In 1840 he had issued 





a corrected and enlarged second edition. Upon his 
death in 1843, the big book came into the market and 
from Webster’s heirs the Merriam brothers purchased 
the publishing rights. The new publishers installed 
Professor Chauncey A. Goodrich, Webster’s son-in-law 
and literary heir, as editor, completely revised the 
work and in 1847 published a one-volume edition to 
sell at six dollars. 

Since that time, through 100 years, with each new 
edition of the unabridged dictionary, the Merriam 
brothers and their successors have continually en- 
larged the scope and usefulness of Noah Webster’s 
original work, until today the names “Merriam” and 
“Webster” have become equally important in identify- 
ing “The Supreme Authority” for the English-speak- 


ing world. 
~~ — 2 —___—__— 


IRVIN C. KREEMER TRANSFERRED BY IBM 


Irvin C. Kreemer, for several years branch manager 
of the International Business Machines Corporation 
at Hawley Building, Wheeling, W. Va., has been trans- 
ferred to Wilmington, Del., as branch manager for 
the same company. He assumed his new duties Feb- 
ruary 3 and is succeeded in Wheeling by Robt. P. 
Koons, former salesman of the typewriter division 
and formerly of York, Pa.—CG. 





BLAU INSTALLATION—This furniture 
installation, including 100 special desks, 
was made for the National City Bank 
of New York by Max Blau and Sons, 
Newark, N. J. The desks were made 
for the bank’s new international head- 
quarters, produced from hand-selected 
veneers and without ornate work that 
might be called “gingerbread.” The 
back of the desks has three raised 
panels and there is one on each side. 
Posts have ten flutings the complete 
length of the leg. Drawer handles are 
bronze, made to order. Plans and speci- 
fications for the installation, located at 
50 Wall St., New York City. were drawn 
by Architects Mead, McKim & White. 
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bg here are hot money 
e mokers. The market 
KE : e° is wide,open for them. The replace- 

> ment on rubber keys alone is terrific. 
Sets still in use in your town are mostly 
worn out. What are you going to do— 
sit around and talk about “coming de- 
pressions’—or are you going to cut 
yourself a big slice of the easiest- 
selling office supply profits in America 
today. Write today for complete prod- 
uct information. 















B oO 
c AR N ¢ 
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GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washington St. 
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PETERY-HEDDEN FIRM OPENS SECOND STORE 

Formal opening of a No. 2 store was recently held 
by the Petery-Hedden Company of New Albany, Ind., 
marking further expansion of the organization. The 
new store is located at 415 Pearl St., and the No. 1 
store address is 133 E. Spring St. 

W. J. “Will” Hedden and John Dannenfelser, operat- 
ing as the Petery-Hedden Company, have made their 
new store one of the most modern office appliance 
firms in their territory. The entire store front, open- 
ing into a foyer entrance, is modernistically done in 
glass. On the door, eye-high, a customer is greeted 
with a gold-lettered invitation, “Pull for Petery- 
Hedden.” On the opposite door, opening inward, he is 
asked to “Push for Petery-Hedden.” 

The No. 2 store is devoted to home appliances, busi- 
ness machines and equipment and a modern business 
machine repair shop headed by Joe Limbach. 

W. J. Hedden joined with Nelson R. Petery back in 





PETERY-HEDDEN CO. NEW STORE NO. 2 
Top—The new store recently opened at New Albany, Ind. 


Bottom—A section of office furniture and machines display. 


1914 to form their own printing establishment, a fore- 
runner of the present organization. In an effort to 
further their service to local citizens, the front of the 
print shop was remodeled to accommodate stocks and 
displays of stationery and office and home supplies. 
Response was immediate, and customers were soon 
requesting Petery-Hedden to service them with office 
and business machines equipment. A dealership ar- 
rangement was completed with Royal Typewriter 
Company. 

Constant gains in volume soon made it necessary 
for Mr. Hedden to devote his entire time to the sta- 
tionery and business machine departments, while Mr. 
Petery assumed complete charge of the printing 
division. 

John Dannenfelser has been Mr. Hedden’s partner 
during the past six years, during which time their 
business has continued to grow. 
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HORDER’S APPOINTS FRANK C. JACOBI 
A. R. Skibbe, vice-president, Horder’s, Incorporated, 
Chicago, recently announced that Frank C. Jacobi has 
been appointed mail order sales manager. 
Mr. Jacobi brings to the Horder organization a broad 
knowledge of the mail order business with special ex- 

















FRANK C. JACOBI 


perience in advertising and promotion. He has had 
many years of experience in catalog work with Mont- 
gomery Ward and Company, selling to all regions of 
the United States. Prior to that time he was engaged 
in promotional and sales activities in the wholesale 
and retail divisions of a Chicago manufacturing con- 
cern. 

Mr. Jacobi is a graduate of Denison University, 
Granville, Ohio. He served his alma mater as a mem- 

er of the football coaching staff before entering busi- 
ness and remains active in alumni affairs to this day. 
He lives in Western Springs, suburb of Chicago, with 
his wife and son and daughter. His headquarters will 
be Horder’s main office in Chicago. 


SS 


LLEWELLYN SONS TAKE OVER FIRM MANAGEMENT 


R. H. Llewellyn, Sr., owner and founder of the R. H. 
Llewellyn Company, Manchester, N. H., recently an- 
nounced that active management of the company will 
be taken over by his sons, Rhys H. Llewellyn, Jr., and 
Stanley D. Llewellyn. 

Founded October 1, 1923, the R. H. Llewellyn Com- 
pany today enjoys an exceptional reputation as an 
outstanding office equipment and systems organiza- 
tion in the state of New Hampshire. Mr. Llewellyn’s 
sons have been active in the business since 1938, ex- 
cept for the period of their service in the armed forces. 
Both sons have received unusually fine training in 





R. H. LLEWELLYN, SR. (RIGHT) AND SONS 


the office equipment engineering field under the tute- 
lage of their father and in special courses at schools 
of various companies which the concern represents 
in this state. 

R. H. Llewellyn, Jr. will now assume active manage- 
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ment of the store at 39 Hanover St., while his brother 
will travel the state of New Hampshire as the com- 
pany’s representative. R. H. Llewellyn, Sr., will con- 
tinue in an advisory capacity on all major bank and 
office installations. 
See een SEA See ire 
FIRESTONE HEADS EDISON FUND PLAN 

To keep alive and active the genius exemplified in 
the life, accomplishments and ideals of Thomas A. 
Edison, announcement has been made by the officers 
of the Thomas Alva Edison Foundation that Harvey 
S. Firestone, Jr., president of The Firestone Tire & 
Rubber Company, has accepted the national chair- 
manship of a fund-raising effort to finance the ob- 
jectives of the Foundation. 

In the considered judgment of the Foundation’s 
trustees, which include a group of the nation’s lead- 
ing scientists, educators and industrialists, it will re- 
quire the sum of $2,590,000 to carry out for the next 
ten years the projects presently planned. 

These immediate objectives are three-fold: (1) 
preservation of Edison’s laboratories and library at 
West Orange, N. J., (2) establishment there of the 
Edison Center for Invention, Discovery and Research, 
one of the important activities of which will be to 
study and make available to all scientists the methods 
developed by Edison in making his own efforts so pro- 
ductive; (3) ‘the restoration of the nation-wide Edison 
scholastic competition so that fundamental American 
concepts of life and government may be instilled in 
Young America. 

“In honoring Thomas Alva Edison, no conventional 
monument could, by itself, adequately reflect the en- 
during place he holds in the regard of the nation 
and the hearts of the people,” said Mr. Firestone. 

“Low-cost light and power, the means for quick 
communication, the education and entertainment af- 
forded by the motion picture and the phonograph, the 
development of the automobile, railroads and many 
other industries, now employing millions of people, 
all were made possible or owe much of their present 
development to the genius of Mr. Edison. 

“While he endowed all mankind with a higher stand- 
ard of living he also bequeathed to us far more than 
merely the material things which resulted from his 
inventions and discoveries. He left us a tradition of 
hard work, sacrifice, simplicity and perserverance that 
will inspire our youth and others for generations to 
come. He demonstrated the creative heights to which 
a man may rise under our system of government and 
asked only that there be no ceiling on achievement.” 


0 ete 


ED ARENDS HEADS DALLAS DEPARTMENT 
Ed Arends has been hamed manager of the system 
service department of the Padgett Printing Company, 
Dallas, Tex. He is a veteran of 15 years in the speed 
stationery and office machine field and has recently 
been discharged from the Army.—EWF-. 
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MAKE SOUND-ON-WIRE DEMONSTRATION TRIP 

Following the recent press preview in Chicago at the 
Hotel Stevens attended by newspaper and magazine 
representatives, Sound-On-Wire was exhibited by 
Standard Business Machines Company, Chicago, at 
the National Office Management Association display 
in the same hotel. Following this event, John Kline, 
general sales manager, Dick Cross and Paul Gordon 
left on an extended tour for the purpose of giving 
Sound-On-Wire dealers’ demonstrations throughout 
the East and South. 

On February 18-22, Sound-On-Wire was shown in 
Washington, D. C., under the auspices of the Wash- 
ington dealer, W. R. Hill Company. This demonstra- 
tion was for the benefit of 10,000 Government execu- 
tives and purchasing agents at their annual new 
products show. 
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Other demonstrations in February were at Detroit, 
Mich.; Pittsburgh, Pa.; Rochester, N. Y.; Boston, 
Mass.; Harrisburg, Pa.; Charlotte, N. C.; Atlanta, Ga., 
and Memphis, Tenn. 





SOUND-ON-WIRE DEMONSTRATED 

Top—L. I, Hadden, president of Standard Business 
Machines Co., Chicago, makers of Sound-On-Wire, 
demonstrated on nationwide tour, is shown dictating. * 
It is claimed that one of the machine’s outstanding 
features is forward and rewind speeds of 20 feet per 
second, which allows the operator to reach any posi- =# 

tion on the wire in a matter of seconds. " 
Center—The “magazine,” containing only the spools 
of wire and the counter, is detachable and can be 
placed on another machine. The picture shows that 
level wire mechanism, wire drive and record-erase 

mechanism are part of the base units. 
Bottom—The transcribing operator can use the tiny 
earphone and adjust volume so that the recorded voice 
cannot be heard by others in the room. She can com- 
pletely control the machine by applying light pressure 

to convenient foot pedal. 


The March schedule included: March 2, 3, Dallas, 
Tex.; March 4, 5, Oklahoma City, Okla.; March 6, 
Dodge City, Kans.; March 7, 8, Denver, -Colo., and 
March 9, 10, Kansas City, Mo. 
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Operators who know prefer Monroe 


World-wide leadership of Monroe has been main- 
tained because Monroe machines produce more useful 
answers with less effort day in and day out. These 
results are achieved through the simplicity, flexibility, 
speed and easy operation of th. ~nachines; and methods 
applied by highly-trained Monroe representatives. 

The calculating machine illustrated is equipped with 
the famous exclusive Monroe 3-Series Dials. Through the 
use of this feature, the Monroe representative can apply 
startling short-cut methods and in many cases eliminate 
entire operations. 


Monroe Listing Machines and Accounting Machines are 
products of the same engineering skill-and precision of 
manufacture — and all Monroes have the incomparable 
“Velvet Touch” keyboard, a prime factor in eliminating 
operator fatigue. 

Phone your local Monroe representative today. He will be 
glad to discuss our complete line of office machines with you. 





Send for your copy of the new Payroll Booklet and 1946 
Withholding Charts. Monroe Calculating Machine Company, 
Inc., Orange; N. J. 


Monroe maintenance and service available through Monroe-owned branches in principal cities. 


Monroe Calculator Model MA7-173-W-3 
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209-685-191 
Monroe Accounting Machine 





Monroe Adding-Listing Machine 











CALCULATING « LISTING « BOOKKEEPING MACHINES 
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Office Managers 


A NEW REVOLUTIONARY POLISH FOR 


WRINKLE FINISHES 


TYPEWRITERS 
ADDING MACHINES 
CALCULATORS 

COMPTOMETERS 


GOLD 
CREST 


CLEANS 

SPREADS © 

POLISHES 
DRIES 


Upon 
Application 








@ Will not scratch 

@ Will not smudge 

@ Will not spot 

@ Water not necessary 
@ Will not leave an oil film 


To clean and renew WRINKLE FINISHES, apply a few drops 
on a paper cleaning tissue (we suggest this as there is less 
waste} and rub Once Over on the surface to be cleaned. 


ALSO For Use on OFFICE 
FURNITURE, FLOORS AND WOODWORK 


Do not use in excess on furniture, floors, and woodwork— 
apply only a few drops on a paper cleaning tissue and rub 
over surface to be cleaned. Do NOT use on wax finishes. 
ONCE OVER cleans, spreads, polishes, and dries—all in one 
operation. Leaves a dry finish that does not catch dust, 
which enables your furniture to hold its lustre longer. 


PRICE 75¢ (Pints only) 


Dealer discount in dozen lots. 
Ask your typewriter dealer for GOLD CREST WONDER 
POLISH 


Ames Supply Company 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 


37 Murray St. 
New York 7 
Dallas 1 





583 Market St., 

AGENCIES San Francisco 5 
N 

PRINCIPAL CITIES 191 Cain St. N.W 


Atlanta 3 








19131 Commerce St., 
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NAME CHAIRMAN, CO-CHAIRMAN FOR NSA CON- 
VENTION; TRAVELING TROUPE LISTED 


From the National Stationers Association headquar- 
ters at Washington, D. C., comes news of the appoint- 
ment of the chairman and co-chairman in charge of 
the detailed planning of the 1947 NSA convention at 
the Hotel Stevens, Chicago, September 28-October 2. 

The 1947 chairman for this Forty-First Annual Con- 


vention and Eleventh Merchandise Exhibit is Ed : 


Manning of Stein Brothers Manufacturing Company 
and his co-chairman is Herb Walsh of Ace Fastener 
Corporation. Both are of Chicago. 


Announce Traveling Troupe 
Coincident with this announcement of convention 
leaders is the detailing of plans for this year’s NSA 
traveling troupe to visit the NSA regional meetings, 
the first of which will be held shortly. 
In keeping with past precedent, President L. S. 
Crowl and General Manager Paul E. Burbank will be 


~ 








ED MANNING 


HERB WALSH 


accompanied by a representative group of manufac- 
turers, each specializing in a particular field. 

Traveling with President Crowl, and General Man- 
ager Burbank will be the following, with their subject 
listed: 

Howard W. Gunlocke, president, W. H. Gunlocke 
Chair Company, Wayland, N. Y. “Meet Wood Furni- 
ture’s New Salesmen—Research and Technology.” 

Paul B. Buckwalter and Brewster Towne, National 
Blank Book Company, Holyoke, Mass. “Panorama of 
the Stationers’ Loose Leaf and Bound Book Markets.” 


To Discuss Metal Office Equipment 


Claude Allen, assistant manager of dealer sales, The 
General Fireproofing Company, Youngstown, Ohio. 
“Metal Office Equipment Age.” 

Earle F. Opie, president, Weber-Costello Company, 
Chicago Heights, Ill. “Ideas in Service Selling Mer- 
chandise.” 

L. G. Morris, sales manager, Eaton Paper Corpora- 
tion, Pittsfield, Mass. He will discuss the merchandis- 
ing phases of paper sales. 

Joe F. Crawley, wholesale sales manager; Carl E. 
Priest, western sales manager; and Don R. Dayhoff, 
eastern sales manager; Parker Pen Company, Janes- 
ville, Wis. The latter three, depending upon the region 
in which the meeting is to be held, will be the repre- 
sentatives of the fountain pen industry. 

The first regional meeting is in District No. 9, Mon- 
roe, La., March 21-23 under the leadership of Governor 
Armand Breard. 

ae a 
ISSUE NEW “WHO’S WHO IN THE NSA” 

A new roster, “Who’s Who in the NSA,” is now being 
distributed. by the National Stationers Association 
through the headquarters at 740 Investment Build- 
ing, Washington 5, D. C. This is the first publication 
of a roster under Secretary and General Manager Paul 
E. Burbank and is a complete listing of the member- 
ship up to December 10, 1946. The addresses and class 
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ff... we have hundreds of advertisements published by leading 
stores throughout the nation—all promoting Stratford Regency. ~ And they 
all tie in with Stratford’s national advertising in magazines, newspapers and 
on car cards! « Obviously smart American retaileys won’t spend their own 
money to advertise a product unless they snow that, product brings rapid turn- 
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over—and profits. « So, it’s easy to deduce that Atnerica’s favorite stores are 
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advertising America’s favorite pen because experience shows that 


IT PAYS TO PROMOTE STRATFORD REGENCY!” 
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SELL these 

3 Home Units 
the Dependable 
CONVENIENT way 

to PROTECT VALUABLES 


in the home — 








List 
$12.50 





MEILINK HOME DEPOSIT BOX 


Inside dimensions—43% x 4/4 x 10!/4—!/p hour test S.M.N.A. label 
—equipped with paracentric type pick proof key lock. Thermo-Cel | 
insulation—felt flox lined. 


MEILINK 
HOME 
SECURITY 

CHEST 


Proven fire-resistive pro- 
tection—thousands in use 
—One Hour test S.M.N.A. 
label — inside dimension 
13 x 9, x 53%4—felt flox 
lined—Thermo-Cell _insula- 
tion—Model FCé. 






List Price $24.00 


Equipped = with 
type pick proof key lock. 


Always convenient — eas- 
ily concealed—One hour 
test S.M.N.A. label—felt 
flox lined. Thermo-Cel in- 
sulation—3 tumbler com- 
bination lock. Easily in- 
stalled in wall. 








List $33.50 
36.50 


WS911A—Inside 9/2 x 11 x 434.. 
WS911B—Inside 92x 11x 8% List 
Dealer Helps—circulars, newspaper mats, 


etc.—available. Quick deliveries on these 
3 numbers—order your samples now. 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 


NEW YORK CHICAGO 


paracentric | 





of membership are detailed as well as the names of 
the members. Additional information is given regard- 
ing dealers and manufacturers. 

Those who wish to keep abreast of NSA affairs will 
find the roster replete with information. Included are 
listing of the NSA officers, regional governors and 
lieutenant governors of each district. All past presi- 
dents of NSA are included, as well as the six honorary 
members and the sustaining members. 

——— 
IBM APPOINTS DAVID C. MOORE TO NEW POST 

International Business Machines Corporation re- 
cently announced the promotion of David C. Moore 
to the position of sales manager of the International 
Time Recording division of the company. He was 


| previously manager of the ITR division in the New 


York, N. Y., sales office, and is succeeded in that posi- 


| tion by Robert R. Chase, who previously held a similar 


position in the Buffalo, N. Y., office. 
Mr. Moore saw service with the Chinese-American 


| Wing of the 14th Air Force in the China-Burma-India 


Theater, and also served in the South Atlantic and 
African Theaters. He was discharged with the rank 
of lieutenant-colonel after nearly four years of service. 
He holds the Bronze Star. 

Mr. Moore, who is the son of the late T. Channing 
Moore, a pioneer in the ITR division of the company, 
joined IBM in 1932, working as a sales representative 
during the summer vacations while he was a student 
at Brown University. After his graduation he joined 
the IBM plant force at Endicott, N. Y., later trans- 
ferring to the general sales department. He became a 


| Sales representative in 1935, ITR manager in Buffalo 








DAVID C. MOORE 


in 1937, a special sales representative in 1939 and 
| assistant sales manager of the division in 1941. 


Mr. Chase joined IBM in New York after his gradua- 
tion from Brown University in 1933, was transferred 
to Buffalo in 1936 and became divisional manager 
there in 1939. He entered the U. S. Navy in 1942, from 


which he was discharged with the rank of lieutenant 


commander in 1945. 
eitebiialin. astiiie 
NEW SALES HEAD FOR STANDARD BUSINESS 
MACHINES 
John Kline, formerly sales manager of the easter 


territory for Standard Business Machines Company,) 


Chicago, has been promoted to the position of gen= 
eral sales manager. 


Mr. Kline will be responsible for advertising and 


sales of both Sound-On-Wire and Tru-Lite fluorescent 
lamps. He will also supervise the national dealer 
organization as well as branch sales offices. Mr. Kliné 


brings a rich background of sales experience to hiss 


present position. 
NS I 


TEC ANNOUNCES GENERAL MANAGER CHOICE 


The Tec Pencil Company, Culver City, Calif., recently 
announced the appointment of Harry S. Hanchett as 


general manager. 
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MANUFACTURING CO., INC.- HASTINGS, MINNESOTA 









Smead’s new Household File answers a 
specific need in both the city and farm 
home. 

It is compact and takes little space on a 
shelf or in a drawer. The printed parti- 
tions make it easy to divide correspond- 
ence, canceled checks, receipts, and dis- 
bursements. 

It has a special partition for filing depre- 
ciation schedules on machinery, build- 
ings, etc. 

The best time for Mrs. Housewife to file 
a receipted bill is at the very moment 
when it is presented and paid. Mr. 
Householder can properly allocate and 
file his canceled checks at the end of 
each month—when the transaction is 
still fresh in his mind. 














Remember—Figures mean 
nothing until proven by an 
invoice, statement or corre- 
spondence. 


People making out their own 
income tax or those who em- 
ploy an income tax auditor, 
find the job is done much easier, and 
hours of wonder and worry are elimi- 
nated — by using a Smead Household 
File. 


PRICE EACH DOZEN 


No. FH—117A $2.75 $30.00 
It has been "HOME TESTED”’ 


“EVERY FAMILY A PROSPECT” 


THE Sut MANUFACTURING CO., INC., HASTINGS, MINN. . 
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NOT NIBBLED 
BY SERVICE: 
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STENCILS Py j , 
GELATIN Ps Fool-proof—Economical 


RIUGONS £ = === dertnivrmardibcesiscimelbececineinmecesmucenseseaneienninae ae : 
TYPE 7” 3 
Write for profitable dealer plan 


WOLBER DUPLICATOR & SUPPLY CO. cutcaco 14, tuwors 
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OF EVERY BUSINESS OFFICE! 


Every activity, every heart beat of a busi- 
ness institution is reflected on some office 


desk. The breadth and scope of the desk | 


work are varied indeed, but no matter 
whether it be executive or clerical, it is in- 
dispensable. It is the desk worker who 
formulates company plans, supervises sales 
and promotion, watches production and 
carries on the administrative end of the 
business. Since desk work is so vital to a 
company's success, the desk itself becomes 
an invaluable adjunct to office efficiency. 
For that reason, JASPER DESKS are made 
with the ever present thought of increasing 
work efficiency. 





JASPER, INDIANA 
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CHICAGO STATIONERS BOWLING LEAGUE RACE 
RESOLVED INTO TWO-TEAM BATTLE FOR LEAD 
With all but two teams virtually eliminated from 

the race for top spot, the Stationers Bowling League 

of Chicago reached the three-quarter mark in its 

1946-47 season on March 4. Battling it out in a see- 

saw race for first place honors are the Dodgers, led 

by Ray Achtner, Office Stationery & Equipment Com- 


“ALL DOWN, ALLEYS 11 TO 24”—This cry was heard at the 
Chicago Arena a few minutes after the above pictures were 
taken of an ambitious Chicago Stationers Bowling League. 
The bowlers then set to work to break the March 1 current 
deadlock between the Dodgers and Senators. Absentees 
reduced the number of bowlers pictured from the normal 60. 


pany, and the Senators, captained by Walter Wald- 
vogel, National Blank Book Company. With eight 
nights’ competition remaining, the Dodgers were cling- 
ing to a one-game lead over the Senators, who had 
compiled a 47 won, 28 lost record. Third place honors 
were in the possession of the Indians, led by Tony 
Peters, Associated Stationers Supply Company, a full 
seven games behind the pace-setting Dodgers. 

A dead heat in the matter of individual averages 
was also on record, the aforesaid Mr. Peters being tied 
with Bill Bruner, Office Stationery & Equipment Com- 
pany, with identical marks of 181, well ahead of Roy 
Hansen, Wilson Jones Company, who held third honors 
with a 171 average. 

In the matter of high games and series for the sea- 
son, the Indians held a commanding lead over all 
competitors with a brilliant three-game tally of 3206, 
while the Cardinals snared single-game honors with a 
snappy 1153 total. For individual honors, Richard 
Singer, The Globe-Wernicke Co., staged a one-man 
monopoly, capturing both high game and high series 
with marks of 281 and 715, respectively. 
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| BATES QUALITY PAYS EXTRA DIVIDENDS 
©] IN LONGER, MORE SATISFACTORY SERVICE 
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ton When it comes to office equipment the best is the least expensive inthe longrun. That's why Bates Office Aids 
ete are considered the leaders by the dealers that sell them and the people that use them. The big Bates ‘B 
al every month in The Saturday Evening Post is selling Bates Quality to your customers. 
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ries The Bates Mfg. Co., Orange, N. J. ¢ N.Y. Office, 30 Vesey St. 
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ONLY the enormous Shaw-Walker dealer franchise embodies al/ 


essential profit-producing elements. 


1 —Twelve complete lines from this single source of supply. 
Results: —Simplified inventories, less office work, more 
quantity discounts by grouping orders. 

2 —The best-known trade-mark in the industry. 

3 —The OFFICE GUIDE, a 436-page catalog that helps 
the salesman on every call. 

4.—A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 


Until we can render pre-war service, we will continue giving 
our entire production to the established Shaw-Walker exclu- 


rae 
sive dealers. 
The Shaw-Walker 8.000-item franchise is the trade’s. most 


| valuable. It's worth waiting for. 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Calendar of 
Industry Activities 











March 28-29. District No. 8, NSA, Hotel Muehlebach, 
Kansas City, Mo. Roy Moreland, Regional Governor, 
Schooley Printing & Stationery Company, Kansas 
City, Mo. 

April 15-18. District No. 12, NSA, Los Angeles, Calif. 
Edward H. Wobber, Regional Governor, Wobber’s San 
Francisco, Calif. 

April 21-22. District No. 12, NSA, San Francisco, 
Calif. Edward H. Wobber, Regional Governor, Wob- 
ber’s, San Francisco, Calif. 

April 24-25. District No. 10, NSA, Hotel Utah, Salt 
Lake City, Utah, A. W. Stevenson, Regional Governor, 
Steve’s Office Supply, Ogden, Utah. 

April 27-30. National Association of College Stores, 
Statler Hotel, Cleveland, Ohio. Russell Reynolds, Ex- 
ecutive Secretary, 189 W. Madison St., Chicago 2, Ill. 

May 2-3. District No. 4, NSA, General Oglethorpe 
Hotel, Savannah, Ga. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 9-10. District No. 5, NSA, Netherlands-Plaza 
Hotel, Cincinnati, Ohio. Merritt Ober, Regional Gov- 
ernor, Stationers, Inc., Indianapolis, Ind. 

May 14-15. District No. 1, NSA, Copley-Plaza Hotel, 
Boston, Mass. Bernard Willander, Regional Governor, 
Thomas Groom & Company, Boston, Mass. 

May 19-20. Stationers’ Guild of Canada, Vancouver 
Hotel, Vancouver, British Columbia. Fred Smart, Sec- 
retary-Manager, 210 Dundas St., West, Toronto, Can- 
ada. 

May 21-23. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Floyd G. Kongsvik, Regional Governor, 
Curtis 1000, Inc., St. Paul, Minn. 

July 27-30. National Office Machine Dealers Asso- 
ciation Twenty-first Annual Convention, Senator Hotel, 
Sacramento, Calif. Richard H. Koch, Executive Sec- 
retary, 818 Winters Bank Building, Dayton 2, Ohio. 

May 25-27. District No. 6, NSA, Pere Marquette 
Hotel, Peoria, Ill. G. O. Stevens, Regional Governor, 
Stevens, Maloney & Company, Chicago. 

June, District No. 15, NSA, New York, N. Y. M. H. 
Chute, Regional Governor, Bainbridge, Kimpton & 
Haupt, Inc., New York, N. Y. 

June 6-8. District No. 11, NSA, Hotel Davenport, 
Spokane, Wash. Ralph B. Ortel, Regional Governor, 
Shaw & Borden Company, Spokane, Wash. 

June 19-21. District No. 3, NSA, Hotel Brighton, 
Atlantic City, N. J. W. H. Patterson, Regional Gov- 
ernor, Johnstown Office Supply Company, Johnstown, 
Pa. 

Sept. 28-Oct. 2 National Stationers Association 
Forty-first Annual Convention and Eleventh Merchan- 
dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 740 
Investment Building, Washington, D. C. 


nina ccd 
D. & G. TO NAME EASTERN REPRESENTATIVES 


D. & G. Manufacturing Company, chrome and up- 
holstered office furniture makers, 480 Broadway, St. 
Paul, Minn., after winning pronounced approbation 
for their distinctive line throughout the Midwest, now 
are expanding their sales rapidly into eastern territory, 
where new representatives shortly will be appointed. 
D. & G. products, comprising a wide variety of chairs, 


settees and costumers, is a high-quality line in which | 


the best of modern Styling has been artistically and 
expertly developed. The line is sold exclusively through 
authorized dealers, all direct orders received by the 
company being referred immediately to them. 
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“AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"SERVICE- CONSCIOUS." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 13, Illinois 


















SENG avaury 


PROTECTS YOUR REPUTATION 

















Style, finish, and appearance are not tne sum 


total of a good office chair’s quality features. 


It is the hidden values supplied by SENG 
Action Controls which assure the all-around 
customer satisfaction that brings repeat sales. 
The SENG Action Controls on the office chairs 


you sell provide these profitable plus values: 


e LOW FULCRU M—Gives a smooth- 
er, more comfortable tilting action. 

e BALANCED TILTING—Correctly 
designed and placed for chair bal- 
ance. This eliminates the danger of 
upsetting. 

e INSTANT RESPONSE to 
body movement. 

e COMFORT — resulting from scien- 
tifically correct design. 


e LONG, TROUBLE-FREE SERVICE 
—minimum repair expense. 


every 


FOR THESE REASONS, a wise dealer will 
insist upon SENG Chair Action Controls on 


every office chair he sells. 


ba DCU conpl 


1450 N. Dayton Street + Chicago 22, Illinois 


SENG QUALITY PROTECTS YOUR REPUTATION 
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SAN FRANCISCO BUSINESS SHOW 
(Continued from page 35) 


Le Febure Corporation, Cedar Rapids, lowa.—L. T. Le 
dent, was in charge of the exhibit, which displayed the Adjusto tray 
binder, X Ray sorter, bookkeeping machine desk, with three drawers 
for notes, cash drawer, correspondence file, abstracts, two drawers for 
credit reports, and liability ledger. 

T. R. Mantes Company, 236 Fremont St., San Francisco.—Featured in 
this exhibit were Triner scales in seven models for letters, parcel post, 
and so forth, with capacities from nine ounces to 70 pounds. Also dis- 
played was the Saxmayer bundle tier. Mr. Mantes was in charge of 
the exhibit. 

Marchant Calculating Machine Company, 1475 Powell St., 
Calif.—The exhibit presented the first public showing of the 
constant device. Marchant salesmen demonstrated the fully automatic 
models in 8 and 10 columns and semi-automatic models in 8 and 10 
columns. In charge of the show was Walter W. Born, Oakland man- 
ager, accompanied by Harry G. Swift, San Francisco agency manager, 
Also attending were Edgar Jessup, president, and Henry Grady, public 
relations manager. 

Marr Duplicator Corporation, 121 Second St., San Francisco._On display 
were the Marr stencil duplicator, Marr stencil scope, the photoscope, 
Vellam stencils in green, blue and white, photo stencils and Styx dupii- 
cator ink. In charge of the show was Herbert D. Bendheim. Mr. Marr 
was also present. 

Harry L. Michaels & Associates, 1356 Market St., San Francisco. 
Exhibited were the D. & G. line of chrome furniture for offices, recep- 
tion rooms, and so forth, upholstered in W. S. Naugahyde, a plastic 
upholstery which lends itself to any color scheme. The line includes 
club chairs, two and_three passenger davenports with chairs to match, 
single chairs for office and executive chairs. J. Krieger was in charge. 

Monroe Calculating Machine Company, 62 Main St., San Francisso,— 
Company products shown were the Monroe educator for schools, the 
Monroe commercial machines for accounts receivable, payroll, and bank 
posting, a duplex adding machine, check writer and check signer, a 
simplex adding machine and the new full automatic Monromatic. Present 
at the show were Robert K. Webb, San Francisco manager, and 
William Zaenglein, president, and E. 8. Mills, both of Orange, N. J. 

Mosier Safe Company, 119 Sacramento St., San Francisco.—The show, 


Febure, presi- 


Oakland, 
keyboard 


under the management of A. Shirpser, displayed an insulated record 
container in letter and legal sizes, A and B label safes, the Mosler 
quick deposit for bank lobbies, a night depository to be set into a 


bank wall, burglar proof chests, and safe deposit boxes. 

Niagara Duplicator Company, 128 Main St., San Francisco.—Featured 
were the 250 model, with a speed of 250 copies a minute; the 150 model 
producing 150 copies a minute, and the 125 model, producing 125 copies a 


minute. Also exhibited were blue and the new white stencils. In 
charge of activities was Bill Nelson. Also in attendance were L. John 
Himes, president, L. E. Scriven, general manager, and Gene MacFarland, 
sales manager. 


Ohmer Corporation, 353 Market St., San Francisco.—The Ohmer line of 


cash and fare registers was demonstrated. Myer Kahn, San Francisco 
agent, was in charge. Ralph K. Ulrich, vice-president, and N. C. Rehn, 
Paeific district manager, also attended. 


Pacific Telephone & Telegraph Company, 455 Bush St., San Francisco. 

The ‘“‘good telephone usage’’ program was demonstrated at the exhibit, 
in the charge of N. A. DeStefano. 

Parker Pen Company, 220 Post St., San Francisco.—This exhibit, a 
filling station for pens of visitors and exhibitors, displayed the famous 
Parker ‘51,’ in addition to desk sets. An attractive fountain pen display 
case was a feature and a line of inks was shown. G. A. Taylor was in 
charge. 

Produc-Trol Pacific Company, 544 Market St., San Francisco.—An out- 
standing feature of the exhibit was the Produc-Trol, a visual control 
system that correlates men, minutes, materials, machines, money and 
methods through the use of a visual board which shows the flow or the 
eondition of items scheduled. Systems demonstrated were individual 
order scheduling, sales control, purchase order control, inventory control 
and control of parts available for assembly. Walter Michelsen, San 
Francisco manager, was in charge. 

Walter Radell Company, 523 Market St., San Francisco.—Exhibited 
were the Rex-O-Graph spirit duplicator, Tempo stencils and interleavers, 
Pres-to-line vertical stencil files, and Select-O-Phone inter-office com- 
munication systems. Walter Radell, William E. Daniels and Ray Schwerdt 
were in charge. 

Red Feather Products Company, 431 Bush St., San Francisco and 
Redwood City.—Products shown were the Red Feather Copy Chief all 
electric stencil duplicator, the Factoscope, a full line of stencils, inks 
and other duplicator supplies, and a hand cleaner, type cleaner, ribbons 
and carbons. Fred H. Smith was in charge. 

Rockwell-Barnes Company, 35 E. Wacker Drive, Chicago.—Shown in 
this exhibit was the Rock-a-File in two, three and four drawers; the 
legal size in two and three drawers; the personal file in two drawers, 
and the Rock-Elite desk tray made of bakelite. Tom J. Salsman, 
president, J. E. Conlon, sales manager, and Harry Ford, West coast 
representative, were in charge. 

Rot-0-File, Inc., 424 S. Broadway, Los Angeles, 13.—Featured were the 
Rot-O-File, a three tier model for 8 x 5 cards. The Rot-O-File ranges 
from single tier to four tier models. Other models were 5 x 3 and 6 x 4. 
William Normandie was in charge of the exhibition. 

Royal Blue Print Company, 62 Fremont St., San Francisco.—Official 
photographers of the show, this company displayed the duplex photostat 
recorder which prints two sides at one time, and various types of 
photostat work. Some of the advertising in the exhibit consisted of 
printed sheets 16 x 20 arranged in a device that turned them auto 
matically, providing a continuously changing display. It is also suit 


able for photos of samples which can be mounted on 16 x 20 sheets. 
The inventor, R. F. Johnson of Wenatchee, Wash., was in attendance 
part of the time. Also present were L. L. Olds and H. N. Dodge, 


who did all the blue printing for the Alcan highway, H. C. Knight, Jr. 
was in charge. 

Royal Typewriter Company, 583 Market St., San Francisco.—Royal 
standard and portable machines were shown, the former with carriages 
in various widths for special purposes such as billing and accounting. 
A special display consisted of all Royal parts divided into carriage, 
miscellaneous internal parts, key action and base and cover. Ellis 
Bishop, advertising manager, and C. E. Russ, local manager, were it 
charge. Wesley Beckwith, portable sales manager, and William Movers, 
West coast representative, attended. 

Schwabacher-Frey Company, 735 Market St., San Francisco.—In addition 
to their own line of S-F snapout carbon interleaved forms, the company 
featured the wares of the following manufacturers; Acme Visible Records, 
Inc., Brush Development Company, Columbia Ribbon & Carbon Mfg 
Company, Harter Corporation, Metal Office Furniture Company, Niagaté 
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(-ustom “Built | 
OFFICE FURNITURE 


COPYRIGHT USS. 


Made to your order and measure 


Eohs 


The PRESIDENT Madel 


So named because of its fitness for the 


office of the President of the U.S. A. 


In White Pine Veneer 
Size 25 x 52 x 31 in. 4 $374 List 
Over that size up to 34 x 60 x 31 in.....$413 List 


In Birch, Walnut or Oak Veneer 
Size 28 x 52 x 31 in. high $394 List 
Over that size up to 34 x 60 x 31 in.....$435 List 


4 Crating Charge $10.00 Net 
Weight 250 and 300 Ibs. 
é All prices f.o.b. Chicago 
Made in gorgeous Cherry Wood 


List Price $800 each Your Choice of Finish:—Walnut over Walnut— 

=i ad Blond over Birch—Bleached Mahogany over Birch 

Only a Limited number of these desks are available. We are —Maple. over Bitch—Platinums: over Bind Ge 
compelled to restrict sales of them to one to each customer. Oak—Ebony over Birch with Gold Pulls. 





In beautiful Cherry wood $95 List 


Also made in Birch, Walnut, or 
Oak Veneer $50 List 


Your Choice of Finish: —Walnut over Walnut- 
Blond over Birch—Bleached Mahogany over Birch 
—Maple over Birch—Platinum over Birch or 
Oak—Ebony over Birch. 


Size 26” x 48” 


We Also Make DIRECTORS’ TABLES 
OFFICE PARTITIONS and DISPLAY CASES 
SECTIONAL BOOKCASES 


If You Have a Special Item You Want Made, Send Sketch or Photo with Descriptive Detail. 
Have Your Orders or Inquiries as Complete as Possible: Delivery on All Items, 2 to 8 Weeks. 
TERMS: 50% down; balance on completion 


S. NEMES 


MANUFACTURER 
2631 LEHMANN COURT CHICAGO 14, ILLINOIS 
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Harter Opens Branch 
Office On West Coast 


Great news for Harter dealers and customers in 
the west coast area! We have established a whole- 
sale branch office and warehouse in San Francisco. 
Effective March 1, a large stock of posture and 
conventional type chairs will be maintained at all 
times in our west coast warehouse. 

Harter’s west coast branch office and warehouse 
is located at 725 Second Street, San Francisco 7, 
California. It serves the states of Arizona, Cal- 
ifornia, Idaho, Montana, Nevada, Oregon, Utah, 
and Washington. A. A. Liggett, Jr., western man- 
ager, is in charge, assisted by John D. Sweeney. 

This newly established western branch will in- 
sure better and faster distribution of Harter chairs in 
the far west. It reflects Harter’s continuing growth 
and leadership in the field of fine office chairs. 


— ~~ 1927 —~. 
20 YEARS OF QUALITY 
= 1 


HARTER 


7 TUR SS 1 G AN 
STEEL CHAIRS - POSTURE CHAIRS 
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Duplicator Company, No Mar Desk Company, Smead Manufacturing 
Company, and the Wilson Jones Company. Among those in attendance 
were James Schwabacher, Tom Taylor, James Gilletly and Fred Goetter. 

F. A. Thomas Company, 47 Second St., San Francisco.—The exhibit 
included the Peirce magnetic wire recorder for dictation, conference 
recording, and so forth. Simplex time recorders, payroll recorders and 
time stamps; the Voycall intercommunication, with models for desks 
and industrial plants with a capacity up to 60 stations, and the Detex 
watchman’s clock. In charge of the exhibit was F. A. Thomas. 

§. Tiffany & Company, Poplar Bluff, Mo.—On display were several 
models of metal stands for calculators, adding machines, bookkeeping 
machines, standing and sitting models in several finishes. William 
Simpkins was in charge. 

western Loose Leaf Company, 1045 Sansome St., San Francisco. 
The exhibit consisted of a showing of the Visirecord, a product of the 
Visible Index Corporation of N. Y., record keeping systems for mechan- 
jeal accounting used in connection with different makes of bookkeeping, 
transfer posting, accounting machines, typewriters, photo copying equip- 
ment, microfilm camera, and so forth. The systems are flexible. The 
indexing media and balances of all accounts are visible and immediately 
accessible. The show was in charge of Ira Allyn, president. 

Wheeldex San Francisco Company, 116 New Montgomery St., San 
Francisco 2.—Exhibited was the company line in cabinet and desk models 
for cards in all standard sizes down to 4 x 15%. Victor A. Lindgren 
was in charge. 

Frank E. Wilber Company, 591 Market St., San Francisco.—Featured 
was the Standard fluid duplicator with the new dual automatic feed, 
which provides for double runs of sheets up to 8% x 11 or single run 
up to 14 x 18. The exhibit was under the direction of Harry M. Thomey 
and Fred H. Bergtold. 


BUSINESS SHOW GUEST BOOK 


Anderson, C. Elmer, Anderson Karns, 8S. S., Rot-O-File, Inc., 
Typewriter Co., Pasadena, Calif. Fresno, Calif. 

Anderson, Don H., Anderson Lindgren, R. C., Friden 
Typewriter Co., Pasadena, Calif. lating Machine Co., EI 


Calcu- 
Paso. 


Archinal, Ralph, Alameda Type- Luce, Edwin, H. 8. Crocker Co., 
writer Co., Alameda, Calif. San Francisco. 

Ashley, Cameron F., associated Lynn, George I., George Lynn, 
with Draper, San _ Francisco, Advertising, San Francisco. 
Calif. Mansfield, F. B., Royal Metal 

Barnhill, L. L., Coast Counties Manufacturing Co., San Fran 
Business Supply, Salinas, Calif. cisco. 
xeckwith, Wesley, Royal Type McFadon, B. F., Graduate School 
writer Co., Inc., New York, of Business, Stanford Univer 
N. Y. sity, Calif. 

Bishop, Ellis, G., Royal Type McInnes, N. A., Cummins Busi- 
writer Co., Inc., New York, ness Machine Co., Seattle, 
he A Wash 

Breach, Don, Dana Jones Co., Meyer, Luis, Madrid, Spain 
Los Angeles, Calif. — Meyer, Rudy, Madrid, Spain. 

Brown, a eee Seca Morss, Francis S., H. S. Crocker 
Machines Co., Napa, Calif. Co., Inc., San Francisco. 


Butterfield, C. R., Ralph C. Cox- 
head Corp., San Francisco 
Clary, Hugh C., Clary Multiplier 
Corp., Los Angeles. 

Conlon, Ed J., Rockwell-Barnes 
Co., Chicago, Ill. 


Newman, Kaye, San Francisco 
Newman, W. A., 
gineering, San 
O’Kane, B. F., 
ply Co., San 


Business En 
Francisco. 
Duplicating Sup 

Francisco. 


: * ie 4 Peck, E, E., Peck’s Appliance 
Doane, Dorr B., Offic e Equipme nt Co., Oakland, Calif. 

Corp., Portland, Ore. - d 
Dometriu Charl Arrowhead Petersen, D. W., H. S. Crocker 

me & { es, Oo é ¢ ry —_ ae 

Typewriter-Adding Machine (« UO» ore Francisco. : 

El Paso, Tex. Priebe, Fred D., S. J. Priebe 


Co., 


Everett, Wash. 


Draper, Car rs F facturers’ ‘ : 
Draper, Carl W manufacturer Pruit. W. M., Oakland. 


representative, Sherman Oaks, ‘ 
Calif. . , sg oy? — Dictaphone Corp., 

- : : 08 igeies. 

Elliott, Charles, J., U. S. Mari Reed, W. M., manufacturers’ rep 
time Commission, San Fran resentative Milwaukee, Wis. 
scored Richardson, H. A., Friden Cai 

Eppert, Burroughs Adding Ma culating Machine Co., San Fran 
chine Co., Detroit, Mich. cisco. 


Sam, Na- 
Vancou 


Rudner, Mr. and Mrs. 
tional Typewriter Co., 
ver, B. C. 

Simpson, Tracy W., Marchant 
Calculating Machine Co., Oak- 
land. 


Evans, L. W., Evans 
Co., Richmond, Va. 

Foote, Harry S., 
Machines, Inc., 


Specialty 


Harry's Business 
Reno, Nev 


Geddis, Archie, San Francisco 


Goodwin, O. E., Panama Carbon Stevenson, Ken, Stevenson's Office 
Co., San Francisco. Equipment, Grass Valley, Calif 
Gregor, Frank Jr., Ditto, Ine., layler, Sheldon, Honolulu Paper 


Chieago, Ill. Co., Hawai. 

Griffith, G. C., Security Business 
Products, Sunnyvale, Calif. 
Harris, Paul C., manufacturers’ 
representative. 


Honolulu, 
Tayler, S. Honolulu 
Co., San Franéisco. 
Thompson, Frank, Cummins Busi 
Machine Co., Seattle 


Paper 


ness 


Hauser, A. €., Columbia Sales lupper, Edwin O,. National Busi 
book Co., Los Angeles ness Show Co., New York 
Hibbard, John B., The Globe- upper, W. A., National Business 
Wernicke Co., Glendale, Calif. Show Co., New York. 

Himes, L. J., Niagara Duplicator Van Alstyne, Bonnie E., San 
Co., San Francisco. Francisco. 

Hinton, F. C., Horst-Hinton Co., Wacker, Francis, Coast Counties 
Redwood City, Calif. Business Supply, Salinas, Calif 
Horne, Fred me Palace Station W aldin, P. B., P. B. Waldin 
ery Co., Monterey, Calif. Associates, Oakland. 

Horne, | W. H., Palace Station- Wallenhorst, Mr. and Mrs. H. C., 
ery Co., Monterey. United Office Machines, Buffalo, 


Horst, A. E.. 
Redwood City 
Hyatt, Mrs. Chas. H., 
Oaks, Calif. 

Hyatt, Chas. H., manufacturers’ 
representative 

Jones, Crofton, Dana Jones Co 
Los Angeles 
Janssen, Jack J ; 
ply Co., New 


Horst-Hinton Co., Mave 

Wilber, Frank E., Frank E. Wil- 
ber Co., San Francisco 

Woodward, Lewis K., Dana Jones 
Co., Los Angeles. 

Wurzmann, Fritz T., 
Typewriter Exchange, 
rey, Calif, 

oung, W. E., Stanford Uni 
versity, San Francisco. 


Sherman 


Wurzmann 
Monte- 
Manifold Sup j 
York, N. Y 
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BETTER CHAIR CUSHIONS 





Latex foam rubber unit, 112” 


a | SEER OE Serie ee een LIST $6.50 
I ae ce asechen! SO 
In brown or green corduroy. Fibre plaid back. 
In brown or green sail cloth. Fibre plaid back. 
In brown or maroon leatherette. Fibre plaid back. 


50% Shredded Latex Foam Rubber, 50% White Cotton. I!/2" 
a fe | 2) SR ee ee ee di amp iotad LIST $4.30 
No. 57 STENO...... ees 3.70 

In brown or green sail cloth. Fibre plaid back. 

In brown or maroon leatherette. Fibre plaid back. 





Built like fine upholstered furniture. 
Our spring unit, white cotton filler. 


No. 16 SIZE 19 247 #2 3s ........ : ....LIST $5.80 
No. 17 SIZE 18 x 6x 2". Seas Wer 5.40 
In brown or maroon leatherette. Fibre plaid back. 
All cushions leatherette welted all around and vented. 


IN STOCK 
LIBERAL DEALER DISCOUNTS AND TERMS 


May we have the pleasure of a trial order . 


CUSHIONS 
BY 









92 MONTGOMERY ST. 
JERSEY CITY 2, N. J. 
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BOOKLET ISSUED ON PAYROLL RECORD KEEPING 

The Ross-Martin Company, a division of Mid-West 
Printing Company, 423 E. Fourth St., Tulsa 1, Okla. 
has issued an informative book, “The How and Why 
of Payroll Records,” an original research project by 
the Frank M. Knox Company, Inc. Price of the 136- 
page book, with employment and pay roll forms de- 
tailed throughout, is $2.00. 

The book analyzes record-keeping problems from 
two standpoints: first, the Governmental requirements 
such as Wage-Hour and Social Security laws, and 
second, the practices followed by business organiza- 
tions. 

Each of the four basic payroll and personnel laws 
are discussed and tables have been prepared showing 
the exact requirements of each in the records. The 
tables not only show what data must be kept, but also 
show who must make the record, to whom it should 
go, how often it must be submitted and how long it 
must be kept. 

To supplement this statutory information the Knex 
Company, in conjunction with the American Manage- 
ment Association, has made a detailed study of the 
personnel, timekeeping and payroll records of 65 typi- 
cal business concerns. Results of this study are pre- 
sented along with Government forms to aid in the 
keeping of payroll records. 

SoS ee 
WATERMAN LAUNCHES INTENSIVE ADVERTISING 

The most intensive spring advertising and promo- 
tion campaign ever undertaken by the L. E. Waterman 
Company started in February, it was announced by 
Frank D. Waterman, Jr., president. 

A national advertising campaign in leading maga- 
zines and newspapers was launched on February 15, 
with full page ads in four colors in the Saturday Eve- 
ning Post, Colliers, Look, This Week, Esquire, Ameri- 
can Weekly, and the Sunday rotogravure sections of 
the New York News, Chicago Tribune and Philadelphia 
Inquirer. 

Competitive in tone, the advertising stresses the fine 
writing qualities of Waterman’s pens, playing up the 
theme “YOU buy a pen to write with, and no other pen 
writes like a Waterman’s.” Merchandise is attractively 
displayed in the ads. 

In addition to the national advertising in magazines 
and newspapers, a coast-to-coast radio campaign and 
a well-rounded promotion in trade publications are 
included. “Gang Busters,” regular Saturday night fea- 
ture on the ABC network, will continue to spark 
Waterman’s radio campaign. 

Promotion on the campaign includes a folded broad- 
side in two colors, being mailed to 25,000 active and 
prospective dealers merchandising the advertising 
campaign. 

ens) 2 eee 
BOOK SHOP THIEF GETS 17 BIBLES 

The Caruso Book Shop, 10 W. 13th St., Kansas City, 
Mo., was robbed by a thief recently who undoubtedly 
had a red face when he looked into the contents of 
the box he took. A box was taken from the sidewalk 
in front of the book store, and the box contained 
seventeen Oxford Bibles! 

Peter Caruso, owner, said that the Bibles weighed 
about forty pounds and were valued at $75. In the 
course of shifting stock, he had set the box on the 
sidewalk about 5 o’clock in the afternoon. It was gone 
at 6:30 o’clock, he said —GMH. 

= >-o—____ 
PAT ASH, INC., OPENED AT LINCOLN 

Pat Ash has announced the opening of Pat Ash, Inc., 
at Lincoln, Nebr., a complete reproducing and draft- 
ing supply house. Mr. Ash has been engaged in this 
type of work for the last 12 years. The new firm will 
handle drafting and engineering supplies, architect 
and artist’s materials, and operate a department for 
the reproduction of blueprints, black and white prints, 
photo copies and cloth reproduction.—PJP. 
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I. COPY CHIEF DUPLICATOR A precision 


machine — fully rotary — com 


pletely syn- 
chronized—automatic inking, 
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6. INS TANT DRYING CORRECTION FLUID 
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8. INSTANT ACTING TYPE AND PLATEN 
CLEANER 


V V I S eee 


Write TODAY for details. 


RED FEATHER PRODUCTS, LID. carsronnia 
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QUICK ACCESSIBILITY 
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Heretofore acclaimed by dealers and consumers alike, HANG-A-FILE 
now offers something extra to meet the most exacting filing require- 
ments—a METAL COVER. Remember too—HANG-A-FILE is always 
sold as a complete filing unit with 25 Hang-A-File folders and inserts. 
These folders are supported by full length chrome finish metal hangers 
which rest on two guide rails. 


NO. 31 HANG-A-FILE WITH COVER 
@ All metal file, finished in olive green enamel. Caster 
equipped. Width 13!/4", depth 18", height 27" 


@ Furnished complete with 25 Hang-A-File folders A-Z 
Inserts. Folders 1 to 31 or Biank Inserts optional. 


@ Hang-A-File COVERS are engineered for easy at- 


h : 
7 hie weight 38 Ibs. Packed 2 to carton. Shipped I M M E D [ AT E 


K.D., easily assembled. ~ 


NO. 30 HANG-A-FILE Without Cover also Avail- 4 DELIVERY 


able FOR IMMEDIATE DELIVERY 














— Louis H. Farber 


31 EAST CONGRESS STREET 








OFFICE FURNITURE « SCHOOL EQUIPMENT 
CHICAGO 5, ILLINOIS 
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WATERMAN SIGNS WITH CIO LOCAL 


A new agreement between the L. E. Waterman Com- 
pany and the Waterman’s Pen, Pencil and Ink Unit, 
local No. 134, United Rubber, Cork, Linoleum and 
Plastic Workers of America, CIO, has just been signed, 
it was announced by Frank D. Waterman Jr., presi- 
dent. 

The agreement provides for two week’s vacation, ill- 
ness allowances, group insurance, six paid holidays 
and other employee benefits. In addition, the com- 
pany has been paying a voluntary bonus at the Christ- 
mas season, it was pointed out. 

“We have enjoyed an exceptionally good employees 
relationship in recent years,” Mr. Watermann stated. 
“Both union and management are continuing to re- 
spect each others problems and viewpoints. We are 
particularly grateful to the employees for the con- 
scientious workmanship so necessary to meet our 
exacting quality specifications.” 

The agreement was signed at an informal ceremony 
in the plant offices at 344 Hudson Street, New York 
City. Attending were Col. A. W. J. Pohl, vice-president; 
W. A. Hauck, Jr., personnel manager; E. R. Wagenhals, 
production manager; J. F. Langenbach, president of 
local No. 134; J. Van Zoom, local vice-president, and 
J. Baldante, International Representative. 

“7 —_>-—____— 

USE COMBINATION BLOTTER BUSINESS CARD 

The Wooster Office Equipment Company, Wooster, 
Ohio, uses a business card that is printed on blotter 
stock to make a most effective combination of adver- 
tising blotter and business card: The card measures 
some two inches by three and is printed on blotter 
stock that is coated on one side. It is on this coated 
side that the usual business card is printed, consisting 
of the name and address of the firm with the name of 
Edward E. Myers, manager of the firm, in the lower 
left hand and the telephone number in lower right 
hand corner. 

Being small, it fits into a memo book or check book 
and so is a business card that will be retained. Mr. 
Myers reports that it has proven to be an excellent 
advertising blotter and also a business getting busi- 
ness card, both at a single cost.—RRV. 

—?— © - 

INCREASE R. C. ALLEN REPAIR PARTS PRICES 

R. C. Allen Business Machines, Inc., Grand Rapids, 
Mich., announced effective March 1 that repair part 
prices on all R. C. Allen machines were increased 
25 per cent on list prices instead of the 12 per cent 
which has been effective since June, 1946. 

Prices are to be computed to the nearest unit of 
$.05 except those prices which are less than $.05. Be- 
cause of the cost in handling parts, the minimum 
acceptable order is $2.00. 

A new simplified parts price catalog is to be released 
in the near future. 





a 

JULIUS SCHILLINGER WITH ROYAL 40 YEARS 

Julius S. Schillinger, general service manager, Royal 
Typewriter Company, recently celebrated his fortieth 
anniversary with Royal. 

A member of the organization since 1906, he rapidly 
proved his outstanding abilities and was placed in 
charge of the general service department in 1916. In 
1931, he was awarded a commemorative gold watch for 
25 years of loyal service. 

Through the years, Mr. Schillinger has been one of 


Royal’s finest and most respected executives. 
———-_ 0 = 


C. A. NICKLE JOINS CONSOLIDATED STAFF 


Last month, Chester A. Nickle became a member of 
the sales staff of the Consolidated Office Supply Com- 
pany of Chicago. Mr. Nickle has a 17 year record of 
activity in the field, having been formerly with the 
Globe Furniture & Stationery Company, Marshall- 
Jackson Company and Horder’s, Inc. 
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@ Display the 
attention-getting 
KIL-KLATTER 
box in windows, on 

counters... take 

advantage of the 

KIL-KLATTER 
advertising that is 
boosting sales 
from coast to coast. 
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% Chicago $4 1 


, (Dealers: attach this coupon to your letterhead} 

i AMERICAN HAIR & FELT COMPANY 

1 Dept. 7B-3, Merchandise Mart, Chicago 54, Ill. 

- ( ) Send 3 doz. KIL-KLATTER Typewriter Pads individually boxed 
j with free card and enclosures. Our check for $18.00 is enclosed. 
i (In U.S.A. only) er 

1 ( ) Send FREE sample KIL-KLATTER Pad and full information about 
i quantity prices and discounts. 
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4200 Series 


IT’S SMART—and profitable—to sell 
MIDCO the Perfectlite desk lamp 


MIDCO’S beautiful, graceful lines and attractive fin- 
ishes—in one and two tone effects—appeal to those 
of discriminating taste and make a smart addition to 
any modern business office. 


MIDCO the Perfectlite is strictly a quality product. 
with proven superiority in lighting efficiency and 
will give years of uninterrupted satisfactory operating 
service. 
Thousands have found that MIDCO the Perfectlite’s 
exclusive principle of light control—Dual Reflectors 
is the most efficient method yet devised for obtain- 
ing the maximum output of soft quality rays of the 
fluorescent tube. The full utilization of all the light 
insures a comfortable seeing condition for every 
office task. 


IT’S SMART to sell products that build customer 
Good Will and create new business. 





Important Notice: During the current shortage 
of fluorescent tubes, we will undertake, when 
requested, to supply a tube with each lamp 
shipped. Present stocks are not sufficient for 
excess requirements. 











MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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REPORT UPON HANDWRITING SURVEY 


The current revival of public interest in the subject 
of handwriting is the outgrowth of a public relations 
and research project recently completed by the Paper 
Stationery and Tablet Manufacturers Association, Inc., 
of 527 Fifth Ave., New York City. 

The Association authorized the Verne Burnett Or- 
ganization, a firm of public opinion consultants, to 
conduct a nation-wide survey of handwriting and its 
relation to public education. The findings have been 
condensed into a compact summary report, which has 
been mailed to 500 newspapers and more than 7,000 
school superintendents throughout the country. 

With the Association’s staff assisting, a three-page 
questionnaire was sent to some 600 public school sys- 
tems in every state. 

The replies provided clear-cut answers to such ques- 
tions as: 

Is poor handwriting a deterrent to educational im- 
provement? (60 percent of those responding said it is.) 

Does good penmanship instruction tend to result in 
better grades? (68.3 percent said “yes.’’) 

Is good penmanship helpful to adults? (81 percent 
said “yes.’’) 

In the past generation, has the quality of handwrit- 
ing of the average student declined? (72.9 percent 
thought it had either declined or failed to improve.) 

Eighty-nine percent of the respondents insisted pen- 
manship should be taught as a separate subject in 
the public schools, and many of them felt it should 
be part of the teaching program through junior high 
school. 

Slightly more than ninety percent declared letter- 
writing instruction is one of the best ways of teaching 
handwriting—a fact that will be interesting to the 
stationers and writing paper manufacturers of the 
country. 

The survey disclosed that many educators are con- 
cerned with trying to make handwriting more attrac- 
tive to beginners. Invariably, children like good sup- 
plies—a good quality of paper, pencils, and ink. 

sa igiileliaas Sf 
RAPID ROLLER COMPANY RESEARCH PAYS 


An exciting story of the conquest of research over 
wartime shortages was related recently at a meeting of 
the Rapid Roller Company’s national sales organiza- 
tion at the Stevens Hotel in Chicago. 

At this meeting the company described the amazing 
achievements of its research chemists and engineers in 
finding substitute materials to take the place of those 
unavailable. Many of these new test tube wonders 
have proved actually superior to original materials. 

Because of this aggressive research effort, D. M. 
Rapport, president of Rapid Roller, was able to report 
an excellent sales showing despite the shortages which 
affected the industry as a whole during the wartime 
period. 

“Prospects for 1947 are the greatest ever for the 
graphic arts industry,’ said Mr. Rapport. “Shortages 
of materials are diminishing and our customers report 
sales of printing and lithography are holding up very 
well. 

“In view of this circumstance, the Rapid Roller Com- 
pany can look forward to rapidly expanding sales 
operations during the coming months. Innovations 
perfected in our laboratories during the past few years 
can now be made available for the first time to our 
customers. These broad improvements, plus the sound 
economic condition of the industry as a whole, spell 


‘all clear ahead.’ ”’ 
i 2 ee nae eae 


OPENS NEW FIRM AT PINE BLUFF, ARK. 

R. A. Bennett, who has been agent and service man- 
ager for the Burroughs Adding Machine Company at 
Pine Bluff, Ark., for the last 23 years, has opened his 
own office machine sales and repair business in that 
city. —PJP. 
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Quick-drying, free-flowing 
SKRIP, successor to ink, comes 
in 12 brilliant colors... 8 
washable, 4 permanent... 
one to match any shade sta- 


tionery you carry. 
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ae 8 dozen 4 oz. Skrip (Assorted) $ 26.00 
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12 dozen 2 oz. Skrip (Assorted) 24.00 


M. 1 dozen colored Fineline Skrip 
ort Sets (6 brown—6 green) 30.00 
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ime 1 $29.95 G-E radio 29.95 


the 1 2425 Skrip Counter Display 


oe $109.95 


bia: Available—At Amazing Low Dealer Cost 


ym- Entire offer will be shipped direct to dealer. Freight will 
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ars Underwriter approved radios will be supplied in states where 


oa required. PLEASE SPECIFY. Unless otherwise specified regu- 


pell lar radios will be supplied. 


W. A. Sheaffer Pen Co., Fort Madison, lowa 
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be allowed against invoice upon receipt of paid freight bill. 
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CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 





handling. 
" . " Ve 
The famous patented "Carbon Gripper a ry: 
in every box of Codo Super-Treated, ~S 
= 


Super Kote and Keen Rite. 


Edy MFG. CORP. 


270 Lafayette St., 
New York 


529 South Franklin St., 


Chicago 
Factory: Coraopolis, Pa. 
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SEPARATE DEPARTMENT DOUBLES CARBON 
PAPER AND INKED RIBBON BUSINESS 


(Continued from page 23) 


voted exclusively to typewriter ribbons and carbon 
papers. In that year, business has been considerably 
more than doubled. The inventory, that is the in- 
vestment in these lines, has been doubled and the 
amount of space devoted to these items has been in- 
creased by about 10 per cent. The rate of turnover, 
which was six complete turnovers a year before this 
change was made, has been run up to 12 or better 
turnovers a year. More than all of this, business is 
still on the increase from month to month with the 
turnover rate speeding up in the bargain gain. Profits 
have naturally shot upward along with a favorable 
trend in sales and turnovers. Even more to the point 
is the fact that customers are better satisfied than 
before with their purchases. Taken all in all, it is a 
story of what can be done with little items like car- 
bon paper and typewriter ribbons when intelligent 
sales effort is put behind them. 

One of the first things that Mr. Harris did was to 
start a weekly inventory. Every week a complete ac- 
counting is taken of every last article in this line. It 
is a physical inventory taken from the actual stock 
with guess work and estimates thrown out of the 
window. The initial weekly inventory that was taken 
gave Mr. Harris a complete picture of the stock situa- 
tion. He found that the stock was long on some items 
and short on others. Still other items that should 
have been in stock were missing. With this initial 
inventory as a guide, buying was steered along a course 
that gave the newly-created department a complete 
and perfectly balanced stock with not too much of 
anything but with sufficient of everything. In ordering 
to better stock this department, new grades of ribbons 
and carbon paper were added, better qualities than 
had been selling before. More than that, such new 
items as register rolls, hectographs and a few other 
kindred items were added. Since taking that initial 
weekly inventory and restocking the department, 
stocks have been kept in line by the regular weekly 
inventory which, when compared with sales, offers an 
unfailing buying guide. 


Two Men Do Complete Job 


Another man was added to the department to assist 
Mr. Harris. These two have been in complete charge 
of this department for the past year. With the de- 
partment properly stocked these two men began to 
work on customers and potential customers in Metro- 
politan Cleveland and in the surrounding three coun- 
ties which is the sales area covered by Burrow’s. Cus- 
tomers were called upon, and potential buyers were 
visited with the sole purpose of finding out what they 
used carbon paper for and how well satisfied they 
were with what they had been buying. With Mr. 
Harris’ knowledge of these items it was an easy mat- 
ter for him to show office managers that a different 
carbon paper, often a better grade of carbon paper, 
would in the end be cheaper and at the same time 
turn out better work. Before this change over in the 
lines, one of the best selling carbon papers was that 
priced at $2.65 a box. Today, that grade is still selling 
but it has been far out-distanced by papers selling at 
$3.50 and $4.50 a box. There aren’t any more sheets in 
these higher priced boxes of carbon paper. It is better 
paper and in the long run gives better satisfaction. 
Being able to shift buyers to these better grades, which 
was done not only with carbon paper but with ribbons 
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A new steel desk organizer, styled by Fatara, gracefully contoured to 
provide complete accessibility of papers, etc., from top or both sides; 
five full 2“ compartments; finished in Pataca greylustre or standard 
olive green. 

Tidy Desk-Master may be expanded by securing additional 
leaves, bases and longer rods. 


Immediately available — when ordering designate “Tidy Desk’ 
Master.” 


port Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. 








Desk Drawer Tray No. M 2300 


DESK DRAWER TRAY 


VWoldmaster has designed this new Desk Drawer Tray No. M 2300 
to help keep your inside drawer in orderliness. Nine full size compart- 
ments provide for the safe and efficient keeping of stamps, pens, 
pencils, rubbers, cash, currency and other items. 

AY Fete (came) Mma EK SCM leleuehuce Mm oeCaie)iemrrlecet:l PiecteleMillmeliiercemte 
glossy black. Also supplied with lock compartment (see M 2300L 
illustrated below.) 


Plastic Desk Tra 2, oR ER: 


| _item | __———Description | Width_| Height | Depth | Compartments 
|_M_2300__| 
M 23001 Plastic Desk Tray with Lock | 19° | 14" | 74" | 


rent Steel Sates Corporation 300 EAST 145th STREET, NEW YORK 51,N. Y. 








‘Paymaster Tray 


No. M 23 


CURRENCY TRAY 


Woldmaster has designed this new currency — cash Paymaster Tray 
No. M 23. Full size compartments are provided for the efficient hand- 
ling of all currency. Made of plastic (improved phenolic material) in - 
glossy black. Standard interior equipment for Steelmaster 21 Pay- 
master. (not ill.) Also comes furnished with hold-down clips. (not 


Vikttiemstasep 


ftom | __Desroton | Widts | Haight | Death | Compartments 


rout Steel Sales Corproratiou 300 EAST 145th STREET, NEW YORK 51, N. Y. 








VWoldmaster has designed a 
No. 1832 EXPANDED "ES new expanding Desk Drawer 


Tray made of steel with plastic 


ass S insert. (Made of phenolic ma- 
Z > terial.) Provided with safe keep- 


ing locking compartment to 


house personal and valuable 
No. 1831 EXPANDED 


items. 


[Wem [Description |__—_— Width 


Desk Drawer Tray (! Tra pen 31'' Closed 18" Cl we) wee eS 
Desk Drawer Tra 2 Trays pen 31"' Closed 18" QQ Vk 2 


Steel Sales Corfroration 300 AST 145th STREET, NEW YORK 51, N. Y. 
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Retails at 





TRADEMARK REGISTERED U.S PAT. OFF 


Made ool bu 


DIXON RLIE -RLTE 


@ The super-thin stainless steel tubular tip holds and protects 
Threadline” lead like a vise—makes Viewpoint the sharpest pencil 
ever made! The perfect pencil where clean, clear writing is a 
must—figures, shorthand, drafting! Truly the pencil of the experts. 





| Rite-Rite Trade Mark Reg. U. S. Pat. Off 
|* Pencil covered by many patents including 







No. 2,170,734—covering special tip 











_ Subsidiary of JOSEPH DIXON Crucible Company .. 
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The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7 x10 to 114%x14'%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 
enclosed 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 
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and other items in this department, has been one of 
the means of boosting gross sales and net profits. The 
customers, once having tried the better grades, have 
seen the wisdom of what Mr. Harris told them. 


These two men regularly call on users of carbon 
paper and ribbons in the three-county area. Some 
buyers are called upon twice a week while others are 
visited twice a month. It all depends on the size of 
the customer and the volume of those items he uses. 
But big or small, all buyers and potential buyers are 
called upon by either Mr. Harris or the other man with 
regularity. 


Not long ago Burrow’s devoted an entire window 
display to carbon papers and typewriter ribbons with 
the result that a decided boost to sales was noted in 
the over the counter business at the main store in 
Euclid Ave., right in the heart of downtown business 
Cleveland. 


Better than double the business, however, is not the 
only achievement of this departmentizing. The other 
departments of Burrow’s has noted a quickening in 
sales. Two men cannot continue to call upon offices 
and industries in a three-county area and talking 
carbon papers and typewriter ribbons without the 
buyers in these offices becoming more and more con- 
scious of Burrow’s, the office supply dealers. And while 
these two men haven’t talked other lines, haven’t sold 
other lines, haven’t shown any interest in other lines, 
they have, without any effort boosted the other offer- 
ings. 





MAYFAIR’S NEW LOCATION—This building at 315 N. 

Desplaines St., Chicago, was recently taken over by 

the Mayfair Co., providing additional room needed. 
(Story appeared on page 156 of January issue.) 


oe —>e—___— 


J. S. TURNER BUYS INTEREST IN TEXAS FIRM 


A half interest in the J. A. Collins Typewriter Com- 
pany, Brownwood, Tex., was recently purchased by 
J. S. (Fritz) Turner, formerly with the Walker-Smith 
Company for 17 years. Recently, he was purchasing 
agent for equipment and supplies and has had ex- 
perience in handling the type of office equipment sold 
by the Collins Company. 


Sale of the half interest to Mr. Turner marks the 
first change in ownership of the Collins Typewriter 
Company since it was established in 1924. The com- 
pany has been in its present location, 318 Brown St., 
for seven years. The owners say there will be no 
changes in the firm’s policies and the name will remain 
the same. 
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“The Insignia 


>= GUNLOCKE QUALITY 


Gunlocke Chair. It is the insignia of Gunlocke QUALITY— 


a badge of integrity, inspiring confidence. It means: 





ee: 
PX Attractive Design — that will improve the success atmos- 
phere of any office. 


Working Comfort — that increases productive returns from 
the entire office. 


Everlasting Construction — that reduces long term chair 
costs. 


Progressive dealers are building profitable, repeat business 
by standardizing on Gunlocke Quality. 
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Theres Extra Sales and Profits 
in that Fourth “R” 


%& %*& ¥& School equipment, manufactured by Rowles, 
and the choice of thousands of school buyers for half 


a century, is now distributed only through established 
dealers. Get your share of the nation's vast school 
expansion business by featuring these famous products. 
Increased enrollments plus long-delayed expansion pro- 
grams and the public's willingness to provide money for 
the tools of education have created the market and the 
sales opportunity you have long been waiting for. 


*%& *& & As the on-the-spot supplier of Rowles school 
equipment, a large slice of this big market can be yours. 
Enjoy the advantages of Rowles product leadership with 
satisfied customers and easily made, profitable sales. 





BULLETIN BOARDS 


If you are not familiar with the Rowles line, write today 
for new Catalogs Series No. 256 and latest confidential 
Price List. 


Manufacturers of School Equipment 
Since 1896 


©. A ROLES SO: 


PRLIB STS 








IN OTHER LANDS 


(Continued from page 50) 


equally fortunate and escaped the problem of un- 
heated rooms. 

The cuts cover a major part of England and Wales, 
to last as long as the emergency persists, and will be 
continued in modified form thereafter for perhaps 
12 months. The full effect on the commercial life of 
Britain cannot yet be assessed but undoubtedly the 
position is serious in the extreme. Five million work- 
ers are already unemployed and commercial and in- 
dustrial production at a standstill over large areas 
of the country.—SATNA. 


a 
BRITISH WAIT NINE MONTHS FOR TYPEWRITERS 


Shortage of typewriters on the British home market 
is now more acute than ever, thanks largely to the 
almost complete elimination of American machines, 
the immense demand for new machines and the gov- 
ernment’s action in grabbing a substantial share of 
the British output for export and official purposes. 
In theory, the market should be enjoying a substantial | 
fiow of rebuilts, from government offices and war de- 
partments now in process of liquidation, but in prac- 
tice this is not so. The average user is concerned to 
hold tight to his older machines and this has dried 
up the second hand market, while that same man is 
also shouting for new machines. 

Even where older machines are available, the output 
of components is so limited as to make the position 
extremely difficult. 

The main British factories are turning out a con- 
siderable volume of excelient machines and will almost 
double production in mid-March. But, in the mean- 
time, business men are lining up for machines and are 
being advised by agents for the British makes to reg- _ 
ister their orders, which they are doing. A check on 
deliveries today shows that average delay for British- 
made machines, new, is some nine months. 

Whether this can be reduced by increased outputs 
remains to be seen. 

It is rather thought that the demand is such, both 
at home and abroad, that additional production will 
be immediately absorbed by additional demand and 
that government instructions will take a hefty share 
of the added output for export markets. Normal de- 
liveries of typewriters and office- equipment from 
abroad is still seriously limited and in some instances 
quite eliminated to conserve spending power and to 
encourage home industry production. Buyers who 
flock to formerly well-known agents, who handle such 
American machines, are finding it impossible to obtain 
one and are being referred to the agents for the Brit- 
ish makes. They in turn, are swamped with business 
and see no ready solution to the present problem.— 
SATNA. 

—— > 


TULLY-WIHR COMPANY TO NEW LOCATION 

The Tully-Wihr Company, San Francisco, Calif., 
ravaged by fire on January 5, as told in the February 
issue of OFFICE APPLIANCES, has announced the open- 
ing on February 10 at a larger and better location. The 
new address is 22 California St., San Francisco 11, 
Calif. The telephone numbers remain the same, Doug- 
las 1935 and 1936. 

The store and display are not yet completed to the 
firm’s satisfaction but continued progress is expected 
in the rehabilitation of the business following the fire. 

ile sete 22 ed 
W. E. JAPHET NAMED DELEGATE TO CONFERENCE 


W. E. Japhet, president of the Southern Blue Print 
and Supply Company at Houston, Tex., was named a 
Texas delegate to the eighth national session of the 
conference of American Small Business Organizations 
whose sessions were held in Washington, D. C. from 
February 18 to 20.—PJP. 
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Backing up your own sales program are all 
the powerful facilities of the OLD TOWN 
organization. When you sign an OLD 


TOWN FRANCHISE you're hiring a crack 
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The Power behind your 


(1d Town Exclusive Franchise 


promotion department that swings into 
action behind the most complete line of 
ribbons, carbons and duplicating supplies 


in the trade. 



















| Find out today if your territory is open for an OLD TOWN FRANCHISE 


An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your area 
All order go through YOU. 

PRODUCTS: A more complete line, simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer helps. Local selling aids. Con- 
sistent magazine advertising. 

PROFITS: Priced right to give you liberal margin of profit. Quicker 
turnover of compact stock. 


















RIBBON & CARBON co., INC. 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
SALES AND SERVICE EVERYWHERE 


We do not own or operate ony branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality 















9 with its rich array of U. S. 

3 " bonds and other valuable prizes. 

lf not, hurry/ hurry/ and get your share. 
Closing date is April Ist. 















Full line of gift sets that 
sell every day. j 





} Fount-O-Ink Writing Sets have that 

scientific action that insures instant 
starting, capillary filling, clean pens, 
clean ink, and no messy well-filling 
ever. They make satisfied customers 
and build business for you. 


K Wrting Sete 




















FULL COLOR CATALOG FREE TO DEALERS. 


GREGORY FOUNT-O-INK COMPANY 


Los Angeles 41, California 
Copr. Gregory Fount-0-Ink Co., 1947 
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THE SAD SALESMAN IS YOUR ENEMY 
(Continued from page 36) 


prospects as the truck drivers who specialize in singing 
the blues. 
Optimism Doesn’t Cost Money 

It doesn’t cost anything to be in an optimistic state 
of mind, and if this encourages happiness on the part 
of our salesmen, the grocers, and their customers, we’d 
be downright stupid to carry the blues around with 
us. We’re selling a lot more merchandise than we ever 
did before and getting more money for it. So is the 
grocer. None of us have anything to gain by belly- 
aching about the things we can’t get. We can live 
comfortably without them—so can the grocer—and so 
can his customers. 

Study of our own sales effort assured us that it was 
strictly positive. Not one word of discouragement or 
any complaint about unavailable merchandise came 
from anybody in our organization. 

But we still had the problem facing us of all our 
wasted time doing extra mental hygiene on the grocers 
who has been misled by other salesmen who got there 
first—and oftener. 

It wasn’t hard to get the names and addresses of 
the various distributors who called on the grocers. 
There were more of them than one might think. To 
those lines already mentioned there were soft drinks, 
milk, biscuits, and in some cases gasoline and kero- 
sene and others. The telephone classified section 
usually lists them for quick and easy reference. 

We went to the sales managers with our story. 
We explained how some of the competitive salesmen 
had soured the grocery trade and that we needed their 
help in improving the grocer’s general frame of mind. 
We asked them, and in some cases the route men 
themselves, to please help us make grocers happier. 
We covered our viewpoint clearly. We described the 
kind of sales approach we thought they ought to use. 
In some cases, we suggested new sales angles in de- 
scribing lack of merchandise. Our recommendation 
was that every route man tell his customers that he 
hoped things would soon be better, that he fully be- 
lieved the country was headed for continued prosper- 
ity, and that he saw no good reason for continued 
price increases. We knew some of the salesmen and 
route men would be liars when they expressed such 
viewpoints as their own, but that moral angle didn’t 
occur to us and it still seems unimportant. 

Things Are Better Now 

The general response of the people we reached was 
good. We avoided personal criticism and always tried 
to keep the blame indefinite even when we knew the 
exact places where most of it belongd. To make our 
educational efforts impartial, we tried to call on all 
of them. 

Things are better now. The grocers get down to 
business more quickly. Their customers are encour- 
aged to buy and don’t hear as many hard luck stories. 
The grocers invest more money in things they need 
and everybody is happier. 

Of course, things still aren’t perfect. Some of the 
food distributors co-operate more enthusiastically than 
to hers, and a few of them may still harbor a lurking 
notion that the way to sell merchandise is to go to 
your prospects with a hard luck story and predictions 
of bad things to come. If a few salesmen insist on 
selling like an itinerant lead pencil vendor we can’t 
forcibly prevent it, but by doing an educational job 
we can reduce this influence to a minimum. When 
and if things really get tough the poor pessimist will 
probably starve anyhow. 

Unfortunately, it isn’t so easy to deal with poli- 
ticians, civic characters, and various pressure groups 


| and molders of public opinion. Some of these people 
| seem to live principally for the pleasure of scaring 


people into agreeing with them. They make unfounded 
statements on all sorts of subjects about which they 
know practically nothing. If a man has ever been 
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The Style Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment, 


Customers Seowitece... 


Customer service promotes repeat business. Your 
recommendation of “Y and E”’ modernly designed steel office 


equipment in Neutra-Tone Gray will produce gratifying 





results in customer satisfaction and service. 


YAWMAN AND ERBE MFG. CO., 1045 Jay Street, Rochester 3, N. Y. 


The Franchise That Means Quality Merchandise 
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RECORD STORAGE BOXES 
23 Standard Sizes 
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STORAGE BINDERS 


20 Standard Stock Sizes SS 
Also any size made fo order 
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f STRING BINDERS 


Made to order any size 





BANKERS BOX COMPANY 
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elected to anything, or run for anything, or has piled 
up a little money either legally or otherwise, the news- 
papers like to quote him on various matters. Particu- 
larly do they like this if the man in question has 
prejudices similar to their own. 


Enough to Confuse Anybody 


The poor grocer goes home at night after a hard 
day’s work and reads that Senator Cleghorn asserts 
that most of our population will soon be a different 
race, color, or belief. This makes him somewhat un- 
happy. He reads that the Democrats are communists 
and that their election will make us a dependency 
of Russia. He reads that the Republicans will assure 
a prompt depression if they are elected to office. 
Speculative and entirely unwarranted statements and 
predictions are all too often given serious attention. 

A man generally has enough troubles of his own. 
When the salesman joins the “authorities” and proph- 
ets and tries to induce us to carry the whole burden 
of the universe in the storage space we could devote 
to our own problems, he hurts his customer, the next 
salesman, and in addition makes both himself and the 
rest of the world miserable. A man can throw away 
his newspaper or turn off his radio when he tires of 
the prophets of doom, but he usually is too decent to 
throw out salesmen even when they are stupid. 

To help clean up this problem we mean to be con- 
tinuously on the alert for the men who carry troubles 
and distribute them everyplace they go. If they can’t 
be cured we are going to their bosses with specific 
evidence and ask for their censure—and maybe dis- 
missal. What else would you suggest? 

eee eee 
OFFICE APPLIANCES RECEIVES MORE CALENDARS 

Additional calendars received by OFFICE APPLIANCES 
in addition to those previously acknowledged include 
those from: 

Parker File Company, Ltd., 92 Station Rd., Swindon, 
Wilts., Great Britain. 

Siboney Trading—J. L. Molina, Carrillo Y Cia, Soc., 
Ltd., Havana, Cuba. 
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261 YEAR 


CORONE? 





ON DISPLAY IN CHICAGO—"Action at your fingertips.” say 
L. I. Kriloff, Chicago distributor, and Pat Whitesides, sales 
manager of the Gunn Furniture Co., Grand Rapids, Mich., 
manufacturers of the new “Coronet” executives’ desk dis- 
played by KrilOffice, Inc., at the recent Office Management 
Assn. office equipment display in the Stevens Hotel, Chicago. 
Henry W. Zinner (seated), assistant vice-president of the 
Chicago Terminal National Bank, uses telephone and elec- 
tronic dictation equipment simultaneously while Mr. Kriloff 
stands by with the electric razor and Mr. Whitesides offers 
the pen for signing correspondence. 
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How to make a good Impression 


When you use a “Speed-Mo” SPONGE RUBBER Stamp Pad, 
you always make a good impression. The thickness of the 
specially treated sponge rubber provides a large natural reservoir 
which insures full, uniform inking and a clean, sharp impres- 
sion with the lightest touch. There is no blurring from dust or 
lint—in fact, the stamp is cleaned while inking. When you 
sell a “Speed-Mo"” SPONGE RUBBER Stamp Pad, you sell 
satisfaction. Write today for Catalog No. 1043 showing the 
complete line of ‘“Speed-Mo” Stamp Pads for office, home and 


factory use. 








No. 10 SPEED-MO Rubber Base Banker's Pad 


Rvet- O MANUFACTURING COMPANY 


701 MAIN STREET, ORANGE, MASSACHUSETTS 
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MARKWELL 
AUTHORIZED 
DEALERSHIPS 
AVAILABLE 





Please write us for particulars on our plan for 
select distribution of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG. CO. 


Dealer Division 


200 HUDSON ST., NEW YORK 13, N. Y. 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 60) 


offices for the display of executive furniture, which 
will be one of the outstanding displays of this kind 
in the country. Business Furniture Corporation is 
unique in its operations and is one of the few com- 
panies maintaining an outstanding position in this 
country by specializing exclusively in office furniture. 
The other officers are O. E. Standfield, vice-presi- 
dent; Mary E. Ober, treasurer; Arthur B. Chevalier, 
secretary; M. L. Ober and C. K. Ober, directors. 
-—-—-0=< > oe 
ROYAL’S SUPPLIES DIVISION HOLDS SALES MEET 
In line with an increased program of sales activity 
for 1947, Roytype Sales Manager James Vreeland of 
the Royal Typewriter Company, recently conducted 
sales conferences in New York, N. Y., and Denver, Colo. 
At these meetings, plans.were developed to greatly 
increase the supplies sales force in every territory in 
the country. Under the new policy of operation, super- 





ROYTYPE SALES MEET—The Roytype group gathers for the 
Denver, Colo., sales conference. Sales Manager Vreeland 
is seated fifth from the left. 


vising managers will be appointed in many of the dis- 
trict branch offices. These managers, in addition to 
supervising the retail and wholesale men in their home 
branch, will also supervise the operations of all Roy- 
type men working in other branches in the district. 
They will also employ and train additional salesmen 
to work in any open territory. 

In closing the meetings, Sales Manager Vreeland 
announced that sales for the year 1946 were the great- 
est in history with a 58 per cent increase over 1945. 
Mr. Vreeland also reported that the Roytype factory 
was working two shifts in both the ribbon and carbon 
paper departments, and that Roytype sales for Jan- 
uary, 1947, hit an all-time high. 


9» — 


NEW YORK OMDA HOLDS FEBRUARY MEETING 


More than 60 members and guests assembled to 
attend the regular monthly meeting of the Office 
Machine Dealers Association of New York Inc., held 
on Tuesday evening, February 11, at the Hotel New 
Yorker. 

President Reuben Jaskow, Batlin & Horowitz, New 
York, N. Y., extended a hearty welcome to the follow- 
ing guests: Joseph F. Heaton and John F. Little, The 
Office Appliance Company, Providence, R. I.; Emerson 
Vanderbeck, Bergen Typewriter Service, Hackensack, 
N. J.; and J. W. Galland, Liberty Typewriter Exchange 
Machine Division of L. C. Smith & Corona Typewriters, 
Inc. 

George Purvin, Superior Typewriter Company, New 
York, N. Y., chairman of the entertainment commit- 
tee, announced that the committees are now working 
on plans for the Association’s annual dinner and social 
get-to-gether party to be held in May. Details as to 
place and date will be given at the next meeting. 

The guest speaker of the evening was Marcus Har- 
witz, general manager of the Regal Typewriter Com- 
pany, who has been in the business for more than 36 
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GIVES ALL THREE 


Torque plate reinforce- 
mentunder each drawer 
shelf. Rigid frame con- 
struction! 


ALSO 2, 3, OR 
5-DRAWER SIZES 


We also manufacture a 
complete line of steel stor- 
age and wardrobe cabinets. 
Extra strong! Sturdy 6- Write today for full infor- 
post frame, rigid cross ALL-STEEL EQUIPMENT FILES mation. 

bracing, full-opening 

drawers 










e@ Ask the man who uses them, who sells them. You, too, will find 
that A-S-E Files look better, perform better, ARE better! They’re 
packed with features that assure lasting customer satisfaction, that 
sell, that mean more profit for you. Write for full details. 


* * * 





A-S-E STEEL PRODUCTS FOR MANY USES 


Drawer fronts are flan- . 

pe 2 er and welded to STEEL OFFICE FURNITURE - RACO ELECTRICAL OUTLET AND SWITCH 
dace Baca aaa BOXES - INDUSTRIAL EQUIPMENT FOR FASTER MATERIALS HANDLING 
strength: 


+ FROZ-N-FOOD LOCKERS - CLOTHING LOCKERS - WARDROBE, 
STORAGE, AND COMBINATION CABINETS 





Lasting, chip-proof fin- 
ish. Hardware of genu- 
ine bronze, beautifully 


designed, 600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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From Large Items to Small — All Numbers of 


Bainbridge Fibrcan 
AVAILABLE FOR DELIVERY 


Write for Prices 


This is the Utility Can in Six Different 
Sizes (Mobile and Immobile) 


C-150—Mobile 
16” x 30” 16” x 36” 
18” x 30” 18” x 36” 
20” x 30” 20” x 36” 


C-110—Immobile 


The same as C-150 except that C-110 
is without the rubber wheels. 


ENAMEL FINISH—BROWN OR GREEN 


The Demand is Nation-wide and 


WE ARE READY TO SHIP! 
BAINBRIDGE, KIMPTON & HAUPT, INC. 


Office Equipment Distributors and Wholesale Stationers 


218 GREENWICH ST. 











No. 


This Is the 
General Purpose 
Receptacle 


Four Sizes and Nos. 











Top Bottom Heget. 

ae? eee gd 
10-s 12” 12” 30” 
10 14” 14” 30” 
11 16” 16” 30” 


new baked 


enamel finish 


THIS IS THE No. 2 





POPULAR 


OFFICE BASKET 


Solid Metal Bottom 








Sizes 1, 2, 3 





Top Bottom Hot. 
10” 8” ch aig 
ee ee 
14” eh 16” 





This Office Basket Has Its 
Advantages Over Metal 


Baskets and 


IT IS AVAILABLE NOW 


MADE OF CASE-HARDENED FIBRE—METAL RIMS, SEAMS AND BOTTOMS—NEW BAKED 





NEW YORK 8, N. Y. 
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years. In a brief talk, Mr. Harwitz cautioned dealers 
against paying too much for typewriters bought from 
various sources, and stocking them at those high 
prices. He advised dealers to watch their inventory, 
pointing out that with the acceleration in new type- 
writer production, trade-ins will become available in 
increasing numbers with the possibility of a decline 
in prices. To illustrate his point, he reviewed condi- 
tions in the industry, following World War I. Taking 
his listeners through the years from 1918 to the fall 
of 1921, he pointed out how conditions following World 
War II have thus far parallelled those of a genera- 
tion ago. If the pattern continues, he declared, we 
will once again have large stocks of used typewriters 
and greatly reduced prices. 

In closing, he advised dealers to buy their type- 
writers from a responsible source of supply at prices 
that will enable them to sell to their customers at a 
reasonable price and realize a fair margin of profit. 
Mr. Harwitz spent a busy fifteen minutes answering 
questions from the floor at the conclusion of his talk. 

Irving R. Ritchie, Addressing Machine & Equipment 
Company, New York, N. Y., announced that the annual 
convention of the NOMDA would be held July 27-28- 
29-30, at the Senatoo Hotel in Sacramento, Calif., and 
urged all who could to attend. 


Lafferty Urges Reservations 


James T. Lafferty, Underwood Corporation, who al- 
ways does an excellent job, will again be on the travel 
committee. He urged all members who are planning 
to attend to make their reservations at once, so as to 
enable the committee to make the necessary arrange- 
ments for travel by plane or train in good time. 

Joseph F. Heaton, The Office Appliance Company, 
Providence, R. I., on the ethics and standards com- 
mittee of NOMDA, told of the progress made by the 
national association towards solving dealer problems. 
He told of improved dealer-manufacturer relations, 
stressing closer co-operation, fair trading and portable 
typewriter business. 

In speaking of portable typewriter business, he re- 
minded dealers that good portable sales can be built 
up by those who will go after them. His advice to 
those dealers desirous of developing a portable type- 
writer business was: (1) to brighten up their store 
and make it attractive; (2) to display their machines 
prominently and attractively, both in store windows 
and inside their stores; (3) to advertise—to tell pros- 
pective customers that they are a source of supply 
and also where they are located. 

The balance of the evening was devoted to discus- 
sions of important problems of interest to members of 
the association and the industry. 

Seance ccna 
ANNOUNCES EASTERN SALES MEETING 


H. R. Russell, vice-president and general sales man- 
ager of Commercial Controls Corporation, and past 
president of the Rochester Sales Executive Club, calls 
attention to the 1947 Eastern Sales Executives Con- 
ference to be held in Rochester, N. Y., Thursday and 
Friday, April 24 and 25. Dealers and sales personnel 
representing Rochester office equipment manufactur- 
ers who will be in this vicinity at the time will have 
the opportunity to attend stimulating sales sessions, 
9 to visit the manufacturers’ plants at the same 
time. 

Headlined “The Million Dollar ‘Ideas’ Sales Con- 
ference,” this important regional meeting promises 
the presentation and discussion of over 100 tested 
Sales ideas to pay off more dollars to the men and 
companies who put them to work, says Mr. Russell. 
Ideas on sales training and supervision and sales bud- 
gets; new merchandising ideas; every practical idea 
from sales planning to closing the individual sale will 
be presented by a panel of the country’s leading sales 
executives. 

Arrangements have already been completed for ac- 
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MAKES QUALITY DESK PADS 
AND HELPS YOU SELL ‘EM! 


AICO pesk pap 


DEMONSTRATOR 
for dressed up efficiency 









For faster turnover and profits, 
display your AICO desks pads 
on a handsome Desk Pad Dem- 
onstrator. The rich design and finish make an attractive 
background for the high quality standard desk pads that 
AICO has consistently produced. 


AICO Desk Pads Available 
Varied sizes and styles 


201—Decorated corners on a stiff base. Smart-economical. 
211—Gold Tooled Florentine leather corners add rich warmth. 
220—High grade wool felt base for flexibility and wear. 
230—Two-toned Florentine leather corners—gold tooled. 
260—Decorated corners on a Linoleum base. 

270—Gold tooled end panels. Linoleum center and felt back. 
280—Florentine leather panels with handsome gold tooling. 
282—Two-toned Florentine leather panels, gold tooled. 





New Catalog 
Complete 
Information 
and Prices 


NEW 
Phone Book 
Covers also 

available. 














AIGNER INDEX COMPANY 
97 Reade St., New York 7, N. Y. 


New Permanent Sales Room: Elmer Krumwiede and Associates 
336 S. Jefferson St., Chicago 6, Il. 


Eastern Distributors: 
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PROTECTIVE HOLDERS 
503 S$. JEFFERSON ST., CHICAGO 7, ILLINOIS 
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commodating over 600 delegates from the New England 
states, New York, Pennsylvania, New Jersey, Delaware, 
and Canada. Due to the large number of reservations 
expected, Mr. Russell suggests that those planning to 
attend send in their reservations as soon as the final 
program is announced in next month’s issue. 
0 
GREAT LAKES TRAVELERS CLUB NOTES 


Four dealers graced the meeting of the Great Lakes 
Travelers Club held in the Sherman Hotel, Chicago, on 
Friday, February 7. Local retailers were represented 
by Whitney Hanson of Chicago Stationers. Out-of- 
towners were Sidney Butterfield, Smith & Butterfield 
Company, Evansville, Ind.; Art Eldred, Eldred Sta- 
tionery Company, Lorain, Ohio, and “Binks” Wein- 
gartner, Egyptian Stationery Company, Belleville, Il. 


* * * 


Aside from announcement of the GLTC birthday 
party scheduled for the following evening, the only 
important activity at the meeting on January 21 was 
the introduction of two dealer guests—Chet Nickle, 
Consolidated Office Supply Company, Chicago; and 
Billy Schmiederer, Buxton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. Following adjourn- 
ment, Jack Kennedy, Trussell Manufacturing Com- 
pany, told some of his inimitable dialect stories. 


a 
DR. SHEPARD B. CLOUGH TALKS ON RECORDS 


The speaker at the January meeting of the Filing 
Association of New York, held at the Hotel New Yorker 
the evening of January 13, was Dr. Shepard B. Clough, 
President of the New York Committee on Business 
Records, associate professor of History at Columbia 
University, and author of “The History of The Mutual 
Life Insurance Company.” Dr. Clough’s subject was 
“The Work of the New York Committee on Business 
Records.” 

Dr. Clough stated that, although he was not a ven- 
triloquist, he was speaking for the people who keep 
records in order to write a comprehensive history of 
American business. Among the organizations inter- 
ested in this project are the New York Committee on 
Business Records, the Economic History Association, 
the Special Libraries Association, the National Archives 
in Washington, through Oliver Wendell Holmes, and 
many others. Many large business concerns are also 
interested in such projects, one of these being the 
Firestone Tire & Rubber Company at Akron, Ohio. 

As for Dr. Clough, his interest in business records 
began when he undertook to write the history of The 
Mutual, Life Insurance Company. Viewing the place 
where their records were kept, Dr. Clough found 
enough material to fill ten rooms. It turned out, how- 
ever, that it was not necessary to wade through the 
entire accumulation because many elaborate statisti- 
cal records were available which helped him to re- 
duce the volume by use of tabular records. Thus was 
suggested the wisdom of using statistical methods to 
shrink the bulk of records. 


Went Into State Department 

Some of the trustees of the company were so im- 
pressed by Dr. Clough’s success in preparing this his- 
tory of Mutual Life that they suggested he tackle his- 
torical records in other companies. In the meantime, 
however, the war was on and Dr. Clough went into the 
State Department to help in the war effort. The work 
was carried on, however, by Professor Thomas Cochran 
of New York University, who has helped to arrange 
records or write history for the National City Bank, 
the American-Hawaiian Steamship Company, and the 
Pabst Brewing Company. 

Their experience has led Mr. Cochran and Dr. Clough 
to formulate the following conclusions regarding busi- 
ness records: 

-1. That records should be kept in more orderly fash- 

ion by advanced planning. 

2. That it is quite impossible for them to do much 
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about collecting and housing records due to lack 
of facilities. Public and college libraries are al- 
ready overloaded and an accumulation of the 
necessary records would fill many warehouses. 

Consequently, business must keep its own rec- 
ords of historical value. Dr. Clough feels, how- 
ever, that he and his associates may be able to 
suggest ways and means of keeping and housing 
these records more satisfactorily and economical- 
ly. They are asking the co-operation of repre- 
sentative firms in making records available to 
trustworthy people, who will work with the 
records and offer help where needed. William 
Miller is now working under the auspices of the 
New York committee on this project. The work is 
being supported by the Social Science Research 
Council. The committee consists of such men 
as James A. Farley, American Hawaiian Steam- 
ship Company; Mr. Foulks of Dunn and Brad- 
street; Allen Nevins; Dean Robert Colkins, School 
of Business, Columbia University; Dean Collins 
of New York University, and Emett Leahy of 
Remington Rand, Inc. An old pamphlet on “How 
to Keep Business Records” is soon to be replaced 
by a new one which will be available to interested 
people. 


. That more records could be reduced to statis- 


tical form. Records pertaining to sales are im- 
portant but can easily be reduced in size by 
being tabulated. 


Records Help in Establishing Policy 


. That records be kept for use in establishing busi- 


ness policy. Studies of business records over 
long periods of time yield good historical mate- 
rial on past policy of the concern being studied. 
Information of a technical nature accumulated 
over a period of years should be made available, 
especially to manufacturing concerns and to in- 
surance companies. 

That records could be used in establishing the 
financial aspects of a business enterprise, such 
as (a) where the original capital came from, (b) 
how financial needs are met and (c) how difficult 
it is to get capital. Much of this information may 
be reduced to statistical tabular form. 

That records could be used to determine his- 
torically how the individual services of a firm 
are marketed; as well as the size of markets and 
changes in markets through the years. 

That historical records could show trends in 
business organization and management; whether 
it has been co-operative, individual or a corpora- 
tion; whether staff or line directed, and so forth. 
That archives could record the histories of out- 
standing men in a business. These records are 
the most difficult of all to gain access to since 
most top men in business tend to keep personal 
files which they take away with them when they 
leave. Dr. Clough suggested that someone 
trained in the work, such as records managers, 
be retained to decide what records should be 
preserved as essential to complete histories of 
great corporations and of the men who run them. 
That records could show the relationship of busi- 
ness with the state and nation. They could an- 
swer such questions “have there been any public 
investigations”? The public side of such in- 
vestigations can always be found— it is the busi- 
ness side of the story that is usually missing. 
That records could-show the place of an individ- 
ual concern in relationship to other concerns in 
the same type of business. This is a job for the 
business historian. A good example of this is 
Marcus James’ new book, “The History of the 
Metropolitan Life Insurance Company.” 


The round table discussion following Dr. Clough’s § 
address brought out his views on Microfilming; which 
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THE ONLY WIRE RECORDER DESIGNED 





EXCLUSIVELY AS A DICTATING MACHINE 


No other machine has the sensational 
postwar SOUND-ON-WIRE features 





NO cylinder or disk nuisances 
—recording wire may 
be re-used indefinitely 


NO time wasted—you erase 
error and record 
correction simultaneously 


So ingeniously devised—yet so simple to use! 
The self-contained, interchangeable magazine 
is foolproof, tamperproof, message-containing 
magazine may be removed and replayed on 
another Sound-On-Wire machine. Spools can 
be stored away for years, or used for unlimited 
recordings. No other recording machine is as 


perfectly adapted to office use! 








NO record shaving—saves 
equipment cost and labor 








NO complicated equipment 
—same unit records, 
plays back, erases 


STANDARD BUSINESS MACHINES CO., 542 E Dénibies St., Chicago 5, lil 






















Never before have opportunities been so ripe! 
Previously, dealers were having wonderfully 
profitable success with the Tru-Lite Fluores- 
cent Lamp—but supply seldom matched de- 
mand. NOW .. . we've a Four-Feature 
Promotion for 1947 that will undoubtedly 
make Tru-Lite the most wanted lamp in 
America. Technically, Tru-Lite is the finest 
office lamp of all . . . its beauty has been 
acclaimed by eminent designers and deco- 
rators, while 
actual light- 
meter tests 








a great news story for 


PUN) LAMP DEALERS 





PRICES REDUCED—DISCOUNTS INCREASED 


have proved its efficiency. Interest in and 
co-operation with our powerful Four-Feature 
Promotion will mean for dealers an unprece- 
dented increase in Tru-Lite sales and profits! 


Here it is: 

ia All prices are being sharply reduced! 

oy We are adding a 2-tube lamp to the line! 
“ Dealer discounts are being increased! 


Basic design and mechanical improvements 
have been added to an already superiof 
Tru-Lite! 
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are (1) that Microfilming is not as permanent as good 
paper records, and (2) not as available to the his- 
torian. He also stated, in reply to a question, that it 
is the large concern which is mostly interested in 
historical records; although, in gathering data for 
the long record, many small concerns’ records might 
be used in compiling the history of an industry. 


———__— 9S ——____— 


GEORGE WOULD HAVE ENJOYED THIS EVENT 

The Great Lakes Travelers Club appropriately held 
its birthday ball on the natal day of the “Father of 
Our Country,’ George Washington. Historians tell 
how George cut a dashing figure in Mt. Vernon social 
life, apart from the rigours of Valley Forge, and thus 
he, and Martha, too, would have enjoyed the GLTC 
dinner and dance held February 22 at the Congress 
Hotel. 

Tom Gillice, Rockwell-Barnes Company, the new 
prexy of the travelers and an old hand at details when 
stationers get together, was busy shepherding his flock 
in the pleasureable surroundings of the Florentine 
room. Some 140 reservations were made for the occa- 
sion and although all were not counted present, there 
were enough of the club members and their wives at- 
tending to make this a festive occasion. 


An enjoyable Congress Hotel menu featured the din- 
ner, with cocktails before and after. The program, as 
befiitted the occasion, had no formal speaking note. 
The GLTC gang was happy to have a word of greeting 
from ‘Less’ Crowl, president of NSA, who came up 
from Toledo with Mrs. Crowl especially to be.with his 
friends in Chicago. Another NSA note was provided 
by the announcements from G. O. Stevens, Stevens, 
Maloney & Company, District No. 6 chieftain, regard- 
ing the convention to be held in Peoria, Ill., on May 
25, 26 and 27. 


Dancing to the smooth music of Joe Cognac’s orches- 
tra occupied the attention of the banqueters for sev- 
eral hours. There were “breaks” in this to enjoy the 
varied entertainment, including the appearance of the 
versatile impersonator Frank Payne, and a champion- 
ship barbershop quartet. 


Birthday greetings were given to one of the guests, 
Harold Atwood of H. O. Atwood Associates, manufac- 
turers’ representatives, New York City. 


—_—___—_¢< 9 ——— 


MAIL-A-VOICE DEMONSTRATED TO COMDA 

The regular monthly meeting of the Chicago Office 
Machine Dealers Association held in the Maryland 
Hotel on March 11 had as its features demonstrations 
of a paper tape electro-magnetic recording machine 
and the paper disc recorder known -as the Mail-A- 
Voice. 


The tape machine was presented by Harold Berg- 
gren, who came from the factory of the manufacturer, 
Brush Development Company, Cleveland, Ohio, to 
show the equipment. After a Charlie McCarthy radio 
program was replayed, several present at the meeting 
had their voices recorded and broadcast. Mr. Berggren 
said that the tape recorder would not be available 
for distribution for three or four months. A wire re- 
corder is being developed, he revealed, and will be 
announced before the end of the year. 

The Mail-A-Voice, also made by Brush Development 
Company, was shown by Kenneth Gilbanks of the 
Business Specialties Engineering Company, repre- 
Sentatives of the Brush organization in Wisconsin, 
Illinois and Indiana. To the layman, there was a lot 
of magic in the process of recording a voice on a cir- 
cular sheet of black paper that looks like an ordinary 
Sheet of paper and can be folded and mailed like an 
ordinary sheet. 

It was explained that the disc had a coating of iron 
oxide emulsion whose atoms were rearranged in the 
electromagnetic voice recording process. Recordings 
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Alphacolor Textile Painting Set No. 206 


4 REASONS WHY 


You'll Sell Lots of Alphacolor 


1. It's Brilliantly Washable—Allow these bright colors to dry 
overnight and the finished work becomes thoroughly and 
completely washable. No special setting process re- 
quired. 


2. It's Easy to Do—No special ability is required—anyone 
can do it! That's why so many people are using Alphacolor . 
in the home, art craft groups and clubs. 


3. It's So Much Fun—Actually there's a lot of fun and a 
lot of satisfaction in turning out brightly painted fabrics 
the Alphacolor way. 


4. It's Highly Practical—Teen agers and grown-ups alike 
find Alphacolor the economical way to personalize wear- 
ing apparel and to add color and bright charm to home 
furnishings—drapes, towels, table linens, chair covers. 


WRITE FOR “FACTS ABOUT TEXTILE PAINTING” 


This folder will answer your questions about Textile Painting. The 
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business letterhead. Address Dept. OA-37. 


WEBER COSTELLO COMPANY 
12th & McKinley Chicago Heights, Ill. 
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Framed Blackboards Blackboard Erasers 
Chalk Crayon Colorful World Globes 











as TO TAM 


. 1 




































2 ay ae in red-trimmed 


black plastic, the tiny, new thousand-card Wheeldex Cub 
file is ideal for hundreds of business and social needs. 


ane epee ae ae oee ee Semee sent get Tout rout | told about a racket being operated in the city recently 


of order. 


For address and phone lists of customers, friends, sup- 
pliers, patients, members. 


For accurate credit, code or subject files. 


For your book, film or music libraries—your mechanical 
memory for every listing need. 


Belongs on every switchboard. 
A gift that will be appreciated for years. 


Wheeldex Cub file spins smooth and easy, yet auto- 
matically stands still. 
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THE THOUSAND CARD FILE OF A THOUSAND USES 











LIBERAL DEALER TERMS 


make Wheeldex Cub sales mighty attractive. Avail- 
able for immediate delivery. Easy repeat sales of 
units and supplies. A “fair trade” product of 
proven value, yet new enough to be news. Wheeldex 
Cub file offers a great opportunity for new profits 
and new customers. Be among the first in your 
town to profit by Wheeldex Cub sales. Wire or 
write for details. 


Wheeldex Manufacturing Co. 


INCORPORATED 


53 Park Row, New York 7, N. Y. 
COrtlandt 7-0105 
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| out for repair. 





may be “erased” and the disc reused hundreds of 
times. Of more direct interest to the dealers present 
was the utility of the machines, its relatively low 
price, and the fact that deliveries can be made with 
little delay. 

Prior to the demonstrations, President C. C. Creevy, 
Creevy Service, appointed the following committees to 
serve during 1947: publicity and advertising—Jack 
Macon, J. L. Macon Office Machines Company, chair- 
man; membership—C. Burns Marvill, Amos Supply 
Company, chairman; Earl Thompson, Thompson- 
Zeigler Company; Charles Stewart, Stewart, the Great 
Typewriter Man; Russ Brown, Russ Brown Typewriter 
Service, and Fred Gamrod, All Types Office Equipment 
Company; auditing—Harry Kingery, Kingson Service; 
chairman; Sam Polonsky, All Makes Typewriters Ex- 
change, and Francis De Leon, De Leons Rebuilt Type- 
writers Company; fraternal—Elmer Beutler, Type- 
writer Service & Exchange, chairman; grievance— 
Frank Kline, Manufacturers Typewriter Clearing 
House, chairman; Jack Weiner, Belmont Typewriter 
Service, north; Sam Fogel, Mid-City Typewriter Ex- 
change, west; Wilbur Kunze, South Side Typewriter 
Company, south; entertainment—E. W. La Tourette, 
Underwood Corporation, chairman; welcoming—C. 
Burns Marvil, Ames Supply Company, chairman. 
Where committee members are not named, chairmen 
are to select members. 

Bob Goldblatt, Star Typewriter Company, reported 
on rates for repairs and services on typewriters in 
Chicago. E. W. La Tourette, Underwood Corporation, 


wherein owners of typewriters claim that machines 
returned by dealers after repair are not the ones taken 
The owners demand damages and 
threaten suit. Accurate records on serial numbers, re- 


| ceipts, and so forth are essential to dealers’ protection. 


Several out-of-town dealers were introduced before 
the meeting was adjourned. 
a enti 
KANSAS BOOK DEALERS PLAN MEETING 


The Kansas Book Dealers Association will hold their 
thirtieth annual meeting at Topeka March 25 and 26. 
Date for the meetings was set back later than usual 
to relieve hotel congestion caused by the legislature, 
President Phil M. Anderson of Newton, Kans., ex- 
plained. 

Feature of the two-day session will be a banquet 
the first night—GMH. 

OO 

JOHN A. MARSHALL FIRM TO NEW LOCATION 

After occupying quarters in the New York Life build- 
ing, 9th St. and Baltimore Ave., Kansas City, Mo., for 
the last three years, the John A. Marshall Company, 
distributor of office furniture, recently moved into 
a three-story and basement building at 110 W. 9th St., 
which was purchased by the company four years ago. 


The first floor space at 110 W. 9th was remodeled 
and occupied with offices and display area, and the 
upper floors and basement are used for storage. John 
A. Marshall is president of the company. 

The John A. Marshall company celebrated its 
twenty-fifth anniversary February 1.—GMH. 

TOPEKA FIRM BURGLARIZED OF $25 


When W. A. Johnson, proprietor of the State Type- 
writer Company, 605 Jackson, Topeka, Kans., entered 
his store one Sunday afternoon recently, he was just 
in time to find a burglar in his establishment. When 
the burglar saw Mr. Johnson, he ran through the back 
door and then leaped into a truck where a pal was 
waiting for him. Mr. Johnson jumped into his own car 
and pursued the truck to 1lth and Jackson, where 
he lost it. He called the police but they were unable 
to find any trace of the fleeing truck. 

When he returned to his store, Mr. Johnson found 
that $25 had been taken from the cash register —GMH. 
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Sti e’ Longer Life 


e More Copies 
@ No Slipping 
@ No Curling 


Longhorn Plasti-Carbon gives out- 


standing performance because it’s an Longhorn Plasti-Carbon will give you top 
entirely new development in carbon performance in sales, too, because its 
paper . . utilizing a new process to superior working qualities bring you the 
eliminate wax from the back of the kind of pleased customers that mean 
sheet. This means Plasti-Carbon repeat sales. Put this top performer to 
won't slip when rolled into a type- work for you . . for perfect service 
writer .. it won't curl under any on all typewriter, bookkeeping or 
condition . . it has exceptionally billing machines. 


long life . . it makes more copies 
AMERICAN CARBON PAPER MFG. COMPANY 


sharper and clearer. 
Dept. OA, Ennis, Texas 


GENTLEMEN: 


Please send me a sample of 
Longhorn PLASTI-CARBON. 


CLIP THIS COUPON FOR YOUR 
SAMPLE OF PLASTI-CARBON 
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PRAERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY...ENNIS, TEXAS 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 


buy Collier-Keyworth! 
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WATERMAN FINDS GLITTERING GOLD PREFERRED 


When it comes to buying gold, the American public ~ ; 
| prefers the kind that really “glitters” rather than soft, @ 


satiny types, according to Frank D. Waterman, Jr., 


president of the L. E. Waterman Company, New York, | | 


N. Y., makers of fountain pens, pencils and ink. 

This was proven during a survey conducted by 
Waterman’s among dealers and customers in an effort 
to ascertain public preferences and tastes in styling, 
design and finishing of fountain pens, Mr. Waterman 
said. A majority of fountain pen users voted for the 
gleaming gold finish, rather than the satin type. 

As a result of the survey, Waterman’s will discon- 
tinue the satin-finished caps for its line of 1357 and 
1357-V Taperite pens and pencils. All gold-finish caps 
for Waterman pens in the future will have a high- 
lustre gloss finish, Mr. Waterman said. 

es ‘eiitinice 

OFFICE SUPPLY FIRM IS OPENED IN GEORGIA 

The new Office .Supply Company, recently estab- 
lished at 123 N. Jackson St., Dublin, Ga., is the first 
exclusive store of its kind in Dublin. 

Miss Topsy Williams is owner and operator of the 


new business. 
———_—=—_ 


WIRING FTEMS TOGETHER STOPS PILFERAGE 

The difficult problem of how to eliminate pilferage 
in open display of small stationery items without build- 
ing expensive glaSs covers over parts of the counter 
has been solved in a novel way by a St. Louis, Mo., 
stationer—through wiring together such small items 
in groups of two, three and four, depending on the 
size. 

The St. Louis store, like many others, has found 
shrinkage losses growing rapidly in late 1946, undoubt- 
edly traceable to the higher cost of living, and con- 
Sequent unwillingness of customers to pay for small- 
bulk merchandise they would otherwise purchase. 
Thus, there are many more small thefts to deal with 
than in the past; mounting up to a serious profit 
leak in the store. 

Unable to buy double-thickness glass for building 
display cases over counter tops, the dealer considered 
another idea—the clipping of individual “samples” of 
small items with wire on display boards, and asking 
customers to order by number. This proved imprac- 
tical, however, as most of the small items were those 
which “customers have got to handle before they will 
buy.” 

Experimenting with wire, however, gave the stationer 
an idea which has cut pilferage losses to nothing, in 
exchange for a few extra minutes per day. This was 
the wiring together of all such small-bulk merchandise 
into groups of two, three, four and even more, with 
ordinary soft household wire. Where round items are 
concerned, the wire is doubled and pulled into a tight 
loop around the item, and the process repeated on 
the second, third, and so forth, leaving two or more 
inches between. Where the merchandise has holes to 
work with the wire is simply fastened by twisting © 
through these. It requires a certain amount of deft- 
ness and time, according to the stationer, but the 
results are more than worth the trouble. 

The store may now display its wares on open coun- — 
ters with complete freedom from pilferage—inasmuch ~ 
as few people are tempted to attempt pocketing the 
unwieldy, hard-to-handle string of merchandise. Not” 
only would these be hard to slip into the pocket un-> 
awares, but a group of three or four units usually” 
makes up a rather bulky handful. Nevertheless the 
customer may pick yp the desired item, examine it™ 
closely and make up her mind to buy. . 

Salesclerks in the store carry a small pair of wire. 
cutting pliers in their pockets where the merchandise” 
must be sold directly from stock, and spend slack ™ 
hours in the early morning wiring up the counter mer-— 
chandise. Pilferage went down to zero immediately 
after this simple display system was adopted.—RAL © 
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It’s time right now to make sure your office equipment and procedure are organized 
the on the most efficient basis possible. Obsolete equipment, inefficient methods, time-consuming 
practices should be thrown out in preparation for that time, which we all know 
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is not far off, when business men will once more have to learn to sell. 





Ask your Art Metal dealer what he can do to improve the 
functioning of your office routine. He will gladly make recommenda- 






tions based on his experience gained in hundreds of similar cases. 
ART METAL Desks, Files, Chairs, Cabinets and Counters 
make work easier and increase efficiency. POSTINDEX Visible 


Files for Sales, Purchasing, Production, Personnel, Costs, 






the 







Payroll and other departments provide a fast, accurate 





means of record control. 







WABASH Indexing Systems and filing supplies make 


efficient, easy to use record space of your office files. 






Call your Art Metal dealer today. 
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STYLE 450 
Two Leaves 
Top Size 
14° x 171" 
Leaves 9" x 14" 
Height 26" 
LIST $8.00 
F.O.B. Phila., Pa. 






“STYLE 450 


STYLE 250 


Top Size 14" x 17!/." 
Height 26" 


LIST $5.90 
F.O.B. Phila., Pa. 





STYLE 250 
STYLE 1250 
Top Size 
2 2 
Height 26" 
LIST $8.00 
F.O.B. Phila., Pa. 





STYLE 550 
Top Size 
14° x 171A" 
Height 26" 
Leaves 11" x 14" 


LIST $7.00 
F.0.B. Phila., Pa. 





STYLE 550 
Tops and Leaves 5-Ply Veneer—Finished in Green or Walnut. 
Frames and Legs are made of heavy gauge steel. 


All stands shipped set up ready for use 
festad ane to a carton 


USUAL DEALER DISCOUNTS 


Metalstand products are sold 
only by Metalstand Co. DIRECT 


Write for illustrated folder 


METALSTAND COMPANY 


Manufacturers of Stools and Stands 


1615-25 MELON ST. PHILA. 30, PA. 
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ARE YOUR POLICIES RIGHT FOR IMPROVING 
BUSINESS? 


(Continued from page 14) 


formula for maximum success. It is necessary also 
to have salesmen who are completely qualified to serve 
the store’s customers—men who are proficient in 
demonstrating and selling the heavier goods and appli- 
ances—the profit-leavening lines—as distinguished 
from mere stationery supplies, such as blankbooks, 
typewriter ribbons and carbon paper. 

This is a proprietor-responsibility that requires de- 
votion without end. When new mechanical appliances, 
or new filing systems, for example, come upon the 
market, the stationer should hold a personnel confer- 
ence for the exposition of every detail of the operation 
or application of the appliances or systems so that 
each salesman can make an effective presentation of 
them to customers. In a stationery and appliance sales- 
room, of all mercantile establishments, the sales per- 
sonnel should always know more about the appliances 
and sundries which they are called upon to sell than 
any buyer not conversant with the stationery and 
appliances industries could ever be expected to know. 

Customers are the most important element in any 
business, for they are the store’s life-blood. Pleased 
customers are living advertisements. In order to 
prosper, a stationery business must attract more and 
more customers and hold them to the bosom of the 
business against the wiles of alert competitors. 

The salesman is the all-important link between the 
store and the customer. If the contact between the 
salesman and the customer has resulted in the cus- 
tomer deriving satisfaction from it, the customer will 
return again and again when in the market for the 
stationer’s goods and will recommend the store to 
friends. 

The success of any retail establishment depends 
largely upon the ability of its sales personnel to serve 
and please customers in constantly increasing num- 
ber, and the ability of sales personnel to do that de- 
pends.upon two things—natural adaptability and lik- 
ing for stationery and appliances selling, and the 
intensiveness with which they have been trained to 
serve the buyer. 

Success never grows like a weed. It must be cul- 
tivated like an orchid. 






Ake e DARE ORM 
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GRAVER-DEARBORN DISPLAY—This display of The Globe — 
Wernicke Co. office furniture, supplies and business methods ~ 
was made by Graver-Dearborn Corp., Chicago, at the recent — 
Office Management Assn., display in the Stevens Hotel 
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UNIT ACCOUNTING FORMS — 


(7141 SERIES ) 


it every business need 

















In the popular 9144” x 117%" size 
+... ruled brown and green on 
“Eye-Ease” green-white high rag 
content ledger paper, to reduce 
eye-strain and errors in posting. 


THE COMPLETE LINE 
7141 SERIES 
100 Sheets to a box—25 Sheets per band 
No. Description 


7141 CR Record of Cash Received 

7141 Record of Checks Drawn 

7141 Record of Invoices or 
Vouchers 

7141 Journal 

7141 Bank Statements 

7141 Record of Petty Cash 

7141 Record of Cash Receipts 
and Income Record 

7141 Record of Cash Disburse- 
ments, Purchases and 
Expenses 

7141 General Ledger 

7141 Financial Statements 
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THE WIDE CHOICE of expertly designed forms available in this new 7141 
Series of Unit Accounting Forms makes it possible to meet the accounting 
needs of practically every business . . . from the small one-man establishments 
to the large corporations. 


For example, forms 7141 CRS and 7141 CDP, illustrated above, provide 
all necessary original entries for the smaller business, with cash receipts and 
sales records on one form, check records, purchases and expenses on the 
other. Eight additional forms in this series, plus a wide variety of twenty-two 
in the larger 11” x 14” No. 7072 Series, fill the need for the more complete 
records of larger businesses. 


The instant availability of these stock forms makes possible the immediate 
installation of complete record-keeping systems. 





WRITE AT ONCE for Folder No. 41 describing the 7141 and 7072 Series 
with complete information and prices. 
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J S-STAECOTLER Se. 


53-SS WORTH STREET 
NEW YORK,N-Y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Our 1947 Roster and Club slogan “Our Latchstring is 
Always Out” was reproduced. Thanks goes to our 
secretary Roy Clarke. We, the Northwest Travelers, 
welcome all you new members listed. 

* Oo” * 

The Twin City Stationers & Travelers met at the 
Club Criterion in St. Paul, Minn. on Thursday night, 
February 6. 

The decision was made to hold the Seventh District 
regional meeting at the Nicollet Hotel in Minneapolis, 
Minn. on May 22 and 23. District Governor Floyd 
Kongsvik, presided at the meeting, and present in 
addition to the governor were Ed M. Hanson, Bob 
Davis, Sterley Jerue, Arthur Grayston, Russ Wheeler, 
Charles Regan, Phil Ackerman, Ken Chase, and Al 
Nordstrom. 

The following committees were appointed by the 
governor: 

Hotel and arrangements—Arthur Grayston, chair- 
man; Robert Davis, Ken Chase and Sterley Jerue. 

Publicity—Charles Regan, chairman; Phil Acker- 
man, Wilbur Cannon, Ed Kuschbert and Larry Hamm, 

Program—Floyd Kongsvik, chairman; Art Grayston, 
C. F. Mixter, Sterley Jerue and Arthur Kenworthy. 

Reception—Ed Hanson, chairman; Frank Zeller, 
Russ Wheeler, Jini Goffaney and Lyle Espe. 

Another meeting will be held on Thursday evening, 
February 20, at 6 p.m. at the Club Criterion at which 
time the various committees will report. 

o ca ca 

Life must be worth living. The cost has doubled 
and we still hang on. 

a a ON 

Vic Lundeen of Fergus Falls, Minn., sends a wel- 
come to all you Northwest Travelers to visit him in 
his new office. It fairly sparkles. The walls not only 
are beautifully decorated but there are several large 
pictures of our own dignitaries so hung as to lend that 
fraternal atmosphere. 

* co * 

You dealers better spruce up your desks and be on 
the lookout. Our Northwest Travelers Club photog- 
rapher, Fred C. Schaefer, now carries a camera as 
part of his traveling equipment. Some of you fellows 
will have to meet Fred at our convention at the 


| Nicollet May 22 and 23. The reason—well, it is no 


secret. Ed Steivers is back in the Northwest assisting 
Fred in the sale of that valuable product called ink, 
made by the Sanford Ink Company. 
* * 1 

Duck season is only once a year but you will find 
Roy Clarke making several trips to the Duck Pass. 
Why? Because his old hunting partner is at Litchfield, 
Minn., none other than Jim Reed, who has purchased 
The Brown Printing Company. His son, Jim Reed, Jr., 


| is assisting in printing. He also has an office supply 
| stock. 


* * * 


Ed Erickson of the Hibbing Office Supply Company 
has become his own expediter. He is on his way to 
the home office of the equipment manufacturers and 
plans to cover towns from Minneapolis to New York. 

- * o 

Berkley O. Ertl is the new representative of the 

American Pencil Company. He plans to call on all you 


dealers in the near future. 


* a oe 


John Thompson and John Jacobchick of the Globe 
Gazette Printing Company, Wahpeton, N. Dak., are 
going on a tour of new stores. They are planning 4 
new factory and display rooms, so give out your latest 
improvements. 


* * * 


A. & E. Supply of Duluth, Minn., gave Hibbing, Minn., 
a business machine show February 12 and 13. They 
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Aluminum Adjustable Chair 
THE COMFORT MASTER 
NO. 3129 
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Management men all welcome the Goodform Comfort Master with its 
five adjustments. Its use assures less fatigue at the end of a busy day 
and greater comfort every minute of the day. Made of aluminum with 
foam rubber cushioning on seat and back, the Comfort Master will 
deliver seated satisfaction throughout a business lifetime free from 
expensive maintenance and upkeep. Production of this chair is steadily 
increasing and it is hoped that before long, enough of them can be built 


to meet the demand. 
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THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 
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V.P.D. Wire Display and Sales 
Rack. Typical display as- 
sortment illustrated. May 
be varied to suit your 
requirements. 


SEVEN 


STEPS 
to 


PLASTIC 
|_| PROFIT 


Via the V.P.D. Way of Display 


In stores that have tested this V.P.D. Seven 
Step Display and Sales Rack, salesmen say it's 
“terrific’’...one of the greatest sales makers ever 
in their stores. Using very small counter space 
it shows off so large a number of V.P.D. Trans- 
parent Plastic items to such good advantage that 
customers can't resist handling for close inspec- 
tion. That does the trick! They see. They handle. 
They buy. 

Each section of this expertly designed V.P.D. 
Display Rack holds about half a dozen of an 
item. Furnished FREE to V.P.D. dealers with a 
reasonable assortment of V.P.D. products. 


Consult our catalog, send in your order now and put 
this master sales maker to work for you in your store. 


JOSHUA MEIER COMPANY 


36 East 10th Street . New York 3, N.Y. 





put it over in the club room of the Hotel Androy. 


* a + 


S. J. Olson of the S. J. Olson Company, Milwaukee, 
broke his hip some time ago as you have heard. Now) 
the good news comes that he expects to be back in? 
his store about March. 

x * ae a 

Saffords, Inc., of Superior, Wis., have purchased the® 
building at 1312 Tower Ave. Plans are being drawn” 
to have the finest and most modern office supply and 7 
gift store in northern Wisconsin—opening to be an-= 
nounced later. 

* * * j 

Lucky Harold Hanson of W. A. Fisher Company, | 
Virginia, Minn., is driving a new Dodge. It seems the ™ 
problem right now is to find a home and then to find 
a car—so you can get away from home. 

* * * 4 

The Willmar Office Supply, formerly owned by Elgin > 
Burke, is being very ably operated by Burton Sperry 
and William White. It’s new to them both. Plan to” 
visit with them, for they are swell fellows. 

* * * 


Gaffaney’s Office Specialties Company of Fargo, N. 


_ Dak., takes over two more floors in their present build-7 
| ing. They are finished in brilliant color scheme. Each7 


room is different and each represents a private 


| office of the most modern furniture and accessories, | 
| the ideal system of selling equipment of the latest” 
| design and quality. 


oa * bad 


Every time you help the other fellow up the hill” 


you get a little higher yourself. 


* * * 


A newspaper clipping from the Minneapolis Star 


| Journal has a story pertaining to one of the popular ; 
| pen shops in Minneapolis, operated by Miss Fanny 


Friedman, known as the Good Service Pen Shop. 
Miss Friedman was critically wounded, struck down 


| by a bullet when she scuffled with a bandit in defense ® 
| of her cash. The wild-eyed yegg walked into the pen} 
| shop at 11 Sixth St. S., just as Miss Friedman was] 
| preparing to close. When he demanded money, she 
| retorted she’d “be damned” if she handed it to him] 
| because she’d “worked too hard to get it.” As the: 


bandit headed for the cash register, the proprietor] 


| seized an ash tray and hurled it at him. Then, as he; 
| dug for a handful of bills, she flung an inkwell which; 


splattered on his coat. As he started out, Miss Fried- 
man barred the door. There, at the entrance, they 
came to grips. When the bandit failed to tear him- 7 


| self free, he fired and the woman slumped to the floor 
| as $5 bills fluttered around her. 


Ee ee OD 
SPECIALISTS ADDED TO PARKER PEN STAFF 


Reflecting the growth of all divisions of the com-7 
pany, an imposing group of specialists joined the’ 
Parker Pen Company, Janesville, Wis., home office staff 
during 1946. 4 

Among the new men are Jere Patterson, export 
sales; Allen Center, public relations; A. Bodine South= 
worth, advertising production; John W. Gibb and: 
James E. LaMarr, domestic sales; O. Robert White, 
syndicate sales; and George A. Eddy, pen departments 

Research division specialists include Ralph B. Doug=" 
las and Ernest L. Falk, metallurgy; Harvey M. Johnsot 
and Walter L. Robinson, physics; Burton F. Hubbard) 
electronics; and Frederick J. Lovelace, desk sets. : 

In the manufacturing offices recently engaged spe= 
cialists are Harry A. Gaderlund, Richard H. Thomas, 
Joaquin H. Hernandex and Richard N. McCarten, engi} 
neering; Waldo Luchsinger, personnel; and Fred da 
Sirr, works staff. ; 

In the general offices are Harland Bjerva, George 
C. Hass] and Howard Medrow, accounting; and Frans 
E. Sutherland, credit and collections. Peter I. Giron 
and James R. Ruchti have joined the export staff. 7 


OFFICE APPLIANCES, March, 194% 








FOUND WHERE 
BUSINESS SUCCEEDS 


ie STEELCASE 


AN Business Equipmer [ ; 








i Ctaed Oh aara = Furniture CO., GRAND RAPIDS 7, MICHIGAN 
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DUPLISTICKERS 


* TRADE MARK 


Eureka gummed labels and seals add rocket speed to your 
direct mail programs. Eliminate costly stencils or other in- 
flexible methods of addressing! Save time, labor and money 
whether you use spot mailings, repeat lists, lists requiring 
frequent changes, or small select lists! Order these economical 
Eureka mailing items now from your regular supplier, or 
write direct. 


DUPLISTICKERS ‘or duplicate mailings to 


a small list. No. 69. Gummed, perforated, 
letter-size sheets—provide for sharp dup- 
lication of addressings, with as many as 
3 carbons, in one operation. Package con- 
tains 825 stickers in 25 sheets of 33 each 
—enough for 4 mailings to 206 prospects. 
Colors, packed solid: Pink, Blue, Green, 
Canary or White. 50¢ per pkg. 








ENCLOSURE SEALS Gummed seals that go on in a twinkling and 
stay on—for tipping postcards, sealing circulars, fastening 
samples, etc. More seals for your money plus a choice of 3 
sizes of round, white, die-cut seals—packed 1,000 to the box. 


No. 705—’/," diameter 


40¢ per bor 
Mo. 706—1” diameter 

40¢ per box 
Ne. 707—1'/,” diameter 

40¢ per box 





COMMERCIAL STATIONERS—NOTE! 
Big users of these popular Eureko | 
mailing items ore: large manufactur- ~) bo nd 
ers, retailers, advertising agencies, EUREKA SPECIALTY PRINTING CO. 
addressing firms, etc. Write now Stationery Division, Dept. MS 
for dealer discounts. 11 West 42nd Street 


New York 18, N. Y 
we 
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NEWS NOTES FROM NSA DISTRICT NO. 8 






E. J. Mitchell, Correspondent 





To the family and business associates of Herman H, ~ 
Cast, president of Cast Office Supplies, Inc., Wichita, — 
Kans. go our deep and sincere sympathies. Herman | 
was an old friend of many stationers and travelers “4 
and will be greatly missed. He died on January 28 ~ 
following a major operation. 

* a *~ 

The Southwestern Stationery & Bank Supply Com- 
pany held a store managers’ and sales meeting on Sat- 
urday and Sunday, February 1 and 2 at their Ponca 
City, Okla., store, where management problems, a 
sales school and new items were discussed. 

Present were all the firm’s salesmen from all terri- 
tories—Ted Warkentin, Bob Scott and Jack Caraway 
of the Lawton store, Ershel Dunn of the Amarillo 
store, Ralph Kettler and Fred Pfaff of the Joplin, Mo., 
store and the hosts, John Smith and Winnie White of — 
the Ponca City store. Dan A. MacDougall of Sta- 
tioners Loose Leaf Company, Art Pfister of Smead 
Manufacturing Company and your correspondent were 
invited to present their lines, as were K. H. Stone of ~ 
Acme Visible Records Company and Mr. Anderson — 
from General Fireproofing Company factory. d 

* * cs 

Governor Roy S. Moreland of the 8th Region NSA ~ 
called the several convention committees to a meeting ~ 
on January 25 at the Muehlebach Hotel in Kansas City. @ 
Reports of suggestions and requests of the Washing- ~ 
ton office, NSA, were read and discussed. A closed ~ 
dealers’ meeting, to be handled by Fred Downs of ~ 
Tulsa, was planned. The speakers’ program was @ 
formulated and assignments allotted. The registra- § 
tion fees were set and financial arrangements planned. @ 

Attendance at meetings will be limited to those regis- — 
tered and the banquet to registrants and their em- ~ 
ployees. Registration fee for dealers will be $12.50 @ 
each and $7.50 for the ladies. The Midwest Travelers ~ 
Club committees consist of: President Austin Water- @ 
bury, general chairman; entertainment, Roy Wood, 
chairman, Bruce McCaleb, Lyle Turner, Carl Land, | 
Dennis Skold; house of friendship, Dan MacDougall, 
chairman, W. B. Bohart, A. F. Sengbush and P. C. — 
Masterson; reception and program, George Wilkerson, — 
chairman, Bill Cromwell, Herb Johnson and Charlie ~ 
Hick; ladies’ committee, Matt Dimmitt, chairman, § 
Mrs. Dan MacDougall, Mrs. William Bohart, Mrs. Roy — 
Woods, Mrs. Paul Baird, Mrs. Lyle Turner, Mrs. Paul © 
Wilson and Mrs. Roy Moreland. The travelers regis- ~ 
tration fee has been temporarily set at $7.00, which 
includes the annual dues of $2.00. This fee has been ~ 
requested paid in advance, as stated in a recent letter — 
to the membership, and it is hoped that the response 
will be immediate and complete. Present at the lunch- © 
eon and meeting were R. C. Moore, E. J. Shelpman, 
Fred Downs, A. F. Sengbush, D. A. MacDougall, J. L. — 
Wren, W. B. Bohart, Bruce McCaleb, Earl Scott, R. D. 
Latsch, Ray Baldwin, Jack A. Crow, Lyle Turner, L. B. — 
Wilcox, John Wachtler, Irving Shockley, Paul Baird, | 
George Wilkerson, Bob Parker, Roy S. Moreland, E. J. | 
Mitchell, Vaughan Williams, R. D. Kline and Austin a 
Waterbury. * * & 

W. B. “Bill” Bohart was inducted into the Legion jf 
40 & 8 at St. Louis, Mo., on February 1. We havent @ 
seen him since the “wreck,” so can only hope he pulled § 
through. ok eq 

To Mrs. George E. Baird of Kansas City, her sons 9 
and daughter and those of the George E. Baird & Son @ 
organization, we extend our most sincere sympathies. @ 
George Baird died on January 26, following an illness © 
of several weeks. Associated with him was his son 
Paul, who is well known in stationery circles. Paul 8 
one of triplets, having a brother George and a sister, © 
all living. A few days before Mr. Baird died, his wife™ 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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335 CANAL STREET 





Trademark 


TRANSFILE 
FILES 


FILING 
SUPPLIES 


Here is a sales combination many dealers 
find a continuous source of profit. In 
fact, all GUSSCO products are fast mov- 


ing, every day sales items. 


TRANSFILE fibre board Files offer the 
practical, economical way of keeping 
semi-active and inactive records right at 
the finger tips. Though each file is a 
complete filing unit in itself, TRANSFILE 


Files can be stacked into strong batteries. 


GUSSCO Filing Supplies are sound, sal- 
able merchandise, priced right and made 
right. When you sell GUSSCO you can 
always be sure your customers will get 
satisfactory service from every item in 
the line. And remember—we sell through 


dealers only. 
GUIDE SYSTEM & SUPPLY CO. 
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was removed to the same hospital, suffering a serious 


illness. Last reports stated she was holding her own, — 


* * * 


“Heinie” Sengbush of the inkstand firm named after 
him, has a story he would like to tell anyone who will 
assure him they will laugh, so ask him about it but 
be sure to pay careful attention and not miss the point. 


ok * * 


Seen in Wichita, Kans., early in February were Cuba 
White, F. S. Webster Company; “Heinie” Sengbush, 
Sengbush Self-Closing Inkstand Company; Herb John- 
son, Wilson Jones Company; Izzy Voda, Wallace Pen- 
cil Company; Dan MacDougall, Stationers Loose Leaf 
Company; E. J. Mitchell, manufacturers’ representa- 
tive; E. J. Charles Hick, Art Metal Construction Com- 
pany; Bruce McCaleb, Associated Stationers Supply 
Company; Pete Masterson, Acco Products Company 
and Art Pfister, Smead Manufacturing Company. All 
appeared to be doing business as usual. 

+ * * 


Harry Kennedy, brother of Chester A. Kennedy and 
son of the late William J. Kennedy of St. Louis, Mo., 
died early in January in St. Louis, following a long 
illness. Our deepest sympathies to the family. 

I 
SHARE $36,442.40 OFFICE SUPPLY CONTRACT 


Six office equipment suppliers shared a $36,442.40 
contract for nearly 306,000 items of office supplies for 
Veterans Administration, A. J. Harrison, chief of 
VA’s procurement division, recently announced. 

The following firms were awarded the contracts: 

Eastern Standard Supply Company, New York, N. Y., 
145,000 boxes of wire paper clips (100 clips per box) 
for $4,263. 

Arthur Brown Brothers, New York, N. Y., 1,872 steel, 
knife blade erasers for $374.40. 

Speed Products Company, Long Island City, N. Y..,. 
13,500 boxes of paper fasteners (100 per box) for $1,080 
and 100,000 boxes of paper staples for Hotchkiss wire 
stapling machines (1,000 per box) for $25,000. 

N. Stafford Company, New York, N. Y., 21,000 metal 
erasing shields for $609. 

The Bates Manufacturing Company, Orange, N. J., 
10,000 spools of paper staples for Bates wire stapling 
machines for $4,275. 

The Hoge Manufacturing Company, New York, N. Y., 
14,000 boxes of %¥g inch thumb tacks (100 per box), 
for $840. 

——— 

PITNEY-BOWES, INC., MAKES APPOINTMENTS 


A number of appointments were recently announced 
by Pitney-Bowes, Inc., Stamford, Conn., makers of 
postage meters and mailing machines for business and 
government. 

Charles S. Hunt has been named manager of the 
Houston branch office, succeeding O. C. MacGregor, 
who joins the company’s Dallas sales staff. 

At Cleveland, Ohio, A. L. Lawrence was named man- 
ager of the sales and service office, replacing J. Donald 
Oakes, who becomes manager of the company’s Chi- 
cago office. 

With the establishment of a new branch sales and 
service office in the Goodspeed Building, 190 Monroe 
Ave., N.W., Grand Rapids, Mich., Edward R. Parrish, 
formerly with the company’s Detroit, Mich., branch, 
has been named manager. 

The new Chicago manager, J. Donald Oakes, suc- 
ceeds C. S. Berger, who becomes head of the Milwaukee 
branch. Mr. Oakes has represented Pitney-Bowes in 
various sales capacities since 1925 and has directed the 
company’s Cleveland office since 1945. 

a fee 


FORM WILCOX CORPORATION AT ST. LOUIS 


The Wilcox Corporation, 2129 Locust St., St. Louis, 
Mo., of which Harold J. Abrams is president, has been = 
organized with a paid-in capital of $17,000 to manu- © 
facture metal office furniture—EWF ‘ 
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because R.C. Allen 
ADDING MACHINES 


give you all these advantages 


@ Visible dials — Visible printing 

@ Full, visible, high-speed keyboard 

@ Multiple key depression 

@ Automatic clear signal 

@ Direct subtraction — amounts print in red 
@ Plus and minus motor bars 

@ Motorized total and subtotal keys 


@ Repeat, correction and non-add keys 


placed in best positions 
for fast operation 


@ 5% inch carriage — wider 
carriages available 


@ Models for large or small 
businesses 


@ Attractive, modern styling 
@ Smart, wear-resisting finish | 
@ Entirely precision-built 


@ All R.C. Allen Machines are desk models 


R.C.Allen Business Machines, Inc. 


678 FRONT AVE., N.W. - GRAND RAPIDS 4, MICHIGAN 


Ana 


MACHINES 


Makers of World Renowned Business Machines 
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In your community Reyburn's 
gummed labels serve in hundreds 
of ways every day. Business people 
ten use them for labeling boxes, sam- 
2% ples, files, bins, jars, bottles, 
shelves, and for price marking 
merchandise. Students and teach- 
ers use them for labeling books, 
specimens, boxes, etc. Frequently 
purchased for home use too. 


IN STORES 


Psd Ban 





Strongly gummed and with ex- 
cellent writing surface, Reyburn's 
gummed labels are available in 
many sizes conveniently packaged 
in small attractive boxes. Bulk 
packaging and perforated sheets 
in book form also for large users. 


IN SCHOOLS 


Reyburn's gummed labels are 
steady profit builders. 


Equally in daily demand and ready to serve are 
Reyburn's shipping tags, mending tapes, parcel labels, 
index tabs, reinforcements, etc. Prominent display on 
your shelves, counters and in store windows will bring 
steady, profitable sales. 


“Buy Reylurni—and you buy the best” 


THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 





SALES OFFICES IN ALL PRINCIPAL CITIES 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





If you'll watch the news reels and national maga- 
zines for the tenth annual Charro Days in Browns- 
ville you should be able to spot the most colorful fig- 
ure of them all—A. A. (Alex )Hargrove of Hargrove’s 
Book & Stationery Company, Brownsville, Tex., in his 
bright blue chinaqua costume with tight fitting pan- 
taloons, much braid and buttons. The Valley appeared 
as if the House of David had moved in with the men 
wearing beards, mustaches and long sideburns. Mr. 
Hargrove originated the Brush Court and is Grand 
Brush of the Order of the Brush, but this year he 
went conservative with only long sideburns and a tiny 
goatee. Ned Sondock, Delta Office Supply Company 
of Harlingen, was sporting quite a nice mustache. 

* - * 


G. A. Stanchfield, southwest representative for 
Bainbridge, Kimpton & Haupt, Inc., has resigned and 
will enter an entirely different field out of this terri- 


tory. 


* * * 


It’s good news to learn Ed Morrison has returned to 
work at the Vance K. Miller Company, Dallas, on Feb- 
ruary 1 after having been ill since September. He 


looks fine. 
a * * 


The Henry Sassmans (they own and, operate Vic- 
toria Typewriter Company, Victoria, Tex.) can’t decide 
whether to make the 9th regional at Monroe or the 
Lions Club Convention in California, but Monroe will 


probably win out. } 
* * * 


The busiest people are always the ones who will take 
on more responsibility and give a helping hand to 
all. Jack Fleming of Vance K. Miller Company is one 
of those people. He is never too busy to stop and give 
you generously of his time. No wonder he is so well 


liked. 


* * * 


Carpenter Paper Company has just announced the 
promotion of V. O. McGaughy as manager of their 
Houston division, and W. O. Renfroe, formerly assistant 
to Gene Glasgow in the Oklahoma City division, has 
been transferred to Houston to take over the position 
as buyer vacated by Mr. McGaughy. 

OK * * 


There’s a new stationery store in John Nance Gar- 
ner’s home town, Uvalde, Tex. Its The Uvalde Type- 
writer and Office Supply Company and is said to be 
going strong. 

a. 

Expansion is in the air. J. S. Wyatt, who has been a 
successful stationer with his J. S. Wyatt Office Supply 
Company, Nacogdoches, Tex., has just opened a new 
gift and card shop in that same city. 

cm a sd 

H. J. Stephens has taken over the Southwest terti- 
tory formerly covered by Jack Lydiard for Associated 
Stationers Supply Company and we understand Jack 
will become a stationer in Wyoming. 

co * * 

San Antonio was well covered by Texas travelers 
early in February. Parker’s pen pusher, Charlie Wal- 
lace, was around, as was my very favorite travelet, 
Philo. Then a duo team of Ward Silliman and Bart 
Fulten, manufacturers’ representatives, arrived, fol- 
lowed a couple of days later by L. H. McDaniels, mant- 
facturers’ representative, and Wilson Jones’ Jim Pryo. 
The latter two were on their way to the Valley, with 
Jimmy kidding Mac about that new hair grower ané 
the fuzz sprouting forth on Mac’s bald pate. It takes 
a magnifying glass to see it. Frank Ducos of Maverick- 
Clarke, San Antonio, swears that new growth started 
after he saw Mac sleeping with his head out in the 
rain on that recent hunting trip a group of them made 
to Dimmit County. The others claim Frank slept right 


OFFICE APPLIANCES, March, 1947 





PE 





maga- 
‘OWNs- 
ul fig- 
zrove’s 
in his 
; pan- 
peared 
e men 
. 
Grand 
ar he 
a tiny 
mpany 
che. 


fe for 
od and 
terri- 


ned to 
n Feb- 
r. He 


e Vic- 
decide 
or the 
9e will 


ll take 
ind to 
is one 
id give 
0 well 


ed the 
' their 
sistant 
n, has 
osition 


p Gar- 
Type- 
to be 


been 4 
Supply 
a new 


- terri- 
ciated 
d Jack 


avelers 
>» Wal- 
‘aveler, 
i Bart 
d, fol- 
manu- 
Pryor. 
7, with 
er and 
| takes 
verick- 
started 
in the 
1 made 
; right 


947 





“We could go back—— 
we won't, by Joe 


g/l 
! 


Who made a sturdy plastic tip 


a -) That held erasers in a grip 
é <e whe 
| So firm, so locked, they could not slip: 


WE DID! 











Who colored it a lovely green, 
With double yellow bands between, 
Distinctive, handsome, smooth and clean? 


WE DID! 


Who doesn’t care when others go 
Way back to metal ferrules? Oh, 
We could go back . . . we won't, by Joe! 


NOT TICONDEROGA! 


What plastic tip is here to stay, 

Because it’s better every way, 
Because it’s strong, efficient, gay? 
YOU BET—TICONDEROGA! 


What pencil glides in every hand? 
What plastip* sells to beat the band? 


What name is known throughout the land? 
* New name for Ticonderoga plastic tip. 


DIXON 


TICONDEROGA 





PENCIL SALES DEPARTMENT, 98-J3, JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 
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through the storm, although his tent collapsed on top 
of him. Mac got a deer, O. D. Mann got two, and the 
others just had a good time. 

+ * x 

Art Metal’s Dick Gage has been down in Corpus 
spreading sunshine and light as has William F. Gigli- 
otti, manufacturers’ representative. 

* * 7 

On February 15, R. M. Stovall, partner in Panther 
City Office Supply Company, Ft. Worth, was rushed to 
Methodist Hospital for an emergency appendectomy. 
He’s getting along fine. 

* * * 

Did you know that one of the prominent Valley sta- 
tioners is a very talented artist but is so modest he 
signs his pictures with a pseudonym? 

ok oa * 


Helping the L. H. McDaniels celebrate their twenty- 
eighth wedding anniversary at River Crest Country 
Club in Ft. Worth, February 18, was a most pleasant 
occasion. (Mac is that always popular manufacturers’ 
representative.) The McDaniel household is all smiles 
these days. There’s going to be a grandchild in the 
family and also Mrs. Mac has finally persuaded Mac 
to sell the country place and move back into Ft. 
Worth. At L. H. McDaniel Jr.’s Stationers’ Manufac- 
turing Company plant in Ft. Worth they are busy on 
production of new leather upholstered office furniture. 
It’s really good looking. 

* * * 

Mr. and Mrs. Art Carrow (Art is Speed Products 
representative) took off for Temple, Tex. early in Feb- 
ruary for a thorough check-up at Scott-White Clinic. 
They were both okay, but Art’s new diet is really add- 
ing the pounds. 

oe co aa 

An exceedingly capable former Burroughs man, Fred 
L. Cole, has recently purchased the Port Office Supply 
Company at Corpus Christi from Bill McAdams. Mr. 
McAdams will remain on with the firm for the time 
being. 

* oo * 

Angelina County Office Supply is the name of the 
new stationery store at Lufkin, Tex., and is owned 
and operated by Woodrow Duke. 

co oo * 


R. L. (Bob) Terry has moved the Office Supply Com- 
pany of Shreveport from the basement of the Com- 
mercial Bank Building to the Ricon Brewster Building 
on Shreveport. 

oe x * 

The Ray Howards (Ray is Esterbrook Pen Company’s 
good-will ambassador) had quite a wreck near Ada, 
Okla., the last of January when their car struck a 
steel girder dropped on the highway. Fortunately, 
neither of them suffered physical injuries. The car 
is in running order again, minus a front bumper. Any- 
one having a spare get in touch with Ray. He’s sure 
having a tough time trying to find one. 

aa oa * 

Also in San Antonio in February were R. L. (Dick) 
Prather, who had just sold his interest in West Texas 
Office Supply, Midland, Tex., and his charming wife. 
They came in for the Texas Open Golf Tournament. 
Dick sold out to his partner, C. W. Chancellor, who has 
assumed active management assisted by Richard S. 
McKnight. Dick is taking a much needed rest and do- 
ing a little looking around. He plans to stay in the 
Stationery field, however. R. O. (Bob) Lane, Mrs. 
Prather’s brother, has just recently been appointed 
San Antonio branch manager for Dictaphone. He was 
formerly Houston city salesman for the same com- 
pany. 

~ * % 

At a very pretty wedding in Ft. Worth, January 31, 
Miss Lamoin Davis became the bride of Charles Royer. 
Charles is a senior at TWC this year and is associated 
with his father, Homer Royer, in the Standard Office 


OFFICE APPLIANCES, March, 1947 


SHALLCROSS 


STENCILS 





NOW AVAILABLE 


in a NEW, cool green, eye-appealing package—a 
carton as modern and progressive as SHALLCROSS 
DOUBLE COAT STENCILS. 





The winning combination—a package designed for 
selling—a product designed for customer satisfac- 
tion. Long-fibered imported tissue coated with 
TWO special solutions gives SHALLCROSS 
DOUBLECOAT STENCILS extra strength, extra 
durability PLUS extra smoothness for artwork that 
means quality duplicating ALWAYS. 


PRICE LIST AND SAMPLES 
ON REQUEST 


The SHALLCROSS COMPANY 


Mancfacturers of 


Inks-Ribbons-Stencils-Papers 


FORTY EIGHTH and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 
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and good separately too! 





The Exclusive MERCURY feature of "Removable Head" 
eliminates jamming. Channel completely open from front 
to rear for removal of defective staples or foreign sub- 
stances. Instantly converted to tacker by flip of fingers. 
Three way anvil for stapling, pinning and temporary 
stapling. Heavy duty construction for longevity. Loads 
full strip of 210 MERCURY or similar standard staples. 
For best results recommend high quality, high luster, pre- 
cision made and carefully inspected MERCURY Staples. 
Packed 5,000 per box, 210 staples per strip. 


CONSOLIDATED WIRE PRODUCTS CO. 


145 SPRING STREET * NEW YORK 12, N. Y. 
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Equipment Company in Ft. Worth. Our best wishes 
to this fine couple. 
oe % eo 

Donald Young is the new manager for the Storey- 

Wright store in Jacksonville, Tex. 
* *” aie 

William (Bill) Elliott, retired manufacturers’ agent 
and a past president of Texas Travelers, died in Dallas 
January 26. Mr. Elliott traveled over the Southwest 
before his retirement and was prominent in manu- 
facturing business circles. 

cs % * 

One traveler’s wife is taking quite a kidding since 
her husband invited three fellow travelers home to 
dinner and she scorched the stew. She confesses she 
does better in the stock market than in the kitchen. 


* * «* 


How one traveler has succeeded in buying three 
new cars—at ceiling price—in the last year is more 
than I can see. The rest of us can’t get one. 

* * cd 

C.-L. (Pat) Hoera has opened the Hoera Office Equip- 

ment Company in Ft. Worth at 1010 Jennings. 
* * + 

Now for a few news notes of our friends to the north 
in Oklahoma: The Triangle Blueprint & Supply Com- 
pany of Tulsa has opened a branch store in Okla- 
homa City at 202 N.W. Second under the able manage- 
ment of Pete Fryer. ... Mrs. Bess Kline has returned 
to Brown-Dunkin in Oklahoma City as buyer for the 
stationery department after having been for a time 
associated with Sears. ... E. F. Capshaw, manager of 
Capitol Typewriter Company in Oklahoma City, an- 
nounces his firm has moved to 212 N. Harvey. They’re 
all moving up to Stationers Row... . H. Belknap has 
taken over the buying at Transcript Company in Nor- 
man... . John L. Gillum has turned over the buying 
for The Bookstore at Oklahoma A. & M. College, Still- 
water, to Luke Frances... . L. L. Ridgway Company 
of Tulsa hope to be in their new building, now under 
construction, within the next couple of months... . 
E. P. Company Stationery Store, 13 S. Broadway, Ed- 
mond, Oklahoma, was recently opened in that com- 
pletely remodeled building with D. W. Banzett in the 
drivers’ seat. 

si i 
PENS STOLEN FROM TOPEKA, KANS., FIRM 

A burglar entered the Hall Stationery Store at 623 
Kansas Ave., Topeka, Kans., on January 12 and took 
fountain pens estimated to be worth $2,000, besides 
wrecking an expensive show case. C. A. Severin, presi- 
dent-manager of the company, said that only expen- 
sive fountain pens were taken and cheap ones were 
ignored. Nothing else was missing, he added.—_ PJP 


— 





CASH FOR FUTURISTIC VIEWS—Irene Honkola of Central 
High School of Commerce, Toronto, Canada, receives first- 
place check from Irma Wright, manager of Underwood, Ltd., 
school department. This was Miss Honkola’s reward as 
national prize winner in the Underwood, Ltd. fiftieth anni- 
versary essay contest on the subject, “What the Typewriter 
Means to Canada’s Future.” At the left is Principal R. J. 
Aitchison and at the right Teacher Helen Dickson. 
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od She smiles, and keeps on smiling 

“ —this box office beauty in the 

of Cramer High Model Posture 

. Chair, and it means more sales 

_ at the ticket window. But let's 

ng give additional credit where it's 

due ... first, to her wise boss for 

nei knowing that perfect posture and 

d- other anti-fatigue features are 

~ built right into each Cramer 
Posture Chair. And don't forget 

i there are Cramer Posture Chairs 

ae for executives, stenographers and 

- factory workers too, so let's give 

n- a hand to the Cramer engineers 

re 





and Cramer comfort craftsmen 
who offer you the finest chairs 
that seating science can devise 

. chairs that combine AIR- 
FLOW comfort with advanced 


design and durable beauty. 








ral 
st- 


: POSTURE CHAIR COMPANY, INc. 


ter 


I 1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 





47 OFFICE APPLIANCES, March, 1947 149 

















No. 123-NH* 
MONEY CHEST 
in 
No. 1-C CASE 
Burglar resistive 
money chest en- 
cased in steel 


reinforced con- 
crete block. 













- and AVAILABLE TO 
PROGRESSIVE OFFICE 
EQUIPMENT DEALERS 


Coast to Coast 





No. 123-NH 
MONEY CHEST 





Here's What You Get 


OPPORTUNITY UNLIMITED! It’s your 
chance to “cash in” on the largest 
demand for office safes, residence safes, 
money chests and TREASURGARDS thot 
the industry hos ever known. 





No. 60 MONEY CHEST 












UNEQUALED RETAIL VALUES! The 
“HR” line of safes, the “NH line of 
chests, the new and improved TREASUR- 
GARDS achieve standards of protection, 
convenience and value never before avail- 
able at popular retail prices. 





No. 1511-HR SAFE 


















FREEDOM OF CHOICE! Whether your 
order is for one safe, one chest, or the 
entire line, it is filled in the sequence 
of its arrival at our offices. The idea 
is — get started now! oe 





No. 2 WALL SAFE 





EARLY DELIVERY! This means shipment 
within two weeks to 60 days from date 
your order is received —- with increased 
promptness on repeat orders! 





No. 2115-HR SAFE 


NAME PRESTIGE! CONSUMER GOOD- 
WILL! The name Herring-Hall-Marvin 
stands for leadership — among banks, 
in commerce, industry and the home! 
It is your key to immediate turnover — 
and long-range progress! 


i fe oi MATS! DEALER ge Every pos- 
- seen to help you get the 
_ business! 


HERRING AALL-MARVIN SAFE C0. 


General Offices 
HAMILTON, OHIO 





No. 42-R-1 WALL SAFE 





THE H-H-M TREASURGARD 


Did you get our broadside—and prices—featuring the 
above 8 great H-H-M sellers? If not, write us—today! 
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Policy, Post-War Style 


By GEORGE M. DODSON 





NE THING the office appliance dealer has learned 

since the end of the war: Conditions will not be 
the same as before. Whether or not there has been 
progress, we leave to the historians for discussion. But 
the change has made itself felt so strongly, we cannot 
question it. And with this change we find a definite 
need for a post-war policy. 

No, we shall not suggest what your policy should be: 
it is too much a part of management for an outsider 
to be of much help. The main point is, whatever you 
decide upon, let it fit the new times. From the past, 
you may rescue a few of the ageless truths of mer- 
chandising—such as “The customer is always right,” 
and “Honesty is the best policy.”’ In the finer details, 
however, you will likely require an almost entirely 
new conception of the guiding policy for your office 
appliance business. 

Your post-war opportunities can be compared with 
a railroad streamliner. You have power and appeal 
and possibilities. But you need a schedule before you 
can hope to get anywhere. Policy is to the office 
supply and equipment store exactly what the schedule 
is to a railroad. 

Having revised the policy so it fits this second half 
of the greatest decade in history, discuss it with your 
salesmen and other helpers. Revise it again and again 
if necessary. Then when it’s completed, let it be the 
law and the schedule of your business. It seems like 
a little thing, yet it must be done before post-war 
trade reaches its expected high-speed run. 

Your salesmen will move more swiftly and surely 
because they know what management will (and won’t) 
do. Because this advantage may not be available to 
their competitors, your salesmen can be winning or- 
ders while others are still shadow-boxing with un- 
certainties and indecision. 


COMMERCIAL CONTROLS HOLDS GRADUATION 

Addressing the Commercial Controls Corporation 
graduation dinner held at the Rochester Club, Roch- 
ester, N. Y., on January 24 for 18 salesman who at- 
tended the Fifth Sales School, President Charles R. 
Ogsbury again emphasized the viewpoint he had ex- 
pressed at the school’s opening session—salesmen must 
always keep in mind the fact that “in the eyes of 
the prospect and customer” they are Commercial Con- 
trols Corporation. 

Commenting on Emerson’s statement that an insti- 
tution is the lengthened shadow of one man, he stated 
the philosopher “would have come closer to the truth 
if he had said that institutions are the composite 
shadow of many men.” He added, “Institutions too 
long under the spell of one shadow become a shadow 
of their former selves.” 

The CC school was under the direction of Sales 
Training Director Howard F. Hayden and was designed 
to give the students an intensive training in sales 
techniques, equipment, and policies. Geographically, 
the membership of the class covered a wide territory 
ranging from Massachusetts to Texas and Nebraska 
to Florida. C. E. Murray of Grand Rapids, Mich., was 
president of the class and Fred P. Aschman of Pitts- 
burgh, Pa., was vice-president. 

a 9 
SAN FRANCISCO JUSTRITE OFFICE MOVED 

Effective March 1, the San Francisco office of the 
Louis Melind Company, is located at 783: Mission St., 
San Francisco 3, Calif. The telephone number, Gar- 
field 1398-9, remains the same. 

The new quarters are considerably more spacious, 
allowing heavier stocking of the Justrite line and 
resulting in increasingly efficient service to the dealers. 
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Stocks of most standard numbers are 
now complete —and ready for speedy 
deliveries. 


There is no “ersatz” in any of these 
products — all are “of the same high 
quality that has characterized our out- 
put for nearly half a century — war or 
no war! You can sell with confidence 
and assurance of complete satisfaction. 


Consult us first concerning your needs for: 
Post Binders * Ring Books * Prong Binders 
Visible Binders + Transfer Binders 
Loose Leaf Business Forms 


Specialized catalogs on these lines 
are yours for the asking 


There are a few Cesco Exclusive territories 
available to established dealers. Write 
for details. 


THE C. E. SHEPPARD CO. 


44-07 Twenty-First Street ¢ Long Island City 1, N. Y. 
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POTLATCHING WITH OREGON TRAIL TRAVELERS 





F. C. “Chet” Williams, Correspondent 





We saw Ralph Ortel, governor of 11th Regional 
district, in Spokane. He advised us that the dates for 
the convention would be June 6, 7 and 8 at the 
Davenport Hotel. Seems we should call this especially 
to “Wattie” Starr’s attention. He always liked to be 
advised a long time in advance. 

*” + a 

As we go to press, we are pleased to report that 
Norm. Lincoln’s wife, Helen, is well on the way back 
to health after a serious operation. Her many friends 
among the travelers and stationers will be cheered 
with this information. 

a 6 ~ 

Fred Kershaw has announced the purchase of a 
three-story building on Sprague ave., on which 
“Kershaw’s” is now located, and an extensive remodel- 
ing program is planned. He also stated his company 
has acquired the Avery Printing Company of Spokane 
with the idea of rounding out “Kershaw’s” services to 
business institutions of the Inland Empire. 

* * * 

Dennison’s Fred A. Carlsen purchased a 40-acre 
farm over in Kitsap County across the “Sound” from 
Seattle. He will be hard to find around town week 
ends from now on. “Swede” says he has only one prob- 
lem to solve now. The farm has a power mower and 
he has not been able to figure out how to utilize 
Olive’s golf swing, in the operation, since a scythe is 
not needed. Olive (that’s Mrs. Carlson) is one of the 
Northwest’s top flight woman golfers. 

* * * 

In Salem, Ore., Larry Ballmer, owner of Commercial 
Book Store, has started construction of a new store 
building. It will be located about a block from his 
present location, on the same street and just a few 
doors from the new bank building. 

* eo * 

The new Rockwell-Barnes representative, Harry 
Ford, was working eastern Washington the last week 
in January. He was going to Seattle the following 
weekend, meeting President Norman Lincoln there and 
would meet the “Gang” at the Monday luncheon at 
the Gowman with Mr. Lincoln. Five will get you 20 
he is now a full-fledged member of the Oregon Trail 
Travelers in good standing. He has a working knowl- 
edge of this domino business, too. 

* * + 

Bill Kling, popular stationer of Lewistown, Ida., is 
very proud of his new daughter and his new home. 
The daughter, Katheryn Lee, arrived August 27 and is 
fat and saucy at this writing. The home, a beautiful 
Romany brick, is being erected on a high hill with a 
magnificent view of river and mountains. It is rapidly 
approaching completion. His attractive wife, Dee, kept 
the store going during Bill’s tour of Army duty and is 
entitled to that special decoration, suggested in a pre- 
vious column, for such wives. 

* ” x 

We bumped into Jim Crowthers of John W. Graham 
Company coming out the Sprague Ave., entrance of 
that pioneer Spokane institution. He was on his way 
to get his hay fever shots and the thermometer was 
hovering around zero. 

* * 1 

Fred Elsner was Vollanding around Spokane the last 
week in January. He left the new Dodge home because 
the heater had not been installed yet. He should travel 
with Charlie Nunn of Wilson Jones Company. He 


never uses one. 
ae. Be 


The Book Nook in Walla Walla, Washington, is re- 
modeling. The balcony is being extended and the 
lunch room will move up there, Owner Oscar Willman 
has announced. Oscar may have other duties on his 
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® Dealers everywhere are acclaiming 


Riteform posture aid chairs .. . because 
of their eye appealing graceful designs 
- - « luxurious upholstery and sturdy 
construction. 


® Quality conscious . . . built for better 


dealer’s sales . . . to assure complete 
customers satisfaction . .. today’s out- 
standing chair line. 


Note the impressive ‘fatigue relieving” 
features .. . built in comfort... 
20 years of Know-How in building chairs 
- «- for quality and performance. 












® Back spring tension. . 


© Seat height adjusts. 


» Dura leather plastic fabrics. 


$34.00 List. 


THE EXECUTIVE 


No. 155 — Relaxing comfort ... with these feotures: 


® Back tilts to desired position. 


easy — medium — rigid. 


® No sag spring. Sturdy cushion. 


® All aluminum base .. green, walnut, 
neutra grey enamel, or bright 






LIST PRICE $QQ50 


Neutra grey — green — brown. Matching standard leatherettes. 
Note these posture aids... 


® Upholstery: Luxurious air cushioned construction @ Back rest adjusts 
to shoulder comfort @ Seat height adjusts 17” to 22” @ All aluminum, 
finger tip swivel seat frame 


No. 125 — “Spring back” Secretarial, similar to No. 120 but has Riteform 


spring tension back frame. $36.50 List. 


oencnneremenmenereetn NRE OTR ION SGN 


Riteform . . . the complete line. 


Secretarials $26.50 to $36.50 List 
Jr. Executives $39.00 to $78.00 List Prompt delivery on 


Usual dealers discount 


Write today for Dealers Prices 
on this outstanding line. 


















A 
POSTURE CHAIR 





Riteform features that satisfy customers. 












® Back frame tilts to operators back slope. 








Order some of each today. 
. in all colors. 







Secretarials. 


Some territory available to factory 
representatives with good following. 


Write fully. 













March, 1947 





CHAIR COMPANY, INC, 5: ati Sominn. 
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WOODSTOCK TYPEWRITER COMPANY 
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WOODSTOCK ILLINOIS 
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hands, too. His method of handling couples, who insist 
on parking on the putting green at his golf club, has 
gained him a certain renown with the law enforce- 
ment officers; not to mention a bit of a shiner. 


S * * 


F. S. Webster’s Jack Ellis, domino champion of OTT, 
was working Spokane the last week in January. 


* 2 * 


In Portland, Ore., E. J. Chapman sold his stationery 
business to Holladay Business Machines. Bob O’Dea 
will continue as manager. The transaction became 
effective February 1. 

ak a a 

Adrian H. Pembroke, president of Pembroke Com- 
pany of Salt Lake City, Utah, has the presidency of 
the Exchange Club of that city added to his responsi- 
bilities for 1947. Adrian B. “Ab” Pembroke, chairman 
of the board, was relaxing in the sunshine at Palm 
Springs. Nice, huh? 

— bd aw 

Speaking of Salt Lake City, this is Utah Centennial 
Year. It was just 100 years ago that Brigham Young 
and his courageous followers came down Emigrant 
Canyon and he said, “This is the place.” They built 
there one of the beautiful and distinctive cities of 
America. These hospitable and industrious people are 
planning a year of celebration. The tenth regional 
district meeting of NSA will be held there at Hotel 
Utah, April 24 and 25. Chairman Frank Creer, ably 
assisted by “Bus” Phillips, Phil Garn and Adrian Pem- 
broke, have planned a fine program for the meeting. 


You folks, east of the mountains, will do well to place | 


this meeting on your itinerary and make reservations 
early. You will never forget a visit to Salt Lake City, 
especially during this centennial year. 


* * * 


As we were leaving Salt Lake City, popular Wayne 
Hall of Pembroke Company gave us this prenatal no- 
tice to incorporate in our potlatch column: 

To be born to Mary and Wayne Hall, on or about 
July 27, 1947, a boy. He will be christened “Mike.” 

Now, gentle readers, if any, don’t be surprised if it 
turns out to be another girl. 


x * * 


A La Mark Twain—There is a lot of talk about the 
housing shortage these days but “Farmer” Anderson 
of Phillips Book Store in Bozeman, Mont., is doing 
something about it. He was away from the store, the 
week of February 9, converting his home into a duplex. 


* * x 


To E. D. “Ed” MacHaffie, owner of State Publishing 


Company of Helena, Mont., came a signal honor Janu- | 


ary 1. He accepted an invitation to become a member 
of the Federal Reserve Board (9th District) of Minne- 
apolis. 

The Oregon Trail Travelers extend a word of sym- 
pathy to “Bill” MacMillan, manager of the office sup- 
ply department of Gazette Printing Company in Bil- 
lings, Mont. They hope that his young son Billy Jr., 
who has been stricken with a mysterious malady, will 
be well on the way back to health before this gets 
printed. 


* * 


“Out Where the Hand Clasp’s a Little Stronger” 
aisisencancggaiiiimaaansa Sa 


CHARLES W. LIPMANS OBSERVE ANNIVERSARY 


Mr. and Mrs. Charles W. Lipman of New York City | 


recently observed the twenty-fifth anniversary of their 
marriage, receiving the congratulations of their many 
friends. Mr. Lipman is well known to members of the 
industry through his position as representative for the 
George B. Graff Company, Boston, Mass. 
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HOW YOUR 
CUSTOMERS - 
CAN PUT 
THEIR GUESTS 


AT. EASE! 







POSTURE 
CH A/I RS 


FOR THE 
OFFICE GUEST 


Reception room waiting is a pleasure when 
visitors and guests sit in STURGIS Office 
Guest Chairs. They’re more comfortable be- 
cause STURGIS three-way posture-engineer- 
ing of back, seat and arm rests assures relaxed, 


yet perfect posture control. Your customer 
will sell himself the moment he sits in one! 


STURGIS STEEL POSTURE CHAIRS 


DESIGNED AND BUILT BY SPECIALISTS 
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IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 
29" high . . . Base 10" 
diameter heavily weight- 
a... te pet... 
8" amber glass tray. 


No. 224 
27/2" high . . . Base 10" 
diameter heavily weight- 
Od ais sc Te peek... 
8" amber glass tray. 


LIST $17.00 


SHIPPING WEIGHT ee. 
10 LBS. eae 
No. 224 


COSTUMERS 


Made of I!/." aluminum tube. Height 72", 
Base 12" diameter with heavy iron loader 
under spun aluminum. base. 


SHIPPING WEIGHT 20 LBS. 


LIST $21.00 











SAND URN 


19/7," high . . . Base 
10" diameter, Top 11" 
. 2/2" tube. 


diameter .. 


SHIPPING WEIGHT 
10 LBS. 


LIST $15.00 





No. 220 e 
No. 229 





permanent finish. 


All are highly polished and buffed .. . 
Packed set up...one to a carton... shipped F.O.B. Factory. 


USUAL DEALERS DISCOUNT 
Order samples and send for illustrations of costumers, ash 


stands, sand urn and lamps in aluminum. 


GLARO MACHINE Propucts COMPANY 


LEWIS R. LEVI 
SALES MANAGER 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Lee Libby, president of John W. Graham & Com- 
pany, pioneer stationery house of Sprague Ave., 
Spokane, Wash., has recently announced plans for 
further increase of facilities of the establishment 
flaunting the banner “If It’s Made of Paper We Have 
it.” 

Mr. Libby will provide for accommodations in the 
large store that has flourished by new installations 
and rearrangements throughout the numerous depart- 
ments of this highly departmentized stationery busi- 
ness, floor by floor. 

Besides most modern equipment, the store plans in- 
stallation of several new and distinctive features. 
These will affect primarily the major departments 
of office supplies, stationery, leather goods, photog- 
raphy supplies and fountain pen sections. 

Spokane is in for even larger growth, Mr. Libby has 
observed, and he is preparing the John W. Graham 
& Company to keep abreast of the times. 

* * * 

About 100 fountain pens, valued at close to $1,000, 
was the major portion of the loot taken in February 
from the store of E. V. Ackers in Tacoma, Wash., by 
week-end burglars who broke into the establishment. 

+ * & 


Maintaining strong interest in the cultural as well 
as commercial development of Seattle, Thomas M. 
Pelly, head of Lowman & Hanford Company, has re- 
cently been named as chairman of the committee on 
development fund of the Seattle Symphony Orchestra, 
which is making a name in music circles. 

ok * * 


John L. Matthiesen has been appointed retail store 
manager of John W. Graham & Company of Spokane. 
This position has been but newly-created through 
growth of the store and its vastly increased business. 
Mr. Matthiesen has been advertising manager of Gra- 
ham’s, and has been also manager of several of the 
store’s departments. He first came to Spokane from 
Portland, Ore., and joined the Graham organization 
in the position of window-dresser, rising from the 
ranks to successive executive positions. He has served 
as president of the Retail Trade Bureau, president of 
the Advertising and Sales Association, chairman of 
the Chamber of Commerce’s publicity-tourist bureau, 
and stands high in other club, Masonic and Shrine 
circles of the city. : 6.8 

The Soames Paper Company of Seattle has recently 
stretched its lead in the Ballard Major Bowling 
League, achieving a three-game ceiling over the 


runner-ups. 
oo 8 


A. J. Houle, who formerly operated his own type- 
writer business on Seneca St., near Second Ave., 
Seattle, has been planning to return to that business 
but the dearth of adequate typewriter supplies and 
stocks has interferred. Remaining with the Alaska 
Communications Systems of Seattle, where he has 
been repairing typewriters through and since the war, 
he has now some 80 days’ leave saved uv, planned 
to be spent with his family on a grand tour, as soon 
as his auto dealer delivers that new Chevrolet which 
he has had on order for some time. 

* * * 

Continuing its helpfulness to Seattle artists, Low- 
man & Hanford Company on Second Ave., Seattle, 
pioneer stationers of the city, features a wide range 
of excellent work of fine artists, and of old and mod- 
ern prints. * * * 

More than 40 years’ experience in the repair of 
office machines—being established in business since 
1906—has given the Business Equipment Exchange of 
2104 W. Spokane St., Seattle, a head start in this line. 
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THE DIXIE COLONEL... welcoming poir 
for waiting-room or living room. All-steel 
coil or no sag springs featured in seat and 
back construction. In 2 or 3 place settings. 








THE DIXIE BELLE... grace note for 
boudoir, office or any room, DURAN 
PLASTIC covering. All-steel coil or No-Sag 
type springs. In 1 or 2 place settings. 

' THE DIXIELANDER . .. for executive office, 

hotel lobby, den or waiting room. Web- 
seated construction. Covered in DURAN or 
DUPONT PLASTIC. Available in units of 
one, two or more. 
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New as tomorrow ... DIXIE CHROME PRODUCTS will sell 


today to housewives, business and professional men, hospital 
and hotel managers, beauty shop operators and others who 
demand beauty, utility and durability, plus economy in their 
furnishings. All surfaces, including rear of back covered with 
heavy-duty DURAN or DUPONT PLASTIC available in eight 
popular colors. Basic construction is of heavy, seasoned oak 
for rigid strength. Visible framework is of heavy-wall Shelby 
Seamless Steel tubing in the latest, most modern method of 
chrome-plating, the ‘‘Udylite’’ finish. Be first with finest DIXIE 
CHROME PRODUCTS... from the largest chrome-plating 


plant in the South. 


sane . 


This label assures you of the [= De meess 
finest in quality and workmanship 


Dinte CHPOMmE Paoou ry 
_SALLAS 





For complete dealer information write to... 


DIXIE CHROME PRODUCTS 


2509 Oakland Ave., Dallas, Texas 
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years 


of complete restriction 





we are again manufacturing 


Respirator 
Chair Cushions 


having secured an allocation of 
natural rubber sufficient to pro- 
duce approximately fifty percent 
of our normal production. 


Limit orders, and do not exceed 
three dozen for any one specified 
shipment. , 

Cover materials are scarce and 
we request the privilege of sub- 
stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 


L. M. Biekett Co. 

















AN EDITOR’S REACTION TO SHEAFFER VISIT 


The following is an editorial recently published in 
the Washington, Iowa, Evening Journal: 

“The other day we were ushered through the new 
Sheaffer Pen Company plant at Mt. Pleasant (Iowa) 
where we watched them make those new type writing 
implements with the little ball-bearing point. They 
say you can write with this pen under water or at 
stratospheric heights, but we tried neither. We just 
stayed on the ground and watched 250 people cut, 
shape and assemble pens at the rate of 10,000 a day. 

“There are twenty-five parts to the new pen, and 
it seems to be highly important that each part fit 
snugly into place where it is intended, down to a 
1000th part of an inch, or was it 2000th? Girls at the 
end of the assembly line write with every one of those 
pens, using copy scientifically worked out in advance 
so that all angles of the writing point are brought 
into play. 

“*Precision’ is now the key in mass production, a 
word which found much usage in the war period 
when precision instruments were devised to hit tar- 
gets, find enemy ships, and guide airplanes. That pen 
you carry in your pocket is precision personified, the 
outgrowth of engineering ability and mechanical skill. 
A far cry from the old quill our forefathers used— 
that is, those of them who could write.” 

a 

RYAN NAMED PACIFIC DESK VICE-PRESIDENT 

The Pacific Desk Company, 1031 S. Hill St., Los 
Angeles, Calif., recently announced that Harry P. 
Ryan was elected vice-president of the company at a 
directors’ meeting held on February 4. Mr. Ryan will 
continue in charge of sales as well as assuming vice- 
presidential duties. 

a enn 

PASSING OF THE RED LIGHT IN FAIRMONT 

No, gentle reader, the mention of the passing of the 
red light in Fairmont, W. Va., has no reference to 
those unmentionable districts that are sometimes 0os- 
tracized. The passing of the red light in Fairmont 
refers to a little red light that for many years has 
been part and parcel of the Adams Office Supply Com- 
pany at 105 Adams St. This was a red light of local 
historical significance. 


The Adams Office Supply, owned and operated by 
Hugh J. Fox and Charles V. Redie, is located the sec- 
ond door from a street corner on the main street of 
this city. Directly in front of the store was a trolley 
stop. There was no shelter for people waiting for 
the trolley, so years ago the owners of this business 
conceived the idea of installing a red light in the 
store, directly cver the door. This was connected with 
a trolley signal system so that when the car was in 
the next block the red light would go on signalling 
the waiting riders. For many years people waiting 
for a trolley at this corner made use of this store as 
a sort of waiting room. At times in bad weather the 
store would be crowded with people who would watch 
for the red light to flash as their signal. 

Not long ago buses were substituted for trolleys, 
which put an end to the red light. However, the peo- 
ple still wait. The buses swing up to the curb to take 
on passengers, so the people still gather in the store 
and, instead of watching for the flashing of the red 
light, they now watch for the bus when it drives up 
and swings into the curb. Then everybody rushes out 
to go aboard. 

The owners of. this business report that turning 
their store into a sort of waiting room, first for the 
trolleys and later for the street buses has been one 
of the best ways to build their business. Many people 
waiting for the trolley or bus made purchases and 
others who didn’t ‘buy at the time had the store so 
fixed in their minds that when anything in the office 
supply line was wanted they first thought of this firm. 
The flashing red light was good business.—RRV 
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Employees and executives get their work 
done easier and more efficiently in pleasant, 
stimulating surroundings such as this general 
office of the First Trust Company of Lincoln, 
Nebraska, an installation of Latsch Brothers, 
of the same city. From the modern strip 
lighting to its smartly styled Leopold stream- 
liner desks, this office is designed for busy, 


productive hours. 


More and more you find the most efficient, 
eye-compelling offices are Leopold installa- 
tions. In your Leopold furnished office of 
tomorrow you'll find many more advantages, 
such as rounded, protective corners; clear, 


mirror-grained finishes, special mar-proof 
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Dignity, Efficiency and Smartness 
for Your Office.. 
by Leopold 


tops, adjustable height (from 29” to 3014”); 


easy to clean under and keep clean. 


Consult your Leopold dealer for assistance 
in planning your office installations. He is 
qualified to help re-plan your entire office 
arrangement for greater beauty, efficiency 


and comfort. 


—Jhe 2.o- ot 


COMPANY 


BURLINGTON IOWA 





ALi bey FINDS SMALL BLOTTERS GOOD ADVERTISING 
ALITY: 1 
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Blotters have long been used as an excellent adver- 
tising medium by office supply firms but for the most 
part they have been the larger size blotters. In Fort 
Wayne, Ind., an enterprising office supply dealer, Paul 
Sprinkle, believes in blotter advertising but unlike so 
many who utilize this form of advertising, Mr. Sprin- 
kle favors the small blotter. 

“How often do you need a iarge blotter?” he asks 
by way of explanation. “Very seldom, as far as I have 
discovered, so I do not use them. Mine are small 
blotters that can be carried in the pocket, in a check 
book or pocket memo book. Because they are small, 
people carry them for handy use and they cannot 
help but see my advertisement and think of me. I 
find that these small blotters are the best advertising 
_ medium I have ever used.” 

The blotters used by Mr. Sprinkle measure 6 x 2. 
inches and are headed with his catch phrase—“Office 
Stationers.” His name and address and phone number 
appear on the blotter together with a listing of some 
of the things he sells, such as office supplies, rubber 
stamps, seals, numberers, typewriters, adding ma- 
chines, and so forth. He also indicates that he offers 
service on all office machines. 

Mr. Sprinkle makes it a rule to always carry a few 
of these blotters with him wherever he goes out of 
the store. He finds that frequently people will stop 
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v : re him on the street and ask him for a new one because & 
LITTLE Quality Carbons SS | their old one has been used up. by 
and Ribbons build dealer pees weit—onee— oe 
PRESTIGE — guarantees Be USE WATERMAN PEN IN BROADWAY HIT 2 
maximum service and satis- Be Once again, a fountain pen is playing an important 
Siietan te the unter. 34 role on Broadway! This time, the pen is a gigantic 
Ss reproduction of a popular Waterman’s model, used by 
. A , MH Helen Hayes in the current comedy hit, “Happy 
LITTLE Dealer protection EE Birthday.” 
eliminates competitive ef- seed 


The pen serves as one of the “props” in the hilarious 
drinking scene at a bar where the star goes to cele- 
brate her birthday. Early in the sequence, she runs 
short of cash and borrows a pen from a male patron — 
with which to sign a check. The pen the man hands 
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LITTLE Factory Coopera- 





tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 
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her is a Waterman “Citation.” 

Many drinks later, Miss Hayes, now somewhat tipsy 
and seeing things completely out of proportion to their 
actual size, asks to borrow the pen again. This time 
the accommodating companion at the bar drags out 
the gigantic model of the original pen, now 2% times 
actual size, and Miss Hayes proceeds to write in a 
check book equally inflated. The large scale model 
measures 155 inches from the tip of the point to the 


top of the clip. 
ee 


HOLD WAR SURPLUS TYPEWRITER SALE 


The War Assets Administration held a sale at Jack- 
sonville, Fla., for three days beginning February 25 
during which they offered more than 500 surplus type- 
writers and office machines exclusively to veterans of 
World War II. For the first two days of the sale vet- 
erans were limited to one machine at prices ranging 
from $15 to $50. On the final day, veterans who are 
dealers were permitted to purchase machines in any 
quantity. Equipment available included 450 standard 
typewriters, 45 portable typewriters, 34 Mimeograph 
machines, 11 duplicating machines, seven cash regis- 


ters and other items —PJP. 
ee ee 


KRUMWIEDE NOW REPRESENTS TEC PENCIL 

Announcement that Elmer Krumwiede and Asso- 
ciates, 336 S. Jefferson St., Chicago, are factory repre- 
sentatives for Tec Pencil Company, Culver City, Calif., 
has been made by Harry S. Hanchett, general manager 
of Tec. The company has grown to the point that 
extended sales representation is sought. 
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The EYE is quicker chan the HAND. ee 





True! The old adage has been blasted by the remarkable Boorum & Pease Visible Record- 
Keeping system. 

This unique system puts many records before the eyes of your customer in a single glance. 
So flexible, it can be extended to any number of records. 

A simple demonstration means an effortless sale. Your customers are always interested in 
saving time and money. This is the way to do both! 

SELL A BOORUM & PEASE VISIBLE INSTALLATION TODAY—KEEP SELLING VISIBLE FORMS FOR YEARS TO COME! 


See Catalog 41— ORDER FROM YOUR 
Visible Binders, Sheets and Indexes BOORUM & PEASE SALESMAN 


— pages 136 to 157. TODAY 
ft 
Tae] i) 
(ae! eng 
—- —— 





Visible Equipment 
Bound Books 


Manufacturers of 
Loose-Leaf Covers and Forms 


FOR EVERY RECORD—A WAY TO KEEP IT 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN I, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mec. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. « NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N. Y. 
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| last year at Manhattan, Kans., 


CARTOONS MIRROR OFFICE MACHINE 
IMPROVEMENT 

The attention of customers to the fact that office 
machine manufacturers are constantly working to 
simplify their business problems is attracted by a 
series of window cartoons used by Circle Typewriter 
Company, Washington, D. C. 

The firm, a complete office senaiinines dealership 
operated by C. Blaustin, has taken full advantage of 
wide display windows passed by thousands of business- 
men daily. One model of each office machine carried 


| in stock, including typewriters, adding machines and 


addressing machines, always appears in the center 
of each window. In addition, whenever an antique 
machine or an old fashioned type still recognizable 
to businessmen is obtained, it is contrasted with the 
new model on a comparison basis in one of the 
displays. 

Most effective means of educating prospective cus- 
tomers to the great strides made by manufacturers in 
designing office machines are black and white car- 
toons, of the “Believe It or Not” variety which Mr. 
Blaustin regularly shows. These depict antiquated 
business office methods, show wood office furniture 
designs and their growth, and contrasts new and old 
business systems. Some of the cartoons are completely 
modern, showing the use of transfer systems, files, 
etc., to carry out complex business operation effi- 
ciently. Scores of passersby stop daily to read the in- 
tormation closely, according to Mr. Blaustin.—RAL. 

ee 

NEW STORE FOR KANSAS FIRM IS NOW OPEN 

The Duckwall Store, which was destroyed by fire 
is now completely re- 
built into a beautiful, fireproof structure. The grand 
opening of this store was held recently. 

The main floor features stationery, school and office 
supplies. 

The entire two-floor building has a floor space of 
10,000 square feet and a fluorescent lighting system 
has been installed throughout the store. The counters 
and shelves are decorated in maple wood, and mirrors 
have been placed along the walls. 

Herbert Gaede is manager of the new store. He 
has two assistant managers.—_GMH. 

———= > 0—____— 

UNDERWOOD APPOINTS BRANCH MANAGER 

H. H. Kirsch was recently appointed Underwood 
Corporation branch manager with headquarters at 
220 Cherry. St., Green Bay, Wis., according to an an- 
nouncement by W. F. Arnold, vice-president, at the 
corporation’s New York City offices. Mr. Kirsch served 
as an accounting and adding machine representative 
prior to his new assignment. 

9 
JERRY L. SMUCK OPENS OWN BUSINESS 

After spending more than 20 years representing the 
Kalamazoo Loose Leaf Binder Company and then 
Master-Craft Corporation of Kalamazoo, Mich., Jerry 
L. Smuck has established the Jerry L. Smuck Company 
at 20094 Livernois Ave., Detroit 21, Mich., operating as 
a dealer for the Master-Craft Corporation and also 
handling office supplies and equipment. 

ee 

INCORPORATE FIRM AT CHARLESTON, S. C. 

The Oak Ridge Manufacturing Company has been 
incorporated at Charleston, S. C., to deal in pencils, 
pens and engineering instruments. The capital stock 
is $100,000 and the president is Arthur Edwin Deloach. 


—PJP. 
oe 


BATES TO SOON INTRODUCE PRESSALIST 
Bates Brevities, publication of the Bates Manufac- 


turing Company, Orange, N. J., states that Pressalist, 


the new Bates list finder, will soon be introduced in 
the company’s family of products. 
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SEPTEMBER 9, 1948 


sweek 


By 15,000,000 PEOPLE WILL BE TOLD 


Dealers are going to find it worth their 
while to get behind ‘“Autopoint” Pen- 
cils in 1947. The biggest campaign in 
our history is now starting in leading 
national magazines with a total circula- 
tion of more than 15,000,000. 
Advertisements will feature the “Auto- 
point” “Gripe-Tite” tips that won’t let 
leads wobble, turn or fallout, willempha- 
size that for trouble-free, better writing, 


TRAOE MARK 


(WITH “GRIP-TITE”’ TIP) 


I ARE TROUBLE FREE... WRITE BETTER 


fit PENCILS 


be sure to ask for “Autopoint” pencils. 

When you add to this the strong sell 
on the beauty of “Autopoint’” pencils 
in design, finish and trim, you have a 
campaign that will send people into 
your store pre-sold, ready to walk out 
with an “Autopoint” pencil. Tie in with 
this advertising—get up your displays, 
and watch your cash register play a 
happy 1947 profit tune! 




















TRADE MARK 
BETTER PENCILS 
Fil any Pocket... Every Pocketbook | 


AUTOPOINT COMPANY ~« DEPT. OA-3 + 1801 FOSTER AVENUE + CHICAGO 40, ILLINOIS 
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uy OF 1947 GHYES 
SUPERB CHAIR VALUES OF LASTING 
QUALITY AND STURDY CONSTRUCTION ! 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





The four wooden lead pencil manufacturers of Can- 
ada announced recently that they had decided to 
restore their former terms of sale to retailers, “2% 
ten days, net 60 days,” effective at once. Late in 1946, 
the companies indicated their intention to curtail 
cash discounts, a plan which was met by strenuous 
objection throughout the retail trade in Canada. After 
negotiations in an effort to reach a settlement had 
failed, a state of deadlock occurred. In the face of 
the impending crisis, the Stationers Guild of Canada 
was requested to take the matter under consideration 
and to act as arbiter in this important matter. 

A committee consisting of leading members of the 
association from various parts of Ontario met and 
after a thorough discussion of the whole matter pre- 
pared a report which it presented to the pencil manu- 
facturers. After careful consideration of all points 
advanced by the retailers’ committee the pencil manu- 
facturers announced that they had decided to restore 
the former terms of sale. 

ca * * 

The Hay Stationery Company, Ltd,. 331 Richmond 
St., London, Ont., has had interior alterations made 
to its offices. . 

ok * uk 

When fire recently destroyed the Royal Bank build- 
ing in Truro, N. S., Success Business College on the 
third floor was totally destroyed along with all its 
equipment and heavy stocks. of text books and sup- 
plies. James P. Pirie, principal of the school and who 
is a pioneer in business training in Nova Scotia, stated 
that the fire loss he incurred would exceed $5,000. 
The total damage in the fire is expected to exceed 
$250,000. 

ok * * 

The Longlac Pulp & Paper Co., Ltd., 26 Adelaide 
St. E., Toronto, has awarded the general contract for 
the construction of a 300-ton bleached kraft pulp mill 
in the Thunder Bay district of Ontario between Nipi- 
gon and Peninsular Bay, 130 miles east of Port Arthur. 

ok * * 

The Saint John Sulphite, Ltd., Fairville, N. B., is 
planning to step its mill production from the present 
rate of 32,500 tons of bleached sulphite pulp annually 
to 40,000 tons through improvements and additions 
to mill. 

* * * 

Source of two-thirds of the world’s newsprint ex- 
ports and half the paper consumed in the United 
States, Canada’s huge pulp and paper industry is 
getting back to its peacetime position. When 1946 
figures become available, Canadian government offi- 
cials expect to report the equivalent of 11,000,000 cords 
produced last year. Barring labor difficulties and an 
unexpected decline in demand, the 1947 output will 
exceed this record figure. 

* a a 

The Canadian Pulp and Paper Association, Montreal, 
recently announced the retirement of A. E. Cadman as 
general manager. Mr. Cadman, who has served the 
association most faithfully for the past 25 years in 
various positions, will continue, for a time, to serve 
the Association in some specific phases of its activities. 

F. L. Mitchell, deputy co-ordinator of the pulp and 
paper administrations of the Wartime Prices and 
Trade Board of Canada, has been appointed manager 
of the association. Mr. Mitchell will continue his duties 
with the Prices Board until wartime controls imposed 
on the industry are entirely discontinued. 

* * a 

Arcadian Woodworkers Ltd., a new firm, will shortly 
have work started on the initial stages of the big 
conversion job in connection with the completion of 
the large brewery building on Talbot St., St. Thomas, 
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Oxford 


PENDAFLEX* 
Steel 


UTILITY DESK 


A NEW PROFIT MAKER! Every office needs this unique 
two-in-one desk and 24” capacity Pendaflex filing unit. 
It’s more than a file with a working surface attached. 
It’s a new kind of desk that provides usable, active 
filing space instead of inactive, wasted drawer space. 


Clerical work and orderly arrangement of. papers for 
quick selection or reference go together. They get 
together with utmost efficiency in the Utility Desk to 
save time and effort on all clerical wofk, filed papers, 
or for any desk’ work requiring constant, speedy ref- 
erence to filed material. 


And that’s no ordinary file, but PENDAFLEX, the 
original hanging folder file. 


Your customers are everywhere, and your profits im- 
mediate. Large offices will want them in quantities. 


der today for ‘'Pendaflexers” 
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All shipments subject to strikes and embargoes. 





Any small business will find the Utility Desk a triple 
miracle: desk, file and typewriter-stand for the price 
of one! 


THIS IS “RIGHT NOW PROFIT” MERCHANDISE. Your 
order placed today will be shipped from merchandise 
we have in stock. You can sell actual merchandise, 
instead of delivery promises, and make an immediate 
profit on orders you place today. 


NATIONALLY ADVERTISED — Oxford ‘‘Pendaflexers” and 
Utility Desks are now being advertised in ‘Nation's 


Business,’ ‘‘United States News’ and “Purchasing” 


_magazines. Inquiries and orders are coming in fast — 


these new Pendaflex steel equipment items are going 
to be the sales sensation of 1947! 


Or if you want the file alone — “OXFORD PENDAFLEXER” Here it is without the 
desk. Mounted on casters, it rolls anywhere. Sell it for desk-side use. It keeps 

needed file information always at the finger tips, easily and quickly found in 
quick-reference Pendaflex filing folders. ‘ 


Packed in individual cartons — no troublesome assembly, ready for immediate use. 
Finished in Olive green only, available iW~letter and legal sizes. Place an or- 
and Utility engarysr . for RIGHT NOW profits! 


OXFORD FILING SUPPLY CO., INC. 


125 South 8th Street 
St. Louis 2, Mo. 


340 Morgan Avenue 
Brooklyn 6, N. Y. 
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STENCIL 


In a class by itself for appearance, construction 
and performance! Incorporating many new fea- 
tures which we have developed after years of 
research ... new, revolutionary feed insures hair- 
line registration even with folded paper. Cannot 
feed doubles . . . and actually loads and reloads 
while in motion! 


Here is just one of the many MARR 
unique features . . . a rotating stencil 
button bar which permits stencils to be 
removed by their uninked CLEAN head- 
ings . . . making for cleaner hands and 
sunnier tempers. Also . . . ask about 
MARR registration accuracy. 


Available tor Immediate Delivery 
to Dealers on Exclusive Franchise Basis. 





WRITE FOR PARTICULARS 


Yayslew... 


Loller pws 


Cleaner ma 





Model “E”’ 


MAHH 


PRINTING PRESS 





a modern printshop 


in Yowwr oltice 





MARR DUPLICATOR CO., Inc. 


53 Park Place, 


New York City, 7 
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Unt., which has stood for many years uncompleted. 
Included in the firm’s line of manufacture will be 
office furniture using the moulded wood process for 
which it has procured Canadian manufacturing rights 
from a large United States concern. Jerry Orendorff, 
president of the new firm, reports that production 
may be started toward the end of March. 
* a * 

Discovery of 200 new fountain pens in a store in the 
city of Ottawa, Ont., recently led to the arrest by 
police in the city of Toronto of Irving Sabransky, 37, 
on a charge of stealing and receiving 3,200 fountain 
pens. 


The pens, valued at $5,000, were stolen from the | 


automobile of Wilfred Gregory, assistant manager of 
the Eclipse Pen Company, Bathurst St., Toronto, on 
November 26. 

a * * 

Standard Desk Manufacturers, Ltd., 4157 St. Dom- 
inique St., Montreal, recently awarded the contract for 
the erection of a two-story extension to the rear of 
its plant on Clark St., near Cremazie Blvd., Montreal, 


the estimated cost of which is approximately $125,000. 
* * ae ; 


There will be no appreciable change in the paper | 


situation in Canada for some time, R. Williams, sales 


manager of Appleford Paper Products, Hamilton, Ont., | 


stated recently in’ Winnipeg, Man. 


He said an in- | 


creased export business was taking care of increased | 


production. 


* * * 


General Stationery and Paper Ltd., Winnipeg, Man., | 


recently purchased the firm of J. Edgar Rutledge and 


Company, Ft. William, Ont., stationery outlet. The | 


new firm will operate under the name of Rutledge Sta- 


tionery and will be under the joint management of | 


Miss Alvina M. Johns and Hugh C. Nisbet, who will | 


continue to hold the same financial interest they had 
in the original firm. 
The change of ownership culminates the 46-year 


career in merchandising at Fort William of 75-year- | 


old J. Edgar Rutledge. Born at Markdale, Ont., Mr. 
Rutledge came to Fort William in 1889. 

Until about two years ago the firm was known as 
Rutledge, Battersby and Elliott Company. Following 
a fire at the store eight years ago the firm was re- 
organized and operated as a partnership. It was con- 
tinued as a company two years ago, but the name was 
changed. 

* * x 

Dawson Bros. Ltd., manufacturing stationers, Mon- 

treal, Que., recently celebrated three anniversaries at 


one big event. Fabian Dawson, vice-president and gen- | 


eral manager, having completed more than 30 years 
with the firm, was presented with a sterling silver tray 
suitably engraved. J. S. R. Crawford, secretary-treas- 
urer of the company, recently completed his first 25 
years with the firm, was also presented with a tray. 
Following these presentations made by W. Ed. Dawson, 
the event was turned over to Arthur Crompton who, 
on behalf of the entire personnel, presented Mr. Daw- 


| 
| 


| 


son with a handsome silver tray, to signalize Mr. | 


Dawson’s 33 years’ service with the company. 


co * * 


The Prices and Trade Board of Canada recently 
announced a further modification of its equitable dis- 
tribution policy regarding goods in short supply. This 
change now places all goods remaining under the 
equitable distribution policy into one distribution cate- 
gory. Suppliers are now required to distribute 80 per 
cent of current supplies to their basic period customers 
and the other 20 per cent may be distributed at the 
Supplier’s discretion. 


* a * 


W. C. Borlase, Office Specialty Company, Winnipeg, | 


Man., was recently elected president at the sixteenth 
annual meeting of the Stationers’ Association of Win- 
nipeg. Other officers for 1947 are: secretary, C. Vernon 
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FOR THE 


ONE in TEN 


WHO WANT THE 


FINEST! 


Here is an All-star performer that 
will give you more profit per sale. 
The most handsome, streamlined 
clamp-on, extension model, office 
light you've seen. Styled to sell on 
sight! 


Plastic (not metal) head designed 
to direct light on the work, out of — 
the eyes. Oval tubing bracket (not 
iron pipe). Modern grey or rich 
brown finish—Chrome trim. Finger- 
tip head and bracket adjustment. 

OCULITE is custom made for the 
quality market—for the ONE in 
TEN who want the finest. 


Immediate deliveries, at top-profit 
discounts. Mail your order today 
—for shipment at once. 


DELIVERY NOW! 
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MANUFACTURING CO. 


AVE. — CHICAGO 13, ILL. 
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WELSH fast, 
MANUFACTURING COMPANY 
67 Troy Street, Providence 9, R. I. 
Pen manufacturers since 1925 


SALES OFFICES: New York City, Dallas, Marion, 
Chicago, San Francisco, Philadelphia, Boston, 


Atlanta, St. Louis. 
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Nobbs, Luckett Loose Leaf Company; treasurer, F. J. 
Dool, G. R. Bradley & Company; auditor, J. Francis, 
Reliance Ink; Guild club, Andrew Liddell, W. J. Gage 
Company. * * * 

One of the new stores in Truro, N. S., is that of 
Frank E. Yould, who has established a modern sta- 
tionery business in that town. During the war years 
Mr. Yould served four years in the Canadian army as 
a paymaster and prior to enlistment was an account- 
ant with the Borden Company at Truro. 







USES CYCLE BILLING MACHINE—Betty Selvy of Golden 
Rule Department Store, St. Paul, Minn., operates an Under- 
wood Sundstrand Cycle Billing Machine, one of the many 
progressive customer relations aids in operation at this store. 


McCLAIN AND HEDMAN ADD CARD SHOP 


McClain and Hedman, Saint Paul, Minn., have added 
another modern touch to their completely remodeled 
new stationery and office furniture home by creating 
from, an adjoining small shop, an outstanding greeting 
card department. The cutting of a large archway 
connected the main store with the addition, which 
is at the front, thereby adding 20 feet to the display 
frontage. 

The new space which is approximately 15 feet wide 
and 16 deep, has an entrance from the street as well 
as the entrance from the main store. 

The display fixtures for the- cards were especially 
designed for the space. Finish of the greeting card 
shop is the same as that in the main store—bleached 
oak, with a decorative color scheme of yellow such 
as is used in decorating the rear of the main rooms. 

A large mirror, placed at the back of the greeting 
card room, gives a feeling of depth. Another is to 
be placed on -a pillar at the side in order to add to 
the apparent width. 

Large lettering designates the various kinds of 
cards displayed, making selection easy. The front of 
the card shop. is made up of windows on either side 
of the entrance so that the whole interior can be 
seen perfectly from the street. 

Corner brackets hold small items which can be tied 
in with greeting cards. One display, for instance, con- 
sisted of small paper weights which opened .to hold 
small bottles of ink which coyld be safely carried 
when traveling.—BART. 

——_——_0—= > 0-—_ 


F. S. WATERMAN VACATIONS IN SOUTH 


F. S. Waterman, vice-president in charge of manu- 
facturing of the L. E. Waterman Company, who cele- 
brated his seventy-fifth birthday recently, is enjoying 
a month’s vacation in the sometimes sunny South. He 
left New York with Mrs.- Waterman on February 8 
and arrived at Blue Lake Grove, the Waterman estate 
at Eustis, near Orlando, Fla., in the midst of the worst 
winter weather the popular vacationland has ever 
experienced. 
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The BROWNE-MORSE 


Glider File 


a smooth performer 






















\\ 


outstanding features 
greater durability 
increased F. Q. 


What's the F. Q. (filing quotient) of your filing 
operation? It can be measured by the efficiency, 
accuracy and capacity of your filing clerks. It's an 
important part of your business and a measurable 
cost of your business operation. 

Browne-Morse Glider Files help to increase the 
F. Q. of your filing department. Only a 5% ounce 
pull is required to open the drawer of a Browne- 
Morse Glider File. This factor alone greatly reduces the fatigue factor in 
filing . . . permits your filing clerks to file more accurately . . . increases 
their capacity. This plus the many other outstanding features of a 
Browne-Morse Glider File cuts this measurable cost of your business 
operation. The smooth performance, durability and dependability of 
Browne-Morse Glider Files make them the best desigriedj~best engi- 
neered and biggest value on the market today. Check the features below: 





The extension arms on Browne-Morse files carry a fully loaded drawer swiftly, silently 
and easily on six case-hardened steel balls strategically fitted into the extension arms 
Key to BROWNE-MORSE with engineered ball running ratios. No lubrication required. 
* ye ° Bearing Type Raceways. The contour of the balls exactly fits the contour of the 
gliding action 


raceways of the extension arm. This scientific bearing feature eliminates the possibility 
of excessive wear... prevents the drawer from sticking or jamming. 


Just a slight movement 
of the handle up or 
down releases the 
drawer catch. N I 
buttons or | 
pinching, no 
catching 
The new 
The extension arm supports the beautifull 
| eee i: f drawer every inch of the way ’ with alur 
Patented channels and extension whether the drawer 
slides permit the installation of opened or at any 
inserts in all openings by any its inward or ou j \ 
one without the use of tools. 1D} on: '4-) as C= HE-105 0) ole) a(-to Mod Mi del Mmm oll 
Automatic locks may also be in- tom corner, the point of greatest 
stalled in the field. rigidity on the entire drawer 


3 5" ee . Write for the com- 
Architects of Efficiency for America’s Office plete new bulletin 


on the Browne-Morse 





Glider File. Learn tie 
how you can in Mm, 
MUSKEGON B os Mw MICHIGAN crease the or gee get a 
ro W n e 0 rs e cour tine Opeuon 
MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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" seping lhe business wold” 


Is the Business of Jasper Chair Co! 






asper Ch 


JASPER, 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 
Fred Deutsch (Southwest) 


3525 Southwestern Blvd. 
Dallas 5, Texas 


24 











INDIANA 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


S. H. MacDonald, (West) 
511 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York, N. Y. 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 26 
(Phone ROgers Park 3644) 
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Seen and Heard 
in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The general tone of business in the Los Angeles area 
still is one of optimism. All firms in the office appli- 


ance business, including typewriter agencies, are do- | 


ing well. 
representing purchasing power is phenomenally high. 
As fast as merchandise is available it readily finds a 
market. 
country. 


The amount of money impounded in banks | 


This condition probably is true all over the | 


As stated by one person in these notes the man who | 


is willing to work can depend upon success in this 
business, and that most assuredly seems to be true. 
The first big impetus behind any business is willing- 
ness to work. Given a good field, given good mer- 
chandise, everything is ready for the person who will 
apply himself; but even with a good field and with 
good merchandise no person can succeed without 
steady and systematic application. Competition, re- 
liable Los Angeles merchants point out to this cor- 
respondent, never can make business bad, for active 


and ethical competition means cumulative publicity | 


beneficial to all. The field is now wide open, business 
is good, and energy properly directed surely should 
make it remain good for some time to come, for an in- 
definite length of time, in fact. 

* * * 

Hazen R. Ames, president of the Ames Supply Com- 
pany, Chicago, accompanied by Mrs. Ames, spent two 
weeks visiting accounts in Dallas, Tex., San Francisco 
and Los Angeles, Calif. 

Winder’s Platen Service Company, 411 S. Main St., 
is the Los Angeles representative for the Ames Sup- 
ply Company. 


* * * 


The Stenotype Company of California opened a new | 


school in Mexico City on March 1 with an enrollment 
of about 100 students. The training is given in Span- 
ish and Edwardo Alarcon, a native of Mexico, is the 
instructor. 

Mrs. Lillian Larrimore, head of the Los Angeles of- 
fice, Chamber of Commerce Building, states that a 
large number of GI’s are students at the Los Angeles 
school. 

* * * 

Walter Funk, who was West Coast representative 

for the F. S. Webster Company, Cambridge, Mass., for 


50 years, died recently at his home in Arcapa, Calif. | 


Mr. Funk, who had retired, is survived by his widow. 
* * * 

Vroman’s Office Furniture and Equipment Company, 

1271 E. Colorado St., Pasadena, experienced the largest 

volume of business in any one month of its history in 


January, according to Mrs. L. E. Walrath, the manager. | 
Very satisfactory shipments of furniture were received, | 


so prompt deliveries were made possible. 
a * * 


Plans for the regional meeting of the Stationers | 


Association of Southern California, to be held April 17 
at the Biltmore Hotel, Los Angeles, have been com- 
pleted, according to Blake Lockard, secretary. 
ok * kK 

The Ediphone Company, 943 S. Broadway, has in- 
creased production on its new Mercury Electronic 
Voice Writer. Four new salesmen have been added to 
take care of the large volume of business. 

The outlook for 1947 is very promising, according 
to George E. Montgomery, district manager for the 
company. 


er See 


John Orr, who for the past three years worked in 
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HEAVY DUTY 
TUBULAR STEEL : 


TYPEWRITER STANDS 


BUILT RIGHT ¢ PRICED RIGHT 
SELLS ON SIGHT 


Frames made of heavy gauge tubular steel 
electrically welded 





NO. 750 
TOP SIZE 16” x 18”, LEAF SIZE 9” x 16” 


Piano hinges used to attach leaves to center. Spring 
table brackets assure utmost rigidity when opened. 


LIST $14.00 | 





beautifully finished in walnut, natural oak, 


Hardwood tops, 
Large easy rolling casters. All stands 


reen (with gray frames). 
6” high. 











NO. 650 


Top Size 16” x 18”. 
Leaf extension 12”. 


Leaf works to either 
left or right side. 


LIST $12.00 





No. 350 


Top size 16” x 18” 
LIST $10.00 
Same table with 18” x 24” top. 
LIST $12.00 


Shipped set up 
ready for use 


F.0.B. BROOKLYN, N. Y. 


IMMEDIATE DELIVERY 
ORDER TODAY 
USUAL DEALER DISCOUNTS 


METAL MODES co. 


637 —47 STREET BROOKLYN 32, N. Y. 


No. 350 
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STEWART 
£ MARKING & 
STAMPING 
DEVICES 
ARE SOLD 


AROUND 
THE WORLD 





ORDER THE 


West 


Mo WHEN IN NEED 
OF DATERS 





THE "CROWN" LINE OF DATERS AND NUM- | 
HIGHEST GRADE | 
















BERERS ARE OF THE 

THROUGHOUT BANDS ARE DEEPLY 

MOULDED WITH 8 YEARS ON THEM 

ONE PIECE ALUMINUM DRUMS FOR EASIER 

TURNING OF BANDS . . . HIGHLY NICKEL 

PLATED FRAMES FOR NEATNESS AND APPEAR- 
ANCE... 


THE "STAR" DATERS AND NUMBERERS 
ARE THE INEXPENSIVE BRAND — MADE 
TO SERVE WHERE THE BEST IS NOT 
NECESSARY .. . BUT A GOOD 
STAMP !S NEEDED— 
AVAILABLE FOR IMME- 
DIATE DELIVERY 


RASTEWART 


SOA BAN NN A en 


80 DUANE ST. NEW YORK 7,N.Y. 
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| the Stowe-Davis Company, Grand Rapids, 
| visited accounts on the west coast during February. 
| He spent several days in Los Angeles. 


the mechanical department of L. C. Smith and Corong 
Typewriters, Inc., 533 S. Spring St., Los Angeles, died 
January 25, following a two months’ illness. Funeral] 
services were held at the Wee Kirk of the Heather, 
Forest Lawn Cemetery, Glendale. Mr. Orr made his 
home with his daughter, Mrs. Edna R. Ross, 1001 N 
Kenmore Ave., Los Angeles. 
. cS x * 

Earle P. Hambly and Associates, formerly Denison’s 
Office Supplies, 1343 Fourth St., Santa Monica, feel 
highly gratified at the progress made during their first 
year which recently closed. A year ago they had one 
employee. Now there are eight on the payroll. The 
inventory is about seven and a half times larger than 
at the beginning of last year and business continues 
to show an increase from month to month. The store 
traffic has so greatly increased that two more sales 
people will be added shortly. In January, Mr. Hambly 
was honored by being elected to the board of directors 
of the Retail Merchant’s Association of Santa Monica 
for a two-year term. 

* co oo 

The Western Typewriter Company, 2516 Gage Ave., 
Huntington Park, has found it necessary to enlarge 
its mechanical department because of the greatly in- 
creased volume of repair work, according to C. F, 
Sanders, the proprietor. 

Mr. Sanders’ son, Bud, has recently become a mem- 
ber of the office force and Jack Dole has recently be- 
gun work in the mechanical department. Both of these 
young men spent three years in the service. 

on a te 

The Office Supply Company, 5734 S. Broadway, Los 
Angeles, is beginning its second year in business. Sev- 
eral new lines of merchandise are being added and 
the sales and office forces are being increased to take 
care of the additional business, according to John 
Powell and M. Elliott Nelson, the proprietors. 


* * * 


R. A. Berger, vice-president in charge of sales for 
Mich., 


* * * 


Ernest Von Rhine, proprietor of Von’s Office Ma- 
chines, 326 W. 7th St., is receiving a considerable num- 
ber of rebuilt typewriters from the War Assets Ad- 
ministration and states that the demand for these 
machines is just as great as ever. 

* * * 

Ted Ralph, branch manager for Remington Rand, 
Inc., 711 S. Olive St., Los Angeles, reports that the com- 
pany is now delivering more KMC typewriters to Los 
Angeles customers than at any time during the history 
of the organization. 

* * * 

Ralph M. Alexander, proprietor of the Alexander 
Stationery Company, 1315 N. Vine St., Hollywood, says 
he had an unusually large volume of valentine sales, 
much larger than he had anticipated. 

* x x 


A. C. Hauser, proprietor of the Columbia Salesbook 
Company, 315 S. Spring St., at this writing is planning 
to attend the National Business Show to be held in 
San Francisco, February 20 to 26. 

The Columbia Salesbook Company is finding very 
satisfactory and wide acceptance of the C.O.D. plan 
which it recently inaugurated, according to Mr. Hauser. 
In fact where invoices are small the idea is a very 
welcome one for it saves a great amount of bookkeep- 


ing, he says. 
* x * 

The Miller Desk and Safe Company, 219 W. Third 
St., Los Angeles, opened a branch store at 8654 Wil- 
shire Blvd., Beverly Hills, on March 1. Complete office 
planning, including not only office arrangement and 
selection of furniture but also suggestions on wall 
decorations and carpeting, is offered customers. Cus- 
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@ | know that “abuse” is a better word than 


“use” for the daily beating that files take. That’s 


NAY 


why the rugged construction of Steel-Age 


t ml Lt mit 


NN 


\ 
NY 


files gets my vote and my purchase order. I’ve 


NY 
SS 





NY 
A, 


got some around here that hardly look tired 


Ww 


after many years use. 
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@ |t doesn't seem to take much energy to 
open and shut a drawer—but when you 


do it a couple of hundred times a day that’s 


IW 


work. Steel-Age file drawers slide in and 
out as smoothly as skates on ice. I hope the 
boss never buys any other kind. 


Th. StcrBlany, 


@ | was satisfied when we first bought Steel-Age 





~ Ss 


YY. 
REA 


equipment and I’ve been happy about it ever since. 
When we need new files, my advice is—get 

more of the same. It seems to me there’s a moral 
in that for office equipment dealers. 


Me etd 
CORRY-JAMESTOWN 
MANUFACTURING CORP. 


\ 


\ 
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CORRY « PENNSYLVANIA 
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THE NEW MODEL 


Streamliner 
UTILITY 
STAND 


@ Hard-tempered Masonite Top 

@ All Steel Tubing 

@ Precision Built; Quality Materials 
No. 1620 






@ Ample Leg-room 
@ Easy Portability 


> 





TAKES MOST OFFICE MACHINES 
A top quality, heavy-duty, sturdy steel stand with 
a dozen uses. Snag-proof, clatter-proof. Built for 
lifetime service and comfort for the worker. 4 inch 
Masonite top does not crack, warp nor chip, out- 
lasts wood, easy on office machines. Metal edges 
smooth rolled. Rigid bracing. Continnous piano 






No. 1418 


hinges. Beautiful baked enamel walnut finish. %" WOOD TOP UTILITY STAND 
Patented special coil spring drop leaf catches. Posi- Superior quality, scientifically designed 
tive action to release. Free rolling casters. Open, for greater efficiency. Tube steel legs, free 
16 ~. 38x 27 inches high. 9x16 drop leaves. rolling casters, patented drop-leaf arms. 


. ° - Warpproof wood top; finish, natural or 
Start this beauty working for you. " ' 


Order today. 
Also write for free catalog. 


walnut. Open, 141; x 36 x 27 inches high. 
Ship. Wgt. 21 Ibs. K. D., F. O. B. Chicago. 
Please address Dept. O 


MASO STEEL PRODUCTS chess 7 itinci 


MASO MAKES Fue SETTER ONE 
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tom made pieces for the individual will also be fea- 
tured. The new store is modern in every detail and 
is itself a model set-up. 

The firm, which has been at the W. Third St., loca- 
tion since 1918, has expanded with the growth of the 
city and will continue serving the down town area. 

Allen F. McNally has been appointed manager of 
the store on Wilshire Blvd. Mr. McNally has had 
over 20 years’ experience in the office equipment field. 
He was with Burnap-Meyer, Inc., of Kansas City, 
Mo., for nine years; in the Los Angeles office of the 
General Fireproofing Company, Youngstown, Ohio, for 
five years, and with the Pacific Desk and Safe Com- 
pany, 1031 S. Hill St., Los Angeles, for four years prior 
to joining the Miller Desk and Safe Company. 


ok * a 


Bright’s Typewriter Exchange is now nicely located 
in new quarters at 604 S. Brand Blvd., Glendale. This 
company, which does wholesale typewriter rebuilding 
and cleaning for ,dealers, has been in operation in 

















ANDREW BRIGHT 


Glendale for the past nine years. Its first location 
was at 213% S. Brand. For four and one half years 
a wholesale and retail store and shop was located at 
110 N. Central Ave., and 18 months were spent at 228 
S. Brand. 

Andrew Bright believes he has one of the best 
equipped shops in the Glendale area. A new cyanide 
tank two feet wide, two feet deep, and three feet long 


BRIGHTS CANA BRIGHTS 
ADDING MACHINE TYPE WRITER 
SERVICE EXCHONGE 


ou4 


i? t 
, 


me. 





Ee 
BRIGHT’S TYPEWRITER EXCHANGE 


makes possible the cleaning of all types of office ma- 
chines and about three hours work is saved on each 
one. All welding, silver soldering, and brazing as well 
as oven baked enameling and crackling work are done 
by this firm. Mr. Bright who has been in active busi- 
ness for nearly 40 years, is planning to retire and take 
a long planned vacation in the near future. He will 
Visit his mother in Port Huron, Mich. 

Prior to establishing the Glendale Company, Mr. 
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DARNELL 
ASTERS 
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SAVING 
_ AT 
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TURN 


DARNELL CORP. LTD 
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60 WALKER ST. NEW YORK 13. NY 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 
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Bright conducted a similar business in Chicago for 
154 years, and prior to that was factory superintend- 
ent in the wholesale and repairing departments of 
the Harry A. Smith Company, 128 S. Wells St., Chi- 
cago. At that time this company was the largest of 
its kind in the world conducting wholesale and retail 
foreign business, as well as domestic sales. 
* * x 

Robert J. Burns, proprietor of the Boulevard Sta- 
tioners, 5406 Wilshire Blvd., feels that business pros- 
pects are very favorable for any one who is willing to 
put forth his best efforts. While there are still many 
hard-to-get items, substantial gains over last year 
are being made according to Mr. Burns. The Boule- 
vard Stationers have recently installed overhead neon 
lights as well as new card racks and standards by Hall 
Brothers, Inc. 

scintillating 

ROYAL HONORS CLEVELAND DISTRICT MANAGER 

Maurice C. Hull, Cleveland district manager, Royal 
Typewriter Company, was recently awarded a gold 
watch for 25 years of continuous service. 

At the presentation held in Royal’s home office in 


| New York and attended by department heads, Allan 





| MAURICE C. HULL HONORED—Present for ceremony honor- 
| ing Maurice C. Hull, Cleveland district manager of Royal 


Typewriter Co., on the occasion of his silver anniversary 
are (left to right) David B. Starrett, sales manager of the 
standard machine division; Allan A. Ryan, chairman of the 
board of directors; Mr. Hull; and Maxwell V. Miller, president. 


A. Ryan, chairman of the board, presented the watch 
and gave a resumé of Mr. Hull’s background with the 


| company. 


Starting in the New York sales department on 
February 3, 1922; Mr. Hull was named Johnstown, Pa., 
manager in June of that year. In 1923, he was made 
assistant sales manager in charge of the national 
accounts department. Mr. Hull was transferred to 
Cleveland as branch manager in 1924, and was pro- 
moted to Cleveland district manager in 1935. 

& sciitiabints 
STRATFORD CONTINUES ADVERTISING CAMPAIGN 


Launched in 1946, the Stratford Pen Corporation, 
Salz Building, New York City, is continuing the largest 
advertising promotion ever placed behind a dollar 
pen, according to Jacque A. Salz, president. The full 
efforts of the company are still being concentrated 
upon the promotion of the Stratford Regency. 

Top-circulation consumer magazines, newspapers, 
Rotogravure sections, car cards and billboards are 
utilized with S. R. Leon Company, Inc., No. 1 Madison 
Ave., New York City, as the agency for the account. 
An even larger appropriation has made for 1947 than 
was used in 1946. 

cialis 
TO OPEN NEW FIRM AT BELOIT, KANS. 


H. P. Jaggar announced recently that he will soon 
open an office supply store and typewriter agency at 
124 E. Court St., Beloit, Kans. Mr. Jaggar reported 
that he had purchased the equipment of the Business 
Men’s Club and that these fixtures will be sold in order 
to make room for his new business. 
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THEY SELL - 


THEY 


PLEASE - THEY REPEAT 





SLAB, LATEX 
-” FOAM RUBBER 


CHAIR 
CUSHIONS 








1” CUSHIONS 
Fairfoam Line 


(slab, latex foam rubber) 
No. 10 S, Steno size, 


SE CORA cv $4.70 
No..10 E, Executive size, 

St -OGON os 5, Haka ices 5.20 
De luxe line 


(50% flaked, latex foam rubber 
and 50% cotton felt) 
No. 62, Steno size, 
OO oi ok $2.70 
No. 64, Executive size, 
list each .......... 3 EE ee iy aie 








FA/ 


OFFICE APPLIANCES, March, 


_ Above list prices subject to iberal trade discounts. 











Fairfoan 
a contribution of science to 
luxurious comfort 
© Prevents fatigue 
@ Prevents wear (and shine) 
on clothing 
© It breathes; it cools 
® Dust-proof; lint-proof 
® Moth-proof; vermin-proof 
® Sag-proof 
® Lasts a lifetime 
1%” CUSHIONS 2” CUSHIONS a 
Fairtoam line Fairfoam line i 
(slab, latex foam rubber) (slab, latex foam rubber) 
No. 15 S, Steno size, te ln a size, $6.50 
list-gach chon Sigengeee ..$5.80. No. 20 E, Executive size. 
No. 15. E, Execttive size; <=: i: list each ....... Se a aes . T.00™ Se, 
list each ........ ces = 6.00 ; “8 
. De Luxe line a 
All cushions are covered with [50% faked, latex foam rubber 
fibre matting (on one side) and Phe Son ee felt) ay 
gakardine (on the other) and are ns cathe , cM 
available in brown, green and No, 46, Executive size, 


maroon, list each ......... ketake Bb vonisccek Mae 









FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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No. 1351 
Chair 


Selected Oak 


KNEEHOLE 
DESK 


Choice of Finishes 
Tudor or Light Oak 


No. 1300 
22" x 48"—30" High 
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ICHIGAN DESH CU. 


CEES 


Ready for Shipment 


NOW 


DAVENPORT and CHAIR 


Regularly furnished in soft fabrics . . . Available 
also in Imitation Leather . . . Choice of Colors— 
blue, green, brown or maroon. 





Frame is Oak, 








Pay . 5 Be. either Tudor 
=| or Light 
bee ol 
‘ No. 1350 
Davenport 


SSIS SS SSeS 


GRAND RAPIDS, 
MICHIGAN 
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DENNISON BOOTH PHOTOS AGAIN AVAILABLE 

Dennison Manufacturing Company, Framingham, 
Mass., recently announced that they now have avail- 
able an additional supply of photographs and draw- 
ings of the Dennison department exhibit which at- 
tracted wide attention at the 1946 NSA convention 
in Chicago. 

The company reports that many stationers requested 
the photographs and drawings showing full construc- 
tion details of the booth and the demand temporarily 


vd rose me 


has § 


DENNISON MFG. CO. NSA BOOTH 
Top—Visitors to the Dennison Mfg. Co. booth at the NSA 
convention in Chicago were impressed by this file display 
method for featuring commercial items. When not in use. 

these display panels disappear into the counter itself. 
Bottom—Revealing many of the novel display arrangements 
which created favorable comments and a demand for photo- 
graphs and drawings of the Dennison exhibit. 


exhausted the supply on hand. This material is now | 


available free of charge to stationers who write to the 
Advertising Department, Dennison Manufacturing 
Company, Framingham, Mass. 

Among the features of the booth was the use of 
Plexiglas to transform customary under-the-counter 
storage areas into colorful displays of crepe paper, 
cellophane and tissue. Another advanced merchandis- 
ing principle was exemplified by the bin-type counter 
displays of stationery sundries and gift wrappings. 
Other features were the compact file display of com- 
mercial items and the show box arrangement of re- 
lated merchandise. 

—— a. 
INDIANAPOLIS FIRM TAKES NEW LOCATION 
The Adding Machine Service & Sales, established 


Since 1924, has announced location at a new address, 


215 S. Meridian St., Indianapolis 4, Ind. 
The firm had grown from a two-man shop to a con- 


cern employing 25 persons at the former location in | 


the Century Building. Acquisition of this location by 


the Veterans Administration necessitated procurement | 


of a new site. 


With the new modern location and increased facili- | 


ties, the management expects to better serve its 


patrons. 
-_ Oo 


OMAHA FIRM TO DISTRIBUTE FOR A. B. DICK 

Stuart C. Humble and R. B. Humble have opened the 
Humble Company at 1726 Cuming St., Omaha, Neb., 
as exclusive distributors in Omaha and adjoining terri- 


tory for the A. B. Dick Company, Chicago, manufac- 


turers of Mimeograph. 
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NOW-VAN DYKE FLUORESCENT . 


IN NEW “DESK GRAY” FINISH? 


In view of the widespread demand for gray desks, Van Dyke offers 
the "DESK GRAY" FINISH on a number of models in the line. 


Dealer inquiries are invited. 





“ADJUSTA-LITE” 
PORTABLE 


ALL METAL 
No. 1222 
Single 18” tube 
Patented flexible arm 
adjustable height 
Finished in Morocco Brown 
and Desk Gray 








~ “ADJUSTA-LITE” 
CLAMP-ON 


ALL METAL 
No. 1201 
Single 18” tube 
Patented flexibie 
arm 
adjustable height 
Finished in Morocco 
Brown and Desk 
Gray 


eevee ese enwee 
eecewn eee eeee* 





No. 1277—1 tube—No. 1277-2 two tubes 


| A completely adaptable clamp-on Fluorescent. Adjustable in all 
directions. 


Morocco Brown and DESK GRAY. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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araple. DESK Fibts 





Here at last is the answer to the busy executive's 


and secretary's prayer. , 


A work organizer and a pull drawer letter file 
combined, which will keep private papers really 
private. Available with rigid and secure 
winged shelves for working 
convenience. 


Upper compartment with lift cover for current rec- 
ords and visible data. Lower filing drawer for 
other records plus a utility drawer set into the 
base. 


Made of heavy gauge furniture steel. Equipped 
with spring compressor, ball bearing rollers and 
four swivel casters. Bright smooth cadmium fin- 
ished hardware. Guide rod operates in a de- 
pressed groove for eyeleted guide operations. 





SPECIFICATIONS 
(For All Models) 
LETTER SIZE 
Wide High Deep 
Upper section $3" 10%” 24” 
File drawer , 12% . 10%,” 244," 
Utility drawer 124,” 3%” 243," 
Overall height : 30%” 
No. 855 LEGAL SIZE 
LETTER SIZE Wide High Deep 
$46.95 Upper section 16” 10%” 24” 
No, 859 File drawer 15%,” 10%,” 244,” 
LEGAL SIZE Utility drawer 15y,” 3%” 244," 4 
$54.20 Overall height 30%,” “4 


eo ©) & STEEL EQUIPMENT COMPANY 





NOTE! — — 


HANDY 
WINGED SHELVES — 
_ FOR 
EXTRA WORKING SPACE! 


No. 856 
LETTER SIZE 


$51.20 


No. 860 
LEGAL SIZE 


$58.45 


CAN ALSO BE 
USED WITH SWINGING 
FOLDERS 


No. 854 
LETTER SIZE 


$42.70 


No. 858 
LEGAL SIZE 


$49.95 


349 BROADWAY, NEW YORK 138, 
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MULTISTAMP works 


You can address 

box with the portable MULTISTAMP Duplicator. For 

that fast. It prints on Pt scally anything. too—wood, shipping tags. labels, 
cardboard, paper --- n big and small packages alike ... in 
hard-to-reach corne!s and normally inaccessible spots. An MULTISTAMP 
never makes 4 mistake! 
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on the stencil, snap it 


ULTI- 


t type OF write 
the job’s done. M 
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Non-mechanical mee 
on the MULTISTAMP _ and print! Like one-two-three, 
STAMP has been giving dependable service for ovet 25 years. 
OUR FRIEND ABOVE 1S IN. ORDER YOUR MULTSTAMP OUTFIT Now— 
AS THEY'RE PACEED. 


ET INA FIX LIKE 


D ADDRESS YOUR SHIPMENTS AS FAST 
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DON'T WAIT UNTI 
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Also ideal 
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DEALERS 
Write NOW 





for our new, 
liberal Dealer Plan! 
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DUPLICATOR 
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NEW NAME, PLANT FOR R. C. ALLEN 


A new name and a new plant have been announced | 


for the R. C. Allen organization. Effective December 
31, 1946, the company became R. C. Allen Business 
Machines, Inc., declared to be “an entirely natural 
development due to the fact that the R. C. Allen signa- 
ture appears on our adding, bookkeeping, cash regis- 
tering and other office machines as well as on the 
calculator.” 


The new plant for the Grand Rapids, Mich., com- | 


pany is located at 36 Cherry St., S.W., the fourth in 


that city and one destined to produce cash registers. | 
It is recalled that the organization started out as | 


Allen Calculators, Inc., 
the former American Can Company, now called Plant 
One. 
tion expanded and the need for additional space re- 
sulted in the purchase of the old Fox Typewriter plant. 
Plant Three is a two-story building located on the river 
behind Plant Two. It is used for special machining 
operations and storage. 

The new plant consists of four floors totaling 66,225 
square feet of space. 

Oe 
PENN-MAR-VA TRAVELERS CLUB NOTES 

Miss Mary Skinner, secretary and member of the 
firm of H. B. Levis, Inc.; and known to mzny of the 
travelers, died on January 25. 

* me . 

Recent visitors in Washington, D. C., included Zac 
Smith, Zac Smith Stationery Company, Birmingham, 
Ala.; Jack Johnstone, Wallace Pencil Company; Harry 
Brice, sales manager of Ivan Allen-Marshall Company, 
Atlanta, Ga.; and W. H. Patterson, Johnstown Office 
Supply Company, Johnstown, Pa. Mr. Smith and Mr. 
Patterson are NSA district governors. 


* a * 


Jerry Savage, vice-president of the Penn-Mar-Va 
Travelers Club, was recently elected president of the 
New York Stationers 12:30 Club. 

+ - * 

Many of the travelers are receiving and enjoying 
copies of “The Golden Age,” issued by the R. P. An- 
drews Paper Company, Washington, D. C. This is a 
history of the 50-year-old company, with emphasis on 
the future rather than on the past. 

* * * 

The Penn-Mar-Va Travelers Club was to be well 
represented at the Wholesale Stationers convention 
in New York, N. Y., on March 9, 10, 11 and 12. 


* * * 


These items are taken from the Penn-Mar-Va Trav- 
eler “Chit Chat of the Road.” 


Wo.) - 3426 56.5 - 


Christer % ‘Haig, who ‘is ‘now sales ‘executive of the 
Friden Calculating Machine Company, Inc., San 
Leandro, Calif., was married recently to Miss Thelma 
E. Garr, daughter of Mrs. Pearl Garr of Newton, Kans. 
The wedding took place at the Grace Lutheran church 
in Burlingame, Calif., with the Rev. Albert R. Kurtz 
officiating at the single ring ceremony. 

Mr. Haig is the son of Commodore Arvid Haig of 
Gotland, Sweden. 
Naval Academy and graduated from the University 
of Stockholm in Sweden. He served four years in the 
Army of the United States, attaining the rank of cap- 
tain in the signal corps. It was while stationed in 








Washington, D. C., that he met his bride, who at that | | 


He attended the Royal Swedish | 


and with the first home in | 


Plant Two was added in 1943 when war produc- | 





time was a personnel officer in the National Housing | 


Agency. 


The bride is a graduate of Newton high school and | 


attended Bethel college. For two and one-half years 


she served as secretary to the secretary of the Newton | 


Chamber of Commerce, leaving Newton five years ago 
for Washington, D. C_—GMH. 
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Your Big Sales Advantage 


in REX-O-graph 


Fluid Type Duplicators 


The satisfaction you feel when you KNOW the 
duplicator you handle will come out on top in any 
kind of comparison—performance, construction, 
simplicity of operation, long-life service—is one 
reason REX-O-graph Fluid Type Duplicators rank 
high with dealers. 


There's a REX-O-graph Duplicator built for every 
type of office duplicating, from the simplest to 
the most intricate system work. And every one of 
them is designed and engineered to the same high 
performance standards—rich in operating details 
that make copymaking easier and more economical. 


Check into this popular fast-selling quality line 
today! Write for details on the complete REX-O- 
graph Line of modern Fluid Type Duplicators and 
supplies. Some excellent territories are still available. 


Ilustrated—REX-O-graph Model FM with Quick-Change 
Master Guide for high production systems work. 













: 9729 North Palmer Street 
Milwaukee vs Wisconsin — 








W R i T F ° 420 Lexington Ave., 


New York 17, N. Y. 





WRITE up Sales and 
Profits with WRITE 


Write Carbon Papers and Typewriter 
Ribbons give satisfaction in service. 
Customers who buy Write products at 
your store will return—again and again 
—for these quality items that turn out 
clear, clean copies .. . give longer wear. 
Stock and display Write Carbon Papers 
and Typewriter Ribbons. Get your 
share of profits from these fast-selling 


items. 


Immediate Deliveries 


Write for samples and discounts 


INCORPORATED 














STATIONERS- 12:30 CLUB NOTES 
Joseph Caracci, son of the Nor-Wood Company own- 
er, was graduated recently from the-Chaminade High 
School in Mineola, L. I. as No. 1 man of his class, win- 
ning the coveted Chaminade Plaque. 
* oo a 


The Trinity Stationers Company, established at 116 
Greenwich St., New York, N. Y., in 1945 by Harry Seid- 
man, now has a new partner in John McQuirk, who 
joined the firm on January 16. The two partners for- 
merly worked side by side for many years at McClunn 
& Company. 


* * * 


Martin Escoffier, Jr. of Clinton Stationery Company, 
Newark, N. J., was scheduled to be married on Feb- 
ruary 15 to Miss Marion Jean Boll of East Orange, N. J. 

es * * 


Mortimor C. Lazarus of M. C. Lazarus, Inc., is vaca- 
tioning at the Sea Isle Hotel, Miami Beach, Fla., until 
March 15, joining Jack Linsky, Abe Goldberg, Ben 
Josephson and others of the club gang there. 

* * cS 

Dwight N. Briggs, treasurer of the Stationers 12:30 
Club, has been hospitalized—an enforced rest—at the 
New Rochelle Hospital. 

ae ae ok 

These items are from the club bulletin edited by 
Gerard D. White of Acco Products. 

ee pele eee 
WALTER FICHTNER NOW LOCATED IN WEST 

Walter Fichtner, well known to the office machine 
industry at Chicago where he was formerly Chicago 
manager of R. C. Allen Business Machines, Inc., has 














WALTER FICHTNER 


transferred back to Los Angeles, Calif., and is affiliated 
with the same company there. 

Mr. Fichtner’s permanent home address is 4009 Mel- 
rose Ave., Apt. 202, Los Angeles 27, Calif. 
NEUENHAUS RETURNS TO ROYAL TYPEWRITERS 

Arthur F. Neuenhaus, well-known former speed 
demonstrator, is back with the Royal Typewriter Com- 
pany after an absence of almost five years. Mr. Neuen- 
haus resumed his duties as New York school repre- 
sentative in January. 

Mr. Neuenhaus came to Royal as a speed demonstra- 
tor back in 1933 and in that capacity toured the 
schools and business houses of the country. Convinced 
that selling was his goal, he became a school repre- 
sentative in 1935. His interest in speed typing con- 
tinued, however, and he accompanied Albert Tangora, 
seven times world champion, on many championship 
contest trips. 

When typewriter production was halted in -1942, 
the typist followed through on radio, his lifelong 
hobby. He joined Western Electric to do aircraft, radio, 
and radar work. Eight months prior to returning to 
Royal, he became associated with the Allen B. DuMont 
Laboratories and worked on the development of tele- 


vision. 
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DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 
office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 













ew England Woodworking 


52 East 137th Stree New York 54, New 
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RAPID ROLLER COMPANY 


D. M. RAPPORT, Pres. Federal at 26th Street on RR On-UCE®) 
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NEW CORPUS CHRISTI FIRM REPORTS GROWTH 

Organizing the Kie Office Supply Company in Feb- 
ruary of 1946 to operate a full line retail office supply 
in Corpus Christi, Tex., Owner Jack Kiedaisch is grati- 
fied over the progress made, culminating in the grand 
opening last December of a completely remodeled and 
newly-outfitted store building at 106 N. Chaparral St. 

All operations are under the personal direction of 


KIE OFFICE SUPPLY CO., CORPUS CHRISTI 
Mr. Kiedaisch, who graduated from the University of 


Illinois, College of Business Administration, in 1929. 
Mr. Kiedaisch has spent 17 years with two companies 
in sales, office methods and management work. 

The policies of the owner are expressed in his state- 
ment, “we believe that a business can be built on 
service, fair prices and be maintained in keeping our 
customers’ viewpoint and problems uppermost in our 
mind. The main justification for any office supply 
store is service.” 

Firms opening accounts with the Kie Office Supply 
Company include the Shaw-Walker Company, exclu- 
sive dealership; Master-Craft Corporation, exclusive 
dealership; W. A. Sheaffer Pen Company, Carpenter 
Paper Company and Associated Stationers Supply 
Company. 

In the first full month of operation, Mr. Kiedaisch’s 
business made a profit. With the conditions now 
existing in Corpus Christi, he expects this profit to 
increase. 

o—- se 


CORPORATION TAKES OVER PITTSBURGH FIRM 


Announcement was recently made that the business 
known as the Acme Printing & Stationery Company, 
a partnership, and all its assets, have been assigned 
and transferred to Acme Printing & Stationery Com- 
pany, a corporation at Pittsburgh, Pa., organized un- 
der the laws of the state of Pennsylvania. The new 
corporation has assumed all of the obligations and 
indebtedness of the former business. 

The business of the new corporation will be con- 
ducted at the same place, in the Arrott Power Build- 
ing, Barker Pl., under the same management, and un- 
der the same policies. 

- —_-—— 


INCORPORATE FIRM AT WHEELING, W. VA. 


The National Equipment Company of Wheeling, 
W. Va., which will deal in new and used office, restau- 
rant and bar equipment, filed articles of incorporation 
in the office of the secretary of state at Charleston, 
W. Va.,.in mid-January. The capitalization is $25,000 
and the incorporators are Emanuel Roman, Minnie M. 
Roman, and E. D. Swann; all of Wheeling.—PJP. 


OFFICE APPLIANCES, March, 1947 


ARD Chscue 


No matter what your requirements, the 
attractiveness and durability of ARD 
Chrome furnishings will appeal to Ary 
ARD—a reliable name in CHR 


4 = No. 
= Ww-599 


List Price 


$20.84 


Spring Seat 


* 


to 
a corner blocks 








nd metal angie brace 
tor rigidity. 


Full antique nail 
trim. Comfortable curved arms. 


"\\ No. 1AH4 . 


List Price 


PEDESTAL 
COSTUMER j 





Graceful, streamlined chrome 
chair, a skillful combination 


of sturdiness and beauty 


Chrome Wall Coat and Hat Rack— 
3 parallel Chrome supports 42" 
long are joined by chrome ends 
that fasten to the wall at top and 
Provides room for many 
dates many coats hats. Lower support holds standard 

' diameter triple- 


8- rong Revolving 
wheel Pedestal Cos- 
tumer accommo- bottom. 
and hats. 


h ; 
List Price.......$31.90 coat hangers 


plated chrome. 
List Price 


99 





$19.00 





MANUFACTURING 





13 Vine St., Evansville 3, Ind. + P. O. Box 442 
ssiaeteaeel 
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I, office buildings such as this are thou- 
sands of desk workers—unknown, unseen and 
unheralded. They perform the everyday tasks 
that keep business—all business—vitalized and 


pulsating with vigor. 


Among these desk workers ALMA DESKS 
have an enviable reputation for their assist- 


ance in making desk work easy, pleasant and 
as efficient as possible—for their ability to 
stand up under the daily grind. 


The ALMA organization is intensely proud of 


this reputation and continues to “try to do 
better what others do well." 


SK COMPANY 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent 





A showing of office appliances and supplies amid an 
unusual environment was made at Halifax, N. S., by 
the Soulis Typewriter Company. For a full week, the 
Lions Club of Halifax sponsored an indoor fair in the 
local armory, and the Soulis firm took space for a 
model office. Everything was available that the firm 
believed should be in the perfect office, including 


| typewriters, adding machines, duplicators, check pro- 
| tectors, addressing machines, Dictaphone, files, and 
| furniture. Members of the Soulis staff were at the 


and floor covering. 


model office every night, contacting potential cus- 
tomers and demonstrating the appliances. Visitors to 
the fair voted for the most attractive exhibit during 


| the week, and the Soulis entry was runner-up to a 
| display of flowers made by a local florist, the margin 


between the two exhibits being very slight. The Soulis 
perfect office not only included the appliances, and 
supplies, but such furniture as flat top desks, tables, 
chairs, hat tree, three sets of portieres, wall pictures 


* * * 


In selling Royal typewriters, Baldwin-Marshall, Ltd., 
St. John, N. B., have been stressing that all of the 
service workers of the firm have received their training 
in the Royal plant. All Royals sold by Baldwin-Mar- 
shall are serviced by that firm via a guaranteed main- 
tenance policy. The location is in the midst of the 
office section. 

% ok a 

J. & A. McMillan, Ltd., St. John, N. B., have been 
giving special attention to perforating, numbering and 
eyeletting machines, visible record systems, inventory 
forms and transfer cases. A few doors away, another 
old office supply firm, Barnes-Hopkins, Ltd., have been 
accenting bond boxes, cash boxes, waste paper baskets, 
card index cabinets, all of steel. The McMillan history 


| goes back over a century, and that of Barnes & Com- 


pany, predecessor of Barnes-Hopkins, about 75 years. 
* * He 
The family of Frank J. Alexander, longtime execu- 
tive of J. & A. McMillan, St. John, N. B. is really tops 
in higher education. Four of his sons are, currently, 
in colleges: Charles, Dalhousie University medical 
school, Halifax, N. S.; Harry, University of New 
Brunswick, Fredericton, N. B.; Alfred, St. Francis 
Xavier University, Antigonish, N. S.; and Arthur, St. 
Mary’s College, Brockville, N. B. Frank J. Alexander, 
Jr., oldest of the Alexander children and on the office 
staff of McMillan, graduated from St. Mary’s, Brock- 
ville, and Robert, also with his father at McMillan, 
took a course in practical arts at Montreal in 1946. 
* * a 
When the St. John, N. B. Ski Club held club cham- 
pionships the sons of Erling Bergh, manager of the 
St. John branch of the National Cash Register Com- 


| pany, played leading roles. That is quite natural inas- 


much as their father is a veteran skier, dating back 
from his youthful years in his native Scandinavia. He 


| revived and is president of the St. John Ski Club. 


Place and prize winners at the club meet were Colin, 
Erling Jr. and Rod Bergh. 
* * * 

For the first time in years, Robert Simpson Eastern, 
Ltd., Hailfax, N. S., offered Smith-Corona portable 
typewriters, but to the number of only 50. They were 
priced at $87.50, payable ten per cent down and the 
balance in monthly instalments for 18 months. The 
machines were on sale not only directly, but by mail 
via personal shopping service forms reproduced in 
special advertising. 

* * * 

Linked with new and used machinery, motors, tools, 
pumps and belting offered for sale directly and by 
mail by L. S. Tarshis & Sons, Montreal, Que., are neW 
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NEARLY EVERYONE KS! 
IS LEARNING: | 
NO OTHER PEN 
WRITES wird 
A WATERMAN'S 








Most evervbody’s listening 


to GANG BUSTERS... 


it’s the fastest-growing pen show on the air! 


Listening to Gang Busters has nearly doubled since last fall 
alone—it’s now one of the very highest rating shows on the 
coast-to-coast network of the American Broadcasting Company. 
In listening to Gang Busters, your customers are learning a lot 
about the problems of crime and crime prevention. 

At the same time they’re learning that “you 

buy a pen to write ‘with—and no other pen writes 

like a Waterman’s!” Nine out of ten of your customers 

are reading that same thing too—and the proof of it— 

in Waterman’s biggest, full-color advertising 

campaign in magazines and newspapers. It’s just good 
business, now that Waterman’s are becoming more available, 
for you to get the low-down on the line. You'll like 

the way Waterman’s are selling—and the way they’re sold. 


L. E. Waterman Company, New York 13, N. Y. 


Waterman ....”..... 
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Waterman's Ink 


A better bet than 
ever these days of 
conflicting claims 
about perma- 
nency. Water- 
man’s Jet Black 
and Blue Black 
have been the 
choice of banks 
and insurance 
companies for 50 
years. 


ay nights, ABC, 9E.T.,8C.T.,7 M.T., 9P.T. 
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THE MEN 
WHO MAKE 
THEM! 





For inside information—for the real "low-down" 
on a product, never underestimate the opinion 
of the men who play a vital role in the manu- 
facturing process. If the product is ''tops,"’ the 
workers know it; if improvements need to be 
made, they don't hesitate to make their ideas 
known. At least that's the way we work at 
Jasper Office Furniture Company and maybe 
that's the reason JACKSON DESKS are enjoy- 


JASPER, INDIANA 


—JASPER OFFILE FL/RNITURE LLU. 


ing such widespread popularity. We are indeed 
proud to stress the fact that every JACKSON 
DESK carries an unwritten endorsement from 
every worker in our factory. Their "know-how" 
—their high standard of workmanship are re- 
flected in JACKSON DESKS with the result 
that dealers everywhere are acclaiming this line 


of office furniture. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio P 
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L. H. MeDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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and used typewriters, adding machines, scales, files 
and safes. Catalogues are issued on the items for 
sale. 

enicieceiniipilieiiailly sinciiadi 
ASSOCIATED STATIONERS APPOINTS STEPHENS 


It was recently announcedéby C. H. Malody, sales 
manager of Associated Stationers Supply Company, 
Chicago, that Hollis J. Stephens has joined the Asso- 
ciated Company as southwestern representative. 

Mr. Stephens will call on the Associated customers in 
the states of Arkansas, Louisiana, New Mexico, Okla- 





HOLLIS J. STEPHENS 


homa and Texas, and plans to headquarter in some 
centrally-located city in that territory, probably 
Dallas, Tex. 


“Steve” comes to the Associated Stationers Supply 
Company after having many years of experience in 
the industry. For approximately six years he covered 
the Twin Cities and also the southeastern states, as 
a representative of the Rockwell-Barnes Company, 
Chicago. Previous to that, he traveled for Neva-Clog 
Products of Bridgeport, Conn., covering the entire 
midwest territory. 


His training fully equips him to advise and counsel 
with Associated’s many customers on merchandising 
and sales problems. 

——-# = 


EVERSHARP NAMES EXPORT EXECUTIVE 


An expanded foreign trade program has been 
launched by Eversharp, Inc., with the recent appoint- 
ment of Louis J. Skinitzero as vice-president in charge 
of export operations, it was announced by Larry Rob- 
bins, senior vice-president and general sales manager 
of the company. 

A veteran of many years service in foreign trade 
and a wartime official of the Foreign Economic Ad- 
ministration, Mr. Skinitzero was vice-president in 
charge of sales for Eversharp International, a sub- 
Sidiary corporation, since 1944. 

Mr. Skinitzero has spent eleven years in Europe 
and 17 years in Latin America on export trade activ- 
ities, covering every country on both continents. Prior 
to his Government service, he spent nine years in the 
automotive field, including six years with the Chrysler 
Corporation handling sales for Europe and South 
America. He later joined Willys-Overland and set up 
that company’s distributor organization in South 
America. After wartime service with FEA he joined 
Eversharp. 

eilitlinitit enue 


JOINS MOTHER IN COLUMBUS FIRM 


Walter W. Frank has become associated with his 
mother, Mrs. Jane Frank, as a partner in the W. H. 
Frank Agency, at Columbus, Ohio, a firm engaged in 
the adding machine and typewriter business. The 
business was started by Mrs. Frank’s husband more 
than 30 years ago, and since his death in July, 1944, 
has been operated by her. The agency is one of the 
oldest concerns of its kind in central Ohio.—PJP. 
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No. 500-R 





ese two new numbers are typical of the 
styling and craftsmanship of all MiLo 
leather office furniture. Available in red, 
brown or green leathers, they enhance the 
appearance of every office. Soundly and 


sturdily customed, too. 


IMMEDIATE DELIVERY! 


We are now in position to give you 
immediate delivery on all our stock 
numbers ... and we offer quick service 
on specials. 


MiLo 


LEATHER CHAIR CO., INC. 


203-5 WOOSTER ST., NEW YORK 12, WN. Y. 
ORchard 4-6644 GRamercy 5-5528 
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= | VIRGINIA NEWS NOTES 


1 give YOUR Typewriter 


WITH 


STED-I-LEG 


TRADE MARK 


| pes} 


— Desk and Typewriter wear 


= 


=— Typing on a springboard 


oe 


— Typing up or down hill 
=— Uneven looking work 


=— Frayed nerves — Inefficiency 


PAT. 
nm. \ Get the Facto! 
Attractively finished 


All-metal construction 


No slippage .. . Ball-locking mechan- 
ism locks your STED-I-LEG in position. 


DEALERS | No mechanical failures 

AND | All movable parts inside cylinder 
DISTRIBUTORS are protected from dirt, grease 
WANTED ' or any outside interference. 


STED-I-LEG COMPANY 


1257 SOUTH LA BREA, LOS ANGELES 35, CALIF. 

















: Please send complete dealer and distributor information. : 

t a 

i NAME COMPANY : 

' a 

f ADDRESS city STATE ; 
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J. F. Howison, Correspondent 





| Paul E. Burbank, general manager of the National 
| Stationers Association, was in Richmond on January 
/23 to address a meeting of 50 stationers at the Com- 
'monwealth Club, long famous for its food and hos- 
| pitality. Mr. Burbank delivered a most interesting and 
‘instructive talk about the future of the stationery 
| industry. 
| * * ~ 
| All officers of the Richmond, Va., Stationers Associa- 
| tion were re-elected—Sam. Rosendorf, president; J. A. 
| Kempton, vice-president; and Woodson Waddy, secre- 
| tary and treasurer. The latter is recovering from a ma- 
_jor operation at the Stuart Circle Hospital. 

* * * 
| Statiners at Norfolk are reported considering the 
early formation of a stationers’ association, hoping to 
enjoy its many benefits. 

ba ok ae 
| Sam Iseman of the Virginia Stationery Company, 
| Richmond, is a great believer in supplying his sales- 
'man with an extra yearly subscription of OFFICE 
| APPLIANCES and requiring them to use it as a daily 
|manual for new and worthwhile things detailed in its 
| pages. He has just increased his group of subscrip- 
tions from seven to ten. 

* * * 

E. Dwight Horr is vice-president and general man- 

ager of the Fredericksburg Office Supply Company, 
Inc., opened for business February 19 at 1108 Caroline 

















E. DWIGHT HORR 


St., Fredericksburg. Henry W. Jackson of Charlottes- 
ville is president and L. S. Hiatt is secretary and treas- 
urer. A complete stock of retail merchandise is car- 
ried and a modern commercial printing plant is 
operated. 

* * a 

L. M. Dennis, star Remington Rand salesman of 
adding machines, bookkeeping machines and calcula- 
tors out of the Charlottesville, Va., office, continues to 
do a successful job. He was recently in Richmond 
for a visit. 

* * * 

J. P. McGowan, Remington Rand salesman in the 
central district of Virginia, after making a fine record 
at Charlottesville has transferred to the Richmond 
territory. 

* co * 

L. W. Evans, president of the Evans Specialty Com- 
pany, Richmond, motored to San Francisco to attend 
the business show and called on the trade en route and 
during his return. He reports marked progress in sales 
plans for his gathering rack and already has pos- 
session of his new building for extensive manufacture 
at Richmond. 

* oa * 

L. M. Wellbrock, the new manager for the Royal 

Typewriter Company at Richmond, is an interesting 
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Solution: Rock-a-File! 


Yes, Rock-a-File is the answer to 
wasted filing space because its rev- 
olutionary side-opening compart- 
ments project only slightly when 
open! Actually Rock-a-File pro- 
vides the same filing capacity as 
ordinary files in less than two-thirds 
the floor space! And all Rock-a-File 
compartments can be open at the 
same time—can remain open if 


desired —permitting two or more 


<= Send for free descriptive folder 


A Nationally Advertised Product 
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persons to file simultaneously. 

Rock-a-File means not only 
space saved, it also means easier, 
faster and more efficient filing. 
Compartments “rock” open and 
shut eftortlessly at finger touch— 
no heavy pulling and shoving— 
no noisy banging drawers. Get 
complete information about mod- 
ern filing with Rock-a-File today 
—ask for free descriptive folder. 


mac 3 
= {fll 


Lowe» Qk Fe 


Problem: What to do about the many square feet of valuable floor space 
stolen every day by the open drawers of conventional filing cabinets? 










Here’s How Rock-a-File 
Solves Filing Problems: 


COMPLETE ACCESSIBILITY —Entire 
contents accessible to two or more 
persons at once. All compartments 
can remain open. 


TIME SAVING—Open compart- 
ments do not block access to others 
in cabinet. No waiting to get at 
contents. 


LESS TIRING—Perfectly balanced 
compartments open and close effort- 
lessly at finger touch. Fewer open- 
ings and closings. 


TOPPLE PROOF—Open compart- 
ments project only slightly— gravity 
center always within framework. 

ECONOMICAL — Supplies last 
longer. Folders 
slide in and out 
sideways. No 
more mutilated 
tabs, indexes, 
guides 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive 


Chicago |, Ill. 
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Our spotlite focuses this time on another 
breathtaking act that is an integral part of 
every circus performance. How effort- 
lessly—how gracefully these bareback 
riders perform. This fearlessness is based 
on confidence—confidence in themselves 
and in the other members of their act. 
Successful performance in any avenue of 
endeavor is likewise built on CONFI- 


JASPER, INDIANA 
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DENCE. In the desk field, the dealer who 
buys and sells INDIANA DESKS does so 
with full confidence in their intrinsic merit. 
The Indiana Desk Company policy of 
always giving maximum value has paid 
real dividends for both the company and 
its dealers. It is no wonder, therefore, that 
Indiana Desk dealers are outstanding 
leaders in the office furntiure field. 
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citizen of the Old Dominion after having been trans- 
planted from Florida. This six footer wears no hat 
He reports that City Salesmen Bartlett, Bare and 
Pettis of Richmond are very much enthused over 
Royal sales and delivery prospects for 1947. 


* * * 


Earl A. Robins, salesman of Newport News, Va., just 
associated with the Newport News Office Equipment 
Company, accompanied Kenneth Thomas of that con- 
cern to Richmond recently and made him feel 
thoroughly at home. 


> eh: og 


A. C. Sheaff, handling service and sales for the 
Underwood Corporation at Roanoke, Va., is one of the 
veterans in the Underwood business. He recalls with 
much interest the early days of Eugene Clowes, man- 
ager for Underwood at Richmond, when he won a $45 
cash prize from Mr. Clowes. 


ee 


Samuel S. Rosendorf, president and general man- 
ager of Southern Stamp & Stationery Company, long 
established in Richmond at 12th and E. Main Sts., is 
busy preparing to move the enormous presses and 
stationery to the rebuilt three-story building at the 
significant new address of 00 Broad St. 
by this firm to be in the new location by April 1. 

On February 22, Samuel S. Rosendorf, Jr. took all of 
his salesmen to the Statler Hotel at Washington, D. C., 
to witness a special demonstration of Sound-On-Wire 
dictating machine. This was preparatory to handling 
the product in the Richmond territory. 

a Bs OR 
RECORD SASKATCHEWAN HOUSE DEBATES 

Saskatchewan’s C.C.F. government, which has stirred 
up many political controversies over what its oppon- 
ents call experiments, has inaugurated a new one but 
not a word of opposition is expected. 

Sixteen microphones spotted through the red-car- 
peted legislative chamber at Regina pick up every 
word uttered in the House and record them for pos- 
terity. 

A dictating machine company suggested the plan to 
the government and installed the system at its own 
cost. It is the first of its kind in any legislature. 

Two machines take the words of the legislators and 
record them on rolls. One machine takes ten-minute 
recordings similar to ordinary dictaphone rolls and 


It is hoped | 


the second takes a 30-minute stretch of debate on a | 


flexible tape. 


The ten-minute rolls later are transcribed by five | 


stenographers and a permanent record of the House 
proceedings is made. 

The 30-minute rolls also form a permanent record 
which can be replayed later for anyone interested. 


The ten-minute rolls are resurfaced and are used | 


again to catch the voices in later debates. 


An operator sits at a small battery of switches in | 


the centre of the House and cuts in the microphone | 


nearest the current speaker. If there is cross-talk 


the operator has to move swiftly to open the right | 


microphone. 


Speaker Tom Johnston said the aim of the experi- | 


ment is to supply the House with an equivalent of 
Hansard, the House of Commons Record. Scarcity of 
qualified stenographers and expense involved had 
ruled out that method and the new device will give 
the Saskatchewan legislature the first permanent 
record of its proceedings.—RC. 
Se nities be 
COLLEGE BUYS OPA OFFICE EQUIPMENT 

Sterling College at Sterling, Kans., recently acquired 
the office equipment of the Great Bend, Kans., OPA 
office, which consisted of surplus desks, typewriters, 
adding machines and filing cabinets. 


Dr. William M: McCreery, president of the college, 
filed a request for the equipment, since there was a | 


definite need for some of the items—GMH. 
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DOWNTOWN 
CHICAGO 










®% 1220 W. VAN BUREN ST. 








Now Settled in our New Home 
with expanded facilities 
for better service... . 


Patent No. 
2248355 and D 128118 


It seems fitting that we 
should mark our 26th year 
in business by moving to 
new and larger quarters. 
In our new home, we have 
increased factory facilities, 
larger offices and new 
dealer display room. It 
will be a pleasure to wel- 


me come our friends in the 

FILE FOLDERS trade at 1220 W. Van Buren 

Street. Put BARKLEY on 

your visiting list the next 
time you're in Chicago. 





BARKLEY TAB 


an 












VERTICAL 
FILE GUIDES 


Established 1921 


[. L. BARBLEY & CU. 


Manufacturers of Filing Supplic 


1220 W. Van Buren St. 


Chicago 7, Ill 
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Revolutionize 


your 


Duplicating Methods 


with the 





NEW AND DIFFERENT 


WRIGHT 


SPIRIT DUPLICATOR 





The Handy Fluid Drain and Moistener Enclosed Within 
the Fluid Receptacle Assures the Utmost in Economical 
Operation. 


Here's a brand new idea in Fluid Duplicators— 
the ONLY machine that has the paper moistener 
and a handy fluid drain enclosed within the fluid 
receptacle. Eliminates seepage and leakage com- 
pletely. Moistener is covered when machine is idle, 
preventing evaporation—saves fluid and keeps 
machine ready for instant use. Easy draining 
device prevents all fluid waste. 


Patented mechanism feeds fluid evenly across 
sheet as it is needed for clear, even copies. No 
pumps to get out of order. No control mechanism 
to adjust. 


A full-size machine, handling paper up to 9" x 
15". Welded frame of heavy metal. Sturdy as a 
truck. Contact points hardened for long wear. Im- 
pression roller mounted on ball bearings for easy 
operation. Finished in nickel and baked enamel. 


Due to mass production and integrated func- 
tional design, we are able to offer it at only $43.50 
list—the big bargain of the entire duplicator field! 


Satisfaction Guaranteed 


DER Mfg. Co., Inc. 


1330 Quincy St., N.E., Minneapolis 13, Minn. + 





196 





DISPLAY CARD AIDS HANG-A-FILE SALES 
Louis H. Farber, 31 E. Congress St., Chicago, is fur- 
nishing the trade with display cards for use in con- 
nection with the floor display of Hang-A-Files. The 
purpose of the card is to provide the dealer with point- 





HANG-A-FILE 



































NEW DISPLAY CARD 


of-sale material which will stop the eye of prospective 
customers as they browse through an office equipment 
store. The card is in two colors, black lettering on a 
yellow background. Directions for use are indicated 
at the bottom of card. Dealers now selling Hang-A- 
Files are invited by Louis H. Farber to write for this 
merchandising help, offered free of charge from the 
Chicago address. 
2 


STEELWARE OPENS NEW, LARGER PLANT 


Resumption of production and formal opening of 
its new 20,000 square foot plant on January 2 has been 
announced for Steelware Manufacturing Corporation 
by Ralph Simon, president and general manager. 

The firm, which has been manufacturing waste bas- 
kets and other sheet metal products for the past nine 
years, was previously known as Steel Products Manu- 
facturing Company, Los Angeles, Calif. 

The new plant, constructed at a cost of about $100,- 
000, is located on an industrial tract at Hawthorne, 
on the outskirts of Los Angeles. It will employ about 
90 workers. 

New equipment has been added which will double 
production of metal office and household waste bas- 
kets, according to Mr. Simon. 

The firm also plans to expand its lines to include 
steel office equipment and janitor supplies, it was 
announced. Distribution will be widened, according to 
Mr. Simon, through a system of representatives and 
brokers so that in time the firm’s products will be 
sold nationally. Herman Shulgold has been named 
assistant to Mr. Simon in charge of distribution. 

It was stated that a stockpile of materials has been 
accumulated to permit uninterrupted production for 
a period of six months. 


GUM TAPE PROVES AN OFFICE CONVENIENCE 


“If you can show a person how he can save both 
time and money, you not only get his goodwill, but 
increase your sales,’ said the manager of Schwa- 
bacher-Frey, San Francisco, Calif. “We recently called 
attention to our gum tape, giving an entire window 
to its display. Across the top was a strip card ‘Use 
Tape—Clean, Inexpensive, Timesaving.’ Cellulose tape 
was featured. In the center was the cardboard figure 
of a Scotchman, holding an actual roll of tape. At 
the base was the little cuplet, ‘Scores of chores gum 
tape will do—Like sealing, mending, holding, too.’ A 
stepped-up fixture held scores of rolls of tape, and 
down in front were shown little takeholding devices; 
and rolls of tape of larger size for use in commercial 
concerns.”—WBS. 
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HIGH 
POINT 
CHAIRS 


are dependable 


The only way anybody ever at- 
tained proficiency at any job was 
to work at it. 


Down at HIGH POINT we have 
been making office chairs continu- 
ously for more than forty years. 
Gradually and continually we have 
refined all our processes of chair 


manufacture. 


Today HIGH POINT chairs are 
outstanding examples of styling, 
comfort and structural strength. 


They look good. They sit good. 
They ARE good. 


HIGH POINT chairs are always 
dependable. 


HIGH POINT senpine & CHAIR COMPANY 


SILER CITY 
























pst 
A OLLI 
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FIBRE BOARD FILES 





Rive: customers like PRONTO FILES 


because: 1—drawers operate easily; 


2—sturdy and durable construction; 
3—-space saving, safe, stacking feature; 


4—low cost and, 5—fine appearance. 


The popularity of PRONTO FILES is 
attested by the fact they are now used 


in more than 35,000 offices. 


We are hopeful that the supply of fibre 
board will soon be increased sufficient 
to enable us to supply all our dealers 


with normal quantities. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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NEW ENGLAND TRAVELERS CLUB NOTES 


A New England Travelers Club roster will soon be 
completed if members will co-operate in filling out the 
information cards, states John F. Nackley, chairman 
of the roster committee. 

* a * 

W. O. Needham, 66 Franklin St., Boston, Mass., is 
the new editor of the club news and appeals to each 
member to send in at least seven news items in 1947. 

* *« * 

Syd Pearson, former owner of Davis & Nye Com- 
pany in Waterbury attended the Connecticut Valley 
meeting in Springfield and announced that he plans 
to open the Pearson Stationery Company as soon as 
he finds a suitable location. His present address is 
Post Office Box 229, Waterbury, Conn. 

* * oe 


The Griffin Office Supply Company is now located 
on the street floor at 30 Eagle St., Pittsfield, Mass. 
Charlie Griffin plans to continue with his office ma- 
chines and equipment but will also carry store mer- 
chandise. 


* * * 


The membership of Net Club was saddened by the 
sudden death of Miss Laurean Adams, well-known 
store manager of the Providence Paper Company. 

* * * 

A new retail stationery store will be opened shortly 
at 177 Federal St., Boston, Mass., by Mr. Dushan under 
the name of Stationery Supply Company. 

* * a 


These items are taken from the latest copy of New 
England Travelers Club News. 
—o—- oe —__—. 


GEORGE A. GROSCH MOVES HEADQUARTERS 


Bertrand Amberg, president of the Amberg File & 
Index Company, Kankakee, IIll., recently announced 
that George A. Grosch has moved his headquarters 





GEORGE A. GROSCH 


from Syracuse, N. Y., to Philadelphia, Pa. Mr. Grosch’s 
office and showroom is located at room 825, 1015 Chest- 
nut St., Philadelphia, telephone Lombard 33023. 

Mr. Grosch is dean-of the Amberg sales force and 
has been with the firm for more than 35 years. Most 
of this time was spent in New York State. Mr. Grosch 
will continue to call upon his friends in New York 
State but will also cover Philadelphia and all of the 


eastern portion of Pennsylvania. 
Oo? 


OFFER NEW DISPLAY CARTON FOR TYPE-ERASER 

Charles G. Hurrle, manufacturer of Type-Eraser at 
35 Stillman St., San Francisco 7, Calif., has intro- 
duced a new display carton for the effective presenta- 
tion of his product by retailers. This carton proclaims 
that Type-Eraser fits all typewriters through the re- 
placement of the platen knob by a spring reel with 
nylon cord automatically returning the eraser to the 
recess of the knob when the eraser is not in use. 
Twelve of the Type-Erasers are contained in the new 
carton. 
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Choose N.I.C.Co. Chairs 
Outstanding for 
shapely exterior and 
sound craftsmanship... 
produced for the solid 
comfort of the seated 

executive 


cinta " 





This number represents our new 1400 series, 
due to go into production as soon as remaining 
accumulation of orders and commitments for 
our 1400 series has had full satisfaction. This 
new 1400 series will be recognized especially 
for beauty of form, fine wood, durable finish, 
and supremely convenient usefulness—a better 
seat for the man at the desk. Not yet available, 


but high on the list .. . watch for announcement. 


New Indiana Chair Co. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Speed 
Merchants 


A running herd of antelope flashes through the | 


wilds with the speed of a train. They raise a 


road. Speed is their middle name. 


The Antelope is a good representative of 
America and American business in particular. 
Always this country has emphasized "rush." With 
such vast distances to cover and time always a 


valuable factor, Americans find speed a real 


necessity. 


We too believe in speed. But not at the expense 
of value in the product. 


Getting steel equipment to you right and right 
on time was the foundation on which this business 
was built. Production still is much below require- 
ments due to scarcity of materials. It will be 
stepped up as quickly as possible. Before many 
weeks have elapsed, we hope to be in a position 
to solicit your orders for the improved line of 
"Andy units of steel."" When that time comes 
Cardinal speed and other services will mean 
greater profit for you. 


CARDINAL SALES, INC. 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street ” 
Chicago 44, Illinois 
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HOWARD L. CURE NOW WITH RED FEATHER 

Since his discharge from the Army in October, 1945, 
Howard L. Cure has been with the Red Feather Prod- 
ucts, Redwood City, Calif., now handling a city terri- 
tory in San Francisco, Calif. 

Mr. Cure’s experience in the office machine and sup- 
ply business stretches back to 1935. For two years he 
managed the stationery department of the News 
Printing Company, Newton, Iowa, and then spent the 











HOWARD L. CURE 


c - ' next three years in sales and service for the Royal 
cloud of dust like a speeding car on a dry country | 


Typewriter Company, traveling out of Des Moines, 
Iowa. In the latter part of 1939, he opened an office 


| machine store, in Jacksonville, Ill., the firm known as 





the Typewriter Service Company and acting as a sub- 
dealership for A. B. Dick Company and L. C. Smith & 
Corona Typewriters, Inc., under Herb Wiley of Spring- 
field, Ill. 

Entering the Navy in January of 1943, Mr. Cure 
served for two years in the Pacific aboard a submarine 
tender as repairman on office machines and related 


communication equipment. 
—— 


EVERSHARP BROADENS RESEARCH ACTIVITY 
A broad program of research, engineering, and new 


products development involving an expenditure of, 


approximately $1,000,000 has been launched by Ever- 
sharp, Inc., according to a recent announcement by 
Dr. H. Hugh Willis, vice-president, who will direct the 
program. Several. new products are already going 


| through tests and some are scheduled for marketing 


next year, it was said. 

Increasing complexity of modern manufacturing 
processes and the necessity for constantly improving 
percision design and workmanship to “backstop” the 
company’s liberal guarantee policies are responsible 
for Eversharp’s heightened emphasis on research activ- 
ities, Dr. Willis said. 

To implement the program, more than 50 top-flight 
engineers, chemists and technicians in various fields 
of the applied sciences have been added to the com- 
pany’s research and engineering staff in the past few 


| months, he revealed. A recently acquired four-story 
| building with 180,000 square feet of floor space in 


Long Island City, N. Y., is housing their activities. 
The move should result in further diversification 
of output for the company’s plants located in Toronto, 


| Chicago, Denver and New York, according to Dr. 


Willis. 
_—_———-e= oe 
MAKES SALES SWING THROUGH SOUTH 

Charles A. Granath, assistant sales manager and 
eastern division sales manager at L. E. Waterman 
Company, makers of Waterman’s pens, mechanical 
pencils and inks, is making his annual sales swing 
through the South. Included on his itinerary are 
Baltimore, Washington, Raleigh, Wilmington, South 
Carolina, Charleston, Savannah, Macon, Atlanta, 
Montgomery, Mobile and Birmingham, in Alabama, 
and Meridian, Miss. 
1947 
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Cl 600-32 — Diemeter 14° . . . 

Height 16". Finished in Burgundy 

Red and Gold, or English Bronze 

and Gold. Cirtular fvorescent tube 

32 wets. Available in A.C. only. 
——/ 


KL 502-15—Two lights, 


oe -AoR THE BEST IN FLUORESCENT DESK LIGHTING... 


11%”. Overall height 


GLOBE Peo%me DESK LAMPS 


In offices and studies... wherever close desk-work require- 

ments call for above-average visibility, you can depend 

on Globe Flurolumes to furnish the finest in Huorescent 

lighting. For Flurolumes are quality crafted and designed 

in the traditions that have won international preference 

for Globe Lighting products for over a 

quarter-century. These desk lamps pro- 

vide maximum illumination without glare 

or reflections. The shades are specially 

processed in an exclusive wear-resistant 
on oe cee | baked finish that gives an increased stream 


15 watts. Base 5%" x 


sea ™ dekaae of tes. of concentrated light over working areas. 
in well Gales cea | For the last word in efficient desk light- 


aac ; i ing —specily Globe “Flurolume”’ lamps. 
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MYRTLE DESKS 
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There always has been a great deal of profes- 
sional compatibility between the doctor and the 
nurse. Just as people seem to gravitate towards 
associations which serve mutual interests, so do 
MYRTLE DESKS. That's why we express grati- 
fication over the "company Myrtle Desks keep." 
They're found in successful institutions through- 
out the land. Myrtle Desks possess those fea- 
tures which make it possible for them to fit 





member WOOD office 


too are known 
by the company they keep! ‘g 













































































smoothly into varied types of offices. You'll find 
them just as much at home in the large clerical 
office of big business as in the simple office 
manned by a single desk worker. The roster of 
companies using MYRTLE DESKS presents im- 
pressive evidence of their merits. Is it any won- 
der that we're proud of the "company Myrtle 
Desks keep." 


furniture institute 


MYRTLE DESK COMPANY 


HIGH POINT 
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THIS FIRM GOES AFTER ENSEMBLE SALES 

“Arrangement has much to do with increasing office 
equipment sales,” says the manager of the Bales 
Office Equipment Company, Santa Ana, Calif. “Take 
lamps, for example. Placed in cabinets in a certain 
section of the sales room they will appeal only to 
those who come in with the definite intention of 
buying one. Instead, we place a desk lamp upon each 
desk. We likewise place a typewriter or adding ma- 
chine on every desk, whether designed for a type- 
writer or not, in order to call attention to these ma- 
chines, which are trickling into the market now. A 
picture suitable for the office is hung on the wall 
close to each desk that is set against it. In this way, 
no matter for what item of office equipment a person 
is looking, he sees other pieces that would add to 
the comfort or smart appearance of his office. We 
complete each ensemble group with a set of metal 
files, a hat tree, and a small safe. 

“Typewriters and adding machines are slowly com- 
ing back, and we herald the fact by a large sign 
painted on the side of our building—we are located 
on the corner—showing a Victor adding machine, 
with the price $49.50 and up in big letters, and a 
Royal typewriter, ‘First in schools sales, first in portable 
sales, first in national sales.’ Samples of these ma- 
chines are shown in one of our windows, on a desk, 
with a swivel chair, typewriter chair, and desk lamp. 
Lamps are probably less considered as an integral 
part of office furniture than any other item, so we 
give them special prominence. Across the front of 
the salesroom, just inside the entrance, are three 
desks placed close together, on each of which is a 
lamp of different type. Typewriters, each in a separate 
compartment are shown on the left hand side of the 
salesroom in front, and on top of. the low open 
cabinets are a series of desk lamps. The little items 
needed from day to day—rubber bands, clips, pencils, 
ink, glue and small memo pads are displayed well to 
the rear, so that to reach them the patron is exposed 
to our full stock of typewriters and lamps, and becom- 
ing familiar with our stock is apt to turn to us 
instinctively when in the market for a substantial 
office purchase.”—WBS. 


9 —i— 


DITTO, INC., CREATES NEW SALES DIVISION 

Robert Kirkpatrick, general sales manager, recently 
announced the creation of a new sales division struc- 
ture for Ditto, Inc., Chicago, the objectives of which 
are in increase present volume and to properly con- 
trol an expanded, well-balanced sales program. Ap- 
pointments to the new division are in the nature of 
promotions in the executive sales personnel. 

Elmer Harris, who progressed from salesman to 
manager, branch manager and division manager dur- 
ing 17 years he has been associated with the company, 
has been named field sales manager. 

Mark Peacock advances to the position of merchan- 
dising manager. He has been with Ditto, Inc., since 
1936. 

Frank Gregor will add to his duties of advertising 
manager that of sales promotion manager. He started 
with the company as assistant to the advertising man- 
ager 21 years ago and soon became advertising man- 
ager. 

Fred Burkhart is the new product sales manager. 
He has been with the company 12 years, more recently 
in charge of Ditto’s machine and methods promotion 
division. 

Syd Date, the new sales control manager, joined the 
new method department of Ditto, Inc., in 1939. He 
Served as a naval aviation intelligence officer in World 
War II. In his rew post he will conduct market 
Studies and analyses, develop sales potentials, study 
methods and problems of distribution and make cus- 
tomer, product and dealer surveys for use in sales 
plans and operations and assemble and interpret data 
on products and territorial outlooks. 
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Exceptional Opportunity 


Dealers— 


Distributors— 


SPEEDLINER 


DUPLICATOR 


AND DUPLICATING SUPPLIES 


PRICE— $59.50 List, for fast, 


effortless sales. 


APPEARANCE — Modern, Compact, 


efficient. 


AVAILABILITY — Immediate Delivery. 


A Spirit Duplicator engineered for sim- 


ple, economical production of copies. 





CHOICE 
TERRITORIES 
AVAILABLE FOR 
DISTRIBUTORSHIPS 











SPEEDLINER CORPORATION 


30 East Adams Street 
CHICAGO 3, ILL. 
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YPEWRITER 
LES 6, Midwest 


an all-metal beauty of simple 
design-durable-strong-easily as- 
sembled- heavy gauge - 35" over- 
all length-14" wide-26° high- 
baked enamel, green and white. 


MIDWES METAL MANUFACTURING CO. 
1818 N. 18th ST. ST. LOUIS 6, MO. 


HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 











Lock with Two Keys. 


af "ae 
7 REASONS 2. Recessed Handle. 

3. Two Complete Steel 

ways Walls. 
4. Size Suitable for All 
Standard Business 
Papers. Fits in Bu- 
Fire-Resistant \ reau or Dresser 

Drawer. 


S E Cc U R I T Y B @) xX 5. Extra Protective Lip 


Under Hinge. 


6. Quarter Inch Treated 
Asbestos Insulation 


offers more and better protection for 
your valuable papers 


BE SAFE RATHER THAN SORRY 7 Me. Metal Contact 
$Q00 SLIGHTLY HIGHER between Outside 
LIST IN WEST and Inside Walls. 


Inside Dimensions 8Y2 x 1212 x 31%. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


. 1202 HERTEL AVE. BUFFALO 16, N. Y. 
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EVERSHARP PLANS MORE ADVERTISING FOR 1947 


Eversharp, Inc., will meet the challenge of the buy- 
ers’ market of 1947 with increased advertising ex- 
penditures and a concentration on the mass market, 
Martin L. Straus II, president, told members of the 
New York Society of Security Analysts at a recent 
regular meeting. 

The company welcomes the arrival of the buyers’ 
market, he said, and is confident that both demand 
and profit margins will hold up during the year. 
Eversharp, he revealed, has spent $20 million over 
the past seven years building a public demand which 


| currently shows no signs of abating, and which will 


be vigorously worked during 1947 by the company’s 
200 salesmen and 30,000 dealers. 

Describing the long-range work of the company’s 
research and engineering laboratory at Long Island 
City, Straus announced to the representatives of lead- 
ing banking and brokerage firms that his company 
is considering adding a number of new products to be 
merchandised along with pens, pencils and razors. 
These products, he promised, would be just as revolu- 
tionary as the CA pen. 

In answer to various questions asked following his 
address, Straus disclosed that Eversharp, in stream- 
lining manufacturing operations, is discontinuing sub- 
contracting and is making practically all parts for 
its products in its own plants. He also stated that his 
company’s purchase for $1,100.000 of the U. S. and 
Canadian patents covering the capillary action nen 
“constitutes the strongest possible evidence of our 
faith in the CA and the strength of the patents 
purchased.” 

epene: 2 Sao Ts 
POSTCARD FOLLOW-UP KEEPS GOODWILL 

A simple idea which goes a long way toward holding 
the goodwill of customers who cannot be served with 
desired merchandise has been developed around penny 
postcards by Ray Jones, head of the Nampa Type- 
writer Exchange, Nampa, Ida. 

Whenever a customer comes in, stating that he needs 
a typewriter desperately, or must have additional fil- 
ing equipment or other supplies, Mr. Jones doesn’t let 
it go at merely telling the customer that it isn’t in 
stock and won’t be for some time. Nor does he try to 
pass off the matter by taking the customer’s name 
and address for later notification. 

Instead, a neatly typed penny postcard goes out 
to the would-be customer two days later, which is a 


| message expressing the store’s disappointment at not 
| being able to provide the merchandise, and promising 
| the customer a quick call when it does arrive. 


A typical message reads, “We are sorry we cannot 
help you with your new equipment at the present, 
but will do everything possible to obtain it for you. 
Strikes, metal shortages and other things are slowing 
up production unexpectedly. Please drop in again, 
and we may have better news for you.” 

Such cards cost only a penny and a few moments 
to send out, according to Mr. Jones—and the goodwill 
produced is invaluable to the store—RAL 

a 


FULTON SPECIALTY APPOINTS REPRESENTATIVE 


Fulton Specialty Company, Elizabeth, N. J., manu- 
facturers of stamp pads, inks and rubber specialties, 
recently announced the appointment of Al Marschall 
as southern representative. 

Al, a veteran in the field, will represent the Fulton 
organization in North Carolina, South Carolina, Geor- 
gia, Florida, Alabama, Mississippi and Tennessee. 

9 
INCORPORATE QUICK POINT PENCIL COMPANY 

The Quick Point Pencil Company, 4020 Olive Street, 
St. Louis, Mo., has been incorporated by Gerald A. 
and Val J. Goessling to deal in mechanical appliances, 
instruments and machines.—EWF. 
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VICTOR 


BOOK VISIBLE 


SALES 
BRING GREATER 


When you make a VICTOR BOOK VISIBLE 
sale, you are not only ringing the cash register, 
but you are also rendering a real service to 
your customer — and that means repeat busi- 
ness. How? Because Victor Visible keeps your 
customer's records neater, more efficient and 
effective — speeds his posting and saves his 
time! 


The easy-to-see colored signals on the 1/4 inch 
visible margins remind the customer of stock 
shortages, overdue payments, and other per- 
tinent facts that may otherwise be overlooked. 


Let BOOK VISIBLE be an introductory visible 





application . . . let it show your customers the 
advantages of the visible system. It can lead 
to a larger installation, more sales and greater 
profit. 


Bound in brown pyroxylin coated luggage cloth 
and available in six handy sizes for 8x 5,6x 4 
or 5x3 cards, VICTOR BOOK VISIBLE is 
equipped with removable and interchangeable 
pockets with transparent, transoloid protected 
visible margins. 


Send for some of our selling aids — attractive 
imprinted blotters, newspaper mats or show- 
cards for your window or counter display. 








Back again, a pre-war favorite! 
Victor’s W1820M RECORDEX 


Returning to help boost your sales, is this invaluable, 
compact, easy-to-use-and-file 25 pt. pressboard folder 
featuring 20 removable Victor 8 x 5 pockets with trans- 
parent, transoloid protected, 1%” visible margins and 
insertable metal tab. VICTOR RECORDEX has all the 
features of Victor Visible in handy file folder size, ideal 
for individual or departmental records or 






personal use. 


VICTOR 
= 


North Tonawanda, 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 





New York 








THE NEWEST, MOST EXCITING 
CONCEPTION IN TWICE-AS-USEFUL 





CHROME FURNITURE... 















No. 402: 2-Cushion Love Seat 5110 


throughout! 


Like fine furniture, the “Four Hundred” is designed 
with loose cushions that are both reversible and inter- 
changeable! 

To match its bold ingenuity in practicality, Admiral 
has fabricated the “Four Hundred” of 16-gauge-1”- 
tubular-steel .. . not just on the surface — but through- 
out each piece from bottom to top! 





And for the last word in comfort, Admiral puts a 
genuine Inner Coiled Spring Unit in every seat. The 
5’’ Seat Cushions and 3’ Back Cushions are two more 
reasons why the “Four Hundred” is the softest-to- 
relax-in Chrome Furniture ever manufactured. 


The “Four Hundred” Club Chair, Love Seat 
and Settee are built entirely of 16-gauge-1”- 
tubular-steel and Triple-Plated in Copper, 
Nickel and Chrome. 

This line is the latest development in 
Chrome furniture that’s easy to clean 
throughly. What's more, because the cush- 
ions are replaceable, this furniture is made 
to last permanently! 











© 9-Eye Catching Colors: 
Red, Moorish Red, Spanish Red 
Blue, Moorish Blue, Spanish Blue 
Brown, Green, Eggshell 

@ Attractive 2-Tone Leatherette 


CHdmiral sun FURNITURE C0, INC 
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How Good Is My Ad? 


IVE ME A GOOD set of rules against which I can 
check every ad I use to make sure it’s the best 
possible,” asks a reader. 

In reply we have condensed from a number of au- 
thoritative sources and interviews with successful 
office supply dealers who advertise in considerable 
volume the following check-points. If the dealer 
makes his ad conform to each of these specifications 
he can be assured that he has done everything in 
his power to create copy and layout which will pull 
business to his store. 

1. Select the right items to advertise; the items the 
office equipment user WANTS TO BUY; not those we 
want to sell particularly. 

2. Be timely in specific items listed in the advertise- 
ment if it is possible to do so. 

3. Advertise items office people use frequently, use 
every day in the operations of their office; not some- 
thing they need only once in five years. 

4. Make sure the items offered are type, kind, and 
so forth, used by the offices in the area. 

Variety Is Important 

5. Offer variety in all advertising; don’t depend on 
a single item or a single related group of items. 

6. Price the special offers so that they will convince 
the reader that quality and service considered, your 
offer is a value that compares favorably with offerings 
by competitors. 

7. Be sure the ad is going to appear in the right 
newspaper; not one whose circulation is low among 
office workers and office managers. 

8. Make sure copy has selling punch; 
more than mere descriptive listings. 

9. Specify contracts in type sizes and faces to give 
more of a dressed appearance to the ad and focus at- 
tention on the leading items. 

10. Use illustrations whenever possible; most manu- 
facturers will supply them either free or at very low 
cost .. . they add so much to an advertisement that 
their cost is insignificant. 

Use Displays to Back Up Ads 

11. Back up your newspaper advertising with win- 
dow and store displays and cards. Post a copy of the 
ad in the window with a display of the items offered. 

12. Go slow in designing and preparing your adver- 
tisement; haste always makes for poor advertisements. 

13. Ask for help from the newspaper’s ad man; he’s 
being paid to do everything he can to help your ad 
Sell for you and he will for he knows that is the surest 


is something 


way to get more advertising from you... to make it 
pay off in dollars and cents. 
14. Study the advertising of competitors; such copy 


may often suggest a good idea. 
15. Every office supply dealer should do his best to 
put his own personality into his advertising; it will 


always help to build sales —EWF. 
——— — 9 9 —$_—___— 


MEMO BOOKS SOLD BY THE POUND 

A table in the middle aisle of Brown’s Book Store, 
Long Beach, Calif., was heaped with memo pads of a 
half dozen different sizes and colors. On a low plat- 
form on the table was a pair of desk scales. A large 
card advised “Memo Pads—10c a lb.” Patrons could 
choose as many different kinds of pads as they wished, 
weigh them up, and pay the sales girl who had charge 
of all the aisle table and fixture displays. 
-Stationery and boxes get soiled very easily. The 
firm does not wait for real soilage, but just as soon 
as a box shows any sign of losing its freshness it is 
placed on a long table at the front of the store, which 
meets the eye of everyone entering, and marked at a 
reduced price. By taking a small loss at once—for the 
display is so attractive that it is quickly snapped up— 
they thus avoid the half price or less sale that is 
inevitable when the soilage becomes really notice- 
able —WBS. 
1947 
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a PO CKET SEAL 


7 1%, sta ae 


Tre" OFFICIAL” 


DIAMETERS ng 


FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


miomele)tps) me liji1 tie), ) Mae | |e-\cleomm.) 


Made 7z Permanence & Utility 


: wooD 
FOLDING 
CHAIRS 


meet every need 
for rugged, pos- 
ture designed 
auxiliary seating. 


ASSEMBLY ROOMS 
RECEPTION ROOMS 
DIRECTORS’ MEETINGS 
UNION MEETINGS 
RECREATION ROOMS 
EXTRA VISITORS’ CHAIRS 
SIDE CHAIRS IN CROWDED 
OFFICES—EXTRA HELP 


A fast selling 













No. 4317-L 
Leatherette 


Seat number for the 
The chair with ° 
AUTOMATIC appliance dealer 
POSITIVE LOCK PROMPT DELIVERIES 
Write for 
(le MFG. CO. Prices. 


4654 W. HARRISON ST., CHICAGO 44, ILL. 
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GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 












Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are on-inflammable, Non- 
made to the same high quality GS Poisonous, Harmiess to 
GRIPPIT. skin and clothing. 





SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 


WRITE FOR 

































mM. YOUR. 





FULTON | osusiness 
Aaryd. should be 





OUR business 








The modern, capable No. !'/2 Fulton 
Line Dater pictured is but one of a very 
complete line that you can sell fast in 
the next several weeks. 

Write for information about this, and 
our other daters, numberers, stamp pads, 
office printing outfits . .. a clean, quick- 
stepping line for consistent profits. 













FULTON SPECIALTY CO. 


200 FIFTH AV.. NEW YORK CITY 10.N.Y. 
FACTORY AT ELIZABETH 1, WU. 
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P. F. COYKENDALL 


P. F. CoyKendall, president of the Super Sales Com- 
pany, South Bend, Ind., died of coronary thrombosis 
at the age of 54 on January 7 while vacationing at 
Long Beach, Calif., at the home of his son, Robert. 

Mr. CoyKendall was a veteran in the typewriter and 
office machine business, having spent 32 years of his 
life in the industry. He was known as “Coy” to near- 
ly everyone. 

The decedent was associated with the Royal Type- 
writer Company for 12 years at the Detroit, Mich., 
branch; the Office Engineers, Inc., at South Bend, 
Ind., for a period of five years; and then his own com- 
pany, the Super Sales Company, was formed. He was 
a dealer for the L. C. Smith & Corona Typewriters, 
Inc., R. C. Allen Business Machines, Inc., and the 
Sound-Scriber Corporation. 

Surviving are the widow, Helen, and son, Robert. 

Mrs. CoyKendall, who has always been associated 
with her husband in business, will continue to operate 
the Super Sales Company in the usual manner. 

+ - - 
GEORGE E. BAIRD 


Death came on Sunday, January 26, at Research 
Hospital, Kansas City, Mo., at the age of 76 years for 
George E. Baird of the firm of George E. Baird & Son. 

Mr. Baird arrived in Kansas City in 1882, at the age 
of 12. When 16, he went to work for the firm of 
Osborne & Petrie, stationers, at 819 Main St., and 
remained with them until 1895, when they went out of 
business. The following year he started with Tiernan 
Havens Printing Company, remaining until 1904 as 
manager of the stationery department at 819 Dela- 
ware St., following which he spent a short term with 
F..P. Burnap Company. Late in 1904, he started his 
own business, and in 1930, when his son Paul joined 
him, formed the firm of George E. Baird & Son at 
915 Wyandotte St., where the business is still located. 

The business is continuing with Paul S. Baird as 
senior partner. 

Survivors beside the window and son Paul are a 
son, George, of Kansas City, and a married daughter 
of Atlanta, Ga. The children are triplets. 


+ bt 
A. G. AUCHU 


Death came on February 9 of a heart ailment for 
A. G. Auchu, identified with the Carter’s Ink Company 
organization for 50 years. Aged 77, Mr. Auchu was 
manager of the Chicago Western Division for Carters 
over a 15-year span and manager of the New York 
Eastern Division for 35 years. 

Mr. Auchu, who had a host of friends in the in- 
dustry, and Mrs. Auchu observed fiftieth wedding an- 
niversary in December of last year. 

Surviving is the widow, Mary. 

Funeral service was held from Davis Funeral Home, 
New Rochelle, N. Y., and interment was in Beechwood 
Cemetery of the same city. 

~~ - 
CHARLES A. REED 


Charles A. Reed, 70, founder of the C. A. Reed Com- 
pany, Williamsport, Pa., manufacturers of crepe paper 
and paper products, died at his home January 31. 

He resigned as president and general manager of 
the company last June because of poor health. He 
established the company in 1915 and it was incor- 
porated in 1921. It now employs about 500 persons. 

Mr. Reed was a member of Grace Methodist Church, 
the Ross Club, the Howard Club and several Masonic 
bodies. He served as a member of the executive board 
of the Paper Napkin Association and of the National 
Crepe Paper Association of America. 

Surviving are his widow, Lillie Brown Reed; and two 
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BUILT TO SELL 
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STEEL OFFICE 


X EQUIPMENT 







Soiex PIECE of Berger Steel Office 
’ Equipment is designed for utmost 
utility and appearance. It is built of 
sturdy steel construction by skilled 
craftsmen with a background of more 


than 60 years in sheet steel fabrication. 


Berger Steel Office Equipment is 
planned to provide the features that 
Customers want— made to sell. It is 
constructed for ease and efficiency in 
operation—and for long, trouble-free 
life. Hence, it satisfies customers— 





pre and, as a result, makes profits for you. 
A popular item in the wide line 
of Berger Steel Office Equipment 
is the Double-Door Wardrobe 
shown above. It is 36” wide x 78” 
high and either 18” or 2514” deep. 
Provides a shelf for 
hats and a coat rod. 
Will accommodate 
a surprising num- 
ber of persons. 
When fitted with 
shelves, as shown at 
the right, it becomes 
a Double-Door 
Storage Cabinet. 


Thousands of business organizations 
today are familiar with the high 
quality and value of Berger Steel 
Office Equipment. And others will 
want this line as it becomes available 
in greater quantity. Berger Manu- 
facturing Division, Republic Steel 
Corporation, Canton 5, Ohio. 





Berger Steel Filing 
Cabinets are made 
in three grades— 
and in letter and legal sizes. Together they provide an 
pe re wide selection we vertical filing cabinets 
which meets the needs of any and all customers. There are 
no bolts, rivets or screws—each cabinet is a welded one- 
piece unit. Drawers slide freely—for the life of the cabinet. 











mG 8% Par 





Steel Filing Cabinets + Steel Storage Cabinets + Steel Transfer Cases + Steel Book Shelf Units + Steel Lockers + Steel Shelving + Special Steel Product: 
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goverhmnen t 
Si urplus 


SUBJECT TO PRIOR SALE 


} REMINGTON 
Pa) LINE-A-TIME 


UNITS 
IN ORIGINAL CARTONS 


12"* SIZE—ORIGINAL PRICE $25.50 
OUR PRICE $16.00 EACH LIST 


i6' SIZE—ORIGINAL PRICE $28.80 
OUR PRICE $19.50 EACH LIST 


30" SIZE—ORIGINAL PRICE $39.60 
OUR PRICE $30.00 EACH LIST 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES Inc. 


326-330 Broadway WOrth 2-5337 New York 7, N. Y. 





ogalrifa 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 
ADDING MACHINE RIBBONS 
BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 


trade-ins will become available in increasing num- 


| —PJP. 





bers. List your needs with us now. 


REGAL TYPEWRITER CO., INC. 


200 Hudson St., New York 13, N. Y. 
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sons, Britton Brown Reed and Charles David Reed, 
both of whom are associated with the company.— 


RCS. 
tb } 


STEWART PATE GOODRICH 

Stewart Pate Goodrich, 59, a salesman for the Wil- 
son Stationery Company at Houston, Tex., for the 
past 26 years, died at his home in that city on Feb- 
ruary 19. He was a native of Mount Vernon, IIl., and 
had lived in Houston since 1914. He was a member 
of the Methodist Church, the Masons, Elks, and Lions. 
He is survived by the widow and a step-daughter. 


——— io 


WALNUT ASSOCIATION HONORS WOFI 

American Walnut Manufacturers Association’s first 
post-war “Award of Merit” for distinguished creative 
effort, using walnut as a medium, was awarded to the 
Wood Office Furniture Institute at its annual meeting 
in Cleveland, Ohio, on February 21. The “Desk of To- 
morrow” and an executive office chair were the designs 
honored by the walnut group. 

The prototype of desks to come, this model, executed 
beautifully in quartered, striped walnut, is almost an 
office in itself. The Walnut Association’s first recogni- 
tion of outstanding design since 1942 is in the form of 
a beautifully engrossed plaque, in gold and blue on 
rare walnut burl. 

A built-in electric shaver, a radio, an automatic de- 
vice for taking dictation, and many other convenience 
features are parts of the streamlined modern desk, 
which rests on runners, rather than legs. The chair, 
in solid walnut to match the desk, has novel swivel 
and posture adjustments to provide free knee action 
with the feet remaining on the floor. 

The presentation to Gilbert M. Bosse, president of 
the furniture group, was made by Burdett Green, 
Chicago, manager of the American Walnut Manufac- 
turers Association, who pointed out that this was the 
first award to an entire industry, inasmuch as previ- 
ous selections have been made to individual manu- 
facturers, designers and merchants. 

“You have made a fresh approach, departing from 
fixed ideas, and thus you give inspiration to all 
wood office furniture and chair producers,” he said. 
“It is pleasing for us to know that your new desk’s 
attractive, light finish, is No. O-41, selected from the 
experimental panel collection on display in our own 
headquarters in Chicago. It is appropriate that you 
used American walnut, the preferred cabinetwood of 
85 per cent of American executives. We know that 
John Reinecke, your executive secretary, and your 
special committee worked diligently on every possible 
angle, resulting in this most constructive job. It is 
fitting that your group should receive our recognition 
for outstanding achievement in 1947.” 


ange —_o— ‘ 


HARVARD UNVEILS MECHANICAL “BRAIN” 

Harvard University at Cambridge, Mass., on January 
7 unveiled the world’s largest calculating machine, 
designed to solve for the Navy the intricate problems 
of the ballistics of guided missiles and supersonic 
aerodynamics. 

At the first public showing of the “mechanical 
brain” Rear Admiral C. T. Joy of the Navy Proving 
Ground at Dahlgren, Va., revealed that Harvard also 
had been asked to survey the field of calculating ma- 
chines and recommend a design for another machine. 

The newest machine, known as the Mark II, is de- 
clared to be three times as large as Harvard’s well- 
known “mechanical: brain,” the Mark I, which was 


| presented to the University in 1944 by the Inter- 


national Business Machines Corporation. 

According to its builder, the Mark II will be able 
to solve in one second a multiplication problem run- 
ning into billions. Addition of numbers into the bil- 
lions can be done in less than one-fifth of a second. 
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Its Good to Have the Trust 
of Your Customers 


The cop at the crossing represents security to the kids. The name Acco 
on paper fasteners enjoys the same sort of confidence with your customers. 
Reputation, built up over many years, is the greatest asset you can have 


the best assurance of easy sales, volume business, steady profits. 


Acco is the first name in paper fasteners, probably the only name your 
customers know. Acco Fasteners are recognized everywhere as the stand- 
ard of excellence, as certain a mark of quality and satisfaction as the 
sterling mark on silver. 

If you recognize these facts, you will agree that there is no excuse for 


buying—or selling—anything less than Acco quality. It’s good to have 


the trust of your customers—it’s good to be an Acco dealer. 






PRODUCTS, Ine. 
39th Avenue and 24th Street 


LONG ISLAND CITY, N. Y. 
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by over Umertca... 


the trend is toward 





ike a steady trade wind, stencil preference continues to blow toward POLYCHROME, 
pas the most comprehensive explanation of this trend is the quality and performance of our 
products. Dealers throughout the land are constantly enjoying an ever increasing volume of 
duplicating supply business by using Polychrome brands which have always assured CON- 
SUMER SATISFACTION. Request our dealers booklet entitled “Shop Extension Plan" and 
become acquainted with our cooperative policies!) POLYCHROME stencils are what you 


need for 


Clear, Crisp Copy 


POLYFILM STENCIL RIBBONS 


Cushions the stroke and improves copy because 
of uniform cutting. Comes spooled for all popu- 


lar machines. Saves operator's time and solves 


private package merchandising. 





POLYCHROME CORPORATION 


2 Ashburton Avenue Yonkers 2, New York 
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We manufacture other stencils and 
; bi ribbons, styli, duplicating inks and correc- 
your curtag: prowieme. tion fluids . . . for the trade, and for 
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OVERCOMES “WAR ATTITUDE” DAMAGE 

The all-important job of rebuilding goodwill lost 
through discourtesy, disappointments and “downright 
bad treatment” caused by operating under war pres- 
sure is paramount in the planning of almost every 
retailer today. The time is undoubtedly coming when 
every merchant will need every customer who might 
be lost through rude treatment during the past five 
years. 

One western stationer has handled this matter skil- 
fully through installing a large mirror and poster at 
the left of a door leading from the employees’ locker 
room to the retail counters. Combining gentle hints 
as to personal appearance with others emphasizing 
the need for courtesy, this gives every employee a 
chance to “take stock” of himself before meeting 
customers. 

The mirror is seven feet high by three feet broad, 
ample enough for a full length reflection. Over it a 
sign reads “CHECK YOURSELF!” To the right, the 
poster is headed, “Check Yourself Over—Would you 
please yourself if you were your next customer?” 
Beneath the following checkpoints are accented: 


1. Is your face clean and bright? 

2. Do you need a shave or fresh makeup? 

3. Are your clothes neat and attractive? 

4. Are your shoes well-shined? 

5. Are you ready to smile and courteously assist the 
customer, no matter what her problem? 

6. Do you know where everything is located to give 
swift service? 

7. Do you feel in good spirits and ready to represent 
your firm efficiently? 

Use of this clever idea has caused all employees to 
stop instinctively at the mirror, look themselves over 
and “spruce up” for the job. Many instances of untidy 
dressing and cross tempers disappear after the gentle 
reminder went into effect. Most important, salespeople 
inclined to go about their work dourly, and with little 
enthusiasm are usually moved to smile on the job. 

“It’s good psychology,” the head of the firm summed 
up. “Where signs alone might be overlooked, the 
sight of the mirror and its reflection is always effec- 
tive—and we believe we are pleasing our customers 


far more.”—RAL 
——_——-e— 


PRESENT MURPHY CHAIR ORGANIZATION 

“The Men and Women of Murphy” is the title of an 
attractive “get-acquainted” presentation of the Mur- 
phy Chair Company, Inc., Owensboro, Ky. This bro- 
chure, just published, is designed to introduce the 
executive staff in as personal a way as possible through 
the medium of pictures and intimate biographical 
material. 

Experience of age, plus the enthusiasm of youth, is 
claimed for the Murphy Chair Company. States the 
booklet: “The Murphy Chair Company is a young or- 
ganization, its active executives having an average age 
of 37 years. But it has a long and rich background. 
The company was founded in Detroit, Mich., in 1872 
by M. J. Murphy, who continued as president until his 
death in 1940, when he was succeeded by his grandson, 
Gleeson Murphy, Jr. In 1921 the Detroit plant was 
sold and the business transferred to the plant in 
Owensboro.” 

—————7—= 2 —_____ 


WATERMAN MAKES TWO APPOINTMENTS 


Appointment of two new sales representatives in the 
South was recently announced by Charles S. Ker- 
naghan, sales manager of the L. E. Waterman Com- 
pany. 

J. Lindsey Warwick will represent Waterman’s in 
Washington, D. C., Baltimore, Md., all of Delaware 
south of Wilmington; all of Maryland, including the 
eastern shore with the exception of Washington, Fred- 
erick, Carroll and Harford counties, and all of Virginia. 

Eugene Willigan will handle all of North Carolina, 
South Carolina, West Virginia and Kentucky. 
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COPY-WORK 


HOLDER rf, _ 
4 Copy RIGHT Mfg. Corp. Dept. D-4 
: e§ 53 Park Place, New York 7, N. Y. 


H Send literature and prices. 
Ship a Copy-RIGHT (stock-sample) 
on regular terms. 









(attach to letterhead) 


| wy Original 
NORTA 


Plastic 
TYPE CLEANER 


IS A PICK UP! 


DEALERS like to have this attrac- 
tive display container on their coun- 
ters as a constant reminder, 


NORTA supplies the demand for a 
clean, efficient cleaner for typewriter 
type, stamps, etc. 


NORTA does a remarkable job in a 
jiffy. No dirty, inky hands, no soiled 
clothing, no serubbing or rubbing. 
Its remarkable qualities makes 
NORTA the ideal cleaner. 


ORDER TODAY 
REORDER TOMORROW 


NORTA 
DISTRIBUTING 
Co. 


1123 Broadway 
New York 10, N. Y. 
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Write for 
Your FREE 
Selling 












KEEPING STENOGR 


FOR 26 YEARS 


Sell Clarotype for clean, 
sharp and impressive 
looking correspondence. 


It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 






APHERS HAPPY 





























@ A Glass Smooth Plastic Fibre Board 


@ Vise-like Spring Holds Papers Securely 


@ Unreservedly Guaranteed 
Furnished in the Following Sizes 


Stock 


No. Size 
200 6144"x11” 
203 2 
204 9” x12%” 


Packed 24 to Carton 


Stock 
No. Size 


205 9” xl1b%” 


206 OF. eat. 
207 15” x20” 


Packed 12 to Carton 


Write for descriptive circular. 





WooDAL. [NDUSTRIES [NC. ) 


2035 So. Calumet Ave. 
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Chicago 16, Ill. 











Office Appliance Scraps 





By VERNON VARNEY 





ATCH YOUR AWNING! Many a fire has been 
started by a match or cigarette tossed carelessly 
onto an awning hung too low, or one so old and 
weatherworn it has become tinder. Having the mate- 


_ rial fireproofed may prevent a costly fire. 


And, speaking of awnings, nothing so marks a store 
as old and slovenly kept as a faded, shabby, frayed 
awning. Keep yours fresh and bright, or do away with 
it entirely. 

a mK * 

Don’t growl. You may be an old bear, but when 

serving the public, put a mask on. 
* * * 

The great American public is curious. It likes to 
know what its president eats for breakfast, what color 
pajamas its favorite author wears—and what goes on 
behind the scenes in its favorite office furniture store. 
Capitalizing on this quirk in human nature, a western 
furniture dealer devoted part of the space in every 
advertisement to “Behind the Scenes.” A typical “pic- 
ture” read, “A salesman in the store yesterday tried to 
sell us an order of wartime office furniture that we 
could sell cheap. Of course, we felt sorry for the chap 
and his company that got caught with that stuff on 
their hands. But we want none of it. Our customers 
are quality folks. They expect from us quality goods. 
That’s what you’ll always find here at the Blank Store.” 
Another paragraph read, “Last night we worked late 
checking names of local people who had not bought 
at our store since the war. We’d like to have these 
old customers back now they can buy with an easy 
conscience, knowing the war is won and it is no longer 
patriotic to go without. As an inducement we have 
set aside a little gift for every early 1947 customer 
who comes in and makes a purchase. We hope you will 
be pleasantly surprised at our well-stocked store!” 

* ~ oa 

“Opposite the Bus Depot,” or other local landmark, 
is common location-identification, but the new owner 
of an office appliance store in a Mountain States city 
gave reverse English to his designation. Instead of 
using the regular “pointer,” he advertised “Opposite 
US—the Bus Depot.” 

People read—and grinned—and dropped in to see 
this new merchant who felt his business was so im- 
portant! 

It was good get-acquainted stuff, and the unusual 
identification kept on pulling more and more people 
to the store. 

a x ok 

Have you a distinctive signature cut to use in all 
advertising, newspaper, direct mail, and on _ store 
stationery? If not, it will pay you to have one worked 
up by a commercial artist. If your store is known by 


| your own name, a facsimile of your handwritten signa- 


ture gives that personal touch so liked. Clever addi- 
tions can be worked into the store name—tiny men 
carrying chairs or other furniture items may perch 
on tall letters or peek out from round ones; the 
whole store may be superimposed on a busy office 
scene or other picture that turns thoughts to pleasant 
business surroundings. 

A slogan may be made a part of the name, so that 
the two are never separated. Original cost is slight; 
value over the years is great. 

* + * 


Now that the war is over and our boys are back, 
don’t let interest in them flag. It is going to take 
many of them some time to get adjusted to civilian 
life and civilian ways. They are used to working to- 
gether, eating together, fighting together, going out 
on leave together. If groups of local boys begin to hang 
around your store, don’t be harsh with them. Be 
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Concealed Safe Unit 


addition to providing a safe place for 





... with the Patented 


Here's an inside tip on a profit-build- 





ing filing cabinet that's really different! valuables, there is ample drawer space 
It has a Patented Concealed Safe Unit 
built right into it. Executives want it because records of all kinds, in one convenient place. 


it provides handy, hidden security for con- This Invincible Filing Cabinet with the Con- 
fidential papers, receipts, documents and 


for the orderly filing of receipts, letters, 


cealed Safe Unit opens a brand new market 
other valuables. for you—leads to continuous sales of other 


It's a great filing cabinet for home use, too. In units. Complete information sent upon request. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 


VIG 


OFFICE APPLIANCES, March, 1947 215 














SF at I «f 

Should you tay envelope’ vt of 

| Wan be Sd 
(2% “WT DOESN'T REALLY MATTER, SAYS MecrLLICUDY, 


—_ A) 
\\ 


y 


< 
aay 


6) 


a oe 


‘y. 


“AS LONG AS YOU SPECIFY QUALITY PARK x” 











LEGAL ENVELOPE 


The choice of attorneys, bankers, court offi- 
cials, and executives for filing legal docu- 
ments, notes, mortgages, deeds, insurance 
policies and other important papers. Made 
from heavy stock — one piece constructior 
with thumb cut at open end — available ir 
three sizes ...4x9%...4%x10.. 
4¥2 x 10%4. There are five grades of expan 
sion in each size — ranging from flat to two 
inches. 


CRUSH ENVELOPE 


When there are several important items to be 
grouped securely in one filing envelope - 
this is it! Check these features: one piece 
construction; heavy, quality stock; deep fold- 
over flaps; securely attached tape ties. There 
are three sizes available (4 x 942...4x 10 
... 4% x 10%) with either one half inch, one 
inch, one and one half inch or two inch 
expansion. 


* Mr. Webster in his new International Unabridged Dictionary 


says either pronunciation is correct .. . 
preferred. 


although “envelope” is 





QUALITY PARK ENVELOPE CO. 





*% General Office and Factory, Quality Park, St. Paul 4, Minn. 
*% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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patient and understanding. Do you have a backroom 
that you can fix up for them, where they can lounge 
and smoke, perhaps play a game of pool? 

Can you get a bunch of tickets to some sports event 
that you can hand out to them? 

Time will solve the problem. Marriages and jobs will 
scatter the individuals of the group; need for each to 
bolster up the morale of the other will diminish. 

Meanwhile, treat them with consideration and under- 
standing. They have earned all that and more. 


* * * 


One of the loveliest words in the English language 
is “we”. It implies a bond between two persons or 
among a group; it suggests friendliness, understand- 
ing, co-operation. Yet, how many times an office appli- 
ance dealer speaking of his business uses “I” or its 
equivalent in other forms! But “we’—oh, how differ- 
ent that sounds to the salespeople who have so much 
to do with the successful operation of the store. “WE 
are happy to serve you, Mr. Blank.” “WE will try to 
get that new fountain pen you want.” “WE appreciate 
your patronage, Mrs. Jones.” “WE are sorry the error 
occurred in your account, Mr. Smith.” Salespeople, 
thus included, feel far greater responsibility for things 
going right than when “TI” takes the credit for pleasant 
things and “they” are denounced for the unpleasant 
occurrences. 

* * % 

In Japan, we read, people are brought up from in- 
fancy to do everything by rote. System is a wonderful 
thing and accomplishes much, but don’t let system 
make automatons of your employees. Have sufficient 


leeway to allow for thought, for out of thought come | 
new ideas for improvement of any system, no matter | 


how long established. 


* * * 


Most newspaper mat services contain a cut of the | 


stork. It is always good to use with an advertisement 
announcing “New Arrival.” The office appliance store 
can use it to announce new merchandise in stock, or 
to call attention to a new department. “Long over- 
due”—“We’ve been expecting for a long time” (re- 


ferring to items off the market during the war), “The | 


Blank Office Appliance Company announces the arrival 
of i 





2 * Ba 


Surprising what can be done in small space! We came 
on a “different” office supply advertisement recently 
that in space only two columns by three inches had 
“The A. B. C.’s of the Modern Office Appliance Store.” 
In three columns were listed items carried beginning 
with a A straight through alphabet. Each had a square 


box for checking before it. At the bottom were three | 
of the boxes for checking with the statement, “Check | 


your list and come to .. .” followed by the name of 


the store. (Incidentally, the advertiser could think of | 


no item handled that began with X, so drew a laugh 
by exclaiming parenthetically, “How did that get in 
here!’’) 

—— 2 


IRVING B. GOWEN HONORED BY BATES 


Irving B. Gowen, for almost a half century identified 
with the Bates Manufacturing Company, Orange, N. J., 
was recently honored at the Bates twenty-fifth annual 
dinner, when he was presented by President C. S. Wil- 
liams with a silver and gold cigarette case. 

Mr. Gowen’s association with Bates dates back to 


1900 when the former Bates Company was owned by | 


Thomas A. Edison, Inc. 
——_o—= 2 
PINE BLUFF FIRM INCORPORATES 

The Reliable Typewriter Company of Pine Bluff, 
Ark., recently filed articles of incorporation with the 
secretary of state’s office at Little Rock. Authorized 
capital was listed at $10,000, with the following named 
as incorporators: H. G. Oates, J. T. McCool and J. H. 
Hercher.—EEG. 
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Eliminates guessing | 

at end of letter 

EXCLUSIVELY FOR DEALERS 
and STATIONERS 


Write for Samples... 
ALLEN & COMPANY 


Manufacturers 


PAPERS 
11-15 Vandewater St., Dept. M, New York 7, N. Y. 
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Patent Applied For 
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VOGEL-PETERSON CO. 


“The Coat Rack People” 
624 South Michigan Ave. 


END ALL “WRAPS” PROBLEMS 


Valet Costumers and Racks 
keep clothing “in press”, 
aired on spaced hangers, 
and hats on ventilated 
shelves. Save floor space— 
accommodate 3 persons per 
sq. ft. Fit in anywhere. Life- 
time welded construction. 

Where lockers are needed 
for lunches, tools, aprons, 
etc., use PETERSON Locker 
Racks. 5 ft. x 15 in. unit 
provides 12 persons with 
hangers, hat spaces and in- 
dividual 12 in. x 12 in. x 
15 in. lock boxes. These 
combination units are widely 
used to double capacity of, 
or eliminate, locker rooms. 





a 


Chicago 5, U. S. A. 
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A SMART LOOKING 
OFFICE PULL-UP CHAIR 


For Immediate Delivery 


No. 150 


$31" 


EA. LIST 





z sala 





Hard wood frame. 
No-Sag spring seat. 
Upholstered in quality leatherette. Splendidly tailored. 
Colors: Maroon, Green, Brown, Ivory. Dimensions: outside 
width 25"; seat 19" x 19"; height 34". Packed 2 to carton: 
shipping weight 52 Ibs. per carton. 


ToteDo Woopwonks Co. 


Manufacturers of Quality Furniture 
1908 CANTON STREET « Phone Adams 1330 « TOLEDO 2, OHIO 








SELLS ON SIGHT 


You'll find your customers just can't leave it alone! 


$ 


"That's why we're so often told that the Lightning “‘sells 

itself.” This Desk Model Portable adds and subtracts os 
-» easily as dialing a telephone. No training is necessary 
te use it or demonstrate it. Built to take constant use, 
; ee ON Oe ens seein 5 ane Oy Cone. 
teed for one year. Write for details including a life 
ee ee ee cay tne kes uc: 
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SELLING SAFES BRINGS BIGGER PROFITS TO RE- 
TAILER AND MORE SECURITY TO CUSTOMERS 


Although it is not suggested to every office appliance 
retailer as the logical side line under present condi- 
tions, many can profit from the merchandising of 
safes, according to DeSoto Hardware Company, of 
Memphis, Tennessee. C. L. Jetton, secretary-treasurer 
of the company, has handled safes of all sizes in the 
downtown Memphis hardware store for more than 18 
years, and has found them one of the most steadily 
profitable specialties of the store. 

“We sell concrete and steel safes of all sizes to all 
types of retail establishments,’ Mr. Jetton explained, 
“and have always attempted to carry a line large 
enough to appeal to any customer. This includes 
small portable models, safes on wheels, and larger 
sizes all the way to the large vault types. Surpris- 
ingly, safes are always in demand, particularly dur- 
ing present day conditions when higher wages paid 
in cash mean that more actual currency is circulating, 
and needs greater protection. Many stores can add 
this line without unduly straining their present fa- 
cilities, but they must be able to count upon the 
services of an expert locksmith or safe specialist who 
can oren jammed combinations and install new equip- 
ment properly.” 

The DeSoto store’s safe inventory seldom exceeds 
$2,000, although its annual volume averages 300 new 
safes a year. The stock includes small models from 


$35 up to large safes and vaults at $1,000. They are - 


sold to many types of customers—from small retail 
stores and offices all the way up to banks. 


Newspaper Stories Furnish Leads 


Mr. Jetton’s safe expert, a veteran with all types of 
locks, immediately follows up newspaper reports of 
safe-cracking robberies, jammed combinations and so 
on. The store checks all local newspapers immedi- 
ately each morning and, whenever a safe robbery item 
is reported, contacts the safe owner at once. Other- 
wise, insurance companies which depend upon the 
DeSoto Hardware Company for repairs for their 
clients furnish enough business to more than pay the 
expense of operating the department. 

“Most safe-crackers bungle the job, and ruin the 
lock mechanism, which is simple to replace,” Mr. Jet- 
ton says. “If any such safe is old and weak, we make 
it a point to attempt to sell a new model; otherwise 
we simply replace the lock, and make the necessary 
repairs. We consider outside calls of this type as ‘Op- 
portunity Sales,’ for they constantly uncover new pros- 
pects with whom we have no other way to establish 
contact. Otherwise, our long-term service in this field 
brings in 80 per cent of total sales and repair volume. 
Insurance companies call us automatically, and are 
familiar with our charges for time, labor and parts, 
because we have been rendering service for more than 
18 years in the same building.” 

There are many phases of this novel specialty which 
add up to extra store profits, according to Mr. Jetton. 
One of them is lockouts, which provide an almost 
daily call for special service. Combinations sometimes 
go bad on safes, and even on bank vault doors which 
may require as much as eight hours to open. Another 
source of frequent calls is bank customers who lose 
keys to safety deposit boxes, necessitating a new lock 
because of the danger of a finder using the lock key. 


Safe Department Produces Nice Profit 


There have been few extra expenses in connection 
with this business, and except for the safe expert’s 
salary, Mr. Jetton has operated the section at a re- 
markably low cost. The store hauls safes weighing 
up to 2900 pounds, and has installations in all parts of 
the city, which continually creates more new pros- 
pects. Some installations have run as high as $20,000, 
although the average sale involves concrete-and- 
steel combination models which are assembled. and 
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MAKES EASY PROFITABLE SALES 


Before Feldco announced Vinyl-Tex Zipper Ring Binders, they were sub- 
jected to exhaustive tests and research. The characteristics and advantages 
of this war-born material proved so outstanding that we felt it couldn't miss 
striking the public's fancy. 

And it didn't miss . . . in fact, now it can be told ... it is being told by 
dealers throughout the country . . . Vinyl-Tex binders made an instantaneous 
hit with the public! If you want to put zip into your binder sales . . . feature 
Vinyl-Tex and enjoy fast turnover and substantial profits. 

Contact your supplier now or write us for further details. 


1474 Wi] x1) , CORP 116 W. ILLINOIS STREET 
OOAC @ CHICAGO 10, ILLINOIS 
NEW YORK - 25 CENTRAL PARK WEST - PHONE CO-5-0282 «+ PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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NATIONAL BUSINESS 


O THE trained eye of the successful business executive, the map of the future 
is plotted as carefully as a navigator’s chart. Here are the “rhumb lines” to 
profit, and here, in longitude and latitude, the coordinates to increased production 


and distribution. 


But plan as he may, every responsible businessman knows that the going will not 


be easy and he overlooks no effective aids in his resolve to reach his destination. 


Sound and progressive administration of every department is the well-paved route. 
Up-to-the-minute office methods and machines are way-stations to conservation 
of energy and overhead. Consultations with fellow businessmen and veteran busi- 


ness engineers are route-signs along the highway to success. 


Many of the pre-requisites for mapping your business future and reaching your 
goal are demonstrated annually at the National Business Shows. Get the Business 


Show habit. Attend these Shows and bring your colleagues every year. 


Watch for news of the 39th Annual National Business Show, to be held in New York this Fall. 


Exhibitors: For information regarding space in the 39th Annual National Business Show, address: 


30 Vesey Street, New York 7, N. Y., Telephone CO 7-1392 
Frank E. Tupper Edwin O, Tupper William A. Tupper 
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concrete poured “on the spot.” 
terms are used in all instances. 

A firm believer in newspaper advertising for any 
business, and particularly for such an out-of-the- 
ordinary line as safes, Mr. Jetton uses regular monthly 
newspaper ads of liberal size to advertise this line. 
Advertisements point out that there is a burglary of 
a safe almost every night in the vicinity, and that 
the store is prepared to change combinations, open 
safes, and give expert service at any time. During the 
past two years, Mr. Jetton has been concentrating 
the attention of specific retail trades upon the safe 
line by two-column, 6-inch advertisements which are 
run immediately following a robbery in that particu- 
lar trade. 

Mr. Jetton writes all his own advertising copy, and 
thus manages to keep up a fresh “slant,” which goes 
a long way toward focusing public attention on this 
most unusual of hardware sidelines.—RAL. 


0 rr 


SINGLE-ITEM ADS PRODUCE STEADY TRAFFIC 
FOR SKINNER & KENNEDY’S ST. LOUIS STORE 


Newspaper promotion of stationery store merchan- 
dise should not be limited to “standard lines only,” 
according to Skinner & Kennedy, 4th and St. Charles 
Sts. at St. Louis, Mo. Instead, the St. Louis supply 
house believes it is wise to select “fringer items’ or 
accessory merchandise, and utilize them for one- 
theme ads spotted here and there throughout metro- 
politan newspapers. 

Skinner & Kennedy has used this theme regularly 
for promoting personal files, games, novelty tables, 
chair pads, chairs and home-sized desks. Each item, 
when given the benefit of newspaper display adver- 
tising in this way, invariably appeals to readers who 
have a gift to buy, and are dubious over what to give. 
One of the most successful items, was a high-low 
table priced from $15.50 up, mounted with a side 
standard which made it ideal for slipping under and 
over a bed for a sick patient, for use in odd corners, 
with easy chairs, etc. Simple copy such as “Ideal 
table for home or office use adjustable for 
height, adjustable for tilt .... table size 24 inches 
by 16 inches, chrome trimmed,” where enough to being 
in many new customers to the store.—RAL 

 o~ © —— 


JAMESTOWN METAL EQUIPMENT CO. TO EXPAND 


A new building which will provide nearly 50,500 
square feet of additional floor space, at a cost of more 
than $200,000, is planned by the Jamestown Metal 
Equipment Company, Jamestown, N. Y. 

Plans for the one-story brick and steel structure 
came to the attention of the city council when it was 
asked to approve construction of a conveyor system 
to bridge Carolina Street. The conveyor will be de- 
signed to transport finished work to the new building. 
Council approval was unanimous. 

At the Jamestown Metal Equipment plant it was 
said plans are incomplete and no bids have been 
sought.—_GET 


Regular store credit 


REESE eae Sata 
OTTO ULBRICH CO. ACQUIRES BUILDING 


Purchase by the Otto Ulbrich Co., Inc., of the 
property at 15 West Eagle St., Buffalo, which it has 
occupied for the last 12 years, has been announced by 
Otto C. Grauer, president of the company. The three- 
story brick building has a frontage of 24 feet on 
West Eagle St. and extends back 91 feet. The Ulbrich 
firm owns the property at 386 Main St., where the 
main entrance to its store is located. Mr. Grauer said 
further expansions and improvements of the building 
are contemplated.—_GET 

a? 


NEW BUSINESS MACHINE FIRM IN BUFFALO 


A business name has been filed in the county clerk’s 
office in Buffalo, N. Y., for Buffalo Business Machines 
Co., 728 Main St., by A. E. Parsons.—GET 
1947 
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Holley beeration NG 


4600 W. HURON ST., CHICAGO 44, ILLINOIS 
Manufacturers of the famous Gits Flashlights, Knives, 


A Real Utility... 


with f 
an unlimited market 


GITS No. 111 
_ KNIFE 


PATENTED 





@ Finest steel blade, slides open 
with one hand to 5 safe-locking po- 
sitions (4 blade lengths in one). 


@ Lustrous colored, unbreakable 


plastic handle. 


@ A sturdy, light-weight knife, 34" 
long. Ideal for pocket, purse, of- 
fice, shop, home, or school. Plastic 
handle comes in Pearl White, Bone 
Onyx, Green Onyx, Red Onyx, and 
Black. Each knife is individually 
boxed and 12 boxes in a colorful, 
handy counter display box. Twelve 
display cartons (144 knives) in a 
shipping container (8 pounds). 


Retail List Se each 


with full discount 
Games, Protect-o-shields, Savings Banks, etc. Order from your jobber 


CANADIAN DISTRIBUTOR: Myer Bald, Ltd., 69 York Street, Toronto 











LINE 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 





compact, efficient and attractive. Dealers ¢ 15 
and stationers find it a ready seller at +15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye guide 1.25 

Write for Full Particulars 
INC. 


RITE-LINE SALES COMPANY, 


15 Maiden Lane, New York 7, N. Y. @ 407 So. Dearborn St., Chicago S, Iii. 
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For Immediate Delivery 


No. 2 METAL WASTE BASKETS, Green and 
Brown Finish 


IMITATION WALNUT LETTER TRAYS, Letter 
and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, %” round hole and as- 
sorted designs 


CANVAS BINDERS, 2”, 112” and 1”, metal 
rings, 11x82 


LEDGER SHEETS, complete line, all rulings 
ORDER BOOKS, duplicating and triplicating 
AMBER SCRATCH PADS, all sizes 
PYRAMID PINS 
PAPER TRIMMERS, all sizes 
FAULTLESS PENCIL CLIPS 
STEEL-GRIP, Jr. and Sr. Clips 
FILES, stick and harp 
ARCHES, ARCH BOARDS and CLIP BOARDS, 
all sizes 
UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Complete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LTD. 


333 East Third Street Los Angeles 13, Calif. 
Tee en ee es eee 


ee es es ne Es EE 





For every member of the family 








The New REVERE ‘“MINUTEMAN’’ FOUNTAIN PEN is a 
real sales natural! Appeals to the eye and pocket . . .available at 
this low price with liberal profit margin for YOU! New streamlined, 
lustrous plastic cap and barrel . . . lever filler. . . gold plated 
point that starts writing smoothly, instantly . . . easy flowing... 
makes writing truly o pleasure . . . variety of colors to suit every- 
one's taste. Available on beautifully-colored display cards holding 
one dozen in assorted colors . . . practically sell themselves. 


WRITE FOR ILLUSTRATED LITERATURE 


PLASTICRAFT | °° ir 
SPECIALTIES 


Chicago 23, Illinois 
s of the Revere Fountain Pens, Desk Sets 


Established 1939 
Manufacturer 
: and Other Plastic Products 
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HEIMANN DISCUSSES FUTURE OF BUDGETS 
Proposed payment of only $200,000,000 on our 260 
billion dollar national debt is like offering our banker 


a payment of eighty cents on a $1,000 note, declared — 


Henry H. Heimann, executive manager of the Na- 
tional Association of Credit Men in his Monthly Busi- 
ness Review released recently. This offer of only 
80 cents on a note that has been increasing each year 


| for 16 years is comparable in true ratio, he says, with 
| the budget submitted in the message to the Congress. 


We accepted the huge spending program during the 
war because human lives were at stake, but now, 
unless we desire to face complete monetary collapse, 
we must stop cavorting in our fools’ fiscal paradise. 
This budget, he points out further, “is based upon as 
large an income as this nation has ever known, but 
it provides for expenditures which total many times 
more than for any previous peacetime year.” 

“It is, of course, essential that business liquidate 
every possible wartime extravagance if it intends to 
be prepared for the serious and intense peacetime 
competition it now faces,’ Mr. Heimann says. “Its 
aim and objective must be a continued determination 
to make the cost of production as low as possible. 

“There are many items in post-war production over 
which business has lost control. Any successful at- 
tempt to recapture a partial control over these costs 
calls for an aggressive effort beyond the normal busi- 
ness operation. 

Taxation to Be on Different Basis 

“One of the major items that can never be returned 
to a pre-war basis is taxation cost. However, it is 
cowardly to fail to attack the problems simply because 
the nation has a staggering debt of 260 billions of 
dollars. The budget originally proposed is the type 
of government management that deserved to be chal- 
lenged with a plan which would reduce expenditures 
without omitting any essential services.” 

Industry also is facing budget problems. Mr. Hei- 
mann says that one of the most difficult tasks con- 
fronting business is that of cutting back the non- 


| productive, overhead expense to a point where the 


normal peacetime volume will carry it. Although such 
items as taxes cannot be controlled, he declares that 
many items can be cut and that “each business organ- 
ization should now plan a budget based upon a sta- 
bilized peacetime production.” 

“Everyone knows that in a normal period of time 
the customer sets the price. In this post-war era the 
pent-up demand and accumulated needs of the war 
period may have caused some business men to believe 
the customer would buy at any price. In just a few 
months the customer has demonstrated the fallacy of 


| such thinking. The customer is becoming more dis- 


criminate in his buying; he is weighing values more 
carefully. Wage costs that are unreasonable or pricing 
policies that are unrealistic soon will be discounted in 
the market. In such instances, competition will set 
the price. As already has occurred in some lines, com- 
petitive prices frequently ignore cost of production. 
The consumer can and has forced this situation in 
some lines. It will be more evident in the months 
ahead. 
Business Failures Expected to Increase 

“As credit executives anticipated, these situations 
will bring on some failures. Indeed, recent weeks have 
registered the beginning of some of these expectations. 
Unstable price structures also emphasize the tend- 
ency towards unethical practices. Business character 


| is put to the test in these days of returning business 


problems. Rejected and returned merchandise evils 
are now a common subterfuge to evade contract lia- 
bilities by the unscrupulous. Both these reprehensible 
practices are increasing. Business should fight such 
tactics uncompromisingly. It is a particular respon- 
sibility of credit departments to do so.” 

Inquiries are being received constantly from manu- 
facturers, wholesalers and jobbers as to the future of 
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FOR BUSINESS 
AT ITS BEST! 


Perhaps no other business in- 
stitution is so indicative of 
"business at its best'’ as the 
community bank. For the 
bank is the hub around which 
a city's financial life revolves. 
Because of its unique posi- 
tion, it must necessarily main- 
tain a high standard of 
dignity and efficiency. The 
activities of a bank are great 
and varied. Aside from the 
daily banking facilities pro- 
vided, there are a host of 











EVANSVILLE 7, INDIANA 


member WOOD office 
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special functions which are 
cleared over the desks of the 
bank's officers. Many a new 
business is financed . . . many 
an expansion program cul- 
minates at this point. Yes 
. . » bankers’ desks are busy 


places. Probably that's why 
so many banks prefer IM- 
PERIAL DESKS. They seem to 
be designed to provide the 
proper setting for this indis- 
pensable part of our business 


life. 
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NEW! Better! 
| 








A PRODUCT OF METAL ARTISANS 


















Your customers will admire the beautiful new Hammered Silver 
gray finish and the construction superiorities . . . heavy gauge 
steel, seamless construction, with large radius corners. All hard- 
ware trim is plated. Handle is countersunk. No possible refine- 
ment of design or manufacture has been neglected. 


Wherever shown, this has had a fine public acceptance... your 
customers’ approval will be indicated in quick sales. The box 
comes in one size only: 11% x 6 x 4%”. It is available without 
tray (No. 923 at $2.30 list) or with 6 compartment interior remov- 
able tray (No. 1923 at $3.70 list). Boxed individually; packed 12 
of a style to a carton. 


Mail your initial order today ... . you'll reorder quickly! 
Prices slightly higher west of the Rockies. 





Manufactured by 


Central Can Company Ene. 


2415 West 19th St. Monroe 2770 Chicago 8, Illinois 
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cash discounts, Mr. Heimann announces. Many who 
have heretofore allowed a discount of 2 percent for 
payment in 10 days from date of the invoice, now 
contend that with the present low interest rates, such 
a premium is too high. He points out, however, that 
cash premiums were never wholly controlled by inter- 
est rates, but that the original purpose was to in- 
crease turnover and in some cases were used as a 
competitive weapon. 

“Cash discounts in the future may be less attractive 
though they will remain substantially higher than any 
interest saving. This whole subject is being con- 
sidered carefully by manufacturers, wholesalers, and 
jobbers throughout the Nation and will be the subject 
of more than usual attention and discussion when 
credit executives meet at their national conference in 
New York City during the week of May 11. 

“The competition ahead in business, and the read- 
justments that must be made, indicate some reduc- 
tion in the high-rate of business activity. During 
1947, it is not likely that this will be for a prolonged 
period of time; the demand for goods is too extensive 
and world-wide in character. Customers will check 
their buying when the quality, style or price of the 
articles they need is, in their opinion, unattractive. 
Such sporadic buying will not, however, satisfy their 
continuing needs. Until these needs are supplied, the 
business atmosphere should remain healthy.” 

Or 


TYPEWRITER AND DESK CO. PUSHES PICTURES 


“The lines to push most vigorously are those which 
do not automatically suggest themselves to the buyers 
of office supplies and furniture,” said the manager 
of the Long Beach Typewriter and Desk Co., Long 
Beach, Calif. “Every modern office should have sev- 
eral well-selected pictures as an integral part of its 
furnishings, but there are still a number of business 
and professional people who need to be made aware 
of the fact. We handle an extensive line of pictures, 
and we give them constant publicity. 

“One of our recent most successful promotions was 
an exhibition of paintings by the Spectrum Club—a 
local art club comprised of business and professional 
men. Cards of invitation were sent to an extended 
list of executives, inviting them to an inspection of 
the paintings. The members of the club naturally 
attended in full force, bringing with them many of 
their friends and business acquaintances. A number of 
the paintings were displayed in one of the windows, 
with a card inviting the general public to step in and 
view the entire collection. In the other window were 
a number of pictures from our own stock, together 
with checkwriters, zipper cases, desk supplies, portable 
typewriters, files, and leather upholstered office furni- 
ture. A card advised “Original paintings—$0.50 and 
up.” Another card called attention to art course 
offered by the Long Beach Art Institute. We find it 
pays well to have the good will of all artists, both 
amateur and professional, as they are in the market 
for many supplies in addition to art materials.” 


The exhibition of the Spectrum Club was shown 
on one of the side walls, and close at hand were a 
number of desks, with complete desk sets, and com- 
fortable chairs from which one could view the paint- 
ings. On the other side office furniture was grouped— 
a desk, swivel chair and guest chair, typewriter desk, 
chair and typewriter, set of files, waste basket, small 
Safe, and desk lamp. On the wall back of each group 
was a framed picture, or a pair of them, especially 
appropriate for the office setting —WBS 


<= > 
TYPEWRITER FIRM OPENS BUFFALO BRANCH 


The American Automatic Typewriter Company of 
Chicago has opened a sales and service office at 259 
Delaware Ave., Buffalo, to serve the western New York 
area, including Rochester and Syracuse. R. Edward 
Bell is in charge of the Buffalo branch—_GET 
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CARBON PAPER ROLLS 
FOR 


PATTERN-MAKING PURPOSES 


Another “U.S.” Specialty 


e Made in widths up to 60 inches 
e Coated on one or both sides 


e Coated with one or two colors 


These “U.S.” Carbon Rolls meet the specific 
requirements of Tailoring establishments and 
Neon Sign makers as they are clear-writing and 
non-sticking. 


FOR DOMESTIC & EXPORT TRADE 


Inked Ribbons For 
All Machines 


Carbon Papers For 
All Purposes 








General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1595- 
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Are Recognized 
Standard for 


over 30 years 


Consistently high quality 
...up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW - 
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New! 
PRESTO 


Clear-View 
LETTER 
me 1 


A Real Time Saver 






Now, 4 handy Letter Postage Scale—quick, easy to use. Just drop 
letters behind 3-way-dial-face and instantly—you see the exact weight 
and the correct postage for Ist Class—Air Mail—and 3rd Class 
mailing. 

Precision designed spring assures lifetime accuracy. Every Presto 
Clear-View Letter Scale is sturdily built and pretested with scien- 
tifically calibrated weights for spring deflection and accuracy. 
Attractively priced to assure large volume demand from Business, 
Professions, Salesmen, Secretaries, and the Home. 


Metal Specialties Mfg. Company 


Makers of the world famous Presto Stapler—Presto Staples— 
Presto Staple Remover and Presto Paper Punch. 


3200 Carroll Avenue, Chicago 24, IIlinois 














WINNING FRIENDS 
INFLUENCING PEOPLE 


Its performance under actual test 

. just a one sheet trial... 
wins new friends for Nev-R-Kurl, 
the plastic backed carbon paper. 
Typists find it easier to handle, 
cleaner, won't smudge copies. 
Office managers are influenced 
by its lower cost because it gets 
work out faster, produces up to 
50°, more clean, sharp copies 
per sheet. 


TE RR 

NEV- R- KURL 
SY RR 

has no wax on the back. It won't slip. 

Plastic backing prevents curling and 

wrinkling even in hot muggy weather. See 

how it wins friends in every office .. . in 


billing and bookkeeping machines as well 
as typewriters 
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LABOR APPROVES RECIPROCAL TRADE PROGRAM 

The reciprocal trade program of the United States 
government fits into labor’s concept of international 
trade as an instrumentality for forwarding full em- 
ployment at home and good will abroad, Marion H. 
Hedges, director of research, International Brother- 
hood of Electrical Workers, declared in an address on 
February 17 at the Eleventh Annual Chicago World 
Trade Conference. The conference is conducted jointly 
by the Chicago Association of Commerce and Industry 
and the Export Managers Club of Chicago. 

The speaker said that labor and other interests are 
likely to have “mixed policies” during the present 
transition period in international trade and political 
relations and added that some of labor’s problems in 
the international field are not even on the way toa 
solution. This, he suggested, is because “nearly every 
instrumentality used in the international field is 
touched with official significance and involves some 
aspect of national sovereignty. Labor can still act 
as a good will ambassador, but it cannot materially 
affect any given situation abroad,” he said. 

“Moreover,” he continued, “Labor has not yet won 
representation ‘on some of the newer agencies that 
have been developed, like the International Trade 
Organization or the International World Health Or- 
ganization.” 

But, although details of an effective program for 


labor remain undecided, Mr. Hedges said, “The United - 


States and the rest of the world must not turn back- 
ward into an era of high tariffs, restricted trade and 
dark areas of want and squalor for the rest of the 
world. The United States and the rest of the world,” 
he continued, “can turn upward to a newer kind of 
international trade, based on total production for 
world consumption.” 

One solution, he suggested, might be for each coun- 
try or nation to concentrate on producing its own 
specialties—the United States might make all the ma- 
chine tools for the world; Australia might find pros- 
perity in furnishing the world’s wool and China could 
become an important producer of tin. 

Labor does not favor “The international trend 
toward cartelized business,” Mr. Hedges said, because 
it would be “helpless” if its wage rates at home were 
to be determined “by policies made at the interna- 
tional level by cartel officers.” 


——___—_ 9-9 ——— 


UARCO ACQUIRES CONNECTICUT PLANT 

Acquisition of a new plant at Deep River, Conn., 
by Uarco, Inc., manufacturers of continuous busi- 
ness forms and systems, was announced March 4 by 
Walter R. Barker, president. 

The additional plant was found necessary to handle 
the growing volume of Uarco sales in the eastern states 
and is part of the firm’s expansion plans projected for 
1947, Mr. Barker said. Uarco now operates other plants 
in Chicago, Cleveland and Oakland. 

With the exception of manifold products which are 
made only in Cleveland, the Deep River plant will be 
able to produce all types of business forms now manu- 
factured by the company. The building is a modern, 
four-story structure. It is being furnished with the 
latest type of equipment used in the production of 
business forms and it is expected that remodeling and 
installation work will be completed in time to permit 
substantial operations beginning in July. Approxi- 
mately 200 employees will staff the plant when oper- 
ating at full capacity. 


—__ 9-9 ——_—___.. 


GUERNSEY OPENS MACHINE REPAIR SHOP 

A business name has been filed in the county 
clerk’s office for the Business Machines Repair Serv- 
ice, 238 Highgate, Buffalo, by Rollin W. Guernsey.— 
GET 
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HARRIMAN SPEAKS AT WORLD TRADE MEETING 

Exports of the industrial products of the United 
States are limited at present only by industry’s capac- 
ity to produce beyond domestic requirements and by 
the ability of other nations to obtain dollars with 
which to buy, W. Averell Harriman, secretary of Com- 
merce, said at the Chicago World Trade Conference 
on February 17. The conference is conducted jointly 
by the Chicago Association of Commerce and Industry 
and the Export Managers Club of Chicago. 

There is great need in almost every. country for 
machinery and equipment to re-establish agricultural 
and industrial production, Harriman said. Last year, 
he continued, the United States exported 15 billion 
dollars in goods and services. “This total included 
gifts through UNRRA and private sources totalling 
three and a half billion dollars and the sale of about 
one and one-half billion dollars of surplus property 
abroad. Foreign countries supplied this country with 
goods valued at five billion dollars and services valued 
at two billion. During the present crop year we are 
exporting over 400,000,000 bushels of grain or its flour 
equivalent.” 

As foreign reconstruction progresses and as indus- 
trialization in underdeveloped areas gets under way, 
there will be even wider opportunities for United 
States exporters, Harriman predicted. “Highly devel- 
pe ee have always been our best customers,” 

e said. 


Exports to be Financed by Loans 


During the reconstruction period exports from this 
country will be financed to a considerable degree by 
loans already arranged for and loans to be made by 
the International Bank and the Export-Import Bank, 
Harriman continued. “There are certain South Amer- 
ican countries that have accumulated dollar balances 
during the war, but the rest of the world has no such 
favorable position. Our imports have been expanded 
by our increased requirements for raw materials. We 
must increasingly turn to foreign sources to insure 
supply of essential raw materials. But in the long 
run our imports must be further expanded to create 
dollars with which to service the reconstruction loans 
and our investments abroad, and to make possible 
our continued exports. 

“To deal with this situation our Government has 
made proposals for the establishment of an interna- 
tional Trade Organization associated with the United 
Nations and having the objective of expanding world 
trade on a multilateral basis. Many countries have 
been forced to erect trade barriers to limit imports 
to the necessities of life and thus protect their sup- 


plies of foreign currencies. It has been necessary for © 


some countries to buy only in those countries where 
they had the exchange. There has also been a tend- 
ency for trade to be accomplished by means of bi- 
lateral agreements between countries that could ex- 
change specific commodities. 


Purpose of Proposals Explained 


“It is the purpose of the American proposals to break 
down as far as practicable and as fast as practicable 
those artificial restrictions in order to expand trade 
among nations as a whole. With the shortages that 
exist in the necessities of life, and the pressing need 
to replace and modernize capital equipment, it will be 
only by an inrease in the volume of world trade that 
the standard of living of many countries can be 
brought back to the prewar level. 

“As a result of the conferences that have been held, 
including the recent conference in Lodo, there has 
been general agreement with the basic objectives of 
the American proposals. In April there will be further 
discussions in Geneva with 18 nations with whom we 
have done about two-thirds of our trade. At this 
conference it is expected that reciprocal trade agree- 
ments can be reached to reduce trade barriers abroad 
and eliminate discriminations against the United 
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States, in return for certain reductions in our own 
tariffs.” 

Harriman said that he recognized that concern ex- 
isted in some quarters that individual industries might 
be adversely affected by tariff reductions. He said, 
however, that all branches of the government con- 
sider proposed tariff reductions and that public hear- 
ings are held at which industry may state its case 
against proposed tariff cuts. 

a 


CED RECOMMENDS FORMATION OF PERMANENT 
NATIONAL MANAGEMENT-LABOR COUNCIL 


The creation by law of a permanent national ma- 
nagement-labor council to make continuing studies of 
industrial relations is recommended in a statement 
of national policy made public on February 24 by 
the Research and Policy Committee of the Committee 
for Economic Development. 

Under the CED’s proposal, the council, whose mem- 
bers would be appointed by the President, subject to 
confirmation by the Senate, would work with a greatly 
strengthened Federal Mediation Service, which the 
CED also recommends be established. 

The proposed council would. be required to report an- 
nually to the President on the state of industrial peace 
throughout the nation, to confer regularly with the 
secretaries of Labor and Commerce and the chairmen 
of the Senate and House labor committees, to advise 
the director of mediation on matters of policy and to 
approve the appointment of all mediators. 

Two other recommendations, designed to make col- 
lective bargaining work better in this country, high- 
light the statement. One is that no strike be called 
or strike vote taken until bargaining has had a chance 
to function and the mediation service an opportunity 
to settle the dispute. The other would require that 
differences arising from the interpretation of the 


terms of agreements be arbitrated. 


Hoffman Announces Policy 


The statement of national policy was made public 
by Paul G. Hoffman, CED chairman; and Eric John- 
ston, who served as chairman of a special committee 
of businessmen and labor relations experts which 
drafted the statement. 

“The report is the result of eight months of careful 
study by leading businessmen and outstanding labor 
relations experts, working together under the unique 
CED plan which combines the practical experience of 
businessmen and the specialized knowledge of ex- 
perts in producing responsible statements in the pub- 
lic interest,” Hoffman said. 

“CED’s recommendations in this report are based 
upon the premise that the general public has a vested 
interest in industrial peace, that labor disputes are 
no longer the sole concern of management and labor, 
and in consequence the general public, through gov- 
ernment, has an obvious right to impose rules upon 
both management and labor which will promote peace- 
ful bargaining,” he added. 

Legislative changes are recommended to improve 
contract making, to require observance of contracts, 
and to eliminate abuses which have caused industrial 
strife. The committee warns, however, that legisla- 
tion alone cannot make collective bargaining work. 
Union and management must bring “sanity, modera- 
tion and tolerance to the bargaining table,” the report 
declares. 

The committee rejects, as unsound, proposals for 
compulsory arbitration and super-boards. 


Mediation Service for Contract Making 
The committee recommends the establishment of a 
strong new mediation service, headed by a director, in 
order to facilitate the making of contracts. The new 
service, which would replace the present conciliation 
service, would be placed administratively in the De- 
partment of Labor but would be independent in mat- 
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ters of policy. It would be staffed by highly competent 
professional personnel, having “new status, new func- 
tions and new dignity.” 

The new federal mediation board would have three 
principal functions. One would be to foster local 
and state mediation by helping communities and 
states establish mediation services of their own, and 
to refer disputes to such bodies where practical. De- 
centralization of the federal mediation service also is 
proposed in the plan. 

A second function would be to provide mediators 
where local and state mediation do not exist, or where 
parties prefer to call upon the federal mediation 
service. A third function would be to encourage vol- 
untary arbitration in contract making. The service 
would encourage private arbitration services and 
would maintain a panel of competent arbitrators 
available upon request by employer and union. 


The committee’s proposal provides for. a required | 
ten day period of mediation before a strike vote can | 


be taken, a strike declared or a lockout put into effect. 
A statement of unresolved issues must accompany the 


request for mediation. The committee feels that the | 
public has an interest in every strike, and, therefore, | 


a government mediator or one selected by the parties 
should have an opportunity to seek a solution of the 
dispute. 

If the dispute cannot be settled during the media- 


tion period, the committee recommends a procedure | 


for a democratic strike vote. To assure this, 
proposed that the strike vote be supervised and taken 
by secret ballot as promptly as possible after reason- 


it is | 


able notice has been given to the union membership. | 


A majority of union members voting must approve 
the strike before it can be called. 


Other Committee Recommendations 


The committee recommends that supervisory em- 
ployees be excluded from coverage under the Wagner 
Act. Other proposed Wagner Act changes include an 
amendment to require unions as well as manage- 
ments to bargain, and another to assure freedom 
of speech by both employers and unions. These 
changes would, in the committee’s opinion, tend to 
create “pressures for peace” instead of pressures for 
strikes and strife. 





To promote more effective administration of agree- | 


ments, the committee would provide means for pre- 
venting breaches of contracts, also for final and peace- 


ful adjudication of differences over the meaning of | 


contract terms. It is recommended that legislation 
be enacted to require all employers and unions who 
are parties to collective bargaining contracts to in- 


corporate in their agreements a procedure, ending | 


in arbitration, to settle claims of contract violation 


by the union and employees as well as by the em- | 


ployer. 


In urging that abuses which have tended to under- | 


mine collective bargaining be eliminated, the com- 
mittee declares that jurisdictional disputes have no 
moral justification and must be prevented either by 
the unions themselves or, failing that, by prompt gov- 
ernment action. If voluntary methods fail, it is rec- 
ommended that the NLRB, at the request of the em- 


ployer or union concerned, appoint a referee who | 
would be required to conduct hearings and render his | 


award within a given period. The award would be final 
and enforceable by injunction. 

On the subject of strikes, boycotts, and picketing by 
minority unions when a majority union has been cer- 
tified as bargaining agent, the statement says “such 
actions by minority unions are an attempt to force an 
employer into violation of law. They cannot be 
tolerated in a democracy.” 
ment proposes that the NLRB be required to apply to 
the courts for a restraining order against the offend- 
ing union. 

Violent and unlawful picketing is scored in the 
statement, which says that this, more than any other 
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clear brains are essential to con- 
stant speed and accuracy in business 







service. KARLO, the Ideal typewriter ao 
: : ea Saat ; T 

Support, is unique in this service. No ABIUSTABLE 

other Stand is so rigid, so free from F 


wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 





Patent 
“D90848” 


DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 








MANUFACTURING 
COMPANY 


32 lonia Ave., SW., GRAND RAPIDS, M 


They Mahe Files Talk! 
INSTANTLY AVAILABLE 









r 






“a ‘= CaN 


Ss 


| FILE SIGNALS 


Attached to file cards or ledger sheets, these 
signals segregate important groups of facts for 










= 











rn, 


instant reference—saving hours of time. Made 
of stainless spring steel in 12 non-chipping 
colors. Will remain clean and bright under all 





conditions of dampness. Easy to attach, re- 







at / 





locate, remove; always stay put. Types 


\ | for all filing systems. Samples on request. 


g aie 


SE q 
US@ Fir 


THE H. C. COOK CO., ANSONIA, CONN. 
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LOOK TO DACO — for these 
items—also for Machine Record 
Ledger Cards and forms. 

For over a quarter of a century 
Daco has manufactured a com- 
plete line of filing supplies, 
forms, cards and guides for 
every office and industrial use. 
Competitive in price and quality, 
Daco supplies are regular busi- 
ness builders. 





Write Dept.O for information 
or quotations. 


oe) > 4 co. 


Boston, Mass. 


DACO CARD 


9 Federal Court 

















A New PREMIER 
CUTTING BOARD 


With Permanent Steel 
Top Square and Guide Slide 


Photo Materials Co. 


55-59 E. 26th St..... CHICAGO 16, ILL. 


Representatives 
Fred Deutsch, Texas, Okla., La., Ark. Milton Stone. 320 Broadway Room 625 
3525 Southwestern Bivd., Dallas, Tex. New York City, covering New York. 
Harry Henkel, 171 Second St., San S. Lichenstein. 1228 Locust Ave., 
Philadeiohia. Pa. 
Nate Goldstein, 3145 Ewaid Circle, 
Detroit, Mich 


Francisco, Cali 
Ss. J. Mitchell, 5540 Delmar Bivd., 
St. Louis, Mo 
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single action of labor, “discredits the union and under- 
mines public faith in collective bargaining.” The Con- 
gress should take any legislative steps necessary to 
prohibit picketing which bars ingress or egress from 
a plant, and other forms of violence in the conduct 
of a strike or the maintenance of a picket line, the 
statement adds. 

The committee recommends also that the Clayton 
Act be clarified so as to prevent unions from engaging 
in actions which restrain trade and commerce and 
which are not connected in any way with labor dis- 
putes. The statement declares the Clayton Act has 
been stretched far beyond its initial purpose in grant- 
ing special immunity to labor groups in such situ- 
ations. 

9 


A. M. A. PACKAGING EXPOSITION TO BE LARGEST 
IN HISTORY OF EVENT, DODD ANNOUNCES 


An additional 15,000 square feet of exhibit space have 
been added to the AMA Packaging Exposition, spon- 
sored, by the American Management Association, to 
be held at Convention Hall, Philadelphia, April 8-11, 
it was announced recently by Alvin E. Dodd, president. 
The additional exhibit space will bring the total to 
95,000 square feet, which is 50 percent greater than 
last year and more than double the last previous ex- 
position held in 1944. 

Simultaneously, the names of speakers who will ad- 
dress the Conference on Packaging, Packing and Ship- 
ping, which will be held concurrently with the exposi- 
tion, also were announced. 

Speakers, and their topics, will be: 


Morning Session, Tuesday, April 8 


Chairman: Spalding Black, 
Advertising manager, 
Canadian Industries, Ltd., Montreal 
10:00 “How To Sell Packaging To Top 
Management.” 
William Sanning, Advertising manager, 
The Kroger Co., Cincinnati, O. 
11:00 “A Program of Packaging Cost Reduction.” 
Speaker to be announced. 


Afternoon Session, Tuesday, April 8 
Chairman: Henry J. Howlett, 


Secretary, 
American Management Ass’n., N. Y. City 
2:00 “Consumer Packaging Clinic.” 


A question-and-answer session. 
The panel of experts will consist of: 
Design: Benjamin L. Webster, 
Industrial designer, 
New York, N. Y. 
P. J. Lathrop, 
Asst. v.-p. and plant megr., 
Bristol-Myers Co., 
Hillside, N. J. 
Charles E. Waring, V.-p., 
Davison Chemical Corp., 
Baltimore, Md. 
L. W. Ledbetter, Pur. agt., 
Ralston Purina Co., 
St. Louis, Mo. 
Merchandising: Joseph Givner, Pres., 
Nat’l. Merchandising Corp., 
New York, N. Y. 
Consumer: The Chairman. 
Morning Session, Wednesday, April 9 
Chairman: J. H. MacLeod, Vice-president, 
Hinde and Dauch Paper Co., 
Sandusky, O. 
9:30 “Industry’s Stake In The 
Freight Classification Revision.” 
Speaker to be announced. 
10:30 “The Packaging of Metal Parts.” 
L. A. Holder, 


Production: 


Protection: 


Materials: 
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* rs THE 
* ALL STEEL Stationery Colts 


No. 25 











MODERN—ATTRACTIVE—SMART 


ROLL TOP COVER EASILY SLID 


FOR DISTINGUISHED OFFICES 


SATISFACTION GUARANTEED 





LENGTH 16" WIDTH 934" x 7" H. 


WEIGHT SIX POUNDS 


Steel 
Stationery Racks 


No. 90 


Compartments for 
Stationery 
Envelopes 
Carbon Paper 
Misc. Forms 


Fits Standard Size 
Desk Drawer 


Enables Finding 
The Correct Form 
At a Glance 


Extra Strong 





a oes 
Weight 4 Pounds 


NOTE—ALSO AVAILABLE 
NO. 9I—LARGER SIZE 22xl0x4 
WITH SIX COMPARTMENTS 


List $3.50 


Minimum Order —I! Dozen 


Utility 
Desh File Ne. 10 


HUNDREDS OF USES 
IDEAL FOR PERSONAL FILE 
DOUBLE STRENGTH—STURDILY CONSTRUCTED 


WEIGHT APPROX. SIX LBS. 


also 


@ LETTER FILES 

@ JUMBO DESK FILES 
© WASTE BASKETS 

@ SMOKING STANDS 


= 


LIST PRICE $9.50 





SPOTLESS STATIONERY 
AT YOUR FINGERTIPS 


DUST PROOF 





THREE SHELVES PLUS 


gee” TWO ENVELOPE COMPARTMENTS 
epee 


- GLEAMING BAKED 
ENAMEL FINISH 
OFFICE GREEN 
OFFICE GRAY 


Steel 
Vertical Sorter 


No. 50 


Easily Adjusted 


Add Sections as 
: Desired 


All Correspondence 
and Papers in 


Proper Place 


Label Holder for 
Each Compartment 


Prevents Scattered 
or Mislaid Papers 


Green Grey or 





Walnut 
Packed 24 List $1.00 per Section $1.00 
to Carton Minimum Order — 24 Sections 


HANDY QUICK REFERENCE FOR 
UNFINISHED BUSINESS PAPERS 
AND INCOMPLETE TRANSACTIONS 


L. 12Y/4"—W. 5Yo"—H. 10" 


MINIMUM ORDER ONE DOZEN 


also 


@ 3 x 5" CARD FILE BOXES 

@ 4 x 6" CARD FILE BOXES 

@ POSTING & SORTING TRAYS 

e@ ADJUSTABLE DESK DRAWER TRAYS 


LIST $6.00 e SAND URNS 


Ooo rend 


METAL Propucrs CoMPANY 


6852 INDIANA AVENUE 


1947 
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EVERY TYPIST NEEDS A 


Pere -c RAS ER 


AS NECESSARY ON TYPEWRITERS AS ERASERS ON PENCILS 


This device contains a spring reel 
with NYLON cord. It Snaps Back 
the eraser to a recess in the Type- 
Eraser Knob when the eraser is not 
in use. Easy to install. Just replace 
the typewriter platen knob with a 


TYPE-ERASER 





NO NO 
LOST LOST 
TIME ERASERS 








SPEEDS TYPING 
AMAZINGLY 











For All Standard Typewriters 
RETAILS $2.50 
Liberal Dealer Discounts 
UNLIMITED 
SALES POSSIBILITIES 
Made To Last For Years—Fully Guaranteed 
Wholesalers—Write Now for Attractive Sales Plan 
CHARLES G. HURRLE 
35 Stillman St., San Francisco 7, California, U. S. A. 





Eraser Released 








The New 
Hush-A-Phone 


Months of research during 1946 developed a new 
principle now embodied in the Hush-A-Phone which 
intensifies the important frequencies of the voice 
for telephone transmission. 











As 
valuable 
As the phone 

No other itself 


device for 
the 
purpose 





Solves 3 Phone Problems 


Voice Privacy: Safeguarding confidential matter 
Office Quiet: For efficient working conditions 
Better Hearing: In noisy places 


Write for literature 
Hush-A-Phone Corp., 43 W. 16 St., N.Y.C. Il 


Dealers & Distributors 


Can you sell a product without competition? 
Write for our proposition 














“FAVORITE” 
EXPANDING FILE 





77 years of know-how goes into all our 
products. A high standard of quality, workman- 
ship and service that has been kept up to par 
through the years. Outstanding stationers know 
this to be true and stock Cooke & Cobb mer- 
chandise year after year. Quick turnover and 
good profits are the result. 


THE COOKE & COBB COMPANY 





Originators « f Expa nding Specia hata 





NEW YORK 11, N. Y. 








57 NINTH AVE. 





Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


& 
CALCULATING MACHINES 
+ 
BOOKKEEPING MACHINES 
& 


Select Rough and Rebuilt 
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Packaging committee co-ordinator, 
The Timken Roller Bearing Co., 
Canton, O. 

“The Determination of Container Sizes.” 
W. Rutherford James, 

Towns and James, Inc., 

Brooklyn, New York. 


Afternoon Session, Wednesday, April 9 


Chairman: E. A. Throckmorton, President, 
Container Laboratories, Inc., Chicago, Il., 
and vice-president, AMA Packaging Div. 
“Shipping Container Clinic.” 
A question-and-answer session. 
The panel of experts will consist of: 
Wooden Containers: Neil A. Fowler, 
Dir., Sales Research, 
General Box Co., 
Chicago, Ill. 
J. D. Malcolmson, 
Robert Gair Co., 
New York, N. Y. 
A. L. Green, Spec. rep. 
Ass’n, of Am. RRs. 
Chicago, Il. 
Lawrence T. Ross, 
Mgr.,sales d’v’lopm’nt, 
Union Bag and 
Paper Corp., 
Hudson Falls, N. Y. 


W. R. Hummel, 

Merchandise methods 
and results, 

Western Elec. Co., Inc. 

New York, N. Y. 

The Chairman. 


11:30 


2:00 


Fibre Containers: 
Transportation: 


Bags: 


User: 


Research: 


Morning Session, Thursday, April 10 
Chairman: Mason Rogers, Head, packaging div., 
Dewey and Almy Chemical Co., 
Cambridge, Mass. 
“Developments In Pre-Packaged 
Perishable Foods.” 
A. L. Martin, Director of Research, 
Western Growers Association, 
Los Angeles, Calif. 
“The Outlook For Improved Packaging 
Machinery.” 
Speaker to be announced. 
“Can Package Design Be Evaluated?” 
Dr. E. H. Scofield, 
Assistant to vice-president in charge of 
physical control and quality research, 
Joseph E. Seagram and Sons, Inc., 
Louisville, Ky. 
Afternoon Session, Thursday, April 10 
Chairman: R. F. Weber, 


Manufacturing research department, 
International Harvester Co., 


9:30 


10:30 


11:30 


Chicago, Ill. 

2:00 “Techniques of Export Packaging.” 
John Mount, 
Insurance Co. of North America, 
New York, N. Y. 

3:00 “Eliminating Damage Claims Through 

Proper Carloading and Staying.” 

A. P. Kivlin, 
Ass’t. supvr., loss and damage dep'’t., 
New York, New Haven and Hartford RR, 
Boston, Mass. 

4:00 “Packaging Economies Through 


Unit Loads.” 
W. Gordon Bennett, 
Packaging and paper standards 
Anaconda Copper Mining Co., 
New York, N. Y. 


dep’t., 
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GOODWILL 


The most precious thing anyone 
—man or store, anybody or any- 
thing—can have is the goodwill of 
others. It is something as frag- 


ile as an orchid—and as beautiful. 


As precious as a gold nugget— and 
as hard to find. 
a great turbine—and as hard to 
build. 
and almost as hard to keep. 


Imperial 


As powerful as 


As wonderful as youth— 











MNUctheds Corfe any 
' O £:24 2 ee ee, ee ee Se 
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Carry Your Own State 
and Surrounding States 


in Stock ..... 
COLORPRINT 
FOLDED POCKET MAPS 
SHOWING 


ROADS—RAILROADS—WATERWAYS 





THIS HANDY DISPLAY RACK SUPPLIED 
FREE WITH ORDER FOR SIX DOZEN MAPS 
MAPS 


OF EVERY DESCRIPTION AND 
FOR EVERY PURPOSE 


Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y¥. * MU 2-7581 
ERE EEA 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 


And Gabardine 





Covering 
Material 
3 SIZES 
A 17x18!/," 
B I5x17" 
C 14x15" 





STYLE 401!/, I!/." RUBBER FILLER 
A $5.00, B $4.00 C $3.50 


STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115! 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 


MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. ng ite 











DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


PIERCE r 


COMPANY ‘Write for Dealers’ Price List ; 


3705 Nicollet Ave. Minneapolis 8, Minn. 





GIFT DEPARTMENTS 
A Complete Line of Plate, Platter and 
~~ and Saucer Holders for Resale. 








MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 
Request mente and 


full details on your 
letterhead 
€ 











The Martens Type Ceaser (a 


Maweter ser 
Bw YORE CITY 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 











MaAcnite 


TEMPERED PRESDWOOD 


CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 
CARBON PAPER of 100% 
tag content and made of genuine 
Carnauba wax... and a —_ 
variety of First Quality MIME 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 108 


PENGAD icc, 














MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 














ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch. 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 











Manufactured by 


I. D. COTTERMAN “"nicaco ae 
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Masonite Floor Mats 


Size 36” to 48" . . . . . $7.00 list 
Size 48” to 54” . . . . . 10.50 list 


Packed Six To A Carton 


REGULAR DEALER DISCOUNTS 
COLORS—Maroon, srown, Green 


No extra charge for colors 





Many other office items 
available to dealers 


OFFICE FURNITURE WHOLESALE : 
74 BROAD ST. Ke Ne haps. YORK 4, N. Y. WA Rp S 1 AW 
ee ROLL LABELS I N D E X Cc A R D S 


The GUIDES Always find a ready market whenever and 
; , INDEX CAR wherever offered for sale. 
Permanent ARDS DEALERS throughout the land are recom- 
| DURABLE Successor FOLDERS mending and selling them. .. . The reasons 
CT CAL and To Rubber eee 
a eet GOOD QUALITY STOCK 


Holds papers, deeds, mort- Bands am og CLEAN—CRISP—BRIGHT 
gages, insurance policies, can- MENDING TAPE NO FUZZY EDGES 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 


























GUMMED Rotary cut on all four sides 
INDEX TABS UNIFORM MARGINS AND RULES 
made on fully automatic machinery 
AN OUTSTANDING VALUE 
OF PROVEN WORTH 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
































FOR 
BOOKKEEPING AND 


MAPTACKS 


You've got the right answer with 


MOORE 
METLHED MAPTACKS 


because 

@ They're sturdy—stand up under steady handling 
@ They’re the ONLY complete line available 

@ Map companies sell them EXCLUSIVELY 


BILLING MACHINES 


“SPRING KEYS" 


Master Speed Keys produce easier, faster type-bar action— 
reduce fatigue while increasing speed. Operators using these 
Every user is a booster! 

















You can't beat the Moore line of Marking Tacks, either. keys are genuinely enthused. 


Made by the manufacturers of famous Moore Push-Pins Sell them. It's profitable for you 
and Push-Less Hangers. iciiadl write for full information 


MOORE PUSH-PIN CO.. PHILADELPHIA. PA. 0 Gdauee 














IMMEDIATE SHIPMENT 


Rebuilt 
A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 


MARK/LO- 
IA IUITM ML AUYMA ES 


Loose-leaf envelopes, punched; card-coses, any 
size; menu covers; factory record protectors; eq 
holders: bill-fold envelopes; stamp containers, etc, 
Made of acetate (flame resistant) transparent 
cellulose. We bulld to fit your particular need. 
Write us for details. 


Markile C n Mfrs. 
sess 6. Pe i 9, U5. 4 
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STAMP AFFIXERS 


New 
SLIP-O-MAT SLIPSHEETERS. 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write For Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15 St. (Mailers’ Bldg.) New York 11, N.Y 
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— 5 


compere. Mall BAG LINE 


WRITE FOR FREE 
DESCRIPTIVE LITERATURE ON 
SECURITY 
BRAND 

LEATHER AND CANVAS 
MAIL BAGS 
. * 
i 2 : CANVAS PRODUCTS CORP. | 
Pp O, BOX 1 
FOND DU LAC 
= = wis. 











= yee ge 








100 100 





HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Ideal for fastening voluminous correspondence, 

sample swatches of paper, leather and fabric, for 

stapling of catalogs, programs, etc, Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: 4%, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take 4”. Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX — MIDGET 








SPECIAL 


Changeable Letter 


Wedding 
Invita- 
tions 


$0.95 
ae 6% 


Dealers 
Wanted 


Calling 

Cards 

$1 65 
(less discounts) 


America’s 
Lowest 


Bulletin and 
Menu Board Signs 
for all purposes 


ge 


TO DAY 


FRESH ROAST HAM 
REO CABBAGE 
SWEET POTATOE 
APPLE SAUCE 


Send for illustrated 
literature showing 
large variety of uses. 


Prices 


Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


; BIRMINGHAM 5, ALABAMA 











Now Accepting Orders 


in Limited Quantities 


cae 


s 
sae 
gaenee 
af 
FT Ld 


a 
* 
%e 


PRECISION. MANUFACTURED 


TO ASSURE SATISFACTION 


the UNIVERSAL FASTENER 


for Every Fastening Purpose 


TACKING — MOUNTING — REPAIRING 


Perfect for Home, School or Office 
Handy e Long-Lasting e¢ Sturdy 
SIMPLEST TO LOAD EASY OPERATION 
Retails for $1.95 


[> PKE (] YUAINE STAPLE LE CORPORATION 


‘ 749 “eA 


Pourth Nyewar: 


Niel 1 Ni. Y. 
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BREAD °, ROLLS & BUTTER) 
DESSERT 
COFFEE TEA OR MILK 


ACME 


Bulletin Board Corp. 


37 East 12th St., 
New York 3, N. Y. 

















FIGURES FAST— 


When and Where 
You Need Them 


HERE’S THE AN- 
SWER to manage- 
ment’s demand for a 
low priced, fast cal- 
culator. Entirely 
portable. Ready to go 
any place—any time. 
Hundreds of auxiliary 
uses in large organiza- 
tions. Keep one on 
every desk where 
quick calculations are 


RIGINAL DHNER 


“THE MACHINE TO COUNT ON” 





A Handy Calculator 


IVAN SORVALL 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin RO-33 








necessary. 











LOOSELEAF 


e 
PROBLEMS? 


Quickest, easiest, most effective way of binding 
any document folders, legal papers, maps, blue- 


prints and photographs—in loose leaf binders— 
without defacing them. 





Write for illustrated folder 
giving complete information. 


STAUNCH SALES COMPANY 
343 E. 34th St., New York 16 * MU 7-6930 
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DAYTON STENCIL 
WORKS CO. *oiis™ 





ee a ae ee ee errr eee 
eS 


¢ : e 
- SELLS FAST because it gg, . 

e 
* WORKS FAST : 
* Thousands of Uses The Only ef 
. Millions of . Genuine * 
 ueate LUBASPRAY ° 

Easiest, most effective 

. method of graphitoid lubrication x 
e —clean, quick, convenient! Colorful ® 
8 displays sell‘ for you. Order today. s 


MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 


PANE 
When You're Asked 








FACTS 


for ,; 








CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates, 

















OFFICE APPLIANCES, é00 w. Jackson Bivd., Chicago 
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Stop Petty Thefts | 


No. 10 WONDER [OCK does everything the oF- 
mi = dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 


be secured with one WONDER [ocK 
by the use of brace plate furnished. 





List Price $2.50 


Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


WON. D. ER [OCK 53 W. sidiear ak Gees 4, Ws. 















ET rare 


oe | 
Sheets of Cards 











Any Record Easy 500 Cards 45 
Credit Portable Gat inch $3 
File sheets of Cards on edge like paper in 
Margin for Indexing—Color Signaling— 
) Bienk. one side Ruled: 6x4 in., $3.45; 8x4 
Write for sit 
T.LOUIS 


Sales Quick 
Cost Saves Time Complete 
Kb is Proms folders. Visible Facts In- 
Visible Tabulation of vital information. 
in., $4.40; 10x4 in., $5.30. Order now. Send ~ 
Ha n di { fax Ross-Gould Co. 
313 N. Tenth el 


Visi ble Record 
Stock Flexible 
Use Handifax Cards only. Join together. 
spire Profitable Acts. Use half-inch Visible 
\ Ten years national use. 500 Cards one side 
no money. Satisfaction guaranteed. 





XXXXXXXXX XXX XXX XXX IX XXX XXX XX XXXII IX IY 


The “ARLINGTON” Series 


CUSTOM MADE DESK NAME PLATES 








Model B illustrated above is a neatly designed PRICES 
desk plate made of solid walnut faced with Model A—-$2.95. 
Plexiglass The name is burned into the wood Model B—Select 
with 22 "heenat gold. Dimensions 13% inches watinuwt and 
by 11 inches by 7/2 inch. Highly lacquered, Plexigtass— 
hand-rubbed finish. All models available in $3.9 
shorter lengths. Model 
Investigate the Arlington line. It offers 
great sales possibilities. Immediate delivery. 
Write for Liberal Dealer Discount. $4.95. 


Arlington Creative Industries 


Manufacturers and Designers 
240 West Jefferson St. Detroit 26, Michigan 
XXXXXXXXIXXI IXIA XXX XXX XXII XXX XIIIIX 
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ADD TO YOUR PROFITS 





ALL STEEL TRAY 
SOLVES DESK FILING PROBLEMS 


Handy, attractive, convenient. Gives separate 
compartment for each work classification. Strong, 
sturdy, baked enamel, walnut, green or grey. 
Every desk worker a prospect. 12 trays to car- STACKS 10 HIGH 
ton. Ship. Wt. legal size 30 Ibs., letter size 24 One slips over the other 
Ibs. Order this profit maker today. without nuts, bolts, sgrews. 


MASO STEEL PRODUCTS °°°),4:4'8 5. Clinton s+. 


MASO MAKES THE BETTER OWE 











FAULTLESs 


FLEX!-POsT 


THE BEST BINDER FOR ALL WRITTEN RECORDS... 








* 


UNLIMITED 
CAPACITY 


* 
* 





STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524-N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 














National Ds. Riimucsious ee 


28th Annual International 
CONFERENCE 
Annual Office Equipment Exhibit 
May 25-26-27-28, 1947 


Cincinnati, Ohio 


Inquiries to - 





Headquarters + Netherland-Plaza Hotel 


A. C. Spangler, 2118 Lincoln-Liberty Bldg., Philadelphia 7, Pa. — 








Exhibit and Conference Sessions *° Music Hall a 
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They Correct Mistakes 
in Any Language 


No. 333 INDIA — The quality- 
standard, all purpose red rubber 
eraser (two sizes: 333, 334). 


Keep stocked always in these two, fast 
moving, all purpose quality erasers. 


WORLD’S QUALITY STANDARD 


WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 





Pat. No. D144,677, other Patents Pending 
THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design . . .: 


skillfully constructed and covered with the newest 
and waterproof plastic materials in a variety of colors. 


The “Leisurest” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 
44 ft e a” F ) it ' C 
315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Dept. O. 
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IF IT’S 
TYPEWRITER PARTS, PLATENS 
AND SUPPLIES 
We Have Jhom 


For 55 years, we have been nationally recognized as “the 
DEALERS’ ,QUALITY SUPPLY HOUSE FOR TYPEWRITER 
PARTS, PLATENS AND SUPPLIES.” We publish individual 
PARTS CATALOGS for every make of machine, giving com- 
plete data and prices. 


Write for Your Copies Today 


They Are Valuable And Absolutely Free 
to Office Machine Dealers. 


Satisfaction Guaranteed on Every Order. When in Chicago, be sure to visit our 
plant and see how we re-build typewriters, recover platens, and handle orders. 


JHIPMAN-WARD MFG. CU. 


325 North Wells Street Chicago 10, Ill. 











the mark of quality 


5) ») Bri Cuses of 2 
2 ] LI Sun Fan Tops Genii 


Cowhide 






A name that means the best in leather 
goods; brief cases, zipper envelopes, 
ring binders, catalog cases and brief ti 
bags made of highest quality leather. F 


Nationally advertised. 
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CHARLES DOPPELT & CO. 


2024 S$. WABASH AVE. CHICAGO 16, ILL. 
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Each sheet of SUPREME CARBON 
PAPER is specially treated to give 
more service — more efficiency . . 

its CURLPROOF...SMUDGE- 
PROOF ...LONGER WEARING 
... AND SO EASY TO HANDLI 
In 5 weights and § finishes for 
standard and noiseless typewriters 
When you ask for SUPREME CURL- 
PROOF CARBON PAPER, also ask 
for SUPREME TYPEWRITER 
RIBBONS...and clean, sharp 






RIBBONS 


* ALL TYPEWRITERS 
* BILLING MACHINES 
* ADDING MACHINES 
* HECTOGRAPHS 

* MULTILITHS 

* PHOTOSTATS 

+ TIME CLOCKS 

* BLUE PRINTS 


WA 
THE SUukYye RIBBON & CARBON CO. 





7209 ST. CLAIR AVENUE © CLEVELAND 3, OHIO 


\ pat’ 
\ pst 
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WHAT A DIFFERENCE 
THAT SUPREME CURLPROOF 
CARBON PAPER 
MAKES! 






















THE OFFICE IS PLEASANT NOW THAT WE 
USE BUCKEYE SUPREME CARBON PAPER 











PLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World canton, mass. 
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The Ink Pad Thatis NOT a BAROMETER 


Superior’s VIKING ink pad does not dry out when the air is dry, nor does it become 
over-saturated when the humidity is high. Imprints made from it always dry quickly 


(by penetration into paper surfaces) regardless of climate. 


4 SIZES 39 COLORS 





GEM 254 x 1% in. BLACK 
0 314 x2), in. ° 
l 4% x21 in. VIOLET 
2 6 x3 in. re 
RED 
2 . 
Distributed in East BLUE 
by e 
R. A. STEWART & CO. 
80 Duane St. GREEN 
New York 7, N. Y. 
SUPERIOR MARKING EQUIPMENT 
COMPANY 
1800 W. LARCHMONT, CHICAGO 13, ILL. * 533 MISSION STREET, SAN FRANCISCO 5, CALIF. 











ik OFFICES where increased transcribing volume 
strains personnel capacity to the limit, Error-No 
line-by-line copyholders bring welcome relief. 
Typists turn out more work faster and more accur- 
ately. Operated with ease, Error-No keeps copy 
always at eye level, eliminating strain and body 
fatigue. 

Designed for use with typewriters, adding 
machines, Comptometers, and similar office devices, 
Error-No is winning increasing acclaim—from 
users by facilitating greater production—from 
dealers by adding profitable sales volume. 


LINE-BY-LINE 
COPYHOLDER 






SPEEDRITE Checkwriters 


Lucrative sales opportunities await 
wide-awake dealers in some terri- 


tories. Ask about the Speedrite 
franchise in yours. COMPANY, INC. * ROCHESTER 7, N.Y. 
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New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


. . . with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 


Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efficiency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one, 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 


vidual writing styles. These points are irid- 
ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh 
ink — there is no waste or deterioration. 


Put these outstanding performance fea- 
tures to work for you. Stock up with popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 
buyers, Reap the rewards of fast turnover 
and large volume sales. 





Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 









This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen-point, and there is no waste. 















\ 
















Senghusch Handi-pen desk sets are sup- 
plied in pleasing two-color combinations. 
Sets retail from $3.25 up. 


Sengbusch Self-Closing Inkstand Co. 
337 Sengbusch Bidg. © Milwaukee 3, Wisconsin 





Free Instant Active use. 


can be in operation. 








This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the “SPIN-DEX" unit and Spin. The cards 
are properly housed and without any fear of disturbance, ready for 


10 minutes after receiving your "SPIN-DEX" unit, your new system 


BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 


DEALERSHIP 
may be still open in 
your territory. 


WRITE for 


information. 


about our "SPIN-DEX"— 


~ SPIN- 


NEW— MODERN — EFFICIENT 
ROTARY-—TYPE FILE 





DEX” 
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PENCER RUBBER PRODUCTS COMPANY 
<Vlanugfiailidvens of Luality Kubbe. Bands 


M A Moore ee STE R, C Gua. N 








BILLFORM Rewitland 


VW AA 
PROCESSED STORMS “BILL FORM PROCESSED” CARBON 
PAPERS ARE ESPECIALLY PROCESSED TO 


CARBON PAPERS MAKE THEM CURL RESISTANT, DURA 8LE, 


EASY TO HANDLE AND FREE FROM CURL. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


VN 
SUPER CLEAN’ TO ERASE, FREEDOM FROM 
FEED ROLL OFFSET. 


CARBON PAPERS i 
H. M. STORMS CO. tron ieny. 


252 OFFICE APPLIANCES, March, 1947 Cc 














BRIGHT 






















| LEATHER | 
' 
FURNITURE 
BRIGHT creations give a wealth of charm and No. 1900 Sofa 


distinction to every business establishment. 


They enable an executive to express his own 
| individuality in his daily surroundings. Rich, 
| ; luxurious, comfortable and durable, all 
: BRIGHT numbers are within the reach of the 
| . buyer’s purse. 
| Though the material situation remains some- 
| what unreliable, we are now able to resume 
) some of the services you used to find so con- 
venient and profitable in your operations. 
BRIGHT CHAIR CO., INC. a ag ans <a an 
127-133 BLEECKER ST. NEW YORK, N. Y. 
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V4 know We can Count on You! 


We know we can count on 
you to tell your many cus- 
tomers about the superior 
quality of ''Peerless'’ filing 





cases. To the naked eye, all 
cases look pretty much alike. 
Tell your clients about the 
“extra'’ in Peerless Equip- 


aN ment. 
Bea tt 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS... PHILADELPHIA 11, PA. 
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CACECEL ... FOR 50 YEARS 


»e eTHAT’S 


Styles change as years go by. But the Royal quality we 
initiated half a century ago... is the same quality we insist 
upon today. 
You'll find this reflected in the distinctive design, exclusive 
construction features and great durability of the Royalchrome 
we offer you now. Royal Metal Mfg. Co., 175 North Michigan 
Ave., Chicago 1, Illinois. 


ROYAL METAL MFG. CO. ... Chicago...New York ... Preston, Ont. 
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Tuts handy LETTERGRAPH is the — - 
right answer for small duplicating jobs. Advertising cards, . simple AS A.B.C. 
notices, envelope stuffers, shipping tags, labels— yes, for A-—Message typed or hand written ™ 
every small size printing job. on small inexpensive stencils. = 
Useful every day in shops and stores for printing inex- B—Squeeze tube of ink into Printerfor @ 


pensive announcements—popular in offices for price change several thousand impressions. 
€—Lugs of Printer placed into slots of 


notices, acknowledgments, operating forms, etc.— hundreds 

of uses in schools, clubs, lodges, churches and the like. ate i gv aaa ‘* 
The exceptional low price of the LETTERGRAPH Assures perfect registration—no waste. 
Post Card Printer plus the surprisingly low cos? COMPLETE rice includes sturdy leathers 4 
of operation make it a valuable investment where- 5 Sia ee Re inpabane * 
ever duplicating is needed. $ 1050 5 


eg 


Higher Quality Since 1903 : Set ak ea 


THE HEYER* CORPORATION, CHICAGO. ILL. 








WHAT MAKES UNDERWOOD 


M“ 


A research-minded organization that has never 
stopped improving its products. For more than fifty 


consecutive years Underwood has enjoyed unchal- 
lenged leadership, based on a long list of engineer- 
ing ‘‘firsts” in typewriter advantages. 


Setting the standard of performance by offer- 
ing typewriters with greater flexibility, speed, 
accuracy and durability than were elsewhere 


available . . . by always keeping a stride ahead. 


Volume of satisfied users . . . understanding 
the typewriting problems of business in gen- 
eral, and secretaries in particular. More than 

6,000,000 Underwoods, reaching all corners 
of the globe, have been helping to speed the 
world’s business. 


World-wide sales and services, conven- 
tent to everybody in the United States and 
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Underwood Corporation 


Copyright 1917, Underwood Corporstion 
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___Underwood 





Typewriters . . 


> 
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in the principal cities of the world. Experience and 
time have taught the business world that an 
Underwood is always the happiest choice among 


typewriters. 


Underwood's post-war Standard . . . a master- 
piece of typewritiag engineering. It brings you 
Rhythm Touch .. . a wonderful addition to the 
many Underwood features you've always en- 
joyed. Rhythm Touch is a new typing concept 

.. a delightful new experience in typewriter 
performance. Speed seems effortless. Fingers 
move easily over the new perfectly-balanced 
keyboard. 





These are the things that make Under- 
wood America’s first-choice typewriter . . . 
that make Underwood ‘Typewriter 
Leader of the World.” 
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. Accounting Machines 
. Ribbons and other Supplies 
One Park Avenue, New York 16, N. Y. 
Underwood Limited, 135 Victoria Street, Toronto 1, Canada 
Sales and Service Everywhere 


. Adding Machines . . 
Carbon Paper . . 








